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	1 Executive summary

Gastronomic Oasis Hotel and Restaurant is an eco-friendly establishment dedicated to providing a sustainable and high-quality dining experience. The resort prioritizes collaboration with local farmers and producers to source fresh, environmentally responsible raw ingredients. Employee training is essential to promote efficient resource utilization and waste management, ensuring that the hotel meets its eco-friendly goals. Strategic partnerships with various industries and suppliers enable Gastronomic Oasis to offer premium products at competitive prices, with a special focus on seasonal items to enhance the dining experience. The restaurant offers a variety of dining options, including set menus, picnic packages, and take-away services, aimed at generating substantial revenue. Additional financial benefits are expected from hosting events and training programs. Customer relationship initiatives, such as loyalty programs, product customization, and active social media engagement, are designed to enhance business efficiency and profitability. By catering to a diverse customer base, Gastronomic Oasis aims to meet the universal demand for quality food, ensuring an exceptional dining experience for all.

	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	

	
	2 Business details

Company name:

GASTRONOMIC OASIS HOTEL AND RESTAURANT
	

	
	Address:

123 Royal Mile Edinburgh, EH1 1DG Scotland
	

	
	Primary contact method
Email: contact@gastronomicoasis.com
Phone: +442012345678
	

	
	
	

	
	The business will: (Provide a brief description of what your business will do)
Gastronomic Oasis Hotel and Restaurant is dedicated to delivering an outstanding dining and hospitality experience with a strong emphasis on sustainability and environmental friendliness. By collaborating with regional growers and producers, the establishment will provide farm-to-table food, ensuring the use of the freshest, locally sourced ingredients. To minimize environmental impact, Gastronomic Oasis will implement energy-efficient equipment and comprehensive waste management techniques. Additionally, the organization aims to educate its employees and guests on the importance of sustainability through various projects and programs. With a commitment to ethical business practices, seasonal cuisine, and innovative green solutions, Gastronomic Oasis aspires to revolutionize eco-conscious hospitality.


	


	
	
	
	
	
	

	
	3 Key personnel

Details of owner(s):
1.Name: Zakia Nishai
	

	
	Position/main responsibilities: General manager
	

	
	Experience and knowledge of our industry: Over 15 years in the Hospitality and restaurant industry, with a focus on sustainable practices and eco-friendly innovation
	

	
	
	

	
	Previous employment: Manager of Sustainability at a renowned international hotel chain
	

	
	Key skills brought to the business: : Leadership, sustainable business development, strategic planning, partnership building
	

	
	Business experience and any training undertaken: Extensive background in leading diverse teams and creating sustainable hotel initiatives
	

	
	Academic/professional qualifications: BA in Hospitability Management
	

	
	Salary expectations £ 6000/month
	

	
	2. Name: Raluca Ioana Simonca
	

	
	Position/main responsibilities: Sales and Marketing manager
	

	
	
	

	
	Experience and knowledge of our industry: 7 years
	

	
	Previous employment: Hilton
	

	
	Key skills brought to the business: Strategic sales and marketing planning brand, market analysis and trend forecasting
	

	
	Business experience and any training undertaken: : created and executed extensive sales and marketing strategies leading 20% revenue growth within a two-year period
	

	
	Academic/professional qualifications: Certificate in hotel management
	

	
	Salary expectations £ 5000/month

	

	
	Name: Alexandra Gabriela Nita
Position/main responsibilities: Revenue Manager

	
	Experience and knowledge of our industry: 5 years 

	
	

	
	Previous employment: IHG group

	
	Key skills brought to the business: Data Analytics and Reporting

	
	Business experience and any training undertaken: Utilise data analytics tools

	
	Academic/professional qualifications: Bachelor Degree in Hospitality

	
	Salary expectations £ 5000/month

	
	4. Name: Andrea Bardoczi

	
	Position/main responsibilities: : Financial Manager

	
	

	
	Experience and knowledge of our industry: 2 years

	
	Previous employment: Mariott Hotels

	
	Key skills brought to the business: Proficient in financial analysis, budget management, and forecasting.

	
	Business experience and any training undertaken: Experienced in financial management within the hospitality sector, with training in accounting software and financial modelling.

