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	[bookmark: _Toc287535392][bookmark: _Toc287535890]1 Executive summary

The business, Empire Indian Restaurant, is a new business, distinguishes  by offering authentic fusion Indian dining and exotic offers, in a location where use to be a restaurant but not in specific. With a dedicated team of experienced professionals, co-associate managers and employees, the aim is to capture market share and to drive innovation by its exclusive offer. The vision is to create and build a strong brand image, a good name on market, in few years to acquire hundreds of regular customers and to have a website with 4+ stars average on Google reviews and hundred reviews and thousands of visitors.
In addressing the market, firstly put in operation an extensive market research which identifies key customer segments and competitive landscapes. Empire Restaurant differentiates itself through providing unique cooking and cultural practice by linking contemporary Indian cuisine and traditional delicious desserts with entertainment and rickshaw rides, ensuring a competitive edge. Also navigated legal requirements diligently, establishing a solid foundation for sustainable growth.
The strategic marketing approach was to focus on customer profiles and effective competition management. Pricing strategies are designed to ensure value for customers and profitability for the business. The commitment to operational excellence encompasses a robust team, optimal premises, reliable suppliers, and state-of-the-art equipment.
Financially, Empire restaurant anticipates start-up costs of £25,000 from personal funds, with a promising profit and loss forecast and a carefully managed cash flow by actively seeking financing opportunities while mitigating financial risks.
In summary Empire Indian restaurant is poised for success, driven by innovation, strategic planning, and a commitment to exceeding customer expectations.
	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	
	

	
	[bookmark: _Toc287535393][bookmark: _Toc287535891]2 Business details
[bookmark: _Toc287535394]Company name:
Empire Restaurant
	

	
	[bookmark: _Toc287535395]Address:
Langham, Oakham, LE15 7JH Leicestershire
	

	
	Primary contact method
Phone 07459842550
	

	
	
	

	
	[bookmark: _Toc287535398]The business will:
Empire is an Indian restaurant based in a rural village of a countryside in Leicestershire
Offering authentic fusion Indian dining with rickshaw ride. The village offering organic vegetables, fresh farm eggs, pure village honey and has its own vineyard where they produce fresh wine. It is near Rutland water park and Twin lakes. The restaurant has five rooms for dinners to rest and stay, it has its own yoga class, with gym and dinners can participate in cooking lessons. The restaurant offers the dinners entertainment night such as Bollywood nights, band nights and jazz nights.
Freshly made food to fresh Indian desserts. The locals are offered taxi service if they wish to continue drinking and dancing throughout the night. The aim and the vision is to give the customers a night to remember with exclusive food and services.
	

	

	
	
	
	
	
	

	
	[bookmark: _Toc287535399][bookmark: _Toc287535892]3 Key personnel
[bookmark: _Toc287535400]Details of owner(s):
Name:  Shah Mashuk Mian
	

	
	Position/main responsibilities:  Functional Manager 
	

	
	Experience and knowledge of our industry: 5 years from hotel industry  
	

	
	
	

	
	Previous employment: Assistant Manager  
	

	
	Key skills brought to the business: Good communication skills, problem solving, Management experience, Team Building 
	

	
	Business experience and any training undertaken: 5 year of hotel experience 
	

	
	Academic/professional qualifications: Bachelors 
	

	
	Salary expectations £ 11000 
	

	
	Name: Violeta-Ionela Necsoi
	

	
	Position/main responsibilities: Operations Manager
	

	
	Experience and knowledge of our industry: 3 years Catering Industry
	

	
	Experience and knowledge of our industry: 1 year Practice as Assistant Manager in a Restaurant
	

	
	Previous employment: Interim Operation Manager
	

	
	Key skills brought to the business: Leader Management, Process Improvement, 5S, Lean
	

	
	Business experience and any training undertaken: Over 3 years working as a consultant in lean Facilitating and Operation Excellence 
	

	
	Academic/professional qualifications: Green Belt Lean Six Sigma 
	

	
	Salary expectations £10000 PA (per annum)


	

	
	
Name: Valentina Teliban
Position/main responsibilities: Associate manager

	
	Experience and knowledge of our industry: 2 years in hotel industry

	
	

	
	Previous employment: 5 years in retail

	
	Key skills brought to the business: good communication skills, problem solving, management experience.

	
	Business experience and any training undertaken: 5 year ( 3 supervisor and 2 assistant manager)

	
	Academic/professional qualifications: Bachelor’s degree

	
	Salary expectations £ 10000


	
	Name: Vasile Asmarandei

	
	Position/main responsibilities: Associate Manager

	
	Experience and knowledge of our industry: 11 years in company management

	
	Experience and knowledge of our industry: 2 years in hospitality

	
	Previous employment: department manager for last 6 years

	
	Key skills brought to the business: Leadership and Management, Working with team, Communication 

	
	Business experience and any training undertaken: over 20 years in management

	
	Academic/professional qualifications: Bachelor’s degree
Salary expectations £ 10000


	
		Name: Ioana Alexandra Frumusanu

	Position/main responsibilities: HR Manager

	Experience and knowledge of our industry: 7 years in company management

	Experience and knowledge of our industry: 3 years in hospitality

	Previous employment: department manager for last 3 years

	Key skills brought to the business: Communication Skills, Conflict Resolution and Mediation, Employee Relations and Engagement, Strategic Thinking and Decision-Making 

	Business experience and any training undertaken: over 7 years in HR

	Academic/professional qualifications: Bachelor’s degree

	Salary expectations £ 10000






[bookmark: _Toc287535402][bookmark: _Toc287535893]
Vision
	
	
	

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

	
	The business idea of the Empire is to provide unique cooking and cultural practice by linking contemporary Indian cuisine with entertainment and rickshaw rides. It focuses to target both the locals and tourist seeking for unique dining experiences while discovering beautiful countryside and nearby scenery. Empire is offering a distinct dining experience interlinking Indian cuisine, entertainment and cultural consideration through rickshaw rides. Empire is targeting families, travellers, foodies and people who are looking for the events, engaging clients through online reservations through website and social media, advertising and collaborating with locals. Offers customized services, loyalty programs and outstanding experiences. Revenue is generated through dining, accommodations, rickshaw rides packages and event bookings. They resources are facilities, friendly and skilled staff, collaboration with local farms, cost efficiency, workers salary and marketing cost (Waller, 2006).

