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	1 Executive summary (We suggest you complete this section after you have completed the other sections of the Business Plan).
This business plan has been done to give an insight of our business idea which is an Indian Restaurant located in the heart of Loughborough. Spicy India offers its customers a fine dining experience with a traditional yet modern twist. The Restaurant opens its doors and welcomes and caters to families, young couples, young generations, the elderly, retired and everyone of all ethnicities and nationalities who love a twist of ethnic fusion flavours. 

The purpose of this business plan is to demonstrate our vision for this business, the market who we are targeting, the financial information that is needed and required for this business and also all the aspects of what and who is needed in running the business. From the staffing, legal requirements and financial aspect. This shows financially what is needed and how much is needed in running the business as well as how much turnover and profit we expect after al the expenses. 
	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	

	
	2 Business details

Company name: Spicy India Restaurant 
	

	
	Address: Market Street, Loughborough, LE11 3EA
	

	
	Primary contact method
Website: SpicyIndia@google.com
01509 678521
	

	
	
	

	
	The business will: (Provide a brief description of what your business will do)
Our business is an Indian Restaurant which specialises in traditional and authentic dishes with a modern twist. Offering our services to families and members of the public who love authentic flavours. 

	

	


	
	
	
	
	
	

	
	3 Key personnel

Details of owner(s):
Name: Syeda Rahma Begum
	

	
	Position/main responsibilities: Waiting Staff
	

	
	Experience and knowledge of our industry: BA International Hotel Management Course, Customer experience, Teamwork, Effective communication, problem solving, food knowledge. 
	

	
	
	

	
	Previous employment: Teaching Assistant 
	

	
	Key skills brought to the business: Communication, Patience, Multi-Tasking, Knowledge of numbers and academics, teamwork, problem solving, partnership and leadership. 
	

	
	Business experience and any training undertaken: Health & Safety, 
	

	
	Academic/professional qualifications: Teaching Assistant qualifications, Hotel Management course. 
	

	
	Salary expectations £ 1200/ month 
	

	
	Name: Iulia Maria Lazar 
	

	
	Position/main responsibilities: General Business Manager 
	

	
	Experience and knowledge of our industry: BA International Hotel Management Course
	

	
	Experience and knowledge of our industry: 
	

	
	Previous employment: Kitchen Assistant 
	

	
	Key skills brought to the business: Problem solving, leadership 
	

	
	Business experience and any training undertaken: Premier Inn Placement 
	

	
	Academic/professional qualifications: BA International Hotel Management Course 
	

	
	Salary expectations £ 1700/ month 

	

	
	Name: Semra Islam 
Position/main responsibilities: Bartender

	
	Experience and knowledge of our industry: Customer experience/ Effective Communication/ Teamwork Collaboration/ Problem-Solving Proficency

	
	

	
	Previous employment: Prezzo Restaurant

	
	Key skills brought to the business: Finding and leading the right staff. Developing staff and the business. 

	
	Business experience and any training undertaken: No

	
	Academic/professional qualifications: No

	
	Salary expectations £ 1100/ month 

	
	Name: Madaline Elena 

	
	Position/main responsibilities: Head Kitchen Chef

	
	Experience and knowledge of our industry: Experience working within hospitality as a cook

	
	

	
	Previous employment: Baker, Cook

	
	Key skills brought to the business: Time management, Teamwork

	
	Business experience and any training undertaken: Premier Inn Placement

	
	Academic/professional qualifications: BA International Hotel Management 

	
	Salary expectations £ 1500/ month


Vision

	
	
	

	
	4 The business idea (is the value propostion)
	

	
	Sum up your business idea:

This is an Indian restaurant in Loughborough aimed at families, especially children, and anyone curious about Indian food but unfamiliar with it will collaborate with suppliers in India for authentic fresh herbs and spices for traditional dishes. A key value proposition is the family dining experience which the restaurant will cater to children by offering free toys, activities, and discounts. The interior will be designed to fit the family. By offering excellent service and free portions for first-time diners, the business will foster customer relationships. Costs will be controlled by importing spices and spreading awareness. Promotion will focus on Facebook, word of mouth, online advertising, TripAdvisor, and Instagram. Revenues will primarily come from main courses, with sides, beverages and wine providing additional income (Food Standards Agency, 2020). This addresses the need for family-oriented dining in Loughborough, therefore, understanding the client’s demand and meeting their individual preferences is crucial for this restaurant for expanding its business. The bundle will include a kid’s meal and mains with sides. The goal is to provide quality and authentic Indian food in a family-friendly atmosphere.


	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	5 Business goals (inputting SMART targets)
	

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

	
	· The main objective in the first year of trading is to achieve a turnover of £250,000 and make a profit within the first 6 months of opening. Breakeven is estimated to be around £8,000 in weekly revenue, which can be done based on 150 covers at weekends and 100 covers on weekdays, at an average cost of £ 20 per cover including food, drink and any other items plus £250,000 per annum that may need to be spent. Marketing activities will be closely monitored, and strategies adjusted accordingly to realize ROI within the first 3 months.