	
	Academic/professional qualifications: five years in Business and Hotel Management

	
	Salary expectations £ 5000/month


Vision

	
	
	

	
	4 The business idea
	

	
	Sum up your business idea:
Gastronomic Oasis Hotel and Restaurant is dedicated to delivering an outstanding dining and hospitality experience with a strong emphasis on sustainability and environmental friendliness. By collaborating with regional growers and producers, the establishment will provide farm-to-table food, ensuring the use of the freshest, locally sourced ingredients. To minimize environmental impact, Gastronomic Oasis will implement energy-efficient equipment and comprehensive waste management techniques. Additionally, the organization aims to educate its employees and guests on the importance of sustainability through various projects and programs. With a commitment to ethical business practices, seasonal cuisine, and innovative green solutions, Gastronomic Oasis aspires to revolutionize eco-conscious hospitality.

	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	5 Business goals
	

	
	1. What do you want to achieve in your first year of business? (for example,  turnover of £100,000 or trading at breakeven) (SMART Target as the basis)
	

	
	Goal: Establish the Gastronomic Oasis Hotel and Restaurant as a top choice for eco-friendly dining and accommodation within the local community.

Specific: Focus on creating a strong local presence and brand awareness.

Measurable: Achieve at least 75% occupancy rate and receive 500 positive customer reviews online by the end of the first year.

Achievable: Implement targeted marketing campaigns and partnerships with local eco-friendly businesses.

Relevant: Aligns with the vision of becoming a renowned eco-friendly establishment.

Time-bound: Accomplish this within the first 12 months of operation. (HospitalityNet, 2023)

	

	
	
	

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

             Goals for the Next 3-5 Years Using Klofsten’s Business Platform:

1. Idea: Innovate eco-friendly hospitality practices.

2. Product: Enhance sustainability-focused services.

3. Market:Expand with 7-8 new UK branches and enter international markets.

4. Organization: Build a strong, growth-oriented structure.

5. Core Group: Strengthen the management team.

6. External Relations: Establish partnerships with eco-friendly entities.

7. Development Process: Continuously innovate and improve services.

8. Economic Viability: Achieve financial stability and profitability. (Cvent, 2023)

	

	
	
	

	
	
	

	
	

	
	
	

	
	6 What the business does


	

	
	Product/service

Features
Benefits
· A la carte dining
· Diverse options including fish, beef, chicken, and more.
· Enhances local presence and brand awareness. Supports eco-friendly vision through sustainable ingredients.
· Buffet
· 60 types of food
· Attracts more customers, aiding in achieving occupancy and positive reviews. Promotes eco-friendly branding.
· Seanonal foods
· Specialized meals for different seasons.
· Ensures healthy, seasonally appropriate meals. Uses locally sourced ingredients, supporting sustainability.
· Catering
· Party meal
· Convenient meal options for events. Expands brand exposure, increases positive reviews, and offers eco-friendly catering options

	

	
	
	

	
	7 What makes the business different (Value Proposition)
Your product/service is unique or different compared with the competition because:
	

	
	· Emphasis on sustainability through the use of sustainable materials, waste reduction programs, and recycling 

· Utilization of modern, energy-efficient appliances to reduce energy consumption and operational costs

· Offering a menu that features locally sourced, in-season ingredients, supporting local farmers and providing fresh, nutritious meals

· Staff trained in excellent customer service and eco-friendly practices, ensuring a high-quality and sustainable customer experience.
	

	
	
	


	
	
	

	
	8 Legal requirements (including regulations and licences particular to your business)
1. Food Hygiene and Safety Licence, Food Safety Act 1990 and Food Hygiene Regulations 2006. (Food Standards Agency, 2023).

2. Alcohol Licence, Licensing Act 2003.

3. Environmental Health and Compliance. Local authority regulations on waste management, noise, pest control, and pollution. (Chartered Institute of Environmental Health, 2023).

4. Public Liability Insurance. Highly recommended for financial risk mitigation.

(Business Advice, 2023).

5. Health and Safety Certification. Health and Safety at Work Act 1974. (Health and Safety Executive, 2023).

6. Business Licence. Authorize business operation within the local jurisdiction.

Obtaining: Apply through the local council with detailed business information (Local Government Association, 2023).

