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	1 Executive summary (We suggest you complete this section after you have completed the other sections of the Business Plan).
     The report evaluates the business plan of EcoRetreat which is located in Nottingham, UK and is committed to meeting success and development within five years. The location was chosed because of the location in the heart of the country and also because of the building suiting the business needsThe study will present range of risks and how business will be conducted and operated. The study will also present range of business elements to meet the business needs for the long term.
	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	

	
	2 Business details

Company name:

     EcoRetreat Hotel
	

	
	Address:

      The Walton Hotel, North Road, Nottingham, NG7 1AG

	

	
	Primary contact method
      E-Mail : Office@EcoRetreat.co.uk 


	

	
	
	

	
	The business will: (Provide a brief description of what your business will do)
     
The business will have different food options within the vegetarian food category and eco friendly accommodation. The dishes will be made by utilising world-class recipes, spices and Herbs. It will also offer delicious dessert sides such as cake, ice cream and other variants. Ecoretreat’s Choice will ensure convenience and all kinds of facilities to its customer bases in terms of both takeaway and dining options. The business will ensure to meet the demands of the customer through both online and offline channels (Barringer and Ireland, 2018). Our team of experts ensures top-quality guests' experiences, and an effective market entry strategy and marketing strategy pave the way to successful business. Through careful financial planning and support during the beginning, EcoRetreat stands as a eco-friendly beacon, prepared to satisfy the needs of eco-conscious travelers.


	

	


	
	
	
	
	
	

	
	3 Key personnel

Details of owner(s):
Name:       Smith R.
	

	
	Position/main responsibilities:       Manager of the company, responsible for offering overall leadership and direction for the business and contributing towards major decisions (Williams, 2021).
	

	
	Experience and knowledge of our industry:       Expertise in restaurant company in manager and team roles.
	

	
	
	

	
	Previous employment:       Manager in “The English Grill”.
	

	
	Key skills brought to the business:       Communication skills, leadership skills, time management skills, management skills and emotional intelligence (Burns, 2022).
	

	
	Business experience and any training undertaken:       Leadership training and internship in similar companies.    
	

	
	Academic/professional qualifications:       B.Com in a renowned business college.   
	

	
	Salary expectations £      30.000
	

	
	Name:      Lucian M.
	

	
	Position/main responsibilities:       Marketing Professional, the marketing professional is responsible for identifying the techniques and strategies utilised to attract a wide range of customer base to the business (Neeli, 2020).
	

	
	Experience and knowledge of our industry:       Customer relations and communication with the target customers. Experience in marketing team in the restaurant industry.
	

	
	Experience and knowledge of our industry:       Creativity and Innovation
	

	
	Previous employment:       Student/Learning about Hospitality and Tourism Management
	

	
	Key skills brought to the business:       Time management skills and management skills
	

	
	Business experience and any training undertaken:       Bussines owner of limited company
	

	
	Academic/professional qualifications:       Bachelor of Arts:International Hotel Management
	

	
	Salary expectations £      35.000

	

	
	Name:      Lucy F.
Position/main responsibilities:       Customer service executive, responsible for offering customer help and support.    

	
	Experience and knowledge of our industry:       Customer management   

	
	

	
	Previous employment:       Customer service in Fallow

	
	Key skills brought to the business:       Communication skills, time management skills and emotional intelligence (Bărbulescu et al., 2021).

	
	Business experience and any training undertaken:         Leadership training  

	
	Academic/professional qualifications:       Bachelor's degree in business

	
	Salary expectations £      45.000

	
	Name:      Ruth C.

	
	Position/main responsibilities:       Human resource, responsible for managing the life cycle of the employees.

	
	Experience and knowledge of our industry:       Expertise in the HR team. 

	
	Experience and knowledge of our industry:      :  Leadership training and internship in similar companies.         

	
	Previous employment:      Part of HR team    

	
	Key skills brought to the business:       Communication skills, time management skills and emotional intelligence (Jackson, and Dunn-Jensen, 2021).

