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Date: 5th March 2021

Cristina Broasca
07881463452
imcristinaiorga@gmail.com
E6 6WE, London
7 Covelees Wall, Beckton

Respected Sir,

I, Cristina Broasca, the CEO of this sole partnership company am writing this letter to you to present a business plan with the hope that you will like it and approve it so that working on it can begin. Also, with this occasion I want to thank you for giving us the opportunity to present our business plan for Efteheya, Greek Restaurant.

We firmly believe that we are well positioned to succeed with the business. Inside you will find enclosed a detailed business plan highlighting our financial needs and the services we will offer to become successful in the catering market. With this plan we are assuming to have an increase in our initially assumed profit by 5%, and we are hoping to see results in the first 3 months because of our uniqueness among other businesses. 

I request you to consider our business plan and we hope that we will have your support in our journey. We are glad to meet you for further discussion in accordance with your convenience. 

Thank you for your time and attention.

Yours sincerely,
Cristina Broasca 





By: Cristina Broasca (1919621)
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Efteheya, “a Greek restaurant” unlike a typical restaurant, will be a totally new concept combining excellent food at an amazing price, with a unique, great and fun atmosphere. Efteheya will be the solution for “that special experience” everyone is craving. Our target, the general public, will receive excellent service from very experienced individuals that will run the place together as a union.  

The placement and the area we have chosen to open our business will benefit us immensely, due to no other Greek restaurant around. We will provide our customers with exclusive Greek food, of amassing quality along with Greek entertaining. We will be a flexible option accessible for everyone because sustainability is what we care about. 
One of our objectives is to build a good reputation in business life. We aspire to obtain funding so that we could start working on kitchen design, equipment purchases, and overall expenses of the first year of business elucidated in-depth in our business plan. 

The business plan is set to explain how the business will grow massively, bringing beautiful profit in the first year, increase the income by 15% in the 3rd year and with a possible growth in income by 25%, open a second and third store in the fifth year. 



















By: Cristina Broasca (1919621)
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3.1. Our roots
Our “story” has its roots in the trip we (Cristina and Irina) took to Greece two years ago. It is not a secret that Greece is an amazingly inspiring place that gives you wings to fly to your dreams. We visited Santorini while we were there, and we took the full advantage to try as many delicious specialities as possible. Our scope back then was to have fun and enjoy our time there.

One day we walked into a beautifully placed restaurant with a terrace by the sea. We ordered our food which was fresh and delightful. The people working there were very kind and helpful; there was no sign of tiredness on their faces even though the restaurant was full of customers and there was plenty of work.  

I remember looking at the ceiling, the walls, the satin white curtains; everything looked like it was out of a story scenery and for a second, I thought about bringing that shine of light to London. We had loads of fun that night, and a stranger looked at us and kindly said “Efteheya!”, we were both confused as to what that might mean, so out of curiousness, we wrote what we heard down and when we translated it, it meant “happiness” in English. That was the moment I knew that we are going to bring the whole atmosphere to London, and our restaurant is going to be called “Efteheya”.  

3.2. Business Description 
Our restaurant will be located in South Bank, SE1 8XX, in a busy area, with a river view that will attract customers. The restaurant will be 150m2, just about the perfect size to create a momentous experience for our customers. Initially, the place we are renting was a restaurant itself and would not need structural changes; however, there will be desired to redesign the place and equip the kitchen with the needed technology. We will operate from 16:00-00:00, making us a dining restaurant with a bar and terrace included.

Our main aims and objectives are to: 
· Build a wholesome reputation in the business life in the first year.
· Get as many customers as possible and gain their trust. 
· Gain £500, 000 in profit in the first year.
· Advance to an increase of 15% in the third year of operations. 
· Open a second and third store, and reward to 25% income increase in the fifth year.
By: Cristina Broasca (1919621)
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Description automatically generated]We are aiming to create a friendly atmosphere for the general public. Our food will be accessible for vegans/ vegetarians and kids as well. This will make us more accessible since we will have a wide range of vegan and vegetarian food. Alcohol will be included on our menu, and mainly wine will be present. We will be directed by a professional adviser to develop a well-paced, organised menu. The quality of our food will be of high rank as we will work with “Whole Foods” since “Living well begins with eating well” (Whole Foods Market, 2021)

We are inspired by the Antic Greek and by Greek Gods, we will have live music, from music passionate, along with licensed music playing through our equipment; our waitress and front of the house staff will be dressed like Greek Gods, and will write on a rock plate, to recreate Greek Gods writing symbols on rocks. This concept will raise a curiosity in our customers, and if their experience will be made special, they will surely advertise our restaurant to their friends.

The main assistants of the business: Irina Pasa, Florica Chis, Gheorghe Cristian Enache and Zhulvena Siderova, along with the CEO of the restaurant Cristina Broasca, will contribute £50,000 in capital. Therefore, a conventional loan of £550, 000 will potentially come from the Prince’s Trust Fund, which will help us “start something” (Prince’s Trust, 2020). We chose the Prince’s Trust fund to invest in our business as we believe that they are the most reliable since they have touched the lives of 1,000,000 young lives over the past four decades, according to the Prince’s Fund Website (2020). 
Each of the assistants will contribute by taking care of a particular area of the business. The experience Irina has gained along 5 years of digital marketing will increase our success in advertising the restaurant. Cristian will be great at managing people and taking care of their enquiries and being responsible of the Human Resources and administration part, taking in consideration his experience in managing people for more than 10 years. The operations zone is a must to be taken care of by Zhulvena due to her qualification in engineering and her experience with technology over the years. Ultimately, Florica will be the experienced financial advisor since she is the one with the certificate in economics and her 4 years of experience working in a bank. 




By: Cristina Broasca (1919621) 
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Our approach on advertising the restaurant will be one of the main areas we will be focusing on, due to our competitor’s market. Our potential competitors around the restaurant placement will be: Wagamama (Asian restaurant), Las Iguanas (Latin American restaurant), Ping Pong Southbank (Chinese restaurant). 
The list of our competitors is not small although, we are sure that they are not going to be a threat for us, since we will bring the Mediterranean cuisine around an area where restaurants do not offer such food range. We have analysed these restaurant chains annual revenues and here is some information about them:

Wagamama 
Wagamama is a restaurant chain serving food from the Asian inspired cuisine, which is “operating since 1992” (Wilkinson, 2017). Their target audience is 18-35 Adults. They operate from 12noon-10 pm, and usually they are busy at lunch time. They have a wide range of Asian food in their menu and the prices vary from £4.50 to £14.75 a meal. When it comes to alcoholic drinks, their wine range is limited which is a big advantage for us since we will have a big range of delicious types of wine. 
Their customers are loyal to them as they have provided great food throughout the past years, however, any unethical behaviour can be drastically analysed which may result in degrading the value it represents as a company.  Mabel Mezzco Limited (2020) suggests how in the third quarter of 2020 their total UK revenue decreased by 37.4% to £158.9 million due to the closure of the restaurants as per the coronavirus pandemic, however, if divided by 135 stores around the UK, the annual revenue of only 1 store would be around £1 million pounds in approximation. 

Las Iguanas
Las Iguanas is a Latin American restaurant, serving Mexican, Vegetarian friendly and Vegan options as per Trip advisor (2021). They “started small in 1991” (Iguanas.co.uk, 2021). Their target market is of 24-35 years pre family customers. They operate from 11:00-22:00 every day of the week. They have a big range of delicious Latin food however they always get criticism such as: “Bit expensive for what you get”, proving that customers will look for an alternative around the area, which will offer great food quality at an accessible price, and we are going to be the perfect option. According to Growjo (2019), Las Iguanas estimated annual revenue was $74M per year, which now would mean, £53M for a total of 57 outlets in the UK. Meaning that 1 store would make about £934, 000 in approximation per year. 

By: Cristina Broasca (1919621) 
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Ping Pong Southbank 
Ping Pong is a Chinese restaurant that serves lunch, dinner, drinks and parties. They operate since 2005 and their target audience is of 25-35 years old. According to South Bank Centre (2020), Ping Pong operate from Monday to Thursday: 12 at noon-10 pm, which is a big advantage for us as we will be opened from Monday to Sunday from 16:00-00:00 and customers will have a great option to come and have a drink at our restaurant. They also serve some vegetarian and vegan options at an affordable price, but it is based on Chinese culture and receipts, thus out vegetarian options will be founded on Greek receipts. Thompson (2015) in her latest report from 2015 believes that Ping Pong’s annual revenue increased by 10% to £15.25M without any tax for a total of nine stores. We are aware that these statistics are not updated and reliable, and the chances for their business to grow is considerable. However, they are not a threat for us, on the contrary, we will try to create a respectable relationship on the business market. 
 