	

	
	You will meet your legal and insurance requirements by:
1. Regular Audits and Inspections. Schedule and maintain regular audits and inspections by local authorities and conduct internal audits to ensure compliance with food safety, environmental health, and safety regulations (Food Standards Agency, 2023)

2. Insurance Coverage. Protect the business against financial risks associated with liability claims and unforeseen incidents. (Business Advice, 2023).
	

	
	
	


Marketing

	
	
	

	
	9 Market research
	

	
	Trends in your chosen market are:
· Authentic Scottish Experience: Increasing demand for genuine Scottish cultural experiences.
· Immersive Dining Experience: Consumers seek dining experiences that engage all senses and create lasting memories.
· Sustainable Practices and Ethical Sourcing. Growing preference for environmentally responsible businesses (Sustainable Restaurant Association, 2024)
· Technology Integration.

	

	
	How you know this: (Provide examples with references)
· Offer traditional Scottish dishes, use local ingredients, and incorporate Scottish decor and music (Scotland Food & Drink, 2024)​
· Create themed dining events with live cooking, interactive storytelling, and a unique atmosphere. (VisitScotland)​.
· Source ingredients locally and sustainably, reduce waste, use eco-friendly packaging, and promote energy efficiency. These practices attract eco-conscious customers and enhance reputation (Sustainable Restaurant Association, 2024)
· Implement online reservations, digital menus, and contactless payments. Utilize social media and mobile apps for engagement and promotions

	

	
	10 Profiling customers

The customer groups you will be selling to are: (4 x Customer profiles minimum)
1. Luxury travellers: Typically aged 35-65, with high disposable incomes and established careers. (Deloitte, 2023)
2. Fine dining lovers: Food enthusiasts from various age groups, predominantly 30-55, often well-educated and with higher income levels. (Sage Journals, 2019)
3. Business guests: Typically professionals aged 30-60, including corporate executives and entrepreneurs. (Travel Weekly, 2024)
4. Romantic Getaway Couples: Couples aged 25-50 looking for intimate and memorable experiences. (Bain & Company, 2019)

	

	
	
	

	
	· Your customer research has shown what your customers want is:
· 1.Luxury travellers: looking for high value on privacy, personalized services, and luxury accommodations. 
· 2.Fine dining lovers: Prefer dining experiences that offer high-quality, innovative cuisine. They value unique culinary experiences, including tasting menus, wine pairings, and opportunities to interact with chefs.
· 3. Business guests: Require efficient services, comfortable accommodations, and facilities for meetings and events.
· 4.Romantic Getaway Couples: Favor destinations and accommodations that offer privacy, scenic views, and romantic amenities such as private dining and spa services.
 
	

	
	
	

	
	How you know this:
Virtuoso Luxe Report 2024 highlights trends in luxury travel, including increased spending on unique experiences (Virtuoso, 2024).

Grand View Research emphasizes the growth in culinary travel and the demand for exclusive, high-end accommodations (Grand View Research, 2024).

Deloitte's analysis underscores the importance of hyper-personalization and sustainability in attracting luxury travelers (Deloitte, 2023).
A report by the Sustainable Restaurant Association identifies several key trends for 2024, including regenerative farming, hyper-local sourcing, and circular menu designs. These practices not only reduce environmental impact but also meet the growing consumer demand for ethical dining options. (The Sustainable Restaurant Association, 2024)

	

	
	Number of customers you expect to win in each group and what they might pay:

Group

Number of customers

Price they might pay per unit
 Luxury travellers
50 customers monthly
 £250-£550 per person
Fine dining lovers
100 customers monthly
£150-£350 per person
Business guests
80 customers monthly 
£200-£500 per person
Romantic Getaway Couples

Pocket (Wanderings,2024)
20 customers monthly
£400-£800 per couple (TripAdvisor, 2024)

	

	
	
	


	
	
	

	
	11 Profiling competitors


	

	
	Competitor name

Strengths

Weaknesses

The Witchery by the Castle
famous for its outstanding Scottish food served in a romantic lighted ambiance.
provides a distinctive and personal experience but does not have the extensive amenities like a spa or fitness
The Balmoral Hotel
Prime location in Edinburgh, elegant accommodations
not prioritize sustainability initiatives
Waldorf Astoria Edinburgh - The Caledonian
comprehensive leisure options
smaller dining facilities
Roseate Hotel
Large and elegantly furnished rooms, with some showcasing unique architectural features
Limited availability events
(The Luxury Editor, 2024)

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

	
	· Create uniquely themed suites that enhance the romantic ambiance, such as “Highland Romance” or “Scottish Fairytale,” with personalized décor and amenities.