	

	
	
	

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

· In 3-5 years, the business aims to expand to a second location in Loughborough and eventually create a smaller regional chain of 4 Indian family restaurants serving the Midlands area with the original restaurant retained with profits and customers expected to open a second location in 2 years. A third and fourth location will follow in years 4 and 5, respectively, if the second restaurant is also successful. In addition to geographical expansion, the business will expand its online presence and revenue by launching an e-commerce site to sell spices, curry kits and merchandise by year 3. Partnerships with supermarket chains to sell sauces and foods pre-produced products will also be followed by kits under our brand name. The aim is to create brand recognition across the Midlands for delicious, family friendly Indian food through a consistent customer experience across a wide range of locations and products develop internal processes and training at breadth to maintain quality standards. The ultimate vision in 5 years is to have an annual turnover of £1.5 million.
(Use Klofstens business platform to explain)

	

	
	
	

	
	
	

	
	

	
	
	

	
	6 What the business does


	

	
	Product/service

Features
Benefits
· Authentic Indian cuisine
· Dishes made with fresh herbs and spices sourced directly from India
· Traditional recipes and cooking techniques
· Different regional cuisines on menu (Northern, Southern, etc)
· High quality, authentic taste
· Exposure to new flavouqqrs and dishes

· Satisfying for Indian cuisine fans missing tastes of home
· Family friendly atmosphere
· Kids menus and pricing
· Complimentary toys and activities 
· Comfortable, casual seating
· Accommodating service for families with kids
· Enjoyable dining experience for whole family 
· Makes going out to eat easier with kids.
· Parents can relax and focus on enjoying meal
· Value pricing
· Affordable menu prices
· Lunch specials.
· Kids eat free on Sundays
· Indian food accessible to wider demographic
· Appealing to families on a budget
· Provides incentive to visit
· Catering services
· Food cooked and delivered for events. 
· Customizable menus
· Convenient option for occasions
· Introduces cuisine to new customers.
· Additional revenue stream
· Online store
· Spices, meal kits, sauces available for delivery
· Makes ingredients and Flavors available at home.
· Appeals to time-scarce home cooks.
· Expands customer reach

	

	
	
	

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

	
	· This Indian restaurant differs from other options in Loughborough as it offers a truly delicious culinary experience designed for families dining with children. The advantage is sourcing premium ingredients directly from India, to ensure food availability authentic, fresh flavours that are hard to replicate locally in addition, the family friendly atmosphere replete with a children’s menu, activities and comfortable seating creates a welcoming atmosphere where parents can put their minds to it focused on relaxation and enjoying their meals, rather than worrying about keeping kids entertained and supervised. Most Indian restaurants cater mostly to adult clients in a formal setting, but our concept is casual and suits young families. Also, our affordable prices and specials like kids eat free provide families with quality Indian food on a budget. According to GOV.UK, (2021), catering services and our online retail offering provide additional convenience. In the end, diners get authentic Indian food that is worth enjoying for the whole family together, setting us apart from other options in town.
	

	
	
	


	
	
	

	
	8 Legal requirements (including regulations and licences particular to your business)
The legal and insurance requirements that apply in your business are:

1. As a restaurant, this business requires food management and safety certification that all employees must have. Appropriate licenses must also be obtained, including a premises licence, liquor license if issued, and a late-night license to open after 11pm with Occupational insurance mandatory, which includes minimal civil liability, employer’s liability and building and contents insurance. Must comply with fire safety regulations, including fire extinguishers, alarms, sprinklers, and emergency exit signs on site for employees The project must comply with PAYE tax, wages a minimum and on all labor laws. As we source internationally, importing from outside the UK/EU is subject to regulatory compliance. On the other hand, crucial information about food allergy for all menu items should be available for the customers as well. Data protection legislation applies to the collection and storage of customer data. Environmental health, disability access, music licensing and food hygiene laws must be met through inspection. Ongoing compliance reviews and legal/HR consulting will be implemented to ensure the business meets all legal obligations.

	

	
	You will meet your legal and insurance requirements by:

1. To meet food safety regulations, all staff will be certified in food handling and undergo training in proper preparation, storage, and cleaning procedures. Insurance will be acquired through a reputable provider to fully cover liabilities. For licensing, external consultants will provide guidance on acquiring the necessary licenses and ensuring compliance through regular reviews. Fire safety will be addressed by installing approved equipment and clearly posting exit routes. Employment law compliance will be met by working with an HR advisor to ensure contracts, payroll, pensions auto-enrolment, and records like time sheets meet regulations. Imports will go through approved channels and comply with customs procedures. Allergen and nutrition information will be available for customers. Data protection compliance will be maintained by using secure customer database systems and encryption. The venue will be audited for disability access and upgrades made where needed. Environmental health and fire safety inspections will be arranged prior to opening. Ongoing compliance will be supported through membership in industry groups like the British Hospitality Association that provide updates and advice on current regulations (Health and Safety Executive, 2022). Legal counsel will be consulted to review any major changes in case of any uncertain situations.
	

	
	
	


Marketing

	
	
	

	
	9 Market research
	

	
	Trends in your chosen market are:

· The trends in the chosen market would be the new style of Indian dining. Although the dishes are traditional the new trend of Indian dining has changed over the years. Giving diners a variety of fine dining experience with traditional and new experiences and flavours.  
	