3.4. Opportunities
We have very high opportunities to succeed next to our competitors despite our menu pricing strategy explained below, along with each individual competitor SWOT analysis. 
Our pricing strategy will depend on our food quality; therefore, our prices will be advantageous for us and for our loved customers. 
· Another opportunity for us will be the possibility of creating and developing a website where potential customers could book a table, look at our menu find valuable information and so on. 
· The advantage of generating contracts with delivery services will bring more profit to the business, and it would serve as a backup plan in case of pandemic situations, which means that we will still bring smiles on our customers faces in the comfort of their homes. Similarly, a source of profit will come to our business, our staff will have the opportunity to keep their jobs and we will not go into bankruptcy in the worst scenario. 
· If our plan blossoms well we will create a prelaunch for families and friends and have the opportunity to open our doors on the 8th of March 2022. 





By: Cristina Broasca (1919621)
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4.1 SWOT Analysis
Assessment of strengths and weaknesses is the most important beginning to improve the performance of any enterprise. 

STRENGTHS (S):
 1. Highly qualified management and production personnel.
 2. Varied menu with multiple vegan/ vegetarian options.
 3. Availability of exclusive signature dishes developed directly by the master chefs of the restaurant using their own unique technology.  
4. Our food is unique compared to our competitors. 
5. Orientation of restaurants' activities to a large extent on customer satisfaction.
6. We are placed in a busy area which means more customers. 

OPPORTUNITIES (O):
1. Expansion of the range.
2. Good opportunities for diversification.
4. Development of information technology.
5. Availability of interesting ideas and their constant feeding (creativity of leading experts).
6. Use of modern automation systems.
7. Possibility of servicing additional groups of consumers.
8. Growth in the number of tourists (due to various events).
9. Opportunity to attract investment.
10. Opportunity of creating contracts with food delivery services. 

WEAKNESSES (W):
1. New company on the market.
2. Unstable sales volumes.
3. Not having the customer’s trust. 
 
THREATS (T):
1. Other’s restaurants operating net to our restaurant.
2. Changing tastes and needs of customers.
3. An unfavorable shift in exchange rates.
4. Inflationary processes.
5. Unfavorable change in tax policy.
6. Reducing the number of customers.                                              By: Irina Pasa (2010915)
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Description automatically generated]As a result of the SWOT analysis, the strengths and capabilities of the new restaurant were identified, while taking into account and limiting the influence of weaknesses and threats, which will provide the enterprise with competitive advantages. 
Wagamama SWOT Analysis
	Strengths
	Opportunities

	· Loyal customers. 
· Delicious Asian food choices.
· Accessible prices.
	· Use their financial wins to acquire newer technology. 

	Weaknesses 
	Threats

	· Not enough customer attention from staff.
· Small alcohol range in menu. 
	· New competitors entering the market with new innovations (Efteheya Restaurant).



Las Iguanas SWOT Analysis
	Strengths
	Opportunities

	· Big range of vegan/vegetarian food. 
· Loyal customers.
· Being known on the market. 
	· To expand their stores around UK.

	Weaknesses 
	Threats

	· Considered very overpriced for the small portions of food. 
	· Other competitors stealing their loyal customers.



Ping Pong SWOT Analysis
	Strengths
	Opportunities

	· Having a bar with a terrace. 
· Big range of Asian food. 
· Big range of alcoholic drinks.
	· To improve their customer services. 
· To implement the customer feedback and put it in action. 

	Weaknesses 
	Threats

	· Having most of the dishes be very expensive. 
	· Losing their customers because of high prices in their menus. 



By: Irina Pasa (2010915)
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 For the successful operation of the restaurant, the following personnel will be required:
• 2 Managers
• Administrators (2 people)
• Bartender (2 people)
• Waiters (6 people)
• 1 Chef
• Cook (2 people)
• Housekeeper/ cleaning services (2 people)
• Dishwashers (2 persons)


Thus, a staff of 18 people will be required to start the restaurant. The position of the restaurant manager should be occupied by an employee. Its main task is to maintain the stable operation of the restaurant, work with various authorities during inspections. The duties of the administrator include coordinating the operational work of the restaurant, resolving issues in the hall with the guests of the restaurant. The chef is responsible for the operation of the kitchen, compiling and updating the menu, assessing the quality of incoming products. The chefs are subordinate to the chef and carry out his instructions. The purchasing specialist is responsible for finding suppliers, finding and updating equipment. He interacts with the chef and manager. The rest of the staff works on a shift schedule.


In the area in which the restaurant will be located, there are about 50 thousand inhabitants. Plus, there are several large office and shopping centers. The potential circle of clients is the general public. Our target being the general public, we will make sure to have facilities such as: movable benches for wheelchair access, induction loop, booster seats, free Wi-Fi, outside dining, baby facilities, braille menus, induction loops & magnifying sheets.
As a percentage, the number of residents who meet the above criteria is about 7,500 residents of the district. Of this number of residents, about 1500 people visit such establishments at least once a week.
However, given that the newly opened restaurant requires promotion and the development of regular customers, the institution will reach this income indicator only after 6 months of operation.

By: Irina Pasa (2010915)
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· Direct mail - direct mailing of invitations to the opening. 
· Publishing promotional materials in the form of brochures. These materials will be distributed in shops and outlets of the city.
· Publication of articles in the press.
· Work with organizations and enterprises on the proposal for the organization of corporate parties.
· Installation of light boxes and billboards in the area.
· The main methods of advertising in the early stages will include:
· Development of an advertising sign (banner).
· Distribution of leaflets, flyers.
· Website creation - business cards with a description of the restaurant's menu and operating hours.
· Advertising in print media, magazines.
· Carrying out promotions, using coupons.
The advertising campaign will cost us more that £10, 000.

4.3. Sales Strategies

· At first, it is planned to place advertisements on light boxes in the region, to send leaflets to large companies in the region. 
· For regular guests there will be a 10% discount. A special children's menu will be developed for children.
· The menu will be updated monthly. 
· Personnel training will have its place and it will be done mutinously.
· We aim to creating an atmosphere so that the guest do not get bored however don’t get too bothered when having their dishes.
· We will need to purchase decorative items to decorate the hall, for example, tablecloths, small candlesticks and other interior items.
· In addition, it is planned to conclude contracts with suppliers of products and services which in our case will the “Whole Foods”:
· To ensure the safety of the restaurant, an agreement will be concluded with a security company and a "panic button" will be installed.
· Food and alcoholic beverages will be supplied under contracts with wholesalers and manufacturers.
· It is planned to conclude a contract for the removal of garbage and solid waste with a commercial company.
By: Irina Pasa (2010915)
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Description automatically generated]The public catering market is highly competitive. In order to stand out, we need to beautifully present our main advantages. It is important to start an advertising campaign before opening, therefore we will create a prelaunch where our friends and family will be present. And regardless of the season, maintain an active marketing policy. First of all, it is important to make our logo known, make a brand book, create a website, register on social networks. 

The first advertising campaign should be aimed at the festive opening of the restaurant. Balloons, free treats, animators for children, raffles of valuable prizes - all this can be part of a big celebration such as birthdays, we will make their day special. We will let as many people as possible know about us right away. Social media contests will be held on a regular basis to maintain customer loyalty. It is very important to keep feedback from our consumers. Therefore, we will be open to interaction, collect feedback and work on it. There will be various promotions constantly in the restaurant: the dish of the day, happy hours, business lunches. All this will increase customer loyalty.

So, the best marketing for our restaurant is delicious food. We will work with Whole Foods as they are having the best quality products on the market. A person comes to a catering establishment, first of all, to eat but we will offer the bonus of entertaining. 
Aesthetic perception - a sparkling signboard, a marble lobby with a footman - although they please the eyes of the client, they will not be able to evoke a feeling of lasting attachment to the institution ... This feeling of attachment is created in the stomach, and only then, enriched with quality service and external splendor, is transformed into a continuous desire to leave money in your favorite restaurant.

 The second most important marketing factor is the quality of service in the restaurant. Politeness, courtesy of waiters, speed of response to our customers’ requests, cleanliness on tables, availability of napkins, good toothpicks ... - there are no trifles in service: everything can be good! but the waiters' sluggishness will spoil the impression, and if, God forbid, they will cheat ... The price of the question - how much a client pays for a visit to a restaurant - is the third most important marketing factor on which the success of the restaurant business depends. Visitors will be willing to pay a lot for delicious food and high-quality service, so we do not put the cost of lunch in the first place. Our delicious food will match the service as our waiters will be wearing traditional Greek Gods clothing to portray the beautiful culture (McIntyre, 2020)


By: Irina Pasa (2010915)
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Greek cuisine is easy to prepare, colorful and flavorful. Thanks to the centuries-old history of Greece and its geographical position, Greek cuisine has absorbed the culinary traditions of many peoples, especially Arab, Turkish and Italian cuisines, therefore there is a varied and rich selection of dishes. 