· Upgrade room amenities with the latest technology, such as smart room controls, high-speed Wi-Fi, and virtual concierge services.

· Offer eco-friendly stay packages that include guided eco-tours, organic meals, and opportunities to participate in local conservation projects.

· Enhance event spaces to accommodate a wider range of events, from corporate meetings to large weddings (Kwan M.,  2024)
	

	
	
	

	
	
	

	
	12 Managing market risks

Write down the risks you have identified:

1. Economic instability, such as recession or inflation, can impact consumer expenditure on luxury hotel services.
2. The entry of new competitors and the expansion of existing ones can intensify market competition, potentially leading to price wars and reduced market share. (STR Global, 2023)

	

	
	How will you manage these risks so that they become less of a threat:
	

	
	1. Diversify Revenue Streams: Offer additional services like spa treatments and guided tours to create alternative income sources

2. Offer exclusive services and events such as signature culinary events, personalized wellness programs, and local tours. (STR Global, 2023)

	

	
	13 Pricing
	

	
	How you can calculate your prices:
	

	
	1.Determine prices using the cost-plus pricing approach, taking into account ingredients, labour, and overhead costs.

2.Conduct price comparisons with competitors to ensure competitiveness and sustain profit margins.

3.Using a combination of cost-plus pricing and competitive pricing allows the Gastronomic Oasis Hotel and Restaurant to balance profitability with market competitiveness. This dual approach ensures that prices cover all costs and desired profit margins while remaining attractive to customers when compared to competitors. (Kotler, Bowen, & Makens, 2014)
	

	
	
	


	
	
	

	
	How your prices compare with the competition:
	

	
	Product/service

Your price(s)
Range of competitor prices (per unit)
Luxury Hotel Room (per night)
£250-550
£200-500
Fine Dining Experience (per person)
£150-200
£150-200
Spa Treatment (per session)
£150-200
£150-200
Exclusive Event Venue Rental (per event)
£3500-6500
£3000-6000
Luxury Apartment (per night)
£600-1000
£500-900

	

	
	Reasons for the difference between your price(s) and your competitors’ price(s):

· The luxury suite pricing is slightly elevated compared to certain competitors because it includes premium facilities and personalised services.

· The pricing for the fine dining experience is competitive and reflects the quality of the cuisine and service.


	


	
	
	

	
	14 Promotion and advertising

How and where will you promote your product/service?
· Platforms: Facebook, Instagram, Twitter, LinkedIn, Pinterest. Create engaging content, partner with influencers, use targeted ads, and engage with the community.

· Engaging Website. User-friendly design, SEO optimization, blog section, customer testimonials, e-commerce integration. Regular updates, interactive elements, compelling CTAs.

· Google Advertising. Search ads, display ads, video ads. Keyword research, optimize ad copy, retargeting, performance tracking.

· Local Collaborations with Farmers and Events. Partner with farmers markets, local events, and community initiatives. Joint promotions, event participation, workshops, local media coverage.

· Partner with Luxury Travel Agencies. Exclusive packages, feature in travel guides/blogs, VIP experiences. Joint marketing campaigns, referral programs, press trips, high-end advertising (Hootsuite, 2024)

	

	
	
	

	


Running the business

	
	
	

	
	15 Staff


	

	
	Role

Total cost

Necessary experience

Specialist skills and/or qualifications

· Chef
£20000
· Minimum 4 years
· Must have a qualified degree or culinary experience. 
· Waiter
£5000
· 3 years 
· Previous experience in restaurants and knowledge of shared stories with menu descriptions. 
· Managers
£10000
· 3 years
· Minimum degree of Bachelors in the field of management. Also, strong organisation and leadership skills. 
· Marketers 
£30000
· Minimum 5 years
· Master’s degree in marketing and related field. Also, require extensive knowledge of digital marketing. 