	
	How you know this: (Provide examples with references)
· “Square surveyed more than 300 restaurateurs and 1,000 consumers to gain an insight into the present and future of UK restaurant businesses and to find out the most important trends of 2022” (Rollings, 2022). According to a survey done by square there have been “three main trends that have become apparent from the survey. Whilst 33% of restaurants have expanded their menus with new cuisines, 28% have done the opposite and reduced theirs, and 22% have developed completely new menus” (Rollings, 2022). This shows that although Indian restaurants have always stuck to a traditional menu the customers are open to new ideas and flavours whilst keeping it traditional. This gives the different groups of customers a variety of culinary experience. For those wanting the traditional and for those looking for new and exclusive dishes also. 
	

	
	10 Profiling customers

The customer groups you will be selling to are: (4 x Customer profiles minimum)
1. Families with children
2. Retirees/ Older People 
3. Younger generation/ couples 
4. People from all nationalities and backgrounds 

	

	
	Your customer research has shown what your customers want is: (What research did you undertake and what were the results?)
	

	
	1. According to online surveys customer research has shown that customers are willing to try new things especially different generations such as Millennials. “It’s likely that many of the changes have been made at restaurants popular amongst millennials, as 73% of those consumers stated they are willing to try new menu offerings” (Rollings, 2020). Furthermore “around 81% 16 – 24-year-olds of the younger generation have visited Indian/ South Asian restaurants (32%) which remains the most popular types of ethnic restaurants amongst Britons” (Caddy, 2021). This shows that the younger audience is more attracted to fine dining with a modern twist. Furthermore, by observing customer behaviour and doing online surveys can show a lot about what a customer wants and prefers. For example, by monitoring customer behaviour like where they prefer to sit or what they usually order when they come in and remembering those can build a positive relationship with the staff as well as the business and this can encourage them to keep returning and even recommend the restaurant to friends and families. 
	

	
	
	

	
	How you know this: (What evidence can you offer)
· By doing online surveys “first and foremost, it provides a direct channel of communication with its customers, allowing them to gather valuable feedback on various aspects of the dining experience” (Rodgers, 2023). Also noticing and monitoring customer behaviour has shown what a customer wants and prefers. “This feedback can include opinions on the quality of food, service, ambience, pricing and overall satisfaction” (Rodgers, 2023). Also, by keeping up with “market trends and insights is crucial as keeping in touch with mega food trends and understanding needs can make Indian restaurants adapt and thrive” (buttfoods, 2020).  
	

	
	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
Families with children 
Ranging from 3 customers to over 10 
Starting from £25 for adults and £10 for children. 
Retirees/ Aged 
Ranging from 2 to 4 
Starting from £25 per person including drinks
Young couples 
2 
Starting from £25 per person including drinks 
All nationalities/backgrounds 
Ranging from 2 to more 
£25 per person including drinks 
Younger generation
Ranging from 2 customers to over 10 maybe more. E.g. occasion such as birthday etc
Starting from £25 per person including drinks 

	

	
	
	


	
	
	

	
	11 Profiling competitors


	

	
	Competitor name

Strengths

Weaknesses

· Yakii Express 
· Different authentic Japanese restaurant 
· Not an Indian Restaurant 
· Close early at 8pm

· Not as much variety as Spicy India Restaurant
· Tarboush 
· Lebanese, Barbecue, Vegan Friendly 
· Open till 10pm
· No Indian fusion 
· Muzzy’s Turquoise Café 
· Turkish 
· Offer special diets e.g. vegan, 
· Not a restaurant 
· Only offer breakfast and lunch meals. 
· Baobab Café 
· Quick bites, grilled, healthy. 
· Offer light food like sandwiches, salads etc. 
· Café Ambience 
· British Café 
· Offer light food, snacks. 
· Short opening hours. 
How you can improve on their offer and/or price(s) unique offerings:
	

	
	· Look at price risks. Ensure price is affordable for the customers but also maintain a budget income for business profits and expenses. 
· All the above businesses are mainly Café’s which is a strength for our business as with Café’s they only offer light food such as sandwiches, salads, etc but with an Indian restaurant it offers a variety of dishes with fine wine and beverages which also comes with a fine dining experience where families, couples, elderly people can go and enjoy a nice cosy, relaxing meal with a loved one or friends. The atmosphere, the décor, the lighting etc all this makes an evening special with exceptional food. Pricing will be more expensive compared to Café’s but with an Indian restaurant offering full course meals this will be the case however all things are considered to still make it affordable for our target customers. 
	

	
	
	

	
	
	

	
	12 Managing market risks (interest rates, equity risks)
Write down the risks you have identified:

1. “Understand the various risks your restaurant faces, including equity risks (such as ownership changes) and interest rate fluctuations” (Thirst Productions, 2021). 
2. “Diversifying ownership or investment sources” (Thirst Productions, 2021). 
3. “Monitor interest rates and impact on borrowing costs” (Rose, 2021).  
4. “Consider fixed-rate loans to mitigate interest rate risks” (Rose, 2021). 
5. Price risks “If you set a price which is either lower than your production costs or higher than what customers are willing to pay, it will have a negative effect on the business. Sometimes, price risks can come from competition when competitors want to take the company market share in order to dominate the market” (Rose, 2021). 

	

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

	
	1. Avoid “relying solely on one marketing channel” (Thirst Productions, 2021).

2. Look for other investment sources. 

3. Manage borrowing costs.
4. Look at fixed- rate options so interest rate does not keep spiking. 

5. “Price risk could be eliminated by using various cost cutting methods like reducing production costs, material costs etc” (Rose, 2021). 
	