	
	Business experience and any training undertaken:       People management

	
	Academic/professional qualifications:       Diploma in HRM    

	
	Salary expectations £      55.000


Vision

	
	
	

	
	4 The business idea EcoRetreat is a hospitality business which offers a wide range of vegetarian dishes and side desserts and eco friendly accommodations.



	

	
	Sum up your business idea:

      The business revolves around offering different food and accommodation options within the vegetarian food category made by utilising world-class recipes, spices and Herbs (Febrian and Fadly, 2021)and eco friendly rooms,our accommodations are designed to minimize environmental impact, featuring solar power, rainwater harvesting, and waste reduction practices (Brown and Mathews, 2020

	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	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)
	

	
	·       The turnover of £100,000.

· Increasing customer base


	

	
	
	

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

·      
(Use Klofstens business platform to explain)
(Vision statement)
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Figure 01: Cornerstone Score

(Source: created by the learner)

Sl. No.

Cornerstone

1st Year

3rd Year

5th Year

1.

Idea

3.1

3.9

4.7

2.

Product

3.0

4.0

4.9

3.

Market

3.0

4.1

4.8

4.

Organisation

2.9

3.9

4.7

5.

Expertise

3.1

3.9

4.4

6.

Driving Force

2.6

3.9

4.6

7.

Customer Relation

0.5

2.9

4.5

8.

Other Relations

2.7

4.4

4.8

Table 1: Cornerstone Score

(Source: created by the learner)

Analysis

Idea: The idea after five years will score 4.7 which will represent that the idea will develop and meet the business criteria and attract a wide range of customers (Vine, 2020). 

Product: The product will score 4.9 after five years of the present, this will bring a new range of products and services.

Market: The market will score 4.8 after five years which will allow the business to obtain new customers and obtain a new marketplace.

Organisation:  After five years the organsiation will be driving to point 4.7 which will show that the organisation will be developed from the present to the future point of view (Kuramochi et al., 2020).

Expertise: The expertise point after five years will score 4.4 and professionals working will hold high experience in the different fields which can improve the brand value.

Driving Forces: Driving force will score 4.6 which will allow the business to develop and grow over time (Ferreira et al., 2021). 

Customer Relation: The low value in customer relationships at present arose because the company has not yet made its first sale. In the 3rd year, the company will be improving this by focusing on extending its market reach through social media marketing campaigns and discounts and promotions (Baashar et al., 2020). By the end of the fifth year, the company will have established a significant brand presence in the market through shared marketing, discounts and promotions, referral programs and more.

Other Relations: The low value in other relationships at present is because the business has not yet started operations and is only at its ideation phase (Lee and Lee, 2020). However, partnerships on different levels have been formed, including with local suppliers, authorities and more (Rickman and Roddick, 2013). This partnership will have improved significantly by the end of the third year. The company plans to find new partners and suppliers to diversify its distribution network. By the end of the fifth year, the company will have developed a market presence in the niche market through effective collaborations and partnerships (Aspan et al., 2021).

	

	
	3. 
	

	
	
	

	
	
	

	
	

	
	
	

	
	6 What the business does


	

	
	Product/service

Features
Benefits
· Diverse menu range
· Focus on vegetarian dishes
· Improves customer satisfaction
· Side dessert
· The business offers side dishes to every order
· Increase customer engagement with the business.
· EcoFriendly hospitality services
· Solar power electricity 

· environmental impact reduced
· rainwater harvesting
· waste reduction practices

	

	
	
	

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

	
	      The business idea is unique as it offers sustainable accommodation and also unique vegetarian dishes which are uncommon in UK Streets and offers side dishes to every order fostering customer engagement with the business.EcoRetreat should differentiate itself with its unique selling proposition (USP) which is centered around the more immersive, comprehensive and socially-oriented experience.

