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	[bookmark: _Toc287535392][bookmark: _Toc287535890]1 Executive summary (We suggest you complete this section after you have completed the other sections of the Business Plan).

Originally a centuries-old sign for wealth and independence, smoking a cigar has come to represent a sophisticated way of living. With an elegant and immersive experience, the proposed "Gentlemen's Lounge" in Leicester City aims to capture the true spirit of Cuban cigar culture. This innovative idea, which originated from a desire to appreciate life's finer pleasures, blends the artistry of Cuban cigars with friendly service and an enduring atmosphere.
The lounge, which has been meticulously designed with leather chairs, tasteful lighting, and the heady aroma of premium Cuban cigars, strives to be a sanctuary for cigar lovers. Authentic Cuban cigars from "Gentlemen's Lounge" are proudly offered, with well-known brands like as Bolivar, Fonseca, Montecristo, Trinidad, Cuban Minis, Punch, and Por Larranaga. (UK Havanas Cigar)
With a tapas menu created to highlight the nuanced scents of premium Cuban cigars, the experience goes beyond cigars. Diners can enjoy classic Cuban cuisine like “Tostones” and “Ropa Vieja”, which combine flavourful and spicy perfection. In addition to these delectable treats, the lounge serves a carefully selected selection of premium whiskies from the "House of Malt."
Despite there are numerous Cuban restaurants and cocktail bars around Leicester, Birmingham, and Coventry, "Gentlemen's Lounge" stands out for offering home delivery for parties of four or more, an unusual feature not found in other places. This exclusive offering demonstrates the lounge's commitment to putting customers in a stress-free environment and making sure every visit is an immersive retreat into the realm of Cuban luxury.

	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	
	

	
	[bookmark: _Toc287535393][bookmark: _Toc287535891]2 Business details
[bookmark: _Toc287535394]Company name:
Gentlemen's Lounge
	

	
	[bookmark: _Toc287535395]Address:
52 Gateway Street, Leicester, Leicestershire
	

	
	Primary contact method
Customer reaches via email or Company website: Gentlemensloungeleicester@gmail.com

	

	
	
	

	
	[bookmark: _Toc287535398]The business will: (Provide a brief description of what your business will do)

Vision-Authentic Cuban Cigars
The upcoming Cuban cigar lounge bar "Gentlemen's Lounge" aims to revolutionise Leicester City's premium cigar experience. Deeply rooted in the true essence of Cuban cigar culture, our business aims to provide consumers the ideal fusion of fantastic cigars, premium drinks, and a classy atmosphere in a refined and unforgettable setting.
Sophisticated beverages
The variety of excellent whiskies produced by the "House of Malt" is the perfect match for the nuanced tastes of Cuban cigars. Rare mixes from throughout the world's distillers are showcased in this carefully curated collection. Our approach to cigar and spirit combination is based on the knowledge that a well-chosen premium beverage enhances the experience to its fullest.
The luxury experience
Customers approach the company and are immediately surrounded by an air of sophistication. A sensory-engaging experience is set in motion by carefully chosen lighting and leather seating. The air is filled with the rich, distinctive fragrance of superb Cuban cigars, inviting guests into a realm of sensory delight. 
Culinary offerings
Our tapas menu provides a delicious balance of extravagance and flavour, perfectly balancing the complex scents of premium Cuban cigars. With each bite, dishes like Tostones—crispy twice-fried green plantains—and Ropa Vieja, which features tender, shredded beef in a delicious tomato sauce, offer a glimpse of Cuban culinary history.
Transportation
Recognising the value of a smooth and pleasurable experience in its entirety, The Cuban Lounge provides a customised transportation service. This service makes the business unique, and it leads to the customer loyalty.
The Cuban Cigar Lounge Bar will be interactive and will be inclusive of high-quality Cuban cigars, luxurious liquors, and genuine Cuban delicacies (Evans, 2022). Tune into the company's airy and Cuban-inspired décor and you will be provided with a hall to the glorified culture of the past Cuban nostalgia.