	
	13 Pricing
	

	
	How you can calculate your prices:
	

	
	· To calculate prices understanding food cost is a must. “Food cost is the ratio of a restaurant’s cost of ingredients (food inventory) and the revenue that those ingredients generate when the menu items are sold (food sales) also known as food cost percentage” (Rankin, 2023). 
· Budgeting can put all prices into perspective and keep track of “expenses and finances” (Rankin, 2023). It is important to set budgets. 
	

	
	
	


	
	
	

	
	How your prices compare with the competition:
	

	
	Product/service

Your price(s)
Range of competitor prices (per unit)
Set menu
£25 per customer 
£30 or more 
Beverages e.g. soft drinks, coffees
£1.50 to £3.50 depending on size 
£3.50 to more 
Wines 
£5.25 large size 
£6.50 - £30.00 or more
Dessert 
£3.50 plus 
£4.50 plus 
Main Dishes 
£12.95 starting 
£14.95 plus 
Starters 
£2.95 plus
£4.95 plus 
Rice and Naans
£2.95
£4.25 plus 

	

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

· Quality 
· Service

· Fine-dining 

· Quantity 

Reasons for the difference between our price and competitors pricing would be that as it is a new Indian restaurant, we do not want to overprice especially with the current situation around the UK with cost of living crisis etc, so keeping the prices to a fair range will attract customers as well as offer them a variety of services and quality. Although the pricing is reasonable it is still considered to be beneficial for the company, meaning profit should still be made. 
	

	
	
	


	
	
	

	
	14 Promotion and advertising

How and where will you promote your product/service?
	

	
	
	

	
	· Social Media platforms such as Facebook, Instagram, Google will be used to promote the restaurant and what it offers. Living in a modern technology world where social media and the internet have taken over the world and its generations the best and fastest way to get business through to customers is using these platforms. Menu’s, photos of the restaurant, the dining experience, the cuisine, everything will be posted online and updated all the time, so customers are aware of current and new items/ experiences and offers. 

	

	
	
	

	
	
	


Running the business

	
	
	

	
	15 Staff


	

	
	Role

Total cost

Necessary experience

Specialist skills and/or qualifications

· Waiting Staff
£1200
· Social Jobs, Talking with customers
· Politeness, Collaboration, problem solving
· Bartender
£1100
· Social Skills, working under presure
· Customer experience, bartending, politness
· Head Kitchen Chef
£1500
· Working in the kitchen, teamwork
· Chef skills, degree in cooking. 
· General Business Manager 
£1700
· Managing people, leadership, teamwork, communication
· Qualification in management. 
· CMO (Chief  marketing officer
£1500
· Sales, communication, Persuasion, IT skills  
· Degree is marketing, experience in sales. 

	

	
	16 Premises

Cost £

Premises required at start-up: 250 square meters 
£3500/month
Premises required in the future (if different): 250 square meters
£4000/month

	

	
	17 Suppliers

Your key suppliers and their credit terms

Supplier

What you’ll buy from them

Number of days’ credit

· Donald russell
· Meat and Muscle 
· 30 days
· Total produce
· Fresh vegetables 
· 60 days
· East end foods
· Fresh Indian spices 
· 30 days
· Coca-cola European partners
· Coca cola drinks
· 30 days
· Britvic soft drinks ltd
· Soft drinks and smoothies 
· 30 days
· Nectar Imports Ltd
· Craft beer and ciders
· 60 days
· The whiskey exchange
· Whisky and other spirits 
· 60 days
· Premier fruits
· Fruit 
· 30 days 

	

	
	
	

	
	
	


	
	
	

	
	18 Equipment
	

	
	Resource 

When

How funded

Cost £ per unit

· Cooking appliances

· As soon as restaurant opens

· Business loan 

£500+/per appliance

· Refrigeration units

· As soon as the restaurant opens 

· Business loan 

£500+

· Serving equipment (cutlery etc)

· As soon as the restaurant opens 

· Business loan

£20/ per set 

· Tables and chairs

· As soon as the restaurant opens

· Business loan 

£1000+

· Kitchen equipment (Pots, pans etc)

· As soon as the restaurant opens

· Venture dept

£200+/ per equipment 

· Safety equipment 

· As soon as the restaurant opens

· Venture debt

£200+/ per equipment

· Pos (point of sale) systems 

· As soon as the restaurant opens

· Venture debt

£25/per month to rent 

· Cleaning supplies 

· As soon as the restaurant opens

· Business loan

£50/ per item

· Storage containers and shelves 

· As soon as possible 

· Business loan

£500+


	

	
	
	

	
	
	

	
	19 Managing operational risks

Risk

Solution

Staff

· Staff may be unmotivated 

· Staff may work lazily and negligently 

· Staff could get sick at key days of business (Moritz, 2020)
· Offer staff a fair wage and good staff benefits to make them appreciate working at the business.

· Take up an inspirational leadership style to make them feel compelled to work harder (Dalton, 2007)

· Train all staff to be familiar in each sector (eg the manager to be able to work as a waiter)
Suppliers

· Suppliers may deliver bad products 

· Supplies may come late 

· The business could be unable to pay the supplier in time (lockamy, 2012)
· Change the supplier and try to receive a refund 

· Purchase ingredients from local bulk sellers (Ayhan, 2015) while waiting for the supplies to arrive 

· Take out a loan or negotiate a solution with the supplier (Salonen, 2010)

	

	
	
	


Finance 
Please double click in the table below to access the embedded Microsoft Excel sheets to input your figures, Microsoft Excel will automatically update the total for you. If you do not have access to Microsoft Excel you can use the link below this table and save the file onto your PC. You can then use Open Source Software such as Google Docs or OpenOffice to access the information by uploading the file into this software. Please note that all tables can be customised and additional rows and categories can be added.