	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

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

Mission of Empire is to entertain customers through unique Indian cuisine, distinct cultural experiences and kind hearted hospitality, while contributing in corporate social responsibilities. Empire is (LLC) to offer flexibility in administration, liability protection and ease of policies This venture offers a distinct concept with exceptional location and having different sources of revenue. Also, it faces challenges including fluctuation in demand and reliance on weather conditions. Opportunities involve increasing its offering and tapping in to tourism styles. Threats involve competitors, economic recessions and difficulties in regulatory policies (Waller, 2006).
	

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

	
	· To announce in market Empire arrival and USP to meet market demand
· To have thousands of  visits on our website / hundreds of appreciations
· To penetrate the market with punctual offers / discounts on loyalty
· To obtain our customer satisfaction ( through feedback )
· To have enough cash flow to self-sustain activities (salaries, bills and stock acquisition)
· To hire and retain quality staff (trained and experienced) 


	

	
	
	

	
	2. Where do you see your business in 3-5 years’ time?

· To create a brand image, a good name on market
· To have 4 stars + average on Google reviews and hundred reviews
· To start charity/social programs(i.e. to feed homeless people during Christmas/Easter/Bank Holidays)
· After a market study at the time, to reinvest profit in expansion (i.e. to add rooms)

	

	
	
	

	
	
	

	
	

	
	
	

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

A blending of culinary delights and cultural experiences is offered by Empire from local farms, the restaurant delivers contemporary Indian cuisine formed with locally sourced organic vegetables. While entertaining by live Bollywood music and dance, guests can cater in tasty dishes made by our expert chefs. To discover the village and vineyard by rickshaw rides give a distinctive way giving a memorable travel through the countryside. Moreover, five comfortable bedrooms upstairs give a relaxing retreat for guests looking to expand their visit (C. Michael Hall, 2016).
	

	
		Product/service
	Features
	Benefits

	Indian Cuisine
	[bookmark: Text27]Delicious Cultural food
	[bookmark: Text28]Healthy & organic vegetables

	Bollywood
	Music & dance
	Fun & Entertainment

	          Village portion
	Vineyard
	Natural freshness

	Rickshaw Ride
	Best riding experience
	[bookmark: Text37]Fun & joy 



	

	
	
	

	
	[bookmark: _Toc287535407][bookmark: _Toc287535897]
7 What makes the business different (Value Proposition)

The product/service is unique or different compared with the competition because:
	

	
	· Unique Experience: Empire not only gives meal but also captivate experience that merges culinary delights with cultural entertainment and rural beauty.
· Locally Sourced Ingredients: this facilitate local farmers by utilizing organic vegetable and obtaining other ingredients locally.
· Entertainment: The restaurant goes beyond food by giving live Bollywood entertainment and band nights, crafting an energetic and lively atmosphere for guests to entertain.

	

	
	
	



	
	
	

	
	[bookmark: _Toc287535408][bookmark: _Toc287535898]8 Legal requirements
[bookmark: Text69]In order to attain the concept of  Empire, few legal requirements needs to fulfill. This requirement includes general restaurant licence, getting permit for rickshaw ride permit, guaranteeing compliance with transportation rules and getting permit for providing alcohol and conducting band nights. 
	

	
	Administrative team will meet legal and insurance & requirements & Expenses that  include cost of getting license, permit cost, purchase of rickshaws, insurance cost and compliance related expenses. There will be liability insurance, transport insurance, employee compensation insurance and insurance for band nights and entertainment. Cost would vary upon location, scale of operations and insurance coverage boundaries (Regina S. Baraban, 2010).

	

	
	
	



[bookmark: _Toc287535409][bookmark: _Toc287535899]Marketing
	
	
	

	
	[bookmark: _Toc287535410][bookmark: _Toc287535900]
9 Market research
[bookmark: _Hlk159533036]
The application of Bowman Strategy clock in context of Empire Restaurant business includes assessment of its market positioning irrespective of its competitors and analyse the strategic option for sustainable differentiation (Quesenberry, 2020). Its unique proposition of selling and offering of the luxurious dining experiences proves a very strong foundation and full emphasis on its environmental sustainability and duly aligns with the hybrid strategy. It also combines the elements of cost leadership and differentiation respectively. 
[image: ]
Figure 1: Bowmans Theory Framework(Phuong, 2022)

	

	
	Selected Market Trend

Thus, it can be said that the Empire focusses on its cultural immersion and locally ingredients sourced that adds value to its offering and creates a distinct position in the target market segmentation. 

	

	
	
	

	
	
10 Profiling customers
[bookmark: _Toc287535414]The customer groups :
	

	Ideal Customer Profile

	[bookmark: _Hlk159533061]Particulars
	Description
	Ideal Customer
	Prospect
	Points (1 - 5)

	Company Demographic
	As the Empire restaurant provides luxury services, it is costly for the guests to stay. 
	Wealthy tourists
	Empire serves a wide range of foods to a diverse group of customers who are always looking for something new. 
	3

	Business Needs
	The people who will have very high expectations for sustainability and eco-friendly practices will visit the hotel for the sustainable practices.
	Eco-friendly tourists
	Organised groups who are looking to spend a wonderful time with its colleagues or friends can discover the local beauty blissfully. 
	5

	Business Information
	Tourists who tend to look for spending time with their family or personally.
	Groups
	The restaurant’s commitment to great service and unique, tasty food brings in people of all ages, from young workers to eaters with years of experience. 
	4

	Behavioural
	Attraction towards the good and premium services. 
	Tourists (Families, couples, and solo )
	People come to celebrate or just unwind after a long week. They enjoy traditional meals and try a wide range of Indian specialties.
	2

	
	
	

	ss
	[bookmark: _Toc287535415]Customer research made by HR manager, one of the associate managers, indicates what business guests are looking for:
 
	

	
	
	

	
	The restaurant is based in a rural village, has own carpark, five rooms for accommodation. The neighbourhood, local farms produce organic fruits, vegetables, eggs and honey. Empire has its own cellar (and vineyard) where it makes its own wine.
	