Greeks are great connoisseurs and lovers of vegetable dishes. The most common vegetables are eggplants, very small artichokes that are eaten directly with leaves, tomatoes, beans, pumpkin, onions, bell peppers, green beans cooked with olive oil, and boiled vegetable salads. Grape leaves with minced meat are especially popular. They, both fresh and pickled, are stuffed with meat or rice and poured with a sauce of beaten eggs and lemon juice. Therefore, the use of vegetables will be mainly used in vegan/vegetarian meals.

Greek cuisine has inherited a lot from Turkish cuisine, such as kebabs, Turkish coffee, as well as oriental sweets: candied nuts and fruits, Turkish delight and halva; red and black peppers and other spices, spices and seasonings are used in relatively large doses for the preparation of many dishes. Meat dishes from lamb, beef, pork, as well as from poultry and game are cooked over an open fire or stewed with vegetables or rice in sauces with flour. Olive oil is used in many dishes. Meat, rice, vegetables, eggs, mushrooms, onions are used as minced meat. Stuffed vegetables are stewed in tomato or sour cream sauce. The national dish is beans or beans stewed with onions and tomatoes in clay pots. Milk, fermented milk products, cheeses (especially soft) and eggs are widely used. Fish dishes occupy one of the main places in Greek cuisine. 
In Greece, a variety of fruits are consumed, especially citrus fruits and grapes, both fresh and canned. Many sweet dishes are prepared from fruits and berries. Dough products are very popular: pies, pies, cheesecakes, all kinds of flour confectionery. Thanks to that we will have our delicious desserts.
  
Fish and seafood are practically the main food of the Greeks. They are ready and served in the most diverse variations. Greek cuisine is based on a relatively limited range of agricultural products. Although the appetizer is served, it often consists only of olives, bread, feta cheese and tzatziki - yoghurt mixed with grated cucumber and chives. 
Aniseed ouzo vodka is drunk as an aperitif, sometimes it is diluted or washed down with water. The more festive the feast, the richer the set of snacks called meze. The name itself has a Turkish influence. These mostly pasty dishes made from fresh vegetables or cold dishes made from small fish and crab are reminiscent of snacks in Lebanon or Syria. The popularity of 
By: Irina Pasa (2010915)
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Menu
Cold appetisers
· Dzaziki (homemade Greek yogurt with grated cucumbers and olive oil)
· Tarama (mashed potatoes paste with cod caviar)
· Melidzana (grilled eggplant cavre)
· Pikilya elyas (olives, sun-dried tomatoes, pickled peppers)
· Tartar Lavriki (seabass tartar with Horeatiki cream sauce)
· Tartar Moshary (beef tenderloin tartar with san cheese was smear from the island Samos)
· Htapodi Ksidato (pickled octopus with Greek pasta)
Salads
· Horiatyki (traditional Greek salad)
· Rokka (arugula salad with sun-dried tomatoes and orange dressing)
· Padzarosalata (beetroot salad with balsamic sauce from figs and walnuts)
· Karotosalata (carrots with coriander and feta cheese)
· Tu Agru (green bean salad, egg, chicken fillet and olive-ginger sauce)
· Prasiny ma Kasery (spinach leaves, arugula, beetroot, walnut, fried Kasery cheese)
Soups
· Psarosupa (fish soup with couscous)
· Domatosupa ma keftedakia (tomato soup with meatballs)
· Kolofikosupa (pumpkin soup)
· Fasolada (beans soup with bacon)
Seafood
· Bakaliaros (cod fillet under smoke with cauliflower and broccoli puree)
· Filleto lavraky (seabass fillet in zucchini scales and artichoke puree)
· Kalamari Ghemisto (squid stuffed with feta cheese)
· Midya (steamed mussels with parsley sauce)
· Htenya (scallop in shells with olive oil and garlic)
· Salygaria (slices with garlic oil and toasts)
· Midya Saganaki (mussels in wine-mustard or tomato sauce)
· Pikilya Falasinon (assorted grilled seafood)
Meat
· Hirino (pork baked in Greek olive oil herbs)
· Ghemisto (beef kebab with tomato salad and young potatoes)
· Musaka (casserole with eggplant, meat and potatoes)
· Suvlaky (traditional chicken kebab)
· Kuneli Stifado (rabbit in red wine with onions)
· Kleftiko (baked lambs with cheese, tomatoes and potatoes) 
By: Irina Pasa (2010915)
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· Sokolatopitta (chocolate pie with vanilla ice cream)
· Baklavas Ma Pagoto (Greek fillet baklava with ice cream and yoghurt cream)
· Cremato (puff pastry with custard)
· Tiramisu (classic tiramisu)
· Muss Yaurty (yoghurt mousse on shortbread cookies)
· Pavlova (Bizet, air cream and cranberry sorbet)
· Karidopitta (nut pie with syrup and chocolate glaze)
· Suffle (hot chocolate souffle with vanilla ice cream)
Alcohol 
· Santorini 2015
· Assyrtiko de Mylos 2015
· Argyros Santorini 2015
· Assyrtiko 2015
· Moschofilero Boutari 2016
· Biblia Chora 2018
· Agiorgitiko Boutari 2016
· Nama 2017
· Mavrodaphne of Patras 



Thus, we can conclude that Greek cuisine is not only healthy and tasty, but also diverse, which will make it possible to present a large selection of dishes in the restaurant. This, in turn, will attract not only lovers of Greek cuisine and tourists, but also ordinary people which are our target.  













By: Irina Pasa (2010915)
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Fundamentally, any organisation success highly depends on its management styles, operation styles, effective technology, effective equipment and other necessary materials as safety equipment is known as personal defensive equipment, is exactly intended to help defend workers against the safety risks on the job site. Besides, to manage the particular enterprise the entrepreneur also needs effective strategies and experiences as there have used some core equipment in food processing such as conveyors and tube systems, sterilizers or wash systems, fryers and ovens, freezers and dehydrators etc. Here, in the assignment I will describe the key business plan such as operation, technology and equipment based on our restaurant (Belz et al, 2017).

5.1. Operations & its role in the business

Fundamentally, business operations mean actions that industries involve in daily to grow the value of the initiative and earn a lot of profits. As we want to open a restaurant, we will need to do some key operation such as produce more favourable foods, improve food-service operation, manufacture rights products, increase food safety and operation and neat and clean the restaurant all time (Burns et al, 2016).

Accounting and investing operation 
To start an industry, the entrepreneur needs to have arranged sufficient resources, revenue and people. If the business cannot be able to arrange sufficient resources, it will so tough for continuing the business successfully. For example, as we start a restaurant whose name is “EFTEHEYA”; we will have arranged sufficient recourses and raw materials for developing the business (Liu et al, 2020).
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There have different types of food services such as plate service, cart service, plater service, buffet service, and family-style services as if we have to manage sufficient equipment for our restaurant we can easily manage the customer and also satisfy them properly which will positively impact our business. For example, according to the types of food service, we will consider serving our customer as like as family styles because it is so important for engaging and satisfying the customer properly (Lipset, 2018).


By: Zhulvena Siderova (2009041)

Manufacturing the right products 
Manufacture the right products are also an effective operation because if a restaurant can ably manufacture the customer expectation products then they will add value to their products and services. For example, we will analyse the market and also understand the customer expectation and interest and then we will manufacture the specific items as marketing automation is a technology that accomplishes marketing methods and multifunctional movements, across numerous channels (Belz et al, 2017).

More flavourful foods
If a restaurant industry we want to build effective competitive advantages, therefore we need to produce flavourful food, provide unique services etc. and that’s why we will also need to use these types of food-service technology as it will help us control food cost. For example, according to the effective operation in a restaurant, we will produce the most flavourful foods because if we ensure that we provide quality, healthy and delicious food then will accomplish our mission properly (Light et al, 2017).  

Increase food safety and sanitation
We will also try to increase food safety and sanitation because customers are mostly liked neat and clean services to manage the particular enterprise the entrepreneur also needs effective strategies and experiences. For example, we will follow some ways for ensuring food safety in our restaurant e.g. wash hands between steps, use separate cutting boards, disinfect work surfaces, cook foods to a safe temperature, and keep cold foods cold and hot foods hot (Burns et al, 2016).
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Finally, we will clean our restaurant all-time as it can satisfy our customer and also increase customer loyalty as any organisation success highly depends on its management styles, operation styles, effective technology, effective equipment and other necessary materials. For example, we will wash every surface with clean and sanitize restrooms, sweep and mop floors and check tariffs for cleanliness (Bacigalupo et al, 2016). 
5.2. Technology
Technology plays the most vital role to increase business profit, productivity, efficiency and performance. Different technology has different benefits which support the business in managing and operating the enterprise smartly and successfully. Here, we will use some vital technology for our restaurant such as voice technology, table-top ordering system, communication technology, online technology, marketing automation etc. (Light et al, 2017).  