	
	
	

	
	20 Start-up costs
	

	
	Calculate how much money you need before you start trading

 

 

£

 

IT and computers

2,000

 

Telephones and broadband

800

 

Equipment

4,000

 

Stock

5,000

 

Tools

1,500

 

Vehicles

N/A

 

Professional fees

1,000

 

Insurance

1,500

 

Rent/rent deposit

3,500

 

Stationery

N/A

 

Marketing

3,500

 

Consumables

2,000

 

Licences

1,000

 

Training

1,500

 

Association fees

500

 

Wages/recruitment

9,000

 

Security/health and safety equipment

1,000

 

Market research costs

2,000

 

Other (please specify)

N/A

 

 

0

 

 

0

 

 

0

 

 

0

 

 

0

 

TOTAL  £

39,800

 

 

 

 

 

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

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	21 Profit and loss forecast


[image: image1.emf]Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 400,000 500,000 600,000

Less variable costs 120,000 160,000 240,000

Gross profit (sales less variable costs) 

= 

280,000 340,000 360,000

Calculate your gross profit margin % 

(gross profit divided by total sales x  

100) (A)

1 1 1

Salaries/wages (survival income + any 

staff

96,000 96,000 116,000

Premises (including rent, rates, 

utilities)

3,500 4,000 4,000

Telephone and broadband 800 800 1,200

Printing, post and stationery 2,000 2,000 3,000

Advertising and promotion 3,000 6,000 7,000

Bank charges 19,000 24,000 26,000

Professional fees 1,000 1,500 2,000

Insurances 1500 2,000 2,500

Bank/HP/Interest (payable to your 

bank)

2,500 3,000 3,500

Stock 5,000 7,000 7,000

Consumables 2,000 2,000 3,000

Equipment and vehicle leasing 5,000 5,000 10,000

Depreciation 10,000 12,000 13,000

Other (please specify) 0 0 0

Other 0 0 0

Other 0 0 0

Total fixed costs 151,300 165,300 198,200

Net profit (gross profit less fixed cost) 128,700 174,700 161,800

Calculate your net profit margin (net 

profit divided by total sales x 100)

15 35 27

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

Total variable costs + total fixed costs 

(B)

271,300 325,300 438,200


	

	
	
	

	
	
	

	
	
	

	
	
	


	
	
	

	
	22 Sourcing finance
	


	
	Total borrowing requirement for the business


[image: image2.emf]£

39,800

Personal start-up contributions           - 9,800

Other start-up contributions            - 20,000

Total required = 10,000

A car, Mortgage, cash/capital, Investments 

(Bonds)

= 10,000



Start-up costs

The assets you have available as security



	


	
	23 Managing financial risks (such as, sales are less than forecasted or start-up finance takes three months longer to obtain)
The risks that you have identified for your financial forecast are:
	

	
	1. The risks are that the expenditures may be higher than expected. This is a risk as if the business build up capital for the predicted amount and the actual costs are higher, it could harm the businesses growth as it must obtain capital from elsewhere and quickly, and this is a mistake that could harm sales (Hwee, 2002)

2. finances cannot be obtained in time to pay costs , This ties in to Number one as if the Expenditure is much higher than expected and the business cannot acquire funds in time to pay for the additional costs it could land the business in trouble with the governments, its bank, or supplier depending on the expenditure, this can also harm sales as if the business cannot pay for something in time it may harn the businesses ability to sell to more customers or sell anymore product in the first place.

3. the forecast may be wrong about certain entries such as sales. If the forecast is wrong about estimated sales and overestimates the profitability potential, it may mean that the business will need to find capital from other areas fast, as it could rely on sales achieving the estimated number to pay off expenditures. (Croce, 2008)

	

	
	How you will minimise their impact:

1. To minimise the risks of the expenditures being higher than expected, the financial forecast should estimate the expenditures higher than the original value, this is so that the business can overprepare for costs being too high and are armed to face tough times, as it is better to be overprepared rather than being underprepared. 

2. If finances cannot be obtained in time to pay costs, the business should seek to make deals with the lender/seller it needs to pay off, or find a new lender to take a loan and fix the short-term problem. This risk is a catastrophic situation to be in and the business should avoid being unprepared at all costs. 

3. If the forecast is to be wrong about sales, the business should underestimate the sales figures so that the business can prepare for having lower sales numbers and seek to increase income via other means. If the business is facing a sales problem, it can lead it to figure out new sources of income or ways to improve the product to boost the sales numbers (Margarido Righetto, 2020). 