	

	




	
	
	
	
	
	

	
	[bookmark: _Toc287535399][bookmark: _Toc287535892]3 Key personnel
[bookmark: _Toc287535400]Details of owner(s):
Name: Darius Raul Condescu
	

	
	Position/main responsibilities: Owner/Manager
	

	
	Experience and knowledge of our industry: 2 years in the hospitality industry, specializing in cigar lounges and premium spirits.

	

	
	
	

	
	Previous employment: Manager at Havana Nights Cigar Lounge
	

	
	Key skills brought to the business: Expertise in customer service, inventory management, and creating immersive experiences (Dal Mas et al., 2023).
	

	
	Business experience and any training undertaken: Completed courses in hospitality management and business administration.
	

	
	Academic/professional qualifications: Bachelor's degree in Hospitality Management.
	

	
	Salary expectations £ £12,500 annually.
	

	
	Name: 
	

	
	Position/main responsibilities: Co-owner/Marketing Manager
	

	
	Experience and knowledge of our industry: 8 years in marketing, with a focus on the hospitality and entertainment sectors.
	

	
	Experience and knowledge of our industry: 
	

	
	Previous employment: Marketing Manager at Cuban Cuisine Restaurant
	

	
	Key skills brought to the business: Marketing strategy development, social media management, event planning.
	

	
	Business experience and any training undertaken: Completed marketing workshops and courses in digital marketing.
	

	
	Academic/professional qualifications: Bachelor's degree in Marketing.
	

	
	Salary expectations £ £35,000 annually.


	

	
	Name:      
Position/main responsibilities:       Owner/Manager

	
	Experience and knowledge of our industry:      10 years in the hospitality industry, specializing in cigar lounges and premium spirits.


	
	

	
	Previous employment:       Manager at Havana Nights Cigar Lounge

	
	Key skills brought to the business:       Expertise in customer service, inventory management, and creating immersive experiences (Dal Mas et al., 2023).

	
	Business experience and any training undertaken:       Completed courses in hospitality management and business administration.

	
	Academic/professional qualifications:       Bachelor's degree in Hospitality Management.

	
	Salary expectations £      £40,000 annually.

	
	Name:      

	
	Position/main responsibilities:       Co-owner/Marketing Manager

	
	Experience and knowledge of our industry:      8 years in marketing, with a focus on the hospitality and entertainment sectors.

	
	Experience and knowledge of our industry:      

	
	Previous employment:       Marketing Manager at Cuban Cuisine Restaurant

	
	Key skills brought to the business:       Marketing strategy development, social media management, event planning.

	
	Business experience and any training undertaken:       Completed marketing workshops and courses in digital marketing.

	
	Academic/professional qualifications:       Bachelor's degree in Marketing.

	
	Salary expectations £      £35,000 annually.



[bookmark: _Toc287535402][bookmark: _Toc287535893]Vision
	
	
	

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

	
	[bookmark: _Toc287535404]Sum up your business idea:
     

(Use the BMC to help explain this section)
Cuban Cigar Lounge Bar is designed with an elegantly chic atmosphere that features the best cigars in the world, the best spirits, and the most delicious Cuban tapas you can ever experience (Pakroo, 2022). The lounge strives to develop a stable relationship with customers; partners with leading distributors and has particularly a membership program that comes up with personalized services for an exceptional atmosphere and service leading to the changing of the way premium cigar lounges in Leicester are defined.










	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535405][bookmark: _Toc287535895]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)
	

	
	1.       First year of business: It is anticipated that the business will achieve a turnover of £80,000, build a strong customer base, and end up the financial year in profit in its first year of business. This is certainly achievable, as it is specific, measurable, and most importantly, realistic. This has been taken into account in designing the SMART guide for sustainable development.





	

	
	
	

	
	2. Where do you see your business in 3-5 years’ time?
· 
(Use Klofstens business platform to explain)
(Vision statement)
1. Business in 3-5 years’ time (Vision statement): 3-5 years goal to become the leading company among cigar enthusiasts with reputation being our quality, customer service, and completely immersing Cuban atmosphere (Szpilko et al., 2021). The management envisions a wide use of strategic partnerships, creative marketing tools, and tiresome improvement of the business operations to scale regionally, expand online, and position the business as a top-notch in the premium cigar lounges industry.