	

	
	16 Premises

Cost £

Premises required at start-up: 

£500,000
Premises required in the future (if different): 

£1,000,000

	

	
	17 Suppliers

Your key suppliers and their credit terms

Supplier

What you’ll buy from them

Number of days’ credit

·  Local Farmers and Producers
· Foods made by local farmers and producers, like fresh meat, veggies, and cheese
· A 30-day payment plan
· Waste Management Companies
· Garbage offers services like recycling, dumping
· A 15-day refund
· Educational Institutes
· Courses and workshops on green food and sustainability at schools and colleges (Sterling, 2004)
· 10 
· Community Organizations
· Sponsorships, donations or collaborative events
· The terms of payment are different for each deal
· Local Culinary Institutes
· Culinary workshops, internships, or specialty courses
· Taking payments after the work is done
· Sustainability Initiatives
· Eco-friendly packing, advice services, or certificates (Geissdoerfer et al., 2017)
· 10 to 20 days plan

	

	
	
	

	
	
	


	
	
	

	
	18 Equipment
	

	
	Resource 
When

How funded

Cost £ per unit
Refrigerator
Start-up phase 
Loan
£5000
Kitchen utensils
On-going phase 
Loan
£20000
Tables and decoration pieces 
Start-up phase 
Loan
£1500
Industrial ovens
Start-up phase 
Loan
£4000 (WebstaurantStore, 2024)

	

	
	
	

	
	
	

	
	19 Managing operational risks

Risk

Solution

 When workers leave, it can affect how the business runs, the level of its services, and the cost of hiring new workers.
· An effective way to keep employees is to offer them a good place to work, fair pay, and opportunities for professional growth (Tovmasyan and Minasyan, 2020). 
Problems with quality or late deliveries of ingredients issues that affect what is on the menu and how happy customers are.
· It is important to keep strong relationships with many companies and use a variety of sources (Ali and Anwar, 2021). 

	

	
	
	


Finance 
	
	
	

	
	20 Start-up costs
	

	
	Calculate how much money you need before you start trading


[image: image1.emf]£

5,000

3,000

180,000

50,000

5,000

10,000

1,500

1,000

28,000,000

405

3,000

7,500

5,000

3,500

1,000

140,000

25,000

25,000

5,000

28,470,905

Tools

Vehicles

Insurance

POS

Build cost

Stationery

Marketing

Market research costs

Association fees

Wages/recruitment

Security/health and safety equipment

Professional fees

Training

IT and computers

Telephones and broadband

Equipment

Stock

TOTAL  £

Consumables

Licences


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

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	21 Profit and loss forecast


[image: image2.emf]Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 20,000,000 21,000,000 23,000,000

Less variable costs 6,000,000 6,300,000 6,900,000

Gross profit (sales less variable costs) 

= 

14,000,000 14,700,000 16,100,000

Calculate your gross profit margin % 

(gross profit divided by total sales x  

100) (A)

70 70 70

Salaries/wages (survival income + any 

staff

2,000,000 2,100,000 2,200,000

Premises (including rent, rates, 

utilities)

500,000 520,000 540,000

Telephone and broadband 50,000 55,000 60,000

Printing, post and stationery 30,000 32,000 34,000

Advertising and promotion 120,000 125,000 125,000

Bank charges 10,000 12,000 15,000

Professional fees 100,000 110,000 120,000

Insurances 96,000 96,500 97,000

Bank/HP/Interest (payable to your 

bank)

70,000 75,000 80,000

Stock 300,000 320,000 340,000

Consumables 60,000 61,000 62,000

Equipment and vehicle leasing 144,000 164,000 176,000

Depreciation 250,000 260,000 270,000

Other (please specify) 0 0 0

Other 0 0 0

Other

Total fixed costs 3,730,000 3,930,500 4,119,000

Net profit (gross profit less fixed cost) 10,270,000 10,769,500 11,981,000

Calculate your net profit margin (net 

profit divided by total sales x 100)

49 51 52

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

Total variable costs + total fixed costs 

(B)

9,730,000 10,230,500 11,019,000


	

	
	
	

	
	
	

	
	
	

	
	
	


	
	
	

	
	22 Sourcing finance
	


	
	Total borrowing requirement for the business


[image: image3.emf]£

28,470,000

Personal start-up contributions           - 3,500,000

Other start-up contributions            - 0

Total required = 24,970,000

= 0



Start-up costs

The assets you have available as security



	


	
	23 Managing financial risks 
The risks that you have identified for your financial forecast are:
	

	
	1. Fluctuation in revenue

One of the primary risks is the fluctuation in revenue due to seasonal changes, economic downturns, or global events. For instance, the COVID-19 pandemic severely impacted the tourism industry, leading to a sharp decline in guest numbers and revenue. (Gössling, Scott & Hall, 2021)
2. Operational Risks

Operational inefficiencies, such as higher-than-expected maintenance costs or equipment failures, can increase fixed costs. Frequent equipment breakdowns can lead to higher leasing and maintenance expenses. 