	

	
	
	


	
	
	

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

      The legal and insurance requirements that apply in your business are:

1. Adherence to food safety.

2. Data Protection Act   2018

3. Employment law 

4. Register as a food business with the local authority environmental health department 

	

	
	You will meet your legal and insurance requirements by:

     1.     Securing the firm with insurance

2.  Obtain Business Licences and permits.

3. Ethical business practices.

4. Registering and applying with the right documentation required by authorities
	

	
	
	


Marketing

	
	
	

	
	9 Market research
	

	
	Trends in your chosen market are:

·       Online ordering

· Contactless payment

· Smart restaurant technology

· 
	

	
	How you know this: (Provide examples with references)
      Some of the  restaurants which follow this trend are Sweetgreem, IHOP, Chipotle and Wendy's, these firms are adding AI and the latest technologies to the business rapidly to foster the business operation (Dabas et al., 2021).


	

	
	10 Profiling customers

The customer groups you will be selling to are: (4 x Customer profiles minimum)
      Profiling customers

Customer

[image: image2.png]



Customer info

Like to explore a wide range of vegetarian food options and eco facilities
Demographics

Age: 28

Gender: Female:

Income: £35000

Job: Customer support

Services/products used

Vegan and vegetarian food options ,eco rooms
Customer

[image: image3.png]shutterst.ck




Customer info

Like to explore a wide range of eco friendly hotels and  vegetarian restaurants which are affordable and meet dietary needs..

Demographics

Age: 43

Gender: Female:

Income: £45000

Job: HR team

Services/products used

vegetarian food options and eco friendly hotels
Customer

[image: image4.png]



Customer info

Exploring new places and food
Demographics

Age: 43

Gender: Male:

Income: £55000

Job: Self-employed

Services/products 

Using EcoFriendly -Rooms and Exploring new and innovative dishes and scenery
Customer

[image: image5.png]shutterstock.com - 506465743




Customer info

Like to explore a wide range of eco friendly hotels and  vegetarian restaurants which are affordable and meet dietary needs.

Demographics

Age: 50

Gender: Male:

Income: £65000

Job: Self-employed

Services/products used

Eco-rooms and Vegan and vegetarian food options

1. 
	

	
	Your customer research has shown what your customers want is: 
	

	
	1.      (What research did you undertake and what were the results?) 
Results show that customers explore a wide range of customers who are exploring vegetarian food options and eco friendly accommodations, so this business can use this outcome to foster the strategies of the business towards meeting the customer's needs (Pichler et al.,2020). 
	

	
	
	

	
	How you know this:

·       (What evidence can you offer)
According to a study by the World Tourism Organization, sustainable tourism is expected to expand at a higher rate over traditional tourist. The change in the consumer's preferences offers a huge possibility for EcoRetreat (Blackwell, 2011).
	

	
	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
Wellnes Seekers
     2
£40     
Corporate clients
     3
£200     
Foodie
     5
£500     
Eco-Travel Enthusiasts
     20
£1700     

	

	
	
	


	
	
	

	
	11 Profiling competitors


	

	
	Competitor name

Strengths

Weaknesses

·  Maui Eco Retreat
· Unique range of food
· Lack of customer support
· Cotna eco-retreat
· variety of accommodations on-site
· shared facilities(ex.showers)
· Hix Island House
· High-quality food 
· Lack of vegetarian dishes
How you can improve on their offer and/or price(s) unique offerings:
	

	
	·       Low-cost strategy can be followed to meet the customers needs (Islami et al., 2020).

· Offering a wide range of rooms ans suits and  vegetarian food which is affordable and meets dietary needs.

· Sufficient payment facilities.

· Smart technologies for dining and ordering.


	

	
	
	

	
	
	

	
	12 Managing market risks

Write down the risks you have identified:

1.      
Some of the risks identified are :

Operational risks

Reputational risk

Financial risk


	

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

	
	1.      
Timely and systemic planning.

Fostering relationships with the customers and the important stakeholders.

Managing different sources of income.

2. 
	