	

	
	
	


	
	
	
	
	
	

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

	

	
	
[image: image3.emf]Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual

INCOME

Cash from sales (incl. VAT) 150,000 0 40,000 0 45,000 0 39,000 0 42,000 0 47,000 0 52,000 0 415,000 0

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

Capital/loans received 70,000 0 0 0 0 0 0 0 0 0 0 0 50,000 0 120,000 0

Other (please specify) 9,800 0 0 0 0 0 0 0 0 0 0 0 0 0 9,800 0

TOTAL £ 229,800 0 40,000 0 45,000 0 39,000 0 42,000 0 47,000 0 102,000 0 544,800 0

EXPENDITURE

Wages to staff (incl. PAYE & NI) 63,000 0 9,000 0 9,000 0 9,000 0 9,000 0 9,000 0 9,000 0 117,000 0

Premises (rent, rates & utilities) 24,500 0 3,500 0 3,500 0 3,500 0 3,500 0 3,500 0 3,500 0 45,500 0

Telephone & Broadband 5,600 0 800 0 800 0 800 0 800 0 800 0 800 0 10,400 0

Printing, post & stationery 4,600 0 400 0 400 0 400 0 400 0 400 0 400 0 7,000 0

Advertising & promotion 15,000 0 3,500 0 4,000 0 3,500 0 3,750 0 4,000 0 4,200 0 37,950 0

Bank charges 8,400 0 1,200 0 1,200 0 1,200 0 1,200 0 1,200 0 1,200 0 15,600 0

Professional fees 6,535 0 800 0 800 0 800 0 800 0 800 0 800 0 11,335 0

Insurances 10,500 0 1,500 0 1,500 0 1,500 0 1,500 0 1,500 0 1,500 0 19,500 0

Bank/HP 10,500 0 1,000 0 1,000 0 1,000 0 1,000 0 1,000 0 1,000 0 16,500 0

Equipment & vehicle leasing 2,000 0 0 0 0 0 0 0 0 0 0 0 2,000 0 4,000 0

Payments relating to variable costs 2,300 0 300 0 350 0 300 0 300 0 350 0 400 0 4,300 0

Capital Expenditure 7,000 0 800 0 800 0 800 0 800 0 800 0 800 0 11,800 0

Other Payments 4,550 0 0 0 0 0 0 0 0 0 0 0 4,000 0 8,550 0

VAT 17,300 0 2,000 0 2,000 0 2,500 0 2,550 0 3,000 0 3,200 0 32,550 0

Owner's wages/salary 21,000 0 3,500 0 3,500 0 3,500 0 3,500 0 3,500 0 3,500 0 42,000 0

Owner's National Insurance 2,730 0 390 0 390 0 390 0 390 0 390 0 399 0 5,079 0

Loan repayments (incl. interest) 6,000 0 6,000 0 6,000 0 6,000 0 6,000 0 6,000 0 6,000 0 42,000 0

Stock 22,000 0 2,000 0 2,000 0 2,000 0 2,000 0 2,000 0 2,000 0 34,000 0

Consumables 14,000 0 1,000 0 1,000 0 1,000 0 1,000 0 1,000 0 1,000 0 20,000 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 £ 247,515 0 37,690 0 38,240 0 38,190 0 38,490 0 39,240 0 45,699 0 485,064 0

Income less expenditure -17,715 0 2,310 0 6,760 0 810 0 3,510 0 7,760 0 56,301 0 59,736 0

Opening bank balance -8,325 0 -17,715 0 -15,405 0 -8,645 0 -7,835 0 -4,325 0 3,435 0 3,435 0

Closing bank balance -17,715 0 -15,405 0 -8,645 0 -7,835 0 -4,325 0 3,435 0 59,736 0 59,736 0



Carried over 7 8 9 10 11 12 TOTAL


	

	
	
	

	
	
	

	
	
	
	
	
	


25 Conclusion. 

In conclusion the business is forecasted to be profitable in 12 months, however it needs the support of loans and other methods of finance to maintain the costs that it comes with, as due to the rising inflation and the events of the 2020 lockdown businesses have found it much harder to pay for the running costs of their businesses (Donthu, 2020). However, if the business reaches the estimated sales and aims to keep costs low while maintaining quality it could be a success. The Profit and loss forecast also shows the potential earnings of the business it it can keep the costs low, as the main treat of the business is taking bank loans and being unable to repay them in the future, The first year is predicted to be the toughest and this is also echoed by many sources to be the truth in many businesses as it is estimated that 20% of UK businesses fail in the first year, and 60% fail in the first three years, these are the hardest years of the business (Anyadike-Danes, 2009). 
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(An appendix comes at the end (after the reference list) of a report, research project, or dissertation and contains any additional information such as raw data, tables, and supporting information such as screenshots, and additional evidence. The information in the appendices is relevant but is too long or too detailed to include in the main body of your work.)
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Avoid relying solely on one marketing channel
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“Consider fixed -rate loans to mitigate interest rate risks” (Rose, 2021).
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FINANCE

The business is set to cost £40,000 to start up and this
price is only set to increase each month to maintain the
business. However, after conducting a profit/loss
forecast and a subsequent cashflow forecast the business
can survive and even thrive if it can reach monthly sales
objectives.