	

	
	
	

	
	
	

	
	

	
	
	

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

	

	
		Product/service
	Features
	Benefits

	Finest Cuban cigars
	Authentic Cuban cigars sourced directly from Cuba
	Offers a genuine Cuban experience, rich in flavor and tradition

	Premium spirits
	Selection of top-quality spirits
	Enhances the enjoyment of cigars with complementary flavors and aromas

	Authentic Cuban tapas
	Traditional Cuban dishes
	Makes the experience immersive by providing a taste of Cuban cuisine

	membership program Exclusive
	Bonus points, complimentary drinks, and exclusive events
	Rewards loyal customers and fosters a sense of belonging

	Strategic partnerships
	Access to a wide selection of Cuban cigars and premium spirits
	Ensures quality and authenticity of products offered

	Online reservation system through OpenTable
	Convenient booking process
	Streamlines the reservation process for customers

	Home transportation service for groups of four or more
	Exclusive service not commonly found in other establishments
	Provides a stress-free experience for customers, enhancing satisfaction



	

	
	
	

	
	[bookmark: _Toc287535407][bookmark: _Toc287535897]7 What makes the business different (Value Proposition)
Your product/service is unique or different compared with the competition because:
	

	
	
One of the differences is that Cuban Cigar Lounge Bar has a real Cuban setting and a range of the best cigars from Cuba and well-made liquors. The target customer of the home transportation to the groups company, who strives to deliver unique and highly personalized experiences, is the number one priority of this company. The reason of every time visits the company you get exceptional and unforgettable opportunity to enjoy the luxurious and sophisticated world of ‘Cuban fine living’.
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535408][bookmark: _Toc287535898]8 Legal requirements (including regulations and licences particular to your business)
The legal and insurance requirements that apply in your business are:

1. The legal and insurance requirements that apply in the business are:  Seeking licenses such as tobacco retail license, alcohol license, health permit, and business operating license together.
	

	
	You will meet your legal and insurance requirements by:
      2. To meet legal and insurance requirements by:
The company makes sure that it abides by the local regulations through a due diligence process of identifying the regulations, obtaining licenses, and keeping records updated (Markopoulos et al., 2020). Both fire and health insurance covers shall be secured including liability insurance to shield the organisation against multiple risks that can arise from running a cigar lounge.

	

	
	
	



[bookmark: _Toc287535409][bookmark: _Toc287535899]Marketing
	
	
	

	
	[bookmark: _Toc287535410][bookmark: _Toc287535900]9 Market research
	

	
	[bookmark: _Toc287535411]Trends in your chosen market are:
The growing market of cigar lounges shows a trend toward demand for premium cigar experiences, as well as for authentic and unique offerings (Dal Mas et al., 2023). 

	

	
	[bookmark: _Toc287535412]How you know this: (Provide examples with references)
· As a result, the standard of consumers is getting fussier, they want to smoke premium cigars and have a collection of quality spirits, which is a sign of a shift to luxury and to the experiential way of spending money.
	

	
	[bookmark: _Toc287535413][bookmark: _Toc287535901]10 Profiling customers
[bookmark: _Toc287535414]The customer groups you will be selling to are: (4 x Customer profiles minimum)
· Affluent professionals: The findings of the consumer study indicated a strong demand for chic environments that combined luxury and authenticity (Evans, 2022). They are seeking premium cigar picks, top-shelf drinks, and tailored service. 
· Educated version: They are in the market for premium cigar brands, the best spirits, and hand-crafted service.
· Cigar enthusiasts: Based on survey research, it turned out cigars from Cuba were in demand across the world, and accompanied with expert recommendations as well as learning experiences.
· Tourists and travelers: Market analysis pointed to the need for cultural and unique experiences such as real Cuban cigar lounges, among visitors and residents in that area.

	

	
	[bookmark: _Toc287535415]Your customer research has shown what your customers want is: 
	

	
	1.  (What research did you undertake and what were the results?) 
	

	
	
	

	
	[bookmark: _Toc287535416]How you know this:
· (What evidence can you offer)
Market research are including surveys, focus groups, and analysis of industry trends, provided insights into customer preferences and purchasing behaviours (Cuban cigar lounge UK, 2024).