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

	Locals
	400/month
	[bookmark: _Toc287535423]£50-60/ person

	Wealthy travellers
	450/month
	[bookmark: _Toc287535426]£80-95/ person

	Eco-friendly traveller’s
	550/ month
	[bookmark: _Toc287535429]£80-95/person

	Families
	700/month
	[bookmark: _Toc287535432]£200-240/family

	Couples
	300/month
	[bookmark: _Toc287535435]£120-160/couple

	Solo travellers
	250/month
	[bookmark: _Toc287535438]£50-60/ person

	[bookmark: Text53][bookmark: _Toc287535439]Groups 
     
	10/month
	[bookmark: _Toc287535441]£1000/ group





	

	
	
	



	
	
	

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

	

	
		Competitor name
	Strengths
	Weaknesses

	· Dishoom
	· It provides Mexican cuisine with diverse menu, multiple locations in the UK, strong reputation and unique ambience.
	· It has limited accommodations with high pricing and reservation challenges (Gough, 2020).

	· The Cinnamon Club
	· It provides high-quality Indian cuisine, promotes tradition and convenient stay.
	· There is high prices and limited seating (Gough, 2020).

	· Cloisters Italian Bistro
	· Well knows Italian restaurant, with a large selection of food.
	· There are too many Italian restaurants nearby and the competition it is too big.

	· Linford's 
	· Best rated fish  restaurant on Tripadvisor.
	· Because it is a lake zone, there are too many restaurants with the same “menu.”

	· Horse & Jockey Inn

	· It is a local family business with the regular guests.
· Dogs friendly.

	· They serve just breakfast and  dinner.



[bookmark: _Toc287535443]How you can improve on their offer and/or price(s) unique offerings:
· It is the only Indian restaurant in the village that offers accommodation and day activities.
· It is not a franchise like some of the competitors it is a family business. 
· Attractive prices bring every day lots of customers from around the country.
	Strengths
	Weaknesses

	· [bookmark: _Hlk159533067]The Indian hotel and restaurant are considered as most demanding market in the target market in UK, especially for Indian cuisines lovers.
· Its distinctive selling point is farm with vineyard and rickshaw ride comprehensively structured with a steady responsibility to balanced and environmental sensibility, beautiful countryside, restaurant offering Bollywood entertainment and band nights.

	· The same type of business is present in the industry and regulations can change and threaten a business. 
· Lack of services can change the preferences of people. 




	

	
	
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535444][bookmark: _Toc287535903]12 Managing market risks


	Opportunities
	Threats

	· Good amenities for people to be given.
· Strong Marketing strategies to be considered. 
· Good wages and working culture should be provided. 

	· There is a high risk of losing customers. 
· There will be a need to comply with health and safety laws, which is particularly essential in the food business.
· [bookmark: _Hlk159533071]Due to severe competitors, this business might face serious competition in the UK market too. 




	

	

	[bookmark: _Toc287535446]Management of risks
	

	
	The main solution for managing market risks is through communication among people regarding engagement with one another to solve any internally challenge. Furthermore, there will be strong customer relationship, mitigation strategies with different plans, innovation and flexibility with customers are some of the ways to manage risks in hospitality business (Wut et al., 2020).
	

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

	
	
	

	
		Product or services
	Prices

	Accommodation
	£100 to 200

	Food
	£30 to 60

	Visits and rides activities
	£20 to 80

	Groups&Tours (if booked)
	£50 to 1000

	Other amenities
	Different prices



	

	
	
	



	
	
	

	
	[bookmark: _Toc287535449]Prices comparison with the competition
	

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

	Meal deals, 3 courses
	£30-55
	£40-45

	Starters
	From £6,00
	From £8,00

	Deserts
	£3-7
	£6-12

	Cocktails
	£7-14
	N/A

	Accommodations
	£100-200
	£80-110

	Day activities
	£20-50
	N/A

	Bike rent
	£10/day
	N/A




[image: Pricing Strategies]
Figure 4: Pricing Strategies Framework
(Source: Munsch, 2021)
	

	
	[bookmark: _Toc287535450]Reasons for the difference between Empire’s prices and competitor’s prices:
· Empire’s restaurant prices are affordable comparing with the competitors because the products stock comes from the locals and the price is less, comparing with commercial suppliers
· Offering a  large variety of drinks, including alcoholic and non-alcoholic cocktails and traditional Indian drinks makes the difference through competitors. 
	

	
	
	



	
	
	

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

	
	
	

	
	The restaurant marketing strategy on points:
· Own website and social media posts, giving opportunity to visualise offer and also to make direct reservations, for a “smooth approach to our eco-opulence opportunities” (Quesenberry, 2020). 
· Collaborations with travel agencies and hospitality influencers and critics, to extend brand perception on market. 
· Cooperation with motivators and environmental supports. (Munsch, 2021).
· Promotions in local and zonal media
· Facebook business profile
· Loyalty program 9+1 free
· Group facilities (direct pricing when pre-booked)
· Direct offers to companies for catering, deliveries, organized groups


	

	
	
	

	
	
	



[bookmark: _Toc287535453][bookmark: _Toc287535906]Running the business
	

	
	

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


	

	
		Role
	Total cost
	Necessary experience
	Specialist skills and/or qualifications

	· Management and HR
	£50,000
	· Experience of 2 or 3 years in same field.
	· Degree in the same field.

	· Waiters
	£18,500-20,000
	· Experience of 2 or 3 years in same field.
	· Experience and knowledge in the field.  

	· Housekeeping/
cleaning staff
	£13,500-14,000
	· No experience required.
	· People’s skills and cleaning expertise

	· Chef/Head Chef
	£25,000- 30,000
	· Experience of minimum 3 years in same field.
	· Skills in cooking with culinary experience and degree.

	· Kitchen staff 
	£21,000
	· Experience of 1 or 2 years in same field.
	· Kitchen experience it’s required.



	

	
	[bookmark: _Toc287535455][bookmark: _Toc287535908]
Efficient restaurant management is key to achieving the following aspects of food service:
· Holds staff together.
· Smooth operations
· Boost consumer confidence. 
· Ensure food safety. 
Characteristics of ideal restaurant employees:

· Soft skills at Empire are required qualities that can ensure employee's success in the restaurant business. These skills include good communication, teamwork and customer service.
· Hard skills: are essential for success in the restaurant industry. These skills include culinary skills, knowledge of food safety, attention to details, ability to multitask. (Epos Now, 2023)

16 Premises

	Particulars
	Cost £

	Premises required at start-up:
	£25000

	Premises required in the future (if different):
	£0




Pre-opening startup costs for Empire restaurant include rent, a business plan, research expenses, insurance, license, eequipment and supplies, aadvertising, promotion and expenses for technology. (Morah, 2022)


	

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

	
	
	