3. Market Risks

Changes in market conditions, such as increased competition, pose significant risks to the resort. A new resort with competitive pricing and similar offerings could attract potential customers away. 

4. Credit and Liquidity Risks

Managing cash flow, especially during low-season periods, is crucial for meeting financial obligations. Delays in guest payments or unexpected increases in bank charges and interest payments can strain liquidity

	

	
	How you will minimise their impact:
1. Fluctuation to revenue. To mitigate this risk, the resort could diversify its revenue streams by offering off-season packages, hosting local events, and developing a loyalty program to attract repeat customers. (Niewiadomski, 2020).
2. To minimize these risks, the resort should maintain regular maintenance schedules and invest in reliable, high-quality equipment. Proactive management of operational risks ensures smoother operations and cost efficiency, contributing to overall financial health.

3. Continuous innovation and enhancement of customer experiences are essential to maintaining a competitive edge (Kotler, Bowen, & Makens, 2016). Conducting market research helps the resort stay ahead of industry trends and adapt to changing consumer demands, ensuring it remains attractive to guests.

4. To mitigate these risks, the resort should maintain a healthy cash reserve and consider flexible financing options. Close monitoring of accounts receivable and efficient credit control measures are also vital. These practices help ensure the resort can meet its financial commitments even during periods of lower revenue. 

	

	
	
	


	
	
	
	
	
	

	
	24 Cash flow forecast (Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary) 

	

	
	
[image: image4.emf]INCOME Forecast Actual Forecast Actual Forecast Actual Forecast Actual Total Actual

Cash from sales (incl. VAT)

950,000 0 955,000 0 970,000 0 975,000 0 3,850,000 0

Cash received from debtors

0 0 0 0 0 0 0 0 0 0

Capital/loans received

0 0 0 0 0 0 0 0 0 0

Other Payments

0 0 0 0 0 0 0 0 0 0

TOTAL £

950,000 0 955,000 0 970,000 0 975,000 0 3,850,000 0

EXPENDITURE

Wages to staff (incl. PAYE & NI)

166,000 0 166,000 0 166,000 0 166,000 0 664,000 0

Premises (rent, rates & utilities)

10,000 0 10,000 0 10,000 0 10,000 0 40,000 0

Telephone & Broadband

4,000 0 4,000 0 4,000 0 4,000 0 16,000 0

Printing, post & stationery

2,500 0 2,500 0 2,500 0 2,500 0 10,000 0

Advertising & promotion

10,000 0 10,000 0 10,000 0 10,000 0 40,000 0

Bank charges

1,000 0 1,000 0 1,000 0 1,000 0 4,000 0

Professional fees

5,000 0 5,000 0 5,000 0 5,000 0 20,000 0

Insurances

8,000 0 8,000 0 8,000 0 8,000 0 32,000 0

Bank/HP

7,000 0 7,000 0 7,000 0 7,000 0 28,000 0

Equipment & vehicle leasing

12,000 0 12,000 0 12,000 0 12,000 0 48,000 0

Payments relating to variable costs

50,000 0 50,000 0 50,000 50,000 0 200,000 0

Capital Expenditure

0 0 0 0 0 0 0 0 0 0

Other Payments

10,000 0 10,000 0 10,000 0 10,000 0 40,000 0

VAT

0 0 0 0 0 0 0 0 0 0

Owner's wages/salary

20,000 0 20,000 0 20,000 0 20,000 0 80,000 0

Owner's National Insurance

500 0 500 0 500 0 500 0 2,000 0

Loan repayments (incl. interest)

30,000 0 30,000 0 30,000 0 30,000 0 120,000 0

Stock

25,000 0 25,000 0 25,000 0 25,000 0 100,000 0

Consumables

5,000 0 5,000 0 5,000 0 5,000 0 20,000 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 £