By: Zhulvena Siderova (2009041)

Table-top Ordering System
Fundamentally, Table-top ordering systems enhance guests in restaurants to order any items of foods and drinks from their table with a smartphone or a device as effective technology supports the entrepreneur to manufacture the right product for the target customer. For example, we will use this system in our restaurant because it will support us to improve the accuracy of orders, speed and efficiency of service can control most of the customers easily (Aldridge et al, 2017).  
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There has some key food-service technology such as restaurant app developments, NFC food payment, pizza payment sharing, mobile food payment services, and digital doughnut notifies etc. For example, we will also need to use these types of food-service technology as it will help us control food cost as operation, technology and equipment are mostly required for managing an enterprise successfully (Bacigalupo et al, 2016).  

Communication technology 
Communication technology is also very essential for the restaurant industry because communication technology helps to improve the quality of human life and save the most valuable time and money. For example, we will use some key types of communication technology for our restaurant (“EFTEHEYA”) such as telephone, radio, internet, television etc. and that’s why, we should follow some key business operation e.g. customer service, cleaning, accounting, purchasing raw materials etc. (Cooper et al, 2017).

Marketing Automation
Fundamentally, marketing automation is a technology that accomplishes marketing methods and multifunctional movements, across numerous channels as business operations mean actions that industries involve in daily to grow the value of the initiative and earn a lot of profits. For example, we will use some key advance marketing automation tools such as Marketo, Eloqua, Pardot, Constant Contact, and Drip, Hootsuite etc. which will give us the ability to create consistently and deliver the right content (Burns et al, 2016).
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Online technology 
There has some key online technology such as electronic funds transfer, mobile commerce, internet marketing, supply chain management, inventory management system and data controlling system. As an operation, technology and equipment are mostly required for managing an enterprise successfully then we will use this equipment’s for food processing as it makes food more palatable, edible, preserves and safe. For example, we will need to consider using this technology for our restaurant (“EFTEHEYA”) as it will boost customer loyalty, add customer value and add product value properly (Aldridge et al, 2017).  
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There have some key equipment’s for the restaurant such as ovens, ranges and ventilation, food processors, slicers, safety equipment, fryer, griddle, hood, sinks, shelving etc. as if a restaurant industry wants to build effective competitive advantages then they need to produce flavourful food, provide unique services etc. Besides, we will also need a meat grinder, a blender, a food cutter, freezers and refrigerators equipment for starting our restaurant (“EFTEHEYA”) successfully (Kazanjian et al, 2017).
If we have to manage the sufficient equipment for our restaurant we can easily manage the customer and also satisfy them properly which will positively impact our business and that’s why, we will produce the most flavourful foods because if we ensure that we provide quality, healthy and delicious food then will accomplish our mission properly. Besides, we will also try to make an effective plan and strategy because an effective strategy will help us to understand which equipment is highly required for managing the enterprise properly (Saebi et al, 2019).

Kitchen equipment
There has some basic kitchen equipment for the restaurant industry such as kitchen knife, cutting board, mixing bowls, colander, kitchen pan, blender, food storage containers, spoons etc. Fundamentally, as we want to open a restaurant, we will need to do some key operation such as produce more favourable foods, improve food-service operation, manufacture rights products, increase food safety and operation and neat and clean the restaurant all time. For example, we will need to consider using this equipment for our restaurant (“EFTEHEYA”) as it will help to cook chop, slice, and gracefully mince raw fixings (Aldridge et al, 2017).  
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Food processors equipment 
There has used some core equipment in food processing such as conveyors and tube systems, sterilizers or wash systems, fryers and ovens, freezers and dehydrators etc. though there have different types of food services such as plate service, cart service, plater service, [image: Text

Description automatically generated]buffet service, and family-style services. Here, we will produce the most flavourful foods and that’s why, to manage the particular enterprise, we also need effective strategies and experiences (Burns et al, 2016).
Besides, there has also necessary equipment for food fish processing such as pin boners, laser portion cutter, and conveyors stainless steel as if a restaurant industry wants to build effective competitive advantages then they need to produce flavourful food, provide unique services etc. For example, we will use this equipment’s for food processing as it makes food more palatable, edible, preserves and safe. If we cannot manage this equipment’s we will not make the desired foods for the customer (ACS Et Al, 2017).  

Freezers and refrigerators
We also need to use freezers and refrigerators because refrigerators slow bacteria growth which helps to keep foods fresh and that’s why we will analyse the market and also understand the customer expectation and interest and then we will manufacture the specific items. Besides, the freezer is an application that is vital for the storage of food products and it keeps food safe and healthy. For example, we will arrange effective freezers and refrigerators so that we can keep food safe, healthy and fresh (Schmalz et al, 2017).

Safety equipment
Fundamentally, safety equipment is known as personal defensive equipment, is exactly intended to help defend workers against the safety risks on the job site. There has some vital safety equipment for the restaurant such as wet floor signs, first aid kit, fire extinguisher, cut-resistant gloves, freezer gloves, dishwashing gloves, PPE etc. For example, we highly need to consider arranging safety equipment for our restaurant (“EFTEHEYA”) as the equipment reduces the number of avoidable accidents which occurs every year (Nambisan, 2017).

Thus, operation, technology and equipment are mostly required for managing an enterprise successfully as to start an industry; the entrepreneur needs to have arranged sufficient resources, revenue and people. Effective technology supports the entrepreneur to manufacture the right product for the target customer as if the business cannot be able to arrange sufficient resources, it will so tough for continuing the business successfully. We should follow some key business operation e.g., customer service, cleaning, accounting, purchasing raw materials etc. Besides, we should also use some key technology for our restaurants such as voice technology, table ordering system, self-ordering kiosks, marketing automation and kitchen display system (Meyer et al, 2017).By: Zhulvena Siderova (2009041)
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6.1 The Team
The heart and brain of our team will be our CEO Cristina Broasca.
Alongside her, the 4 assistant managers will not only bring their hard work into making this business a real success but will also be bringing new ideas and a “unstoppable” attitude.
 We are trying to create a friendly and warm workplace and at the same time, a smart hustle work environment.
To make sure we will achieve 100% productivity, one of the assistants will keep a close contact with the restaurant team.
Gheorghe Cristian Enache will be most of the time in the kitchen with the chef to make sure our customers will receive the best tasting Greek food.
To make sure the service will also be at its best, mister Gheorghe Cristian Enache will have to make his appearance in the restaurant, greeting customers and making sure they  are happy with their meals and feel as comfortable as possible.
Mister Gheorghe Cristian Enache has been chosen to oversee HR, training and of operations due to his experience as a store manager in a big, franchised restaurant.
His experience will bring to our restaurant the advantage of fresh, bold and professional approach much needed for a 2021-2022 restaurant.
Due to the experience in IT and networking but also being in contact with the young generation, our restaurant will also have the advantage of approaching all age classes.

In charge of finance, we have miss Florica Chis, with a baggage of amazing knowledge and experience in the economical and finance field.
The reason why she has been chosen to be head of finance and economical part of the restaurant, is not only her experience as a financial advisor, is her amazing decision-making skills and her flawless way of putting in balance benefits and losses.

For market research we have in charge miss Irina Pasa, who will bring with her a lot of research skills and a fine amount of experience in the field of history.
Her skills will bring to our restaurant a large variety of unique products and strategies to win our customers hearts.
The main reason she has been chosen for this position is her unique talent and skill of finding the small details in everyday life, those small details that makes a difference between a great evening meal with family and friends and just another meal to keep you going for the rest of the day.                                                         By: Gheorghe-Cristian Enache (2011271)
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Description automatically generated]Speaking of details that will bring in customers, we got down to misses Zhulvena Siderova area of work.
She will oversee finding new opportunities for our restaurant to grow and a have a great image in front of the neighbourhood and community.
Because of her love for history and research she will be social media representative and will take the name of our restaurant higher than the moon.
As we already said, the heart and soul of our business is our CEO Cristina Broasca.
She will oversee the whole activity of the business and will be aware and closely watch every single department of our restaurant. That does not mean that she will only be doing what a boss does. Because of her love for Greece mythology and Greek cuisine, she will be seen quite often doing basic restaurant jobs, just to make sure the customers will fall in love with the everything that Greece means, exactly the way she felt in love with it.

6.2 Operations and Standards
Now that we know the team, we will talk a bit about operations.
Our restaurant is in a busy part of London, in nearby of Stamford Bridge football stadium.
This gives as the advantage of bringing in local customers, tourists and football fans.
We will work just like any other restaurants with the commonly dine in and delivery/take away.
For delivery we will work with delivery partners such as UberEats and similar delivery companies.
This will bring the advantage of saving money on labour and keep customers in touch with our great food from their own dining rooms.
Our website will have the option to book a table for dine in, take away by collection and do timed orders.