	· Food supplier

	· Food ingredients

	· 7 days

	· Cleaning  
	· Cleaning products
· Washing detergent
· Bleach and mops

	· 30 days

	· Room suppliers
	· Towels
· Beddings
· Room supplies

	· 10 to 14 days

	· Sustainable products
	· Whole system for rooms and restaurant
· Other amenities
Other amenities
	· 25 days 

	· Services
	· Water
· Gas
· Electricity
	· 30 days

	· Beverage suppliers
	· Water
· Alcoholic drinks
· Non-alcoholic drinks
	· 14 days

	· Stationary
	· Paper and notebooks
· Pens
· Filing folders
	· 30 days

	· Fresh food
	· Bread
· Milk
· Vegetables
	· 2 days



	

	
	
	

	
	
Suppliers play a vital role at every stage of product development, from conception to distribution. (Corrigan, 2018).
Empire “restaurant chefs all love fresh and high-quality products” from locals, because is often the freshest choice. “Buying local food is an investment in an economy’s future. It is investing in where you live and where you have put roots down. Bring your patriotism to the kitchen” (ChefWorks, 2014).
	



	
	
	

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

	
	
	Resource
	When
	How funded
	Cost £ per unit

	· Kitchen Equipment
	· Once at startup
	· Startup capital
	£2900

	· Rooms equipment
	· Once
	· Startup capital
	£1100

	· Cleaning equipment
	· Once
	· Startup capital
	£400

	· Food processor equipment
	· Once
	· Startup capital
	£600

	· Safety equipment
	· Once
	· Startup capital
	£650

	· Storage racks and shelving
	· Once
	· Startup capital
	£1250

	· Serving ware
	· Once
	· Startup capital
	£1450

	· Safe food storage items
	· Once
	· Startup capital
	£450

	· Website server, office laptop, others
	· Once
	· Startup capital
	£1200

	· Total

	· Details about capital in Finance
	· loan/2 years for startup capital
	•Every 1st of month payback rate

	
	
	· 
	



	

	
	
	

	
	
	

	
	[bookmark: _Toc287535459][bookmark: _Toc287535911]
The restaurant was rented fully equipped with kitchen tools and appliances, tables and chairs, point of sale, serving ware.  Managers decided that all the refurbishments will be covered by the start-up costs which will save the company from borrowing from the bank.

19 Managing operational risks

	Risk
	Solution

	Staff - Health hazards
[image: ]

	
· Safety will be ensured with also keeping security and cameras in place. Employees will be there to provide safe environment and food.  
· HR process in place.

	Suppliers - Financial risks
[image: Background - Financial Risk Management - CTMfile]

	
· The solution is to make good marketing plans with,  also adapting to consumer trends and working according to consumer needs.




The five steps in the ORM process are: 
· Risk Identification, 
· 2) Risk Assessment, 
· 3) Risk Mitigation,
· 4) Control Implementation, 
· 5) Monitoring. (Audit board, 2018)

There are different ways you can avoid accidents in the workplace. Below are 7 steps  included  in Empire’s restaurant risk management plan:
· Follow Health and Safety Code
· Maintain Restaurant Equipment
· Provide Regular Employee Training
· Keep Your Workplace Clean
· Disclose Food Allergen and Nutrition Information
· Obtain Legal Licenses and Permits
· Have Insurance
	

	
	
	



[bookmark: _Toc287535460][bookmark: _Toc287535912]Finance
	
	
	

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

	
	


                  * Total from here should be used in 22 Sourcing finance below





	

	
	
	

	

	
	

	
	
	

	
	
	

	
	
	

	
	

	

	
	21 Profit and loss forecast


	

	
	
	

	
	
	

	
	
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535465][bookmark: _Toc287535915]22 Sourcing finance : £25,000 integral from equal participations
[bookmark: _Toc287535466]Total borrowing requirement for the business £0 (zero)

	



	
	

	


	
	[bookmark: _Toc287535467][bookmark: _Toc287535916]23 Managing financial risks (such as, sales are less than forecasted or start-up finance takes three months longer to obtain)
[bookmark: _Toc287535468]The risks in financial forecast are:
	

	
	1. Under sales 
2. Start later than expected 
3. Laws / regulations 
4. Changes in market, supply issues, cost raise, customer preferences
5. Unexpected competition
6. Unpredictable operational problems, staff risk

	

	
	[bookmark: _Toc287535469]How you will minimise their impact:
1. If sales will be less than planned, first affected will be cash flow, then credit line exploitation will bring additional costs. This is possible in specific time of the year and was covered by external financing
2. Price adjustments, bigger discount rates, targeted offers. Aggressive promotion. Catering to companies. External financing from credit line to cover deficit
3. Strategic measures to adapt to challenges. Depending on actual case, cannot elaborate before accomplish nature of changes
4. Contractual rates for suppliers. Alternative sourcing. Dynamic pricing. Alternative offers. Measures to deal with actual change, to reduce effect
5. New competitors. Actual market study should adapt to new conditions: to add new segment, to adjust approach, to face new challenges
6. To unpredictable issues, unpredictable moves, it depends on challenge nature

	

	
	
	



	
	
	
	
	
	

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

	

	
	

	



	


	
	

	
	
	

	
	
	
	
	
	