	

	
	[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

	Affluent professionals
	100
	20

	Cigar enthusiasts
	150
	15

	Tourists and travelers
	80
	25

	Socializers
	120
	30



	

	
	
	



	
	
	

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

	

	
		Competitor name
	Strengths
	Weaknesses

	The Cuban Embassy
	Offers a diverse menu of Cuban cocktails and cuisine. 
	Limited selection of cigars. 

	Turmeaus Cigar Lounge
	Specialises in cigars, offering a wide selection of brands and varieties. 
	Limited food and drink options compared to full-service restaurants and bars. 

	La Casa Del Habano
	retailer of Habanos cigars. Exclusive
	Limited to primarily selling cigars, potentially lacking in other amenities such as food and drink options. 



[bookmark: _Toc287535443]How you can improve on their offer and/or price(s) unique offerings:
	

	
	Curated Cigar Tasting Experiences: In order to inform the customers about the understated several differences between the Cuban cigars, which offer curated cigar tasting about sessions that are mainly guided by experienced staff members (Keiningham et al., 2020).
· Personalised Membership Packages: Create potential membership packages that are significantly specifically custom-made to each of the member's prosperities and that mainly include significant perks like the first dibs on the reservations.
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535444][bookmark: _Toc287535903]12 Managing market risks
[bookmark: _Toc287535445]Write down the risks you have identified:
1. 
Regulatory compliance and licensing issue: Assuring several compliances with proper rules and regulation regarding tobacco it is mainly obtaining several necessary licences and it is also adding to health and safety standards that genuinely pose significant risk. 
	

	
	[bookmark: _Toc287535446]How will you manage these risks so that they become less of a threat:
	

	
	Risk management approach: Establish the potential compliance Framework with regular orders that generally ensure at significant ends to several rules and regulation. Speaking legal councils that helps to navigate the proper licence in requirement and maintain the open communication channel with proper regulatory authorities.

	

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

	
	[bookmark: _Toc287535448]How you can calculate your prices:
	

	
	· Calculating price: When determining several prices, take into the core account with potential variables such as the actual cost of the product, above, the envisioned of the profit margin, and mitigate the consumer demand (Gil-Gomez et al., 2020). Research efficiently the market to learn what the potential competitors are actually charging and make the proper necessary in the case of adjustments.
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535449]How your prices compare with the competition:
	

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

	Premium Cuban Cigar
	£25
	£20 - £30

	Signature Cocktail
	£12
	£10 - £15

	Membership Package
	£200 annually
	£150 - £250 annually

	Limited Edition Cigar Release
	£50 per cigar
	£40 - £60 per cigar




	

	
	[bookmark: _Toc287535450]Reasons for the difference between your price(s) and your competitors’ price(s):
     1. Superior Cuban cigar product quality and several exclusive experiences, such as in the case of specially designed in several tasting events and mainly in the limited-edition releases, are actually reflected in the prices.
2. Their top priorities are actually providing main clients with several outstanding service and proper value. 
· 
	

	
	
	



	
	
	

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

	
	
	

	
	      Social media marketing: Utilising several digital platforms like Instagram and Facebook helps to showcase the proper luxurious Ambience and it also curated figure selections and many exclusive events of the Cuban lounge (Ancillai et al., 2023). 
Collaboration and events: They generally can-do partner with several local luxury lifestyle influencers and many event organisers they can generally host several exclusive tasting events (Bashir et al., 2020). They are providing existing networks and community they can also leverage ward of mouth marketing and potential reach their new audiences.
· 








	

	
	
	

	
	
	



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

	
	

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


	

	
		Role
	Total cost
	Necessary experience
	Specialist skills and/or qualifications

	Head Chef
	£40,000
	Extensive culinary experience, preferably in Cuban or Latin cuisine.
	Culinary degree or equivalent certification, expertise in flavour pairing, menu development, and kitchen management.

	Cigar Sommelier
	£35,000
	Significant knowledge of Cuban cigars, including origins, flavours, and pairings.
	Certification in cigar sommelier training, extensive experience in cigar selection, storage, and presentation (Shakeel et al., 2020).