0 0 0 0 0 0 0 0 0 0

forecast for 4 months

Q1 Y1 Total Q4 Q3 Q2


	

	
	
	

	
	
	

	
	
	
	
	
	


25 Conclusion. 

Gastronomic Oasis Hotel and Restaurant is set to revolutionize the hospitality industry by integrating sustainability into every aspect of its operations. With a team of experienced professionals and a clear vision for growth, the business aims to become a leading name in eco-conscious hospitality. Through strategic partnerships, innovative marketing, and a steadfast commitment to environmental stewardship, Gastronomic Oasis is well-positioned for success. By delivering exceptional dining and hospitality experiences while prioritizing sustainability, we will create lasting value for our customers and community.
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) Key Partners

Waste Management Companies: Partnering with reputable companies to
ensure proper composting and recycling of waste, minimizing environmental
impact

Educational Institutions: Partner with culinary schools and educational
‘0grams to promore sustainable practices and local sourcing within the
hospitality industry.

Community Organizations: Partner with lacal farmers' markets, culinary
guilds, and sustainability initiatives to raise awareness and collaborate on
events.

Local culinary institutions: Collaborate with renowned chefs, artisan
producers, and food educators to curate exclusive experiences and elevate.

the hotel's culinary reputation.

Key Activities

Meticulous Sourcing: Cultivate strong relationships with local farmers, ranch
and artisanal producers who share our commitment to sustainable and ethi
pracices.

ers,
ical

Waste Management: Implementing composting programs, repurposing lefover

ingredients, and optimizing food prep to minimize waste generation.

Energy Efficiency: Utilizing energy-efficient appliances, optimizing kitchen
processes, and reducing overall energy consumption

Sustainable Packaging: Utiizing compostable o recyclable packaging materials

and minimizing packaging waste.

Key Resources

Sustainable Equipment: Investing in energy-efficient kitchen appliances, water-

saving technology, and eco-friendly waste management systems.

Talented Staff: Employing passionate and skilled chefs, waiters, and Suppof
who embrace the restaurant’s sustainability ethos.

Strong Supplier Network: Cultivating close relationships with local farmers,
produicers, and artisans who share a commitment to sustainability.

t staff
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Culinary Journey with a Purpose: Immersive dining experience that connects,
guests 1o the story behind their food and fosters a sense of community around.
shared values.

Unwavering Commitment to Sustainability: Beyond eco-chic trends, actively.
minimizing waste, optimizing energy use, and prioritizing eco-friendly practices
throughout the operation.

‘Sustainable indulgence: We bridge the gap between environmental
responsibiity and gastronomic delight, ensuring diners can savor exquisite
flavors without compromising their values.

* Customer Relationships

Personalized Experiences: Offering customized menus and dietary.
options, fostering individual connections with guests, and exceeding
expectations.

Community Events: Organize wine tastings, cheese pairings, and cooking
classes featuring local producers, creating a sense of place and fostering
Iasting memories.

Channels

Online Presence: Engaging website and social media platforms showcasing.
culinary creations, sharing sustainability journey, and building community
through behind-the-scenes gimpses and interactive content.

Local Collaborations: Partnering with farmers' markets, sustainable food
festivals, and community events to reach target audience and showcase
commitment to local economy.

Customer Segments

Discerning Gastronomes: Individuals seeking exceptional culinary experiences
fueled by fresh, seasonal ingredients and impeccable techniques.

Adventure-Seeking Travelers: Guests who crave authentic connections with the
local culture and seek unique dining experiences beyond the conventional hotel
fare.

Health-conscious foodies: Guests who prioritze fresh, seasonal ingredients
‘and appreciate the connection between food, wellness, and sustainable
practices.
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						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		20,000,000		21,000,000		23,000,000