25 Conclusion. 
Empire Indian Restaurant emerges as a beacon of innovation and resilience in the hospitality sector. The company's unwavering commitment to excellence, coupled with a visionary approach, positions it as a pioneer in sustainability and local sourcing. As Empire embarks on this transformative journey, its dedicated team and cutting-edge solutions are poised to redefine industry standards. The comprehensive business plan outlines meticulous strategies for market penetration, operational efficiency, and financial sustainability. With an astute focus on adapting to market dynamics and emerging trends, Empire restaurant is not just a venture but a force that will shape the landscape of Going out and Having Fun. Together, stakeholders are invited to join Empire Indian Restaurant on a journey of success and to redefine the future.
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s27 Appendices
Appendix 1: PESTLE Analysis
[bookmark: _Hlk159533085]Political factors include administrative regulations; the situation with stability and policies which influence the restaurant industry. In context to Empire, when there are stable political conditions in United Kingdom, the UK becomes a good place for business operations. Nevertheless, rules concerning food safety standards or labour laws may lead to changes in regulations which can result in compliance costs or operational costs increasing.
Economic factors cover macroeconomic factors, like economic growth rate, the levels of inflation, expenditure pattern of the consumers, etc. Empire management may encounter difficulties during the economic recession when the customers have less spending on eating out, effectively resulting to the decrease of customer spending on high end dining. Contrariwise, during the periods of economic good times, the restaurant is likely to gain more from increased disposable income and higher overall demand for upscale dining.
The social factor consists of cultural trends, demography, and consumer tastes. Empire offers a wide range of customers, such as affluent travellers, aware consumers, families and interested group of people in exploring and enjoying different dining experience. Knowing social tendencies like the increasing need for sustainable and experiential dining among clients, the company Empire can formulate its production to match the expectations of the customers.
[image: PESTEL Analysis: Factors of PESTEL Analysis, Examples and Videos]
(Source: Ky, 2021)
Technological factors cover technical developments that usually have effect on production, marketing, and customer experience. Empire can utilize technology to drive online reservations, digital marketing campaigns and improving operational performance. Through adoption of technological innovations, the restaurant will be able to stay in touch with the competition and satisfy the everchanging needs of tech-oriented consumers
Legal factors include regulations, laws, and compliance standards prevalent in the restaurant industry. To ensure the appropriate height, Empire needs to comply with food safety regulations, employment laws, and licensing requirements. Moreover, failure to follow the necessary clauses can lead to fines or penalties from the authorities.
Environmental factors that evolve around ecological concerns, climate change, and environmental guidelines. The ecofriendly practices of Empire and the use of locally produced ingredients that meet consumer wants to do business with environment-conscious companies can be attributed to its focus on environmental sustainability.
Appendix 2: SWOT Analysis
	Strengths
	Weaknesses

	· The Indian hotel and restaurant are considered as most demanding market in the target market in UK, especially for Indian cuisines lovers. SS
· Its distinctive selling point is farm with vineyard and rickshaw ride comprehensively structured with a steady responsibility to balanced and environmental sensibility, beautiful countryside, restaurant offering Bollywood entertainment and band nights.

	· The same type of business is present in the industry and regulations can change and threaten a business. 
· Lack of services can change the preferences of people. 


	Opportunities
	Threats

	· Good amenities for people to be given.
· Strong Marketing strategies to be considered. 
· Good wages and working culture should be provided. 

	· There is a high risk of losing customers. 
· There will be need to comply with health and safety laws, which is particularly essential in the food business.
· Due to severe competitors, this business might face serious competition in the UK market too.  


[image: COVID 19 SWOT Analysis: SWOT Analysis in a Pandemic (Template)]
Figure 3: SWOT Analysis Framework
(Source: Sun et al., 2019)
Appendix 3: Analysis of market share
[image: UK Hotel trading performance in 2022 exceeds expectations but the pace of  recovery is set to slow in light of the economic downturn]
Source: (Hospitalitynet.org, 2024)

[image: Advertising Vs Sales Promotion PowerPoint Template - PPT Slides]

Figure 5: Advertising vs Sales Promotion
(Source: Munsch, 2021)

Appendix 4: Analysis of customer demographics in UK hospitality industry
[image: Percentage of male and female workers dissatisfied with the... | Download  Scientific Diagram]
Source: (Researchgate, 2024)

Appendix 5: Analysis of price with employment comparison 
[image: Hospitality Industry: All your questions answered (2024 update)]
(Source: HospitalityInsights, 2024)



Appendix 6: Analysis of financial projections
[image: UK Hospitality Real Estate Sector Market Size & Share Analysis - Industry  Research Report - Growth Trends]
(Source: MordorIntelligence, 2024)

Appendix7:Power point presentation[image: A business plan for a restaurant
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Appendix 8 : Business Model Canvas:
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START UP COSTS

						£

		IT and computers				1,200

		Telephones and broadband				400

		Equipment				5,650

		Stock				2,400

		Tools				3,150

		Vehicles				220

		Professional fees				180

		Insurance				210

		Rent/rent deposit				2,000

		Stationery				2,000

		Marketing				500

		Consumables				300

		Licences				1,200

		Training				0

		Association fees				250

		Wages/recruitment				350

		Security/health and safety equipment				190

		Market research costs				200

		Empire sign, front lights				1,600

		Deep cleaning before start				1,000

		Cash reserve				2,000

		TOTAL  £				25,000
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Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 400,000 600,000 800,000

Less variable costs 210,000 330,000 420,000

Gross profit (sales less variable 

costs) = 

190,000 270,000 380,000

Calculate your gross profit margin 

% (gross profit divided by total 

sales x  100) (A)

0 0 0

Salaries/wages (survival income + 

any staff

150,000 180,000 220,000

Premises (including rent, rates, 

utilities)

40,000 42,000 45,000

Telephone and broadband 1,000 1,100 1,200

Printing, post and stationery 1,000 1,200 1,500

Advertising and promotion 5,000 6,000 10,000

Bank charges 10,000 15,000 20,000

Professional fees 2,000 2,200 2,500

Insurances 4,000 4,200 4,500

Bank/HP/Interest (payable to your 

bank)

5,000 5,000 5,000

Stock 5,000 10,000 20,000

Consumables 5,000 7,000 10,000

Equipment and vehicle leasing 0 0 0

Depreciation 0 0 0

Other (please specify) 0 0 0

Other 0 0 0

Other 0 0 0

Total fixed costs 228,000 273,700 339,700

Net profit (gross profit less fixed cost)

-38,000 -3,700 40,300

Calculate your net profit margin (net 

profit divided by total sales x 100)

0 -1 5

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

Total variable costs + total fixed costs 

(B)

438,000 603,700 759,700
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Sheet1

		

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

				Total expected sales		400,000		600,000		800,000

				Less variable costs		210,000		330,000		420,000

				Gross profit (sales less variable costs) =		190,000		270,000		380,000

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		0		0		0

				Salaries/wages (survival income + any staff		150,000		180,000		220,000

				Premises (including rent, rates, utilities)		40,000		42,000		45,000

				Telephone and broadband		1,000		1,100		1,200

				Printing, post and stationery		1,000		1,200		1,500

				Advertising and promotion		5,000		6,000		10,000

				Bank charges		10,000		15,000		20,000

				Professional fees		2,000		2,200		2,500

				Insurances		4,000		4,200		4,500

				Bank/HP/Interest (payable to your bank)		5,000		5,000		5,000

				Stock		5,000		10,000		20,000

				Consumables		5,000		7,000		10,000

				Equipment and vehicle leasing		0		0		0

				Depreciation		0		0		0

				Other (please specify)		0		0		0

				Other		0		0		0

				Other		0		0		0

				Total fixed costs		228,000		273,700		339,700

				Net profit (gross profit less fixed cost)		-38,000		-3,700		40,300

				Calculate your net profit margin (net profit divided by total sales x 100)		-0		-1		5