The profit and loss forecast estimates the business to
make 400,000 worth of sales in its first year, with its
break-even being 270,000, and a profit of 129,000

‘We have chosen 400,000 as expected sales due to our
research indicating this is the average for a start -up
restaurant in the east midlands ( Posch, 2022)
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deals with the seller, or taking out loans
which is anticipated in the cash flow forecast.
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_1770044661.xls
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		30,000		0		22,000		0		17,000		0		20,000		0		25,000		0		36,000		0		150,000		0

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

		Capital/loans received		30,000		0		0		0		0		0		0		0		0		0		40,000		0		0		0		70,000		0

		Personal Funds		9,800		0		0		0		0		0		0		0		0		0		0		0		0		0		9,800		0

		TOTAL £		39,800		0		30,000		0		22,000		0		17,000		0		20,000		0		65,000		0		36,000		0		229,800		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		9,000		0		9,000		0		9,000		0		9,000		0		9,000		0		9,000		0		9,000		0		63,000		0

		Premises (rent, rates & utilities)		3,500		0		3,500		0		3,500		0		3,500		0		3,500		0		3,500		0		3,500		0		24,500		0

		Telephone & Broadband		800		0		800		0		800		0		800		0		800		0		800		0		800		0		5,600		0

		Printing, post & stationery		1,000		0		600		0		600		0		600		0		600		0		600		0		600		0		4,600		0

		Advertising & promotion		3,000		0		1,500		0		1,500		0		3,000		0		3,000		0		1,500		0		1,500		0		15,000		0

		Bank charges		500		0		1,500		0		1,200		0		1,000		0		1,100		0		1,350		0		1,750		0		8,400		0

		Professional fees		1,000		0		1,000		0		800		0		600		0		700		0		935		0		1,500		0		6,535		0

		Insurances		1,500		0		1,500		0		1,500		0		1,500		0		1,500		0		1,500		0		1,500		0		10,500		0

		Bank/HP		1,500		0		1,500		0		1,500		0		1,500		0		1,500		0		1,500		0		1,500		0		10,500		0

		Equipment & vehicle leasing		2,000		0		0		0		0		0		0		0		0		0		0		0		0		0		2,000		0

		Payments relating to variable costs		0		0		500		0		300		0		250		0		300		0		350		0		600		0		2,300		0

		Capital Expenditure		1,000		0		1,000		0		1,000		0		1,000		0		1,000		0		1,000		0		1,000		0		7,000		0

		Other Payments		2,500		0		500		0		200		0		0		0		250		0		350		0		750		0		4,550		0

		VAT		0		0		3,000		0		2,400		0		1,400		0		2,000		0		3,500		0		5,000		0		17,300		0

		Owner's wages/salary		3,000		0		3,000		0		3,000		0		3,000		0		3,000		0		3,000		0		3,000		0		21,000		0

		Owner's National Insurance		390		0		390		0		390		0		390		0		390		0		390		0		390		0		2,730		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		6,000		0		6,000		0

		Stock		5,000		0		3,000		0		2,500		0		1,500		0		2,000		0		3,000		0		5,000		0		22,000		0

		Consumables		2,000		0		2,000		0		2,000		0		2,000		0		2,000		0		2,000		0		2,000		0		14,000		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 £		37,690		0		34,290		0		32,190		0		31,040		0		32,640		0		34,275		0		45,390		0		247,515		0

		Income less expenditure		2,110		0		-4,290		0		-10,190		0		-14,040		0		-12,640		0		30,725		0		-9,390		0		-17,715		0

		Opening bank balance		0		0		2,110		0		-2,180		0		-12,370		0		-26,410		0		-39,050		0		-8,325		0		-8,325		0

		Closing bank balance		2,110		0		-2,180		0		-12,370		0		-26,410		0		-39,050		0		-8,325		0		-17,715		0		-17,715		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)		150,000		0		40,000		0		45,000		0		39,000		0		42,000		0		47,000		0		52,000		0		415,000		0

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

		Capital/loans received		70,000		0		0		0		0		0		0		0		0		0		0		0		50,000		0		120,000		0

		Other (please specify)		9,800		0		0		0		0		0		0		0		0		0		0		0		0		0		9,800		0

		TOTAL £		229,800		0		40,000		0		45,000		0		39,000		0		42,000		0		47,000		0		102,000		0		544,800		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		63,000		0		9,000		0		9,000		0		9,000		0		9,000		0		9,000		0		9,000		0		117,000		0

		Premises (rent, rates & utilities)		24,500		0		3,500		0		3,500		0		3,500		0		3,500		0		3,500		0		3,500		0		45,500		0

		Telephone & Broadband		5,600		0		800		0		800		0		800		0		800		0		800		0		800		0		10,400		0

		Printing, post & stationery		4,600		0		400		0		400		0		400		0		400		0		400		0		400		0		7,000		0

		Advertising & promotion		15,000		0		3,500		0		4,000		0		3,500		0		3,750		0		4,000		0		4,200		0		37,950		0

		Bank charges		8,400		0		1,200		0		1,200		0		1,200		0		1,200		0		1,200		0		1,200		0		15,600		0

		Professional fees		6,535		0		800		0		800		0		800		0		800		0		800		0		800		0		11,335		0

		Insurances		10,500		0		1,500		0		1,500		0		1,500		0		1,500		0		1,500		0		1,500		0		19,500		0

		Bank/HP		10,500		0		1,000		0		1,000		0		1,000		0		1,000		0		1,000		0		1,000		0		16,500		0

		Equipment & vehicle leasing		2,000		0		0		0		0		0		0		0		0		0		0		0		2,000		0		4,000		0

		Payments relating to variable costs		2,300		0		300		0		350		0		300		0		300		0		350		0		400		0		4,300		0

		Capital Expenditure		7,000		0		800		0		800		0		800		0		800		0		800		0		800		0		11,800		0