	Head Bartender
	£30,000
	Proven track record in mixology and cocktail creation, with a focus on Cuban-inspired drinks.
	Bartending certification, proficiency in cocktail crafting techniques, creativity in developing unique drink recipes.

	Waiter




	30000
	Having prior experience as a a waiter is valuable.It help you understand the dinamics of service ,customer interaction and the flow of operations.
	Communication skills
Interpersonal skills,interacting with other people require strong interpersonal skills.
Time management



	

	
	[bookmark: _Toc287535455][bookmark: _Toc287535908]16 Premises

	
	Cost £
	

	Premises required at start-up: rent 
      Rent : 2400   per month
      
	
	

	Premises required in the future (if different): 
	
	



	

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

	Habanos
	Cuban Cigars
	30 days

	House of Malt UK
	Premium Spirits
	45 days

	Local Produce Vendor
 
	Ingredients for Tapas 

	15days

	Vintage Wine Company
	Fine Wines
	60 days

	Artisan Cheese Co.
	Gourmet Cheeses
	days30

	Coffee Roastery
	Specialty Coffee Beans
	30 days

	Fresh Seafood Market
	Seafood for Paella
	15 days

	
	
	



	

	
	
	

	
	
	




	
	
	

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

	
	

	Resource 
	When
	How funded
	Cost £ per unit

	
	
	
	

	
	
	
	

	Lounge Furniture

Humidor

Smoke Eaters

Bar equipment:
Coffee machine,glassware,refrigeratos,wine openers..
	Start-up

Start up

Start up

Start up
	Personal Savings

Personal Savings

Personal Savings

Personal Savings
	£500 per unit

2500

2300

5000 per business



	

	
	
	

	
	
	

	
	
[bookmark: _Toc287535459][bookmark: _Toc287535911]19 Managing operational risks

	Risk
	Solution

	Staff

Employee errors, theft or misconduct
	Implement thorough training programs to ensure all staff are adequately trained in their roles and responsibilities. 
Implementing security measures, surveillance cameras

	Suppliers

Suppliers disruption
	Diversify your supplier base to mitigate the risk of reliance on a single supplier.
Maintain open communication with suppliers.
Have contingency plan for alternative suppliers 





	

	
	
	



[bookmark: _Toc287535460][bookmark: _Toc287535912]Finance 
		
	
	
	

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

	
	[bookmark: _Toc287535462]Calculate how much money you need before you start trading 

	IT and computers
	1600

	Telephones and broadband
	150


	Equipment
	
	40.000

	Stock
	
	2,000

	Tools
	
	3,400

	Vehicles
	
	5,000

	Professional fees
	4,000

	Insurance
	
	3,000

	Rent/rent deposit
	4,800

	Stationery
	
	1,000

	Marketing
	
	3,000

	Consumables
	
	1,500

	Licences
	
	3,600

	Training
	
	

	Association fees
	

	Wages/recruitment
	11,250

	Security/health and safety equipment
	4,000

	Market research costs
	

	Other (please specify)
	

	
	
	0

	
	
	0

	
	
	0

	
	
	0

	
	
	0

	TOTAL  £
	
	88,300




	

	
	
	

	

	
	

	
	
	

	
	
	

	
	
	

	
	

	

	
	21 Profit and loss forecast.
Income statement for Cuban Cigar Lounge Bar 



	

	
	
	

	
	
	

	
	
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535465][bookmark: _Toc287535915]22 Sourcing finance
	



	
	[bookmark: _Toc287535466]

Total borrowing requirement for the business



	



	
	[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 that you have identified for your financial forecast are:
	

	
	1. High marketing cost: The marketing cost is analysed to be one of the important financial issues which effects the operation of the company. In addition to that, the high marketing risk can mainly impact the unit structure of the product and create delay in the break even.
2. Tabacco industry Regulations:  Regulations related to the tobacco industry may change, which could affect profit margins by affecting cigar availability and price.
3. Insurance and liability risks: Unexpected liability problems or insufficient insurance coverage could endanger the cigar lounge's ability to make ends meet. A company with inadequate coverage could be exposed to lawsuits, property loss, or unanticipated circumstances. Lack of operations: The reduction in operation effects the cost of operation and reduce managerial ability focusing on the managerial areas. Other than this, this risk can create lack of costing with reduction in the operations. 
4. Health issues:  Changing public perceptions of smoking and health issues could have an impact on cigar demand and the company's overall success.