	
	13 Pricing
	

	
	How you can calculate your prices:
	

	
	·       Turnover rates

· KPIs for cost management and risk management.


	

	
	
	


	
	
	

	
	How your prices compare with the competition:
	

	
	Product/service

Your price(s)
Range of competitor prices (per unit)
Customers service
£15
£25
Food options
£35
£63
Taxes and extra charges
£2
£5
     
£     
£     

	

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

·       Early established business

· High customer base

· Unique product and services

· High competition and increasing cost of resources.


	

	
	
	


	
	
	

	
	14 Promotion and advertising

How and where will you promote your product/service?
	

	
	
	

	
	·      
The products and services of EcoRetreat Hotel will be promoted using social media platforms, These platforms are the most cost-effective way to promote the product to foster the customer's engagement and interaction (Pandey, 2020). Further, the email and content market will be the main focus. This will allow the customers to view the range of customers and the services offered by the business (Samantaray and Pradhan, 2020). The business will also incorporate traditional promotional techniques such as billboards that can allow the business to reach a local range of customers. 


	

	
	
	

	
	
	


Running the business

	
	
	

	
	15 Staff


	

	
	Role

Total cost

Necessary experience

Specialist skills and/or qualifications

· Manager 
£30,000
· Expertise in relevant role
· Management skills and effective communication skills
· HR
£55,000
Expertise in the HR team.     

· Experience and knowledge: Leadership training and internship in similar companies.
· Customer support
£45,000
· Leadership training, Bachelor's degree in business 
Communication skills, time management skills and emotional intelligence.    

· Market researcher 
£35,000- £45,000
 Customer management   

· Leadership training and internship in similar companies. Communication skills, time management skills and emotional intelligence. 

	

	
	16 Premises

Cost £

Premises required at start-up:      
£1.3000/month
Premises required in the future (if different):      
£15.000/month

	

	
	17 Suppliers

Your key suppliers and their credit terms

Supplier

What you’ll buy from them

Number of days’ credit

· National suppliers
Wide range of ingredients.
· 25
· Local suppliers
· Local fruits and vegetables and spices
· 10
· Costco
· Hygiene products
· 30
· Waitrose
· Bread/Bakery
· 15


	

	
	
	

	
	
	


	
	
	

	
	18 Equipment
	

	
	Resource 
When

How funded

Cost £ per unit
· Printer
· Start
· Saving
£120
· Laptop
· Start
· Saving
£150
· Uniforms
· Start
· Loan
£100
· Digital technologies
· Start
· Loan
£250
· Food products and furniture
· Start
· Loan
£300

	

	
	
	

	
	
	

	
	19 Managing operational risks

Risk

Solution

Staff

· Lack of employee retention and absenteeism
· Providing benefits
Suppliers

· Inadequate staff
· Indian Flying alternatives

	

	
	
	


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


[image: image6.emf]7,000

2,300

15,000

1,200

45,000

3,900

2,500

900

45,000

0

0

0

0

0

0

0

0

0

0

0

0

0

0

Wages/recruitment

Security/health and safety equpiment

Other



Rent



Market research costs



Consumables

Licences

Training

Association fees


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

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	21 Profit and loss forecast


[image: image7.emf]Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 250,000 300,000 400,000

Less variable costs 0 0 0

Gross profit (sales less variable 

costs) = 

250,000 300,000 400,000

Calculate your gross profit margin 

% (gross profit divided by total 

sales x  100) (A)

1 1 0

Salaries/wages (survival income + 

any staff

75,000 90,000 100,000

Premises (including rent, rates, 

utilities)

100,000 120,000 150,000

Telephone and broadband 2,000 4,000 4,000

Printing, post and stationery 1,500 700 2,000

Advertising and promotion 25,000 24,000 24,000

Bank charges 3,500 4,500 4,500

Professional fees 7,000 4,000 7,000

Insurances 1,000 700 2,000

Bank/HP/Interest (payable to your 

bank)