Our kitchen will have a traditional layout, with conventional equipment.
Part of the equipment will be a 6 stations stove,3 electrical ovens, a refrigerator and a chilled room for our frozen products.
As part of the layout, we will have 4 assemble points for getting the dishes ready, for both in restaurant dinning and delivery/takeout.

Of course, to get the dishes ready we will need more than just the tools.
The restaurant team will do all the magic and keep everyone happy. The chef will be coordinating the whole kitchen and check every single product before leaving the kitchen area, to achieve perfect service and a high product standard. 
By: Gheorghe-Cristian Enache (2011271)
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At the bar we will find 2 fully trained bartenders who will be able to entertain the customers not just to keep them hydrated.
And to make sure the restaurant is always clean and safe we will have 4 persons for cleaning and dish washing.
The customers will be served by 6 fully skilled and trained waiters and at the same time they will be captivated by their uniforms, which are going to be robes from Greek mythology.
For the customers entertainment we will play Greek music, the interior decoration will have Greek colons, the menu will be printed on cardboard that will look like stone plates, the name of the products will be printed both in English and Greek.
The manager will always be walking between the tables to check on customers if they need anything, if the food is up to their requirements, if they are comfortable enough, so basically the manager will be the direct connection between the customers and kitchen.
On the menu and on the tables, we will place a QR code that will direct the customers to our website, on the feedback page, to give us pointers, complains, to complement our work and hustle and to have the chance of winning a voucher.

6.3 HR and Staff training
In charge of HR and Staff training will be Gheorghe Cristian Enache.
The training will vary from each position. The waiters will be receiving a different training than the cooks and chefs.
What will all have in common is the Health and Safety course and the Food Safety course which will be held in the restaurant office by Gheorghe Cristian Enache.
Also, part of every training routine will be one informational video about the purposes and aims of the restaurant, the visions and concerns of our team and of course the love for Greek traditions and especially the cuisine.
The training for kitchen staff will be held in the first month after opening the restaurant, by a Greek chef, hired and brought from Greece, especially for this, who will be bringing not just the recipes, but also the love and patience for cooking Greek specialities.
After the first month, the two local chefs that we have, will be ready to prepare and give a unique and authentical Greek culinary experience.
To keep customers well hydrated our 2 bartenders will make sure the restaurant has cool and fresh drinks, alcoholic and non-alcoholic.
The waiters will be around customers wearing Greek robes, to maintain the ambiance and looks of the Greek mythology alive for the whole time of the customers experience.
By: Gheorghe-Cristian Enache (2011271)
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To keep the restaurant clean and safe the 2 cleaning persons will always be in the premisses. Probably not at the same time but one will always be in.
Same for the washing personnel. Out of 2 staff members one will always be in the restaurant to keep the dishes clean and ready to be served fast to our customers.

6.4. PESTLE Analysis

Political factors:
1)Food hygiene rating. Is a scheme that our restaurant a rating from 5 to 0 which is going to be displayed at our premises and online so our customers can decide if they will choose our restaurant.
2)Food storage and refrigeration. To get a pass from the government we will have a chilling room that will not reach any temperature above 5 degrees. We will be using “the FIFO technique” Kenton (2020)  when storing and using any products.

Economic factors:
1)Growing disposable incomes. Because peoples nowadays cook less and more at restaurants, we will be aware of the growth in sales and revenues, and supplement in staff and food stock at the same rate of the growth.
2)Increasing labour costs. The increase of disposable income will have an impact in the salaries and number of labourers, also the minimum wage salary will grow, and our prices won’t be able to grow at the same pace, thus giving our business less profit but also less taxes.

Social and cultural factors:
1)Health consciousness. Day by day we have more scientifical information about the relation between the food we eat and our health. And because everyone is aware of that, including customers not just the researchers, our business will have to adapt to became more relevant to the demands and needs of each individual customer.
2)Dietary restrictions. Beside the fact that know we know the relation between food and health, we also know the restrictions caused by allergies from various products. This again is not necessarily a bad thing for our business, it might be plus, after approaching the needs of each customer and so keeping them happy.

By: Gheorghe-Cristian Enache (2011271)
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1)Automation. Because technology makes a huge part of our life's, and because is evolving as we speak, this can be a problem for our business if we do not implement the use of technology to get faster service and to keep customers connected to our business.
It also creates the less need of labourers and so less money spent on salaries.

Legal
1)Safety standards. As we said at before, food safety is important and legally we should have a chilling room to keep products a low temperature, so they won't make growing bacteria possible. Legally we must provide a safe transportation of the food products at low temperatures and clean and sanitised procedures.


Environmental:
1)Impact of meat. Because the growing of the business area, the demand for meat, especially red meat, the environment is suffering from the increase of the carbon footprint created by farms from which we get the red meat. This is also using a lot of water and forest are being cut to make room for farms to get any type of meat. This will make our customers more aware of the environment and will make them to switch to more plant-based products who are not as harmful as the ordinary products.

This PESTLE Analysis is a good way of starting a food-based business because is providing good, bad and uncertain thoughts about the area. Is a good way to get prepared for what will come and for what will show up unexpected along time.
The food industry has been around for a long time and is here to stay for even longer.
With all the facts described in this PESTLE Analysis we can conclude that food industry is not an easy and accessible industry but is one that will always work only if we accept and provide what customers are asking for.
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In this section, I will discuss the financial plan which is associated to start the business in Efteheya Greek restaurant. Every aspect is very important to the sources such as survival budget; finance, sales forecasting and balance sheet which will be highlighted in a detailed manner to make a proper understanding of how much money are required to set up the business. An effective financial plan can determine whether the organisation has continued their operation on the correct track or not (Langellier & Park, 2020).  

The Legalities - Premisses License costs between £100-£1905.
•	Business License 
•	Employer Identification Number (EIN)
•	Certificate of Occupancy
•	Food Service Licence

Suppliers 
A particularly important decision to take as small regional suppliers are more responsive to small businesses and in our case a major national supplier will be more adequate. Preferably when choosing the supplier to offer a tour of their facilities to evaluate their cleanliness and food handling and to speak about credit terms, minimum orders, back-order policy and return procedures.

Shortlist of suppliers that we consider having are the following:
•	Brakes 
•	Tork
•	McCain
•	Nationwide Produce PLC
•	Amathus Drinks PLC
•	Majestic Wine
•	Venus Wine and Spirits

Geographic Characteristics of Consumer Markets
According to the article "Market Segmentation" at netmba.com the geographic segmentation is it often based on: region (by continent, country, state, or neighbourhood), size of metropolitan area, population density, climate.  
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The restaurant will be based in Southbank, where the population is about 18,709 people from which 50.3% are male, 49.7% female with a median age of 30. There are 3,964 families in the area.
The private sector businesses area in the UK at the start of 2021 was of 6.0 million. Compared 2021 has increased with 1.9% (+113.000 businesses)
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The promotion will be through social media platforms such as: Facebook, Instagram, Twitter, YouTube. LinkedIn and Pinterest supporting our main website as well plus through marketing campaigns on reservations platforms such as OpenTable, Book table, Quandoo, Squaremeal and Gourmet Society.
Another idea for promotion is using influencers and celebrity endorsement to build credibility and brand awereness. 
The influencers and celebrities we are considering contacting for promotions are:
Lucy Williams – 396k followers; Susie Lau – 451k followers; Tamara Kalinici – 725k followers; Camille Charriere – 715k followers; Soraya Bakhtiar – 124k followers; Juliet Angus – 313k followers; Joey Esse; Chloe Sims.                                                                                         

Sources of finance
There are multiple sources of finances which have been used by Efteheya Greek restaurant to continue their operation in the restaurant industry. The sources will be discussed below. 

Personal investment: It is a common financing option for the start-up companies where the individuals can start their businesses and it has contributed by maintaining a certain amount from their end and to start the basic processes of the business. When the organisation has settled, they should be looking forward to other options of sourcing.

Business loans: It is a common source of funding for every business where the banks, as well as financial institutions, can provide business loans for providing regular payments of interests. 

Angel investors: In this case, will the executive have to tend to make a direct investment in multiple companies which include start-ups as well. There are some investors where the leaders can contribute to the start-ups for networking contacts and experience the management technical knowledge (Wang et al., 2019). 
By: Florica Chis (2011376) 

Venture capital: This kind of find sourcing is ideal for technology-oriented start-up companies which have the ability to grow their business in the coming days. The venture capitalists have invested in the start-ups to exchange the value for the equity where the ownership of the business requires to be shared with an external party. 
Efteheya Greek restaurant has maintained an effective business plan where the businesses have used their personal investment as a source of finance for the organisation since the start-up have not coarsest any unique business idea. The option for collecting venture capital or angel investors is not available. Moreover, the business loans can be risky since there is a chance to not achieve success in the primary stage where the business can take lots of time to stand their operation in the market. There is no requirement for the owners to repay the loan amount with certain interest to the bank and it can make the situation very difficult (Lawson & Klontz, 2017). Personal investments along with money from family as well as friends will be used to start up a news organisation. 