	

	
	
	

	
	[bookmark: _Toc287535469]How you will minimise their impact:
1. Security measures and proper insurances: Having strong security measures in position to stop theft, damage, and unwanted visitors.
2. Limited budgetary cost: The limited budgetary cost impacts directly on the operation which is required to be managed and controlled with effective operations. 
3. Strict compliance- Remaining aware of and make sure that all applicable laws, including those pertaining to health and safety, smoking places, and the federal, state, and municipal governments, are strictly followed.  










	

	
	
	



	
	
	
	
	
	

	
	[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. 
After completing our business plan for the “Gentlemen’s Lounge”, we are about to embark on an exciting project that is centred around luxury and celebration. Our goal for this establishment is to provide an experience that goes beyond the ordinary by bringing guests into a world where sophistication and friendship coexist with tradition and modernity. This goes beyond simply providing a venue for enjoying fine cigars and beverages.
In a landscape where competition is fierce, the “Gentlemen’s Lounge” distinguishes itself not only through its commitment to authenticity and culinary excellence but also through a unique offering – home transportation for groups of four or more. Our dedication to creating a worry-free environment is demonstrated by this exclusive service, which guarantees that every visit to our business is more than just an evening out but a seamless, immersive escape into the realm of Cuban luxury.
We are starting this journey with a strong sense of purpose and the conviction that the “Gentlemen’s Lounge “will serve as more than just a place of commerce; it will also serve as a cultural centre and a place of socialization where people come together to build relationships, commemorate special occasions, and make lifelong memories. Our business plan acts as a road map to help us achieve this goal, and we are sure that the “Gentlemen’s Lounge” will become Leicester City's peak of elegance and decadence with careful implementation and unbreakable dedication.
To sum up, the “Gentlemen’s Lounge” is more than simply a business endeavour, it’s a celebration of life, an allusion to history, and an invitation for guests to take pleasure in life's finer things. We're ready to reinvent what a lounge experience in Leicester City really means, combining authentic Cuban cuisine, exquisite dining, and worry-free hospitality. Toast to an experience filled with fragrant scents, delicious tastes, and the classic charm of the “Gentlemen’s Lounge”.
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				Start-up costs				88,300

				Personal start-up contributions		-		60,000

				Other start-up contributions		-

				Total required		=		28,300

				The assets you have available as security

						=
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INCOME Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual

Cash from sales (incl. VAT)

77,500 0 77,500 0 77,500 0 77,500 0 310,000 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 £

77,500 0 77,500 0 77,500 0 77,500 0 310,000 0

EXPENDITURE

Wages to staff (incl. PAYE & NI)

11,250 0 11,250 0 11,250 0 11,250 0 45,000 0

Premises (rent, rates & utilities)

2,400 0 2,400 0 2,400 0 2,400 0 9,600 0

Telephone & Broadband

150 0 150 0 150 0 150 0 600 0

Printing, post & stationery

11 0 11 0 11 0 11 0 45 0

Advertising & promotion

3000 0 3000 0 3000 0 3000 0 12,000 0

Bank charges

0 0 0 0 0 0 0 0 0 0

Professional fees

0 0 0 0 0 0 0 0 0 0

Insurances

750 0 750 0 750 0 750 0 3,000 0

Bank/HP

0 0 0 0 0

Equipment & vehicle leasing

0 0 0 0 0 0

Payments relating to variable costs

0 0 0 0 0 0 0 0 0 0

Capital Expenditure

0 0 0 0 0 0 0 0 0 0

Other Payments

0 0 0 0 0 0 0 0 0 0

VAT

0 0 0 0 0 0 0 0 0 0

Owner's wages/salary

3,125 0 3,125 0 3,125 0 3,125 0 12,500 0

Owner's National Insurance

0 0 0 0 0 0 0 0 0 0

Loan repayments (incl. interest)

2,410 0 2,410 0 2,410 0 2,410 0 9,640 0

Stock

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

Consumables

4,500 0 4,500 0 4,500 0 4,500 0 18,000 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 £