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

				Total variable costs + total fixed costs (B)		438,000		603,700		759,700

				Break even (B) divided by (A)		922,105		1,341,556		0
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25,000

Personal start-up contributions           - 25,000
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Total required = 0

= 0
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								£

				Start-up costs				25,000

				Personal start-up contributions		-		25,000

				Other start-up contributions		-		0

				Total required		=		0

				The assets you have available as security

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

INCOME

Cash from sales (incl. VAT) 20,000 0 24,000 0 25,000 0 26,000 0 27,000 0 28,000 0 30,000 0 180,000 0

Cash received from debtors 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Capital/loans received 2,000 0 0 0 0 0 300 0 0 0 0 0 0 0 2,300 0

Credit line 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

TOTAL £ 22,000 0 24,000 0 25,000 0 26,300 0 27,000 0 28,000 0 30,000 0 182,300 0

EXPENDITURE

Wages to staff (incl. PAYE & NI) 8,000 0 8,000 0 8,500 0 8,500 0 9,000 0 10,000 0 11,500 0 63,500 0

Premises (rent, rates & utilities) 2,000 0 2,000 0 2,100 0 2,100 0 2,100 0 2,200 0 2,150 0 14,650 0

Telephone & Broadband 100 0 100 0 100 0 110 0 110 0 110 0 115 0 745 0

Printing, post & stationery 100 0 120 0 125 0 130 0 125 0 130 0 135 0 865 0

Advertising & promotion 300 0 350 0 320 0 300 0 350 0 320 0 340 0 2,280 0

Bank charges 200 0 250 0 200 0 200 0 250 0 300 0 320 0 1,720 0

Professional fees 40 0 40 0 40 0 40 0 40 0 40 0 40 0 280 0

Insurances 60 0 60 0 60 0 70 0 70 0 75 0 80 0 475 0

Bank/HP 100 0 120 0 120 0 125 0 125 0 130 0 135 0 855 0

Equipment & vehicle leasing 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Payments relating to variable costs 100 0 120 0 130 0 130 0 120 0 125 0 140 0 865 0

Capital Expenditure 200 0 200 0 200 0 200 0 200 0 200 0 200 0 1,400 0

Other Payments 300 0 350 0 400 0 400 0 450 0 500 0 550 0 2,950 0

VAT 3,600 0 4,500 0 4,600 0 4,600 0 5,000 0 5,300 0 5,500 0 33,100 0

Owner's wages/salary 4,000 0 4,000 0 4,000 0 4,000 0 4,000 0 4,000 0 4,000 0 28,000 0

Owner's National Insurance 400 0 400 0 400 0 400 0 400 0 400 0 400 0 2,800 0

Loan repayments (incl. interest) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Stock 2,000 0 2,500 0 3,000 0 3,200 0 3,500 0 4,000 0 4,200 0 22,400 0

Consumables 500 0 600 0 700 0 800 0 900 0 1,000 0 1,100 0 5,600 0

Other (please specify) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

TOTAL £ 22,000 0 23,710 0 24,995 0 25,305 0 26,740 0 28,830 0 30,905 0 182,485 0

Income less expenditure 0 0 290 0 5 0 995 0 260 0 -830 0 -905 0 -185 0

Opening bank balance 0 0 0 0 290 0 295 0 1,290 0 1,550 0 720 0 720 0

Closing bank balance 0 0 290 0 295 0 1,290 0 1,550 0 720 0 -185 0 -185 0



Start-up 0 1 2 3 4 5 6 TOTAL
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First 6 months

		

				Start-up 0				1				2				3				4				5				6				TOTAL

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

		INCOME

		Cash from sales (incl. VAT)		20,000		0		24,000		0		25,000		0		26,000		0		27,000		0		28,000		0		30,000		0		180,000		0

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		2,000		0		0		0		0		0		300		0		0		0		0		0		0		0		2,300		0

		Credit line		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		22,000		0		24,000		0		25,000		0		26,300		0		27,000		0		28,000		0		30,000		0		182,300		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		8,000		0		8,000		0		8,500		0		8,500		0		9,000		0		10,000		0		11,500		0		63,500		0

		Premises (rent, rates & utilities)		2,000		0		2,000		0		2,100		0		2,100		0		2,100		0		2,200		0		2,150		0		14,650		0

		Telephone & Broadband		100		0		100		0		100		0		110		0		110		0		110		0		115		0		745		0

		Printing, post & stationery		100		0		120		0		125		0		130		0		125		0		130		0		135		0		865		0

		Advertising & promotion		300		0		350		0		320		0		300		0		350		0		320		0		340		0		2,280		0

		Bank charges		200		0		250		0		200		0		200		0		250		0		300		0		320		0		1,720		0

		Professional fees		40		0		40		0		40		0		40		0		40		0		40		0		40		0		280		0

		Insurances		60		0		60		0		60		0		70		0		70		0		75		0		80		0		475		0

		Bank/HP		100		0		120		0		120		0		125		0		125		0		130		0		135		0		855		0

		Equipment & vehicle leasing		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Payments relating to variable costs		100		0		120		0		130		0		130		0		120		0		125		0		140		0		865		0

		Capital Expenditure		200		0		200		0		200		0		200		0		200		0		200		0		200		0		1,400		0

		Other Payments		300		0		350		0		400		0		400		0		450		0		500		0		550		0		2,950		0

		VAT		3,600		0		4,500		0		4,600		0		4,600		0		5,000		0		5,300		0		5,500		0		33,100		0

		Owner's wages/salary		4,000		0		4,000		0		4,000		0		4,000		0		4,000		0		4,000		0		4,000		0		28,000		0

		Owner's National Insurance		400		0		400		0		400		0		400		0		400		0		400		0		400		0		2,800		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Stock		2,000		0		2,500		0		3,000		0		3,200		0		3,500		0		4,000		0		4,200		0		22,400		0

		Consumables		500		0		600		0		700		0		800		0		900		0		1,000		0		1,100		0		5,600		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		22,000		0		23,710		0		24,995		0		25,305		0		26,740		0		28,830		0		30,905		0		182,485		0

		Income less expenditure		0		0		290		0		5		0		995		0		260		0		-830		0		-905		0		-185		0