Balance sheet
The balance sheet has been undertaken as the financial statement of the organisation that include equity, debts, assets and liabilities for a certain period of time. The balance sheet can give an idea to the interested party about the financial position of the business (Günay & Fatih, 2020). 

Sales forecast
It has been highlighted as the projection of the future level of sales of the business and it could be new or old. The sales budget can incorporate the estimation at the top-down level of the sales from the management team. The sales forecast has been used in the business to highlight the requirement of the resources as well as short term asset requirements. 

Break-even analysis
The break-even analysis can highlight the examination of the margin of safety for the business which is depending on the revenue collection and other costs of the business. 
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7.1. Current Financial Needs
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As per the above analysis related to Current Financial Needs, it is observed that the total sales from the expected customer for the business every year is £45,00,000 in terms of which the target market selected is at 8%, from which the targeted market % using the restaurant for their food is 25% and the total business scenario for the weekdays is expected to be 55% of the total weekend business and for the total business during the weekdays is 45%. Moreover, during the weekdays the average spending is expected £35 and the expected total number of customers that is expected for the business is 31250 and thus the total weekday sales are expected to be £1093750. During the weekends it is observed that the average spending of customers for a day within the business shall be 45 pounds and the total customers expected during the weekends is 15250 in such a scenario the total expected standing for during the weekend is £686250. After that as per analysis, it is observed that the total seals within a year are expected to be £1780000, after which the sales that of 20% shall be applicable on the amount along with the cost of goods sales rate being 30% that in turn will provide the gross profit to be £1038333.33. From the above analysis, it is also observed that operating profit for the new business is expected to be £404950 that includes equipment of 3% salary being 30% and rent is at the rate of 10%. As for profit before tax, the amount is £390116.67 that is gained after allotting a depreciation of 1%. After that tax of 20% is applied on the amount of profit before tax that shall provide the net profit of the business to be £312093.33.
Hence the analysis that can be given from the above discussion is that the new business Shelby profitable for the owners since a good amount of profit is expected from the business after one year of the company along with the rate of interest applicable on the business being considered for all the aspects. Moreover, a good amount of sales is expected from the business during the first year of the business since the number of visitors expected is high along with the target market being considered for different situations. 
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7.2. Cash Flow Planning
The cash flow statement is known as the financial statement which can summarise the withdrawal amount of cash as well as cash equivalent at the time entering as well as leaving the organisation. This process can measure an effective way where the form has managed its position of cash. 
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With respect to the planning for cash flow, it is observed that the financial forecast for 12 months is expected to be in favour of the business at the end of one year. It is observed that during the first month of the new business the operating before tax will be negative in an amount which denotes that the business during the first month will be having a loss of £8389. During the second month of the business as will the company is observed to be having a loss of £4398. From the third month, it is observed that the new restaurant business is starting to gain profit within the business wear in the third month it got £1094 during the fourth month £7724 during the fifth month 9722 during sixth 17821 during 7th, £28943, 8th month to 6024 9th month 22859 tenth month 29640 during 11 months £40170 and lastly during the 12-month the company is observed to gain a proper profit for £5851. Hence this suggests that for the total 12 months of the new business the company is observed to achieve the operating profit before tax as £217061. Therefore as per analysis, it can be said 
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that for a new business to establish profit the company has to go through a small period of gaining loss that showcases that it is not possible for a new business to establish profit just from the starting of the business.
With respect to the effects of the new business with the current as it is observed to be £163365 in terms of cash for the fixed assets it is expected to be 25000 in terms of property and equipment also with respect to fixed assets there are other two significant amount that occurs within the business which is for deposits it is £10000 and for decorations in modelling of the entire business premises, it is £15000. The consideration for liabilities for the business is also analysed with the help of owner equity which is expected to be approximately £126500 in terms of investment capital and also £86865 with respect to the accumulated retained earnings for the business. Hence it can be said that the total liability along with the stockholder’s equity for the new business is £213 365.
	Cost for Setting Up
	 
	 
	 

	Monthly Fixed Expenses
	 
	Amount (£)
	Amount (£)

	Salaries (include owner) Payroll Taxes at 12%
	 
	 
	 

	 
	Owner 
	1500
	 

	 
	Chefs*
	2000
	 

	 
	Service Staff 
	1500
	 

	 
	Manager 
	2000
	7000

	Rent**
	 
	36000
	3000

	Marketing and Advertising Supplies
	 
	 
	750

	Telephone and Internet 
	 
	 
	50

	Insurance
	 
	 
	20

	Maintenance
	 
	 
	1000

	Miscellaneous
	 
	 
	480

	Monthly Fixed Expense Sub-total 
	 
	 
	12300

	6 months expenses
	 
	 
	73800

	 
	 
	 
	 

	**Rent Per annum
	 
	 
	 



	Cost for Survival 
	 

	Asset Purchases
	 

	 
	 

	Decorating and Remodelling
	15000

	Fixtures and Equipment (plus installation)
	25000

	Deposits on Rental Property and Utilities Beginning Inventory
	10000

	Asset Purchase Sub-Total
	50000
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	Start-up Expense You Pay Once
	 

	Legal and Accounting Organization Costs
	1200

	Licenses and Permits
	150

	Initial Advertising and Promotion
	1350

	Start-up Expense Sub-total
	2700



	Total Required Capital for Survival = Six Months of Fixed Expenses + Asset Purchases + Start-up Expenses
	 
	 
	 
	
	
	
	

	Total Required Capital 
	126500
	

	

	




	
	
	


	Assets
	 
	 
	 

	
	
	 
	2021

	Asset Type
	Description
	
	Current Year

	Current Assets
	Cash
	
	1,63,365

	Fixed Assets
	Property and equipment
	
	25,000

	Fixed Assets
	Deposits 
	
	10,000

	Fixed Assets
	Decorations and Modelling
	
	15,000





	Liabilities
	 
	 

	
	
	2021

	Liability Type
	Description
	Current Year

	Owner Equity
	Investment capital
	126500

	Owner Equity
	Accumulated retained earnings
	86,865

	Total Liabilities & Stockholder Equity
	 
	2,13,365
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	Balance Sheet
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	[bookmark: RANGE!C2] 
	[bookmark: RANGE!D2]2021

	Asset Type
	
	Current Year

	Current Assets
	
	7,000

	Fixed Assets
	
	50,000

	Other Assets
	
	0

	Current Liabilities
	
	0

	Long-term Liabilities
	
	0

	Owner Equity
	
	2,13,365

	[bookmark: RANGE!B10]Total Assets
	 
	2,13,365

	Total Liabilities & Stockholder Equity
	 
	2,13,365

	Balance
	 
	0
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	BREAKEVEN ANALYSIS

	VARIABLE COSTS
	COST PERCENTAGE

	Cost of Goods Sold
	

	Raw Materials
	46.0%

	Direct Labour (Includes Payroll Taxes)
	23.0%

	Total
	69.0%

	FIXED COSTS
	COSTS

	Salaries 
	£24,000

	Payroll Expenses 
	£18,000

	Supplies
	£1,800

	Repair and Maintenance 
	£1,000

	Advertising 
	£750

	Accounting And Legal
	£1,200

	Rent
	£3,600

	Telephone
	£50

	Insurance
	£20

	Miscellaneous expenses
	£480

	Total
	£50,900


This report had discussed the concept to start a new business in the hotel industry. The business is known as Efteheya Greek restaurant and  has faced multiple challenges according to the marketing environment of the business. The product along with market analysis for the start-up organisations has provided the notion to continue the restaurant business. They have faced high competition in front of the established players in the market. Moreover, the technical implementation strategy for the business has allowed the restaurant to gain the full advantage by minimising the cost and increase the quality of the services to the customers. The restaurants have considered the corporate social responsibility strategies since they can be maintained appropriately which has been discussed where the finances have checked where personal investment has been done.             By: Florica Chis (2011376)
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SALES    1,780,000.00 £           - £               1,780,000.00 -£      - £                - £         - £        

Sales less VAT @ 20% 1,483,333.33 £           - £               1,483,333.33 -£      - £                - £         - £        

Cost of Goods Sold 30% 445,000.00 £              445,000.00 -£        

GROSS PROFIT 1,038,333.33 £      1,038,333.33 -£     

Equipment 3% 44,500.00 £                44,500.00 -£          

Expenses

 - Salary 30% 445,000.00 £              445,000.00 -£        

 - Rent 10% Net Sales 10% 143,883.33 £              - £               143,883.33 -£         - £                - £         - £        