21,000 24,000 24,000

Stock 2,999 4,500 4,500

Consumables 3,773 8,000 8,000

Equipment and vehicle leasing 6,375 7,000 7,000

Depreciation 2,000 3,000 3,000

Other (Meintenance) 2,282 3,000 2,000

Other (Donations) 2,720 2,000 2,000

Other(Unpredicted) 900 1,000 1,000

Total fixed costs 257,049 300,400 345,000

Net profit (gross profit less fixed cost)

-7,049 -400 55,000

Calculate your net profit margin (net 

profit divided by total sales x 100)

0 0 14

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

Total variable costs + total fixed costs 

(B)

257,049 300,400 345,000


	

	
	
	

	
	
	

	
	
	

	
	
	


	
	
	

	
	22 Sourcing finance
	


	
	Total borrowing requirement for the business


[image: image8.emf]£

200,000

Personal start-up contributions           - 40,000

Other start-up contributions            - 30,000

Total required = 130,000

= 5



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.      Supply costs going up

	

	
	How you will minimise their impact:

1.       Cut unnecessary costs


	

	
	
	


	
	
	
	
	
	

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

	

	
	
[image: image9.emf]INCOME Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual

Cash from sales (incl. VAT)

15,500 17,000 16,000 20,000 15,000 14,500 15,000 17,000 61,500 68,500

Cash received from debtors

6,000 4,000 6,000 4,500 6,000 6,000 6,000 3,500 24,000 18,000

Capital/loans received

15,000 15,000 10,000 10,000 10,000 10,000 12,000 12,000 47,000 47,000

Other Payments

1,300 1,000 1,300 800 1,300 900 1,300 1,500 5,200 4,200

TOTAL £

0 0 0 0 0 0 0 0 0 0

EXPENDITURE

Wages to staff (incl. PAYE & NI)

9,500 9,500 9,500 9,500 9,500 9,500 9,500 9,500 38,000 38,000

Premises (rent, rates & utilities)

5,000 5,000 5,000 5,000 5,000 5,000 5,500 5,500 20,500 20,500

Telephone & Broadband

200 200 200 200 200 200 220 220 820 820

Printing, post & stationery

150 150 150 130 150 125 150 155 600 560

Advertising & promotion

800 500 800 650 800 830 800 750 3,200 2,730

Bank charges

600 600 600 600 600 625 625 625 2,425 2,450

Professional fees

100 100 100 100 100 100 100 100 400 400

Insurances

1,200 1,200 1,200 1,200 1,200 1,200 1,350 1,350 4,950 4,950

Bank/HP

300 300 300 300 300 300 300 300 1,200 1,200

Equipment & vehicle leasing

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

Payments relating to variable costs

200 180 200 210 200 200 200 195 800 785

Capital Expenditure

150 150 150 150 175 150 200 150 675 600

Other Payments

250 250 300 250 310 250 195 250 1,055 1,000

VAT

860 860 700 725 800 845 800 925 3,160 3,355

Owner's wages/salary

1,200 1,200 1,200 1,200 1,200 1,200 1,200 1,200 4,800 4,800

Owner's National Insurance

220 220 220 220 220 220 220 220 880 880

Loan repayments (incl. interest)

450 450 450 455 450 460 450 460 1,800 1,825

Stock

300 300 300 300 300 300 300 300 1,200 1,200

Consumables

125 130 125 130 125 150 125 115 500 525

Fuel

200 200 200 200 200 200 200 200 800 800

Car meintenance

220 220 0 0 0 0 0 220 220

Other

0 0 0 0 0 0 0 0 0 0

TOTAL £

0 0 0 0 0 0 0 0 0 0

Q1 Y1 Total Q4 Q3 Q2


	

	
	
	

	
	
	

	
	
	
	
	
	