		Opening bank balance		0		0		0		0		290		0		295		0		1,290		0		1,550		0		720		0		720		0

		Closing bank balance		0		0		290		0		295		0		1,290		0		1,550		0		720		0		-185		0		-185		0





Second 6 months

		

				Carried over				7				8				9				10				11				12				TOTAL

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

		INCOME

		Cash from sales (incl. VAT)		180,000		0		0		0		0		0		0		0		0		0		0		0		0		0		180,000		0

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		2,300		0		0		0		0		0		0		0		0		0		0		0		0		0		2,300		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		182,300		0		0		0		0		0		0		0		0		0		0		0		0		0		182,300		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		63,500		0		0		0		0		0		0		0		0		0		0		0		0		0		63,500		0

		Premises (rent, rates & utilities)		14,650		0		0		0		0		0		0		0		0		0		0		0		0		0		14,650		0

		Telephone & Broadband		745		0		0		0		0		0		0		0		0		0		0		0		0		0		745		0

		Printing, post & stationery		865		0		0		0		0		0		0		0		0		0		0		0		0		0		865		0

		Advertising & promotion		2,280		0		0		0		0		0		0		0		0		0		0		0		0		0		2,280		0

		Bank charges		1,720		0		0		0		0		0		0		0		0		0		0		0		0		0		1,720		0

		Professional fees		280		0		0		0		0		0		0		0		0		0		0		0		0		0		280		0

		Insurances		475		0		0		0		0		0		0		0		0		0		0		0		0		0		475		0

		Bank/HP		855		0		0		0		0		0		0		0		0		0		0		0		0		0		855		0

		Equipment & vehicle leasing		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Payments relating to variable costs		865		0		0		0		0		0		0		0		0		0		0		0		0		0		865		0

		Capital Expenditure		1,400		0		0		0		0		0		0		0		0		0		0		0		0		0		1,400		0

		Other Payments		2,950		0		0		0		0		0		0		0		0		0		0		0		0		0		2,950		0

		VAT		33,100		0		0		0		0		0		0		0		0		0		0		0		0		0		33,100		0

		Owner's wages/salary		28,000		0		0		0		0		0		0		0		0		0		0		0		0		0		28,000		0

		Owner's National Insurance		2,800		0		0		0		0		0		0		0		0		0		0		0		0		0		2,800		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Stock		22,400		0		0		0		0		0		0		0		0		0		0		0		0		0		22,400		0

		Consumables		5,600		0		0		0		0		0		0		0		0		0		0		0		0		0		5,600		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		182,485		0		0		0		0		0		0		0		0		0		0		0		0		0		182,485		0

		Income less expenditure		-185		0		0		0		0		0		0		0		0		0		0		0		0		0		-185		0

		Opening bank balance		720		0		-185		0		-185		0		-185		0		-185		0		-185		0		-185		0		-185		0

		Closing bank balance		-185		0		-185		0		-185		0		-185		0		-185		0		-185		0		-185		0		-185		0





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		95,000		0		85,000		0		0		0		0		0		180,000		0

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		2,300		0		0		0		0		0		0		0		2,300		0

		Other Payments		0		0		0		0		0		0		0		0		0		0

		TOTAL £		97,300		0		85,000		0		0		0		0		0		182,300		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		33,000		0		30,500		0		0		0		0		0		63,500		0

		Premises (rent, rates & utilities)		8,200		0		6,450		0		0		0		0		0		14,650		0

		Telephone & Broadband		410		0		335		0		0		0		0		0		745		0

		Printing, post & stationery		475		0		390		0		0		0		0		0		865		0

		Advertising & promotion		1,270		0		1,010		0		0		0		0		0		2,280		0

		Bank charges		850		0		870		0		0		0		0		0		1,720		0

		Professional fees		160		0		120		0		0		0		0		0		280		0

		Insurances		250		0		225		0		0		0		0		0		475		0

		Bank/HP		465		0		390		0		0		0		0		0		855		0

		Equipment & vehicle leasing		0		0		0		0		0		0		0		0		0		0

		Payments relating to variable costs		480		0		385		0		0		0		0		0		865		0

		Capital Expenditure		800		0		600		0		0		0		0		0		1,400		0

		Other Payments		1,450		0		1,500		0		0		0		0		0		2,950		0

		VAT		17,300		0		15,800		0		0		0		0		0		33,100		0

		Owner's wages/salary		16,000		0		12,000		0		0		0		0		0		28,000		0

		Owner's National Insurance		1,600		0		1,200		0		0		0		0		0		2,800		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0

		Stock		10,700		0		11,700		0		0		0		0		0		22,400		0

		Consumables		2,600		0		3,000		0		0		0		0		0		5,600		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		TOTAL £		96,010		0		86,475		0		0		0		0		0		182,485		0
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ADVERTISING VS SALES PROMOTION

Enter your sub headline here

Effective in the long run. Effective in the short run.

Areason s offered to buy. An incentive is offered to buy.

The aim is to attract consumers, retailers,

‘The aim is to attract the ultimate consumers. o e
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Figure 8: Travel & Tourism Forecast (2022 — 2032)
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Distribution of hotel investment, by hotel grade (in %), United Kingdom,
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Business Plan for
Empire Restaurant

7
Le}turer:

Neil Dyer

/gate:

27/02/2024

Team members:

1911285 Shah Mashuk Miah

2210054 Valentina Teliban

2212736 Violeta Necsoi

2212521 loana Alexandra Frumusanu

2212713 Vasile Asmarandei
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VISION

freshly made food

fresh Indian
desserts

| night fo remember
| exclusive food and

Indian dining services

entertainment

rickshaw ride night
organic band l_\ighls

vegetables, an}i jazz

eggs, honey nights

Empire
Restaurant

Safe
carpark
Taxi
services

own
vineyard
and fresh

e five rooms
to rest and

stay

own yoga
class and

gym

Value proposition

¢ Unique Experience
¢ Locally Sourced
Ingredients

¢ Entertainment

Product/service
Bollywood

Village portion
Rickshaw Ride
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- Marketing

|

Local Competition

/ Castle

Cottage
Cafe

The
Cinnamon
Club

Cloisters
Italian
Bistro

Horse &

Jockey Inn

Customers
Group Number of Price they might
customers pay per unit
Locals 400/year £50-60/ person
Wealthy travellers 400/year £80-95/ person
Eco-friendly 500/year £80-95/person
traveller’s
Families 700/year £150-200/family
Couples 300/year £100-160/couple
Solo travellers 250/year £50-60/ person
Groups 50/year £500-1500/ group
Total 4000-6000 guests £250000-500000
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Description Ideal Customer

As the Empire restaurant provides

Company 1uxury services, its cosly for e Wealthy fourists
Demograpt
travelers fo stay.
The people who will have very high
Business Needs expec.klhons forsx{sromqbllw.w. and Eco—fn(.endly
eco-friendly practices wil visit the tourists
hotel for the sustainable pracfices.
VTSN Tourists who fend fo look for spending G
Information fime with their family or personally. [ONDS

Tourists (Families,
couples, and
solo)

Aftraction towards the good and
premium services.