OPERATING PROFIT 404,950.00 £              404,950.00 -£        

Depreciation 1% 14,833.33 £                14,833.33 -£          

PROFIT BEFORE TAX 390,116.67 £              390,116.67 -£        

Taxes - 20% 78,023.33 £                78,023.33 -£          

NET PROFIT 312,093.33 £         312,093.33 -£        

RETAINED EARNINGS 0

DIVIDENDS 0


Microsoft_Excel_Worksheet.xlsx
Sheet1

		Income Statement

				Year -1		Year 1 Trading		Var		Year 2 Trading		Var		Year 3 Trading		Var		Year 4 Trading		Var		Year 5 Trading		Var

				Opening Costs

		Number visitors per year				4500000				£4,500,000		0		£450,000

		Target market %				8%				£10

		Total Target market										0

		Target Market % using operation				25%

		Total Target market using operation				0						0

		Weekend % Business				55%

		Weekday % Business				45%



		Weekdays

		Average spend				£35.00

		Number Customers Total				31,250						-31250

		Days trading				250

		Number Customers Daily				125						-125

		Total				£1,093,750				£0		-£1,093,750		£0				£0				£0



		Weekends

		Average spend				£45				£0		-£45		£0				£0				£0

		Number Customers				15250				0		-15250		0				0				0

		Days trading				100				0		-100		0				0				0

		Number Customers Daily				153						-153

		Total				£   686,250.00				£   - 0		-£   686,250.00		£   - 0				£   - 0				£   - 0



		SALES   				£   1,780,000.00				£   - 0		-£   1,780,000.00		£   - 0				£   - 0				£   - 0

		Sales less VAT @ 20%				£   1,483,333.33				£   - 0		-£   1,483,333.33		£   - 0				£   - 0				£   - 0



		Cost of Goods Sold		30%		£   445,000.00						-£   445,000.00



		GROSS PROFIT				£   1,038,333.33						-£   1,038,333.33



		Equipment		3%		£   44,500.00						-£   44,500.00

		Expenses

		 - Salary		30%		£   445,000.00						-£   445,000.00

		 - Rent 10% Net Sales		10%		£   143,883.33				£   - 0		-£   143,883.33		£   - 0				£   - 0				£   - 0



		OPERATING PROFIT				£   404,950.00						-£   404,950.00



		Depreciation		1%		£   14,833.33						-£   14,833.33



		PROFIT BEFORE TAX				£   390,116.67						-£   390,116.67



		Taxes - 20%				£   78,023.33						-£   78,023.33



		NET PROFIT				£   312,093.33						-£   312,093.33



		RETAINED EARNINGS										0



		DIVIDENDS										0
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Number visitors per year £4,500,000 £4,500,000 0 £450,000

Target market % 8% £10

Total Target market 0

Target Market % using operation 25%

Total Target market using operation 0 0

Weekend % Business 55%

Weekday % Business 45%

Weekdays

Average spend £35.00

Number Customers Total 31,250 -£31,250

Days trading 250

Number Customers Daily 125 -125

Total £1,093,750 £0 -£1,093,750 £0 £0 £0

Weekends

Average spend £45 £0 -£45 £0 £0 £0

Number Customers 15250 0 -15250 0 0 0

Days trading 100 0 -100 0 0 0

Number Customers Daily 153 -153

Total 686,250.00 £      - £             686,250.00 -£     - £         - £        - £         


Microsoft_Excel_Worksheet1.xlsx
Sheet1

		Income Statement

				Year -1		Year 1 Trading		Var		Year 2 Trading		Var		Year 3 Trading		Var		Year 4 Trading		Var		Year 5 Trading		Var

				Opening Costs

		Number visitors per year				£4,500,000				£4,500,000		0		£450,000

		Target market %				8%				£10

		Total Target market										0

		Target Market % using operation				25%

		Total Target market using operation				0						0

		Weekend % Business				55%

		Weekday % Business				45%



		Weekdays

		Average spend				£35.00

		Number Customers Total				31,250						-£31,250

		Days trading				250

		Number Customers Daily				125						-125

		Total				£1,093,750				£0		-£1,093,750		£0				£0				£0



		Weekends

		Average spend				£45				£0		-£45		£0				£0				£0

		Number Customers				15250				0		-15250		0				0				0

		Days trading				100				0		-100		0				0				0

		Number Customers Daily				153						-153

		Total				£   686,250.00				£   - 0		-£   686,250.00		£   - 0				£   - 0				£   - 0
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Cash Flow 

Forecast 

first year

1 2 3 4 5 6 7 8 9 10 11 12

Food £27,800.00 £31,200 £38,600 £47,350 £56,480 £65,540 £79,900 £76,540 £73,100 £84,700 £98,320 £103,940

Bar/beverage £4,380 £5,150 £6,200 £7,650 £9,200 £12,600 £15,350 £14,220 £12,790 £18,900 £21,480 £24,600

Total Sales £32,180.00 £36,350 £44,800 £55,000 £65,680 £78,140 £95,250 £90,760 £85,890 £103,600 £119,800 £128,540 £935,990.00

Cost os sales (35%) £11,263 £12,723 £15,680 £19,250 £22,988 £27,349 £33,338 £31,766 £30,062 £36,260 £41,930 £44,989 £327,598

Gross Margin £20,197 £23,628 £29,120 £35,750 £42,692 £50,791 £61,913 £58,994 £55,829 £67,340 £77,870 £83,551 £607,675

Expensses

Payroll £19,776 £19,776 £19,776 £19,776 £24,720 £24,720 £24,720 £24,720 £24,720 £29,450 £29,450 £29,450

Marketing promotions £400 £400 £400 £400 £400 £400 £400 £400 £400 £400 £400 £400

Depriciation £100 £100 £100 £100 £100 £100 £100 £100 £100 £100 £100 £100

Accounting Payroll Processing £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500

Bank charges £400 £400 £400 £400 £400 £400 £400 £400 £400 £400 £400 £400

Utility Service  £550 £550 £550 £550 £550 £550 £550 £550 £550 £550 £550 £550

Telephone Communications £100 £100 £100 £100 £100 £100 £100 £100 £100 £100 £100 £100

Insurance £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300

Restaurant Occupancy Cost £1,500 £1,500 £1,500 £1,500 £1,500 £1,500 £1,500 £1,500 £1,500 £1,500 £1,500 £1,500

Office/restaurant supplies £600 £600 £600 £600 £600 £600 £600 £600 £600 £600 £600 £600

Maintanance £400 £400 £400 £400 £400 £400 £400 £400 £400 £400 £400 £400

Employee Tax and NI £2,500 £2,500 £2,500 £2,500 £2,500 £2,500 £2,500 £2,500 £2,500 £2,500 £2,500 £2,500

Misc £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500

Business licence/permit £400 £400 £400 £400 £400 £400 £400 £400 £400 £400 £400 £400

Total operating expenses £28,026 £28,026 £28,026 £28,026 £32,970 £32,970 £32,970 £32,970 £32,970 £37,700 £37,700 £37,700 £390,054

Opening 

Profit 

Before Tax

-£8,389 -£4,398 £1,094 £7,724 £9,722 £17,821 £28,943 £26,024 £22,859 £29,640 £40,170 £45,851 £217,061

Months


Microsoft_Excel_Worksheet2.xlsx
Sheet1

				Months

		Cash Flow Forecast first year		1		2		3		4		5		6		7		8		9		10		11		12

		Food		£27,800.00		£31,200		£38,600		£47,350		£56,480		£65,540		£79,900		£76,540		£73,100		£84,700		£98,320		£103,940

		Bar/beverage		£4,380		£5,150		£6,200		£7,650		£9,200		£12,600		£15,350		£14,220		£12,790		£18,900		£21,480		£24,600

		Total Sales		£32,180.00		£36,350		£44,800		£55,000		£65,680		£78,140		£95,250		£90,760		£85,890		£103,600		£119,800		£128,540		£935,990.00

		Cost os sales (35%)		£11,263		£12,723		£15,680		£19,250		£22,988		£27,349		£33,338		£31,766		£30,062		£36,260		£41,930		£44,989		£327,598

		Gross Margin		£20,197		£23,628		£29,120		£35,750		£42,692		£50,791		£61,913		£58,994		£55,829		£67,340		£77,870		£83,551		£607,675

		Expensses

		Payroll		£19,776		£19,776		£19,776		£19,776		£24,720		£24,720		£24,720		£24,720		£24,720		£29,450		£29,450		£29,450

		Marketing promotions		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400

		Depriciation		£100		£100		£100		£100		£100		£100		£100		£100		£100		£100		£100		£100

		Accounting Payroll Processing		£500		£500		£500		£500		£500		£500		£500		£500		£500		£500		£500		£500

		Bank charges		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400

		Utility Service 		£550		£550		£550		£550		£550		£550		£550		£550		£550		£550		£550		£550

		Telephone Communications		£100		£100		£100		£100		£100		£100		£100		£100		£100		£100		£100		£100

		Insurance		£300		£300		£300		£300		£300		£300		£300		£300		£300		£300		£300		£300

		Restaurant Occupancy Cost		£1,500		£1,500		£1,500		£1,500		£1,500		£1,500		£1,500		£1,500		£1,500		£1,500		£1,500		£1,500

		Office/restaurant supplies		£600		£600		£600		£600		£600		£600		£600		£600		£600		£600		£600		£600

		Maintanance		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400

		Employee Tax and NI		£2,500		£2,500		£2,500		£2,500		£2,500		£2,500		£2,500		£2,500		£2,500		£2,500		£2,500		£2,500

		Misc		£500		£500		£500		£500		£500		£500		£500		£500		£500		£500		£500		£500

		Business licence/permit		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400

		Total operating expenses		£28,026		£28,026		£28,026		£28,026		£32,970		£32,970		£32,970		£32,970		£32,970		£37,700		£37,700		£37,700		£390,054

		Opening Profit Before Tax		-£8,389		-£4,398		£1,094		£7,724		£9,722		£17,821		£28,943		£26,024		£22,859		£29,640		£40,170		£45,851		£217,061
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Introduction
(History and Desctiption)

Roots and inspiration from the Ancient Greek Gods.