25 Conclusion. 

Conclusion

EcoRetreat's aim is to blend the luxury of hospitality and the environment, providing unique experiences that contribute to the preservation of nature as well as local community. With a dedicated team and a clearly defined concept, we are able to capitalize on the growing trend of eco-friendly and immersive travel. Our market analysis helps us identify potential opportunities that are not being explored in a wide market (Grayson, 2021). Although competition is present but our unique strategy and gradual expansion strategies provide us with an advantage. A well-thought-out marketing strategy, financial plan, and support from the government position us to be successful. We want to be a symbol for responsible travel in the UK and promote sustainability and financial viability as well as eco-consciousness.Top of Form
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business needs. The business will have different food options within the vegetarian food category and eco friendly
accommodation. The dishes will be made by utiising world -class recipes, spices and Herbs. It will also offer delicious
dessert sides such as cake, ice cream and ofher variants. Ecorefreat's Choice will ensure convenience and al kinds of
faciliies to its customer bases in terms of both takeaway and dining options. The business will ensure fo meet the
demands of the customer through both online and offiine channels (Barringer and Ireland, 2018). Our team of experts
ensures fop-quality guests' experiences, and an effective market entry strategy and marketing sirategy pave the way to
successful business. Through careful financial planning and support during the beginning, EcoRefreat stands as a eco-
friendly beacon, prepared to satisfy the needs of eco-conscious fravelers




[image: image12.png]Vision
Business idea

The business revolves around offering different food and accommodation options within the vegetarian food category
made by utiising world-class recipes, spices and Herbs (Febrian and Fadly, 2021)and eco friendly rooms,our

accommodations are designed to minimize environmental impact, featuring solar power, rainwater harvesting, and
waste reduction practices (Brown and Mathews, 2020)

Business goals
The turnover of £100,000

Increasing customer base





[image: image13.png]Where do you see your business in 3-5 years”?

SL Cornerstone 1st Year 3rd Year 5th Year
No.

1. Idea 31 39 4.7

2. Product 3.0 4.0 4.9

3. Market 3.0 4.1 4.8

4. Organisation 29 39 4.7

5. Expertise 31 39 44

6. Driving Force 26 39 4.6

7. Customer Relation 0.5 29 4.5

8. Other Relations 2.7 4.4 4.8

Driving forces

Exertise




[image: image14.png]Profiling competitor

Competitor Name Strength Weaknesses
« Maui Eco Refreat «  Unique range offood | »  Lack of customer
support
e Cotna cco-refreat e varietyof e shared
accommodations on -site facillties(ex showers)
«  Hixlsland Houwse «  High-quality food « Lackofvegetarian
dishes





[image: image15.png]Pricing
How you can calculate your prices:

Turnover rates

KPIs for cost management and risk management.

Product/Service Your price Range of competitor price
(per unit)

Customers service £15 £5

Food options £35 £63

Taxes and extra charges £ £5





[image: image16.png]Suppliers

Supplier What you'll buy from them Number of days’
credit
. National Wide range of ingredients. . 25
suppliers
. Local suppliers | e Local fruits and vegetables and | 10
spices
. Costco . Hygiene products . 30

*  Waitrose . Bread/Bakery . 15





[image: image17.png]Conclusion

The study has presented the business idea named EcoRetreat Hotel. It also shows how
businesses will have different accommodotion and food options within the vegetarian food
category dining options. The business will ensure to meet the demands of the customer
through both online and offline channels. The study has also presented the financial
statement of the study utilizing a wide range of charts and elements. The study has also
incorporated risk elements which can hinder the business operation.
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Sheet1

		