				Less variable costs		6,000,000		6,300,000		6,900,000

				Gross profit (sales less variable costs) =		14,000,000		14,700,000		16,100,000

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		70		70		70

				Salaries/wages (survival income + any staff		2,000,000		2,100,000		2,200,000

				Premises (including rent, rates, utilities)		500,000		520,000		540,000

				Telephone and broadband		50,000		55,000		60,000

				Printing, post and stationery		30,000		32,000		34,000

				Advertising and promotion		120,000		125,000		125,000

				Bank charges		10,000		12,000		15,000

				Professional fees		100,000		110,000		120,000

				Insurances		96,000		96,500		97,000

				Bank/HP/Interest (payable to your bank)		70,000		75,000		80,000

				Stock		300,000		320,000		340,000

				Consumables		60,000		61,000		62,000

				Equipment and vehicle leasing		144,000		164,000		176,000

				Depreciation		250,000		260,000		270,000

				Other (please specify)		0		0		0

				Other		0		0		0

				Other

				Total fixed costs		3,730,000		3,930,500		4,119,000

				Net profit (gross profit less fixed cost)		10,270,000		10,769,500		11,981,000

				Calculate your net profit margin (net profit divided by total sales x 100)		49		51		52

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

				Total variable costs + total fixed costs (B)		9,730,000		10,230,500		11,019,000

				Break even (B) divided by (A)		139,000		146,150		157,414
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START UP COSTS

						£

		IT and computers				5,000

		Telephones and broadband				3,000

		Equipment				180,000

		Stock				50,000

		Tools				5,000

		Vehicles				10,000

		Professional fees				1,500

		Insurance				1,000

		Build cost				28,000,000

		Stationery				405

		Marketing				3,000

		Consumables				7,500

		Licences				5,000

		Training				3,500

		Association fees				1,000

		Wages/recruitment				140,000

		Security/health and safety equipment				25,000

		Market research costs				25,000

		POS				5,000

		TOTAL  £				28,470,905
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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)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		Capital/loans received		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		TOTAL £		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

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

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

		Advertising & promotion		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Bank charges		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Professional fees		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Insurances		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		VAT		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		Stock		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Consumables		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		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 £		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Income less expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Opening bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Closing bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		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)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		Capital/loans received		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		TOTAL £		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

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

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

		Advertising & promotion		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Bank charges		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Professional fees		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Insurances		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		VAT		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		Stock		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Consumables		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		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 £		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Income less expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Opening bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Closing bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Total		Actual

		Cash from sales (incl. VAT)		950,000		0		955,000		0		970,000		0		975,000		0		3,850,000		0

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

		Capital/loans received		0		0		0		0		0		0		0		0		0		0

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

		TOTAL £		950,000		0		955,000		0		970,000		0		975,000		0		3,850,000		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		166,000		0		166,000		0		166,000		0		166,000		0		664,000		0

		Premises (rent, rates & utilities)		10,000		0		10,000		0		10,000		0		10,000		0		40,000		0

		Telephone & Broadband		4,000		0		4,000		0		4,000		0		4,000		0		16,000		0

		Printing, post & stationery		2,500		0		2,500		0		2,500		0		2,500		0		10,000		0

		Advertising & promotion		10,000		0		10,000		0		10,000		0		10,000		0		40,000		0

		Bank charges		1,000		0		1,000		0		1,000		0		1,000		0		4,000		0

		Professional fees		5,000		0		5,000		0		5,000		0		5,000		0		20,000		0

		Insurances		8,000		0		8,000		0		8,000		0		8,000		0		32,000		0

		Bank/HP		7,000		0		7,000		0		7,000		0		7,000		0		28,000		0

		Equipment & vehicle leasing		12,000		0		12,000		0		12,000		0		12,000		0		48,000		0

		Payments relating to variable costs		50,000		0		50,000		0		50,000				50,000		0		200,000		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0

		Other Payments		10,000		0		10,000		0		10,000		0		10,000		0		40,000		0

		VAT		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		20,000		0		20,000		0		20,000		0		20,000		0		80,000		0

		Owner's National Insurance		500		0		500		0		500		0		500		0		2,000		0

		Loan repayments (incl. interest)		30,000		0		30,000		0		30,000		0		30,000		0		120,000		0

		Stock		25,000		0		25,000		0		25,000		0		25,000		0		100,000		0

		Consumables		5,000		0		5,000		0		5,000		0		5,000		0		20,000		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 £		0		0		0		0		0		0		0		0		0		0

		forecast for 4 months
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								£

				Start-up costs				28,470,000

				Personal start-up contributions		-		3,500,000

				Other start-up contributions		-		0

				Total required		=		24,970,000

				The assets you have available as security

						=		0
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