- We aim to bring the shine of light and happiness from Greece.

The restaurant is in South Bank, SE1 8XX, London in a busy area.

E
- Dining restaurant with a large bar and terrace. g
>

- Delicious, unique food accessible for vegans & vegetatians as well.

Target - general public.
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Our Aim is to acquire as many customers as possible and gain

their trust.

Our Objectives are:

To gain £500, 000 in profit in the 1 year.

To increase with 15% income in the 3 year of operations.

EFTEHEYA

- To open a second and third store, and reward to 25% income
increase in the 5% year.

- 'To create contracts with delivery services and whole foods
because “Living well begins with eating well” (Whole Foods
Market, 2021).
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Wagamama (Asian restaurant)

- Wilkinson (2017) suggests that they operate since
1992.

- ‘Target audience is 18-35 years old.
- Prices vary from £4.50- £14.75.

- Mabel Mezzco Limited (2020) believes that 37.4%
‘was lost in revenue in 2020.

- Annual revenue approx. £1M/year.
- They have a limited range of alcohol.

Plng POoNng (Asian restaurant)

Serves lunch, dinner, drinks and partics.
Target audience 25-35 years old.
Operate from Monday to Thursday only.

Competitors

,»» s Q)

eFrEHEA |9
\»»««j

Las iguanas (Latin American

restaurant)

- Vegetarian and vegan options are
included as per Trip advisor (2021).

- Target audience is 24-35 years old.

- Growjo (2019) believes that their annual
revenue is of $74M (£934, 000/ 1
store).

- Criticism such as “Bit expensive for

what you get” is received.

They offer vegetarian options from the Chinese cuisine.

Thompson (2015) believes that their annual revenue is £15.25M per year for 9 stores.

EFTEHEYA
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- Creating an atmosphere so that the guest does not get bored
but feel at home.

Menu
Cold appetisers: Salads:
- Tarama - Horiatyki
- Melidzana - Rokka
- Pikilya elyas - Padzaro salata
- Tartar Lavriki - Karato salata
- Tartar Htapodi Ksidato -TuAgru
Seafood: Wines:
- Bakaliaros - Santorini 2015
- Filleto lavraky -Assyrtiko 2015
- Kalamari Ghemisto - Biblia Chora 2018
- Midya Htenya Salygaria -Nama 2017 ‘
Htenya - Argyros Santorini 2015

EFTEHEYA
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Marketing Strategies

Publication of articles in the press.

Distribution of leaflets, flyers.

- Carrying out promotions, using coupons.

Installation of light boxes and billboards in the

area.

- Website creation - business cards with a
description of the restaurant's menu and

operating hours;

- Advertising in print media, magazines;
EFTEHEYA
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Operations

Accounting and Investment Operations

Development of Food Services

Manufacturing of Desired Dishes and Foods

Innovation and Technology

Health and Food Safety

EFTEHEYA
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Food Setvice Technology

Technology
Plan

Communication Technology
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Profit & Loss Account

- The cost related to the establishment of the business -

s BALANCE
SHEET

£126500.
- The cost of sales for the company - £ 78000.

- Start-up cost includes operational expenses for total 6

months.
- The operational expense for the company - £ 50900.

- Revenue generated for the business - £ 152160.
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Cash Flow & Balance Sheet

- The cash flow statement for the business.

- The start position for the business -
£126500.

- The cash position related to the end of the
year - £ 163365.

- The position of balance position.

- Assets - £ 213365.

- Shareholder Equity - £ 213365.
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Cash Flow & Balance Sheet continued

Months

Cash Flow

Forecast 1 2 3 4 5 6 7 8 9 10 1 12

first year
Food £27,800.00] £31,200| £38,600| £47,350| £56,480| £65,540] £79,900] £76,540] £73,100] £84,700] £98,320| £103,940)
Bar/beverag £4,380] £5150| £6,200| £7,650| £9,200] £12,600] £15350| £14,220] £12,790| £18,900] £21,480| £24,600|
Total sales | £32,180.00[ £36,350| £44,800] £55,000] £65,680] £78,140] £95,250] £90,760| £85,890[ £103,600| £119,800[ £128,540] £935,990.00
Cost os sale: £11,263| £12,723 £15,680 £19,250| £22,988| £27,349| £33338| £31,766| £30,062| £36,260| £41,930| £44,989] £327,508
Gross Margii £20,107| £23,628] £29,120 35,750 £42,692 £50,791] £61,913| £58,994] £55829] £67,340 £77,870] £83,551] £607,675
Expensses
Payroll £19,776[ £19,776] £19,776 £19,776 £24,720 £24,720] £24,720] £24,720] £24,720] £29,450] £29,450] £29,450)
Marketing pr £400]  £400[ £400|  £400|  £400| 400  £400|  f£a00|  £400|  £400]  £a00|  £400|
Depriciation £100] £100[ €100]  £100]  £100]  £100]  £100]  £100]  £100]  £100]  £100[  £100|
Accounting f £500]  £500[ £500|  £500|  £500]  £500]  £500]  £500]  £500]  £500]  £500] €500
Bank charge: £400]  £400[ £400|  £400|  £400|  £400|  £400|  f£a00|  £400]  £400]  £400|  £400|
Utility Servic| £550]  £550| €550  £550|  £550|  £550|  £550]  £550|  £550]  £550]  £550]  £550|
Telephone Cf £100] £100[ £100]  £100]  £100]  £100] €100  £100] €100  £100]  £100]  £100|
Insurance £300] £300[ £300]  £300]  £300]  £300]  £300]  £300] €300  £300]  £300] €300
Restaurant £1,500] £1,500( £1,500| £1,500| £1,500 £1,500] £1,500] £1,500] £1,500] £1,500] £1,500] £1,500]
Office/resta £600] £600] £600|  £600|  £600|  £600]  £600]  £600]  £600]  £600]  £600]  £600|
Maintanance £400]  £400[ €400  £400|  £400|  £400]  £400]  £400]  £400]  £400]  £400|  £400)
Employee Tal £2,500] £2,500( £2,500] £2,500| £2,500] £2,500] £2,500] £2,500] £2,500] £2,500] £2,500] £2,500]
Misc £500]  £500[ £500|  £s00|  £500]  £500]  £500]  £500]  £500]  £500]  £500] €500
Business lice| £400]  £400[ £400|  £400|  £400|  £400|  £400|  f£a00|  £400]  £400]  £a00| €400
Totaloperat]  £28,026| £28,026| £28,026| £28,026] £32,970| £32,970| £32,970 £32,970| £32,970| £37,700| £37,700 £37,700]  £390,054
Opening

Profit -£8,389 | -£4,398 | £1,004 | £7,724 | £9,722 | £17,821 | £28,943 | £26,024 | £22,859 | £29,640 | £40,170 | £45,851 | £217,061
Before Tax
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Break Even Analysis

- Break even analysis.

- Break even sales for the company - £ 4387.

- Fixed costs for the business - £ 2369.

- The percentage for the cOntribution — 69%.

- The minimum amount related to sales is generally required for every month in

terms of no profit and no loss situation which is £ 4387. \
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SWOT Analysis

Strenghts

Exclusivity

Mastering a new segment
Modetn equipment

Fast and exclusive service.

Individual approach to the
customers.

Opportunities:

Introduction of additional
setvices (open kitchen and
master class ideas)

Permanent suppliers

%»» %
Weaknesses

- Unformed image of the
restaurant

- Unreated supplier relations

- Unstable sales volumes

Threats:
- Inflation

- Reducing the overall level of
purchasing power

- Unfavourable tax policy
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PESTLE Analysis

- Political
- Economical
- Social

- Technological

- Environmental

- Legal
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Conclusion

- With an investment of £550, 000 our business would be very successful.

- We have aims and objectives that are realizable taking in consideration the opportunities we get.

- Our competitors are not a threat for us.
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