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

				Total expected sales		250,000		300,000		400,000

				Less variable costs		0		0		0

				Gross profit (sales less variable costs) =		250,000		300,000		400,000

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		1		1		0

				Salaries/wages (survival income + any staff		75,000		90,000		100,000

				Premises (including rent, rates, utilities)		100,000		120,000		150,000

				Telephone and broadband		2,000		4,000		4,000

				Printing, post and stationery		1,500		700		2,000

				Advertising and promotion		25,000		24,000		24,000

				Bank charges		3,500		4,500		4,500

				Professional fees		7,000		4,000		7,000

				Insurances		1,000		700		2,000

				Bank/HP/Interest (payable to your bank)		21,000		24,000		24,000

				Stock		2,999		4,500		4,500

				Consumables		3,773		8,000		8,000

				Equipment and vehicle leasing		6,375		7,000		7,000

				Depreciation		2,000		3,000		3,000

				Other (Meintenance)		2,282		3,000		2,000

				Other (Donations)		2,720		2,000		2,000

				Other(Unpredicted)		900		1,000		1,000

				Total fixed costs		257,049		300,400		345,000

				Net profit (gross profit less fixed cost)		-7,049		-400		55,000

				Calculate your net profit margin (net profit divided by total sales x 100)		-0		-0		14

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

				Total variable costs + total fixed costs (B)		257,049		300,400		345,000

				Break even (B) divided by (A)		257,049		300,400		0
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								£

				Start-up costs				200,000

				Personal start-up contributions		-		40,000

				Other start-up contributions		-		30,000

				Total required		=		130,000

				The assets you have available as security

						=		5
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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		Forecast		Actual

		Cash from sales (incl. VAT)		15,500		17,000		16,000		20,000		15,000		14,500		15,000		17,000		61,500		68,500

		Cash received from debtors		6,000		4,000		6,000		4,500		6,000		6,000		6,000		3,500		24,000		18,000

		Capital/loans received		15,000		15,000		10,000		10,000		10,000		10,000		12,000		12,000		47,000		47,000

		Other Payments		1,300		1,000		1,300		800		1,300		900		1,300		1,500		5,200		4,200

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

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		9,500		9,500		9,500		9,500		9,500		9,500		9,500		9,500		38,000		38,000

		Premises (rent, rates & utilities)		5,000		5,000		5,000		5,000		5,000		5,000		5,500		5,500		20,500		20,500

		Telephone & Broadband		200		200		200		200		200		200		220		220		820		820

		Printing, post & stationery		150		150		150		130		150		125		150		155		600		560

		Advertising & promotion		800		500		800		650		800		830		800		750		3,200		2,730

		Bank charges		600		600		600		600		600		625		625		625		2,425		2,450

		Professional fees		100		100		100		100		100		100		100		100		400		400

		Insurances		1,200		1,200		1,200		1,200		1,200		1,200		1,350		1,350		4,950		4,950

		Bank/HP		300		300		300		300		300		300		300		300		1,200		1,200

		Equipment & vehicle leasing		500		500		500		500		500		500		500		500		2,000		2,000

		Payments relating to variable costs		200		180		200		210		200		200		200		195		800		785

		Capital Expenditure		150		150		150		150		175		150		200		150		675		600

		Other Payments		250		250		300		250		310		250		195		250		1,055		1,000

		VAT		860		860		700		725		800		845		800		925		3,160		3,355

		Owner's wages/salary		1,200		1,200		1,200		1,200		1,200		1,200		1,200		1,200		4,800		4,800

		Owner's National Insurance		220		220		220		220		220		220		220		220		880		880

		Loan repayments (incl. interest)		450		450		450		455		450		460		450		460		1,800		1,825

		Stock		300		300		300		300		300		300		300		300		1,200		1,200

		Consumables		125		130		125		130		125		150		125		115		500		525

		Fuel		200		200		200		200		200		200		200		200		800		800

		Car meintenance		220		220		0		0		0		0		0				220		220

		Other		0		0		0		0		0		0		0		0		0		0

		TOTAL £		0		0		0		0		0		0		0		0		0		0
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START UP COSTS

		Consumables				7,000

		Licences				2,300

		Training				15,000

		Association fees				1,200

		Wages/recruitment				45,000

		Security/health and safety equpiment				3,900

		Market research costs				2,500

		Other				900

		Rent				45,000

						0

						0

						0

						0

						0

						0

						0

						0

						0

						0

						0

						0

						0

						0

						0

		TOTAL  £				122,800