Behavioural

Prospect

Empire s in the off side of the
Leicestershire and serves a wide
range of foods fo a diverse group
of customers who are always
looking for something new.

Organised groups who are looking

to spend a wonderful time with its

colleagues or friends can discover
the local beauty blissfully.

The restaurant's commitment to
great service and unique, tasty
food brings in people of all ages,
from young workers fo eaters with
years of experience.

People come to celebrate or just
unwind after a long week. They
enjoy traditional meals and fry a
wide range of Indian speciaties.

Ideal Customer Profile

Points (1 -
5)
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-g the business

Staff:
[Role ______|Tofal cost Skils/Qualfications
Management and HR £50,000 Experience of 2 or 3yearsin  Degree in the same field.
same field.
Chef/Head Chef £25,000- 30,000 Experience of minimum 3 Skills in cooking with culinary
years in same field. experience and degree.
Waiters £25,000 Experience of 1 yearin Experience and knowledge in the
same field. field.
Prémises:
Parficulas _____________[Coste __|
Premises required at start-up: £25,000
Premises required in the future (if different): £0,00

W\
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Runningthe business

Food supplier Food ingredients 7 days

|
Huse et )

Beverage suppliers Aleoholic drinks 14 days

Non-alcoholic drinks

Towels/ beddings

) 10 to 14 days
Room supplies

Room supplies

Equiprr%lt

Start up capital
Cost:£2900 per uni

\\
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— Finance
£
IT and computers 1200
Telephones and broadband 400
Equipment 5,650
Stock 2,400
Tools 3,150
Vehicles 220
Professional fees 180
Insurance 210
Rent/rent deposit 2,000
Stationery 2,000
Marketing 500
Consumables 300
Licences 1,200
Association fees 250 3
Wages frecruitment 350 Start-up'cosrs
S associates, £5000 each for start
Security/health and safety equipment 190 personal start-up contributions .
Marketresearch costs 200 Other start-up contributions 5
Empire Sign, front lights 1,600 Total required z
Deep cleaning before start 1000 The assets you have available as security
Cash reserve, survivor account 2,000
TOTAL :I 25,000/ = I

A\
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[Total expected sales

Less variable costs

Gross profit (sales less variable
costs) =

Calculate your gross profit margin

25 (gross profit divided by total o| o o
sales x 100) (A)

Salaries/wages (survival income + 150,000 120,000 220,000
any staff

Premises (including rent, rates, 20,000 42 000 a5,000)
utilities)

Telephone and broadband 1,000 1,100 1,200
Printing, post and stationery 1,000 1,200 1,500
Advertising and promotion 5,000 6,000 10,000
Bank charges 10,000 15,000 20,000
Professional fees 2,000 2,200 2,500
Insurances 4000 4,200 4,500
Bank/HP/Interest (payable to your s.000 s 000 ,000]
bank)

Stock 5,000 10,000 20,000
Consumables 5,000 7.000 10,000
Equipmentand vehicle leasing o o o
Depreciation o o o
Other (please sped fy) o o o
Other o o )
Other o o o
Total fixed costs 000

Net profit (gross profit less fixed cost)
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- Conclusion

Individuals exhibit a strong affinity for nocturnal socializing:

* themed gatherings

* ambiance

* premium vinous experiences

Catering to these preferences through targeted promotionalinitiatives
simplifies the operational landscape.

Within the' Midlands region, initial market analysis delineates the precise
demographic segments warranting attention, facilitating strategic targeting. The
itous discovery of an ideal locale aside, subsequent endeavours adhere to
a structured framework informed by empirical research, diligent
imMplementation, and iterative refinement.

xcellence becomes the guiding principle, whether in undertaking endeavours
or attending to clientele, prioritizing customer satisfaction and a sense of
exclusivity.

Emulating successful paradigms while innovating beyond them fosters
differentiation and, ultimately, financial viability.
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Key Partners Key Activities

* The design partnerships with local

farmers and food producers to + Embodying balanced materials and
source organic components, energy-efficient technologies
involving durable agriculture and * The cookery team assembles

presenting guests fresh, high-quality ~ endurable spread, sourcing locally

cuisine produced components

+ Cooperation with local artisans
enhances decor and facilities

Key Resources

+ Experts staff trained in balanced practices
+ Cooperation with local farmers, artisans, and businesses worth

Value Preposition CRM Customer Segments

Farm with vineyard and rickshaw  + Enhance the guest

ride experience, narrating every * Wealthy travelers in seek of
connection to meet personal unique and sensible
Balanced and environmental priorities and settlements
sensibility and beautiful requirements + Eco-conscious travelers,
countryside + Regular communication via robust exciters, and
email newsletters and social experiential tourists

Restaurant offering Bollywood
entertainment and band
nights

media modernize

Eco-friendly architecture and
structure, modern contemporary
Indian cuisine, wellness facilities
such as yoga and contemplation
sessions

Channels

« Direct reservations via website and social media interventions,
giving guests with smooth approach to our eco-opulence
opportunities

+ partnerships with eco-conscious travel agencies to extend
approach

Cost Structure
« Initial investment prefers eco-friendly framework and structure

« Present expenditures cover staff training and certifications

+ Assign funds for the procurement of sustainable materials and ingredients

+ Marketing and promotional costs are assigned to increase brand vision

Revenue Stream

+ Revenue course surrounds reservations and settlements packages, on-site dining
experiences, wellness pursuing, and local expeditions

« creates, extra income through products sales giving balanced products like T-shirts,
Yoga class, cooking Class, Rickshaw ride, Bollywood & Band nights
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Differentiation

Focused
Differentiation

Perceived Value | Low, Risky,
(3 High margins

‘Monopoly
Pricing

Loss of Market Share

Low Price High