32,596 0 27,596 0 27,596 0 27,596 0 115,385 0

Q1 Y1 Total Q4 Q3 Q2
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				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		Forecast		Actual

		Cash from sales (incl. VAT)		77,500		0		77,500		0		77,500		0		77,500		0		310,000		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 £		77,500		0		77,500		0		77,500		0		77,500		0		310,000		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		11,250		0		11,250		0		11,250		0		11,250		0		45,000		0

		Premises (rent, rates & utilities)		2,400		0		2,400		0		2,400		0		2,400		0		9,600		0

		Telephone & Broadband		150		0		150		0		150		0		150		0		600		0

		Printing, post & stationery		11		0		11		0		11		0		11		0		45		0

		Advertising & promotion		3000		0		3000		0		3000		0		3000		0		12,000		0

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

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

		Insurances		750		0		750		0		750		0		750		0		3,000		0

		Bank/HP				0				0				0				0				0

		Equipment & vehicle leasing				0				0				0				0		0		0

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

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

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

		VAT		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		3,125		0		3,125		0		3,125		0		3,125		0		12,500		0

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

		Loan repayments (incl. interest)		2,410		0		2,410		0		2,410		0		2,410		0		9,640		0

		Stock		5,000		0		0		0		0		0		0		0		5,000		0

		Consumables		4,500		0		4,500		0		4,500		0		4,500		0		18,000		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 £		32,596		0		27,596		0		27,596		0		27,596		0		115,385		0
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Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 80,000 95,000 120,000

Less variable costs 0 0 0

Gross profit (sales less variable 

costs) = 

310,000 345,000 368,000

Calculate your gross profit margin 

% (gross profit divided by total 

sales x  100) (A)

4 4 0

Salaries/wages (survival income + 

any staff

135,000 135,000 135,000

Premises (including rent, rates, 

utilities)

28,800 28,800 28,800

Telephone and broadband 150 150 150

Printing, post and stationery 45 45 45

Advertising and promotion

3000 3000 3000

Bank charges 0 0 130

Professional fees 4,000 4,000 4,000

Insurances

3,000 3,000 3,000

Bank/HP/Interest (payable to your 

bank)

9,640 9,640 9,640

Stock

42,000 45,000 50,000

Consumables

18,000 18,000 18,000

Equipment and vehicle leasing

5,000

0 0

Depreciation 0 0 0

Other (please specify) 0 0 0

Other 0 0 0

Other 0 0 0

Total fixed costs 248,635 246,635 251,765

Net profit (gross profit less fixed cost)

61,365 98,365 116,235

Calculate your net profit margin (net 

profit divided by total sales x 100)

1 104 97

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

Total variable costs + total fixed costs 

(B)

248,635 246,635 251,765
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						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		80,000		95,000		120,000

				Less variable costs		0		0		0

				Gross profit (sales less variable costs) =		310,000		345,000		368,000

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		4		4		0

				Salaries/wages (survival income + any staff		135,000		135,000		135,000

				Premises (including rent, rates, utilities)		28,800		28,800		28,800

				Telephone and broadband		150		150		150

				Printing, post and stationery		45		45		45

				Advertising and promotion		3000		3000		3000

				Bank charges		0		0		130

				Professional fees		4,000		4,000		4,000

				Insurances		3,000		3,000		3,000

				Bank/HP/Interest (payable to your bank)		9,640		9,640		9,640

				Stock		42,000		45,000		50,000

				Consumables		18,000		18,000		18,000

				Equipment and vehicle leasing		5,000		0		0

				Depreciation		0		0		0

				Other (please specify)		0		0		0

				Other		0		0		0

				Other		0		0		0

				Total fixed costs		248,635		246,635		251,765

				Net profit (gross profit less fixed cost)		61,365		98,365		116,235

				Calculate your net profit margin (net profit divided by total sales x 100)		1		104		97

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

				Total variable costs + total fixed costs (B)		248,635		246,635		251,765

				Break even (B) divided by (A)		64,164		67,914		0
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£

88,300

Personal start-up contributions           - 60,000

Other start-up contributions            -

Total required = 28,300

=



Start-up costs

The assets you have available as security