		Other Payments		4,550		0		0		0		0		0		0		0		0		0		0		0		4,000		0		8,550		0

		VAT		17,300		0		2,000		0		2,000		0		2,500		0		2,550		0		3,000		0		3,200		0		32,550		0

		Owner's wages/salary		21,000		0		3,500		0		3,500		0		3,500		0		3,500		0		3,500		0		3,500		0		42,000		0

		Owner's National Insurance		2,730		0		390		0		390		0		390		0		390		0		390		0		399		0		5,079		0

		Loan repayments (incl. interest)		6,000		0		6,000		0		6,000		0		6,000		0		6,000		0		6,000		0		6,000		0		42,000		0

		Stock		22,000		0		2,000		0		2,000		0		2,000		0		2,000		0		2,000		0		2,000		0		34,000		0

		Consumables		14,000		0		1,000		0		1,000		0		1,000		0		1,000		0		1,000		0		1,000		0		20,000		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 £		247,515		0		37,690		0		38,240		0		38,190		0		38,490		0		39,240		0		45,699		0		485,064		0

		Income less expenditure		-17,715		0		2,310		0		6,760		0		810		0		3,510		0		7,760		0		56,301		0		59,736		0

		Opening bank balance		-8,325		0		-17,715		0		-15,405		0		-8,645		0		-7,835		0		-4,325		0		3,435		0		3,435		0

		Closing bank balance		-17,715		0		-15,405		0		-8,645		0		-7,835		0		-4,325		0		3,435		0		59,736		0		59,736		0





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		69,000		0		81,000		0		124,000		0		141,000		0		415,000		0

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

		Capital/loans received		30,000		0		40,000		0		0		0		50,000		0		120,000		0

		Other Payments		9,800		0		0		0		0		0		0		0		9,800		0

		TOTAL £		108,800		0		121,000		0		124,000		0		191,000		0		544,800		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		36,000		0		27,000		0		27,000		0		27,000		0		117,000		0

		Premises (rent, rates & utilities)		14,000		0		10,500		0		10,500		0		10,500		0		45,500		0

		Telephone & Broadband		3,200		0		2,400		0		2,400		0		2,400		0		10,400		0

		Printing, post & stationery		2,800		0		1,800		0		1,200		0		1,200		0		7,000		0

		Advertising & promotion		9,000		0		6,000		0		11,000		0		11,950		0		37,950		0

		Bank charges		4,200		0		4,200		0		3,600		0		3,600		0		15,600		0

		Professional fees		3,400		0		3,135		0		2,400		0		2,400		0		11,335		0

		Insurances		6,000		0		4,500		0		4,500		0		4,500		0		19,500		0

		Bank/HP		6,000		0		4,500		0		3,000		0		3,000		0		16,500		0

		Equipment & vehicle leasing		2,000		0		0		0		0		0		2,000		0		4,000		0

		Payments relating to variable costs		1,050		0		1,250		0		950		0		1,050		0		4,300		0

		Capital Expenditure		4,000		0		3,000		0		2,400		0		2,400		0		11,800		0

		Other Payments		3,200		0		1,350		0		0		0		4,000		0		8,550		0

		VAT		6,800		0		10,500		0		6,500		0		8,750		0		32,550		0

		Owner's wages/salary		12,000		0		9,000		0		10,500		0		10,500		0		42,000		0

		Owner's National Insurance		1,560		0		1,170		0		1,170		0		1,179		0		5,079		0

		Loan repayments (incl. interest)		0		0		6,000		0		18,000		0		18,000		0		42,000		0

		Stock		12,000		0		10,000		0		6,000		0		6,000		0		34,000		0

		Consumables		8,000		0		6,000		0		3,000		0		3,000		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 £		135,210		0		112,305		0		114,120		0		123,429		0		485,064		0
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								£

				Start-up costs				39,800

				Personal start-up contributions		-		9,800

				Other start-up contributions		-		20,000

				Total required		=		10,000

				The assets you have available as security

				A car, Mortgage, cash/capital, Investments (Bonds)		=		10,000
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						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		400,000		500,000		600,000

				Less variable costs		120,000		160,000		240,000

				Gross profit (sales less variable costs) =		280,000		340,000		360,000

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		1		1		1

				Salaries/wages (survival income + any staff		96,000		96,000		116,000

				Premises (including rent, rates, utilities)		3,500		4,000		4,000

				Telephone and broadband		800		800		1,200

				Printing, post and stationery		2,000		2,000		3,000

				Advertising and promotion		3,000		6,000		7,000

				Bank charges		19,000		24,000		26,000

				Professional fees		1,000		1,500		2,000

				Insurances		1500		2,000		2,500

				Bank/HP/Interest (payable to your bank)		2,500		3,000		3,500

				Stock		5,000		7,000		7,000

				Consumables		2,000		2,000		3,000

				Equipment and vehicle leasing		5,000		5,000		10,000

				Depreciation		10,000		12,000		13,000

				Other (please specify)		0		0		0

				Other		0		0		0

				Other		0		0		0

				Total fixed costs		151,300		165,300		198,200

				Net profit (gross profit less fixed cost)		128,700		174,700		161,800

				Calculate your net profit margin (net profit divided by total sales x 100)		15		35		27

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

				Total variable costs + total fixed costs (B)		271,300		325,300		438,200

				Break even (B) divided by (A)		271,300		478,382		438,200
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