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	My name is Andrei Agopian and I have been involved with food since I was a child. In my family, all the relatives and my close ones were always compweting to come up with the best dish. As a personal working experience, I can list Il Picchio, Italy (starter chef), The Old Brewery, Italy (main courses, grill and panini chef). Currently my career  path has taken me into a different direction, but I remain head chef at home.
	Ludmila Chihai – I am working in the hotel as a manager. I have 10 years experience in Guest Service Management. In my job is very important to give good customer service to our clients and they always will come back. At the breakfast and evening shifts we were helping the kitchen to prepare and serve breakfast and dinner, also to serve drinks at the bar. Being at the reception we are dealing with customers and handling money, which is very important to our business to always make them come back to us again and again. I handle the level 2 Health and Hygiene Certificate. 	
	My name is Gokhan Kapucu from Istanbul, Turkey. I am graduated from Istanbul Hotel and Tourism Vocational High School. I have been working in hospitality sector since 1995 starting in Hilton Bosphorus Hotel Istanbul as a trainee. Since then, I worked in brand five star hotels such as Frasers Hospitality Group, Radisson, Marriot and Park Plaza covering positions of housekeeping manager, hotel operation manager. I am currently working in ExcelCare group as Hospitality Manager that covers both catering and cleaning that cover the experience need of food sector.  	
	My name is Yeray Escribano Granada, I am from Madrid ( Spain ) . I have been working on hospitality since 2007 covering different kind of jobs, mainly fast food,  restaurants,  bars, etc... I got specially good skills of dealing with customers and making them have a great experience.
	I am John Paul Mulimba. I have worked in hotels and in restaudrants and I am currently working with Sainsubury’s supermarket dealing with customers and I have got ten years experience in hosipitality management
	My name is Daniela Ciornea and I have been working in the food industry for the last 12 years. I was always keenly passionate about mixing different ingredients and coming up with new flavours, my signature meals being breakfasts. I am a firm believer that it is very important to start your day right! Currently I am a manager at the Grosevenor Casino London.




[bookmark: _Toc40106912]Cover Letter (Ludmila Chihai)

The food service business is a high competitive industry. The success in the food service industry depends on choosing the style, location and food demand. 
We are a group of 6 individuals with relevant experience in food industry. In our roles at different jobs we achieved experience which we will be using when our food truck business will be up and running. 
We are prepared to work long hours on weekends and holidays to achieve our goal. To make our business up and running we are ready to put extra effort and time. We have sufficient knowledge in ordering, purchasing and customer service. 
The success depends on the ability of the company to develop the right product at the right location to meet the demand. The concept is to sell hotdogs on the streets. The location will be the Southwark Market. The business will be available on weekends, fairs and events. The objective of this venture is to bring the German favourite sausages on the streets of London with a variety of sausages and an excellent customer service. 
 Sincerely,
The “Mad Dog Hot Dog” Team


[bookmark: _Toc40106913]Executive Summary (Gokhan Kapucu)
Mad Dog Hot Dog is street vending company designed to offer food and beverage that appeals to a wide range of customers and operates in the Southwark Area of London near Borough Market.
The idea of the hot dog truck is an ideal method of making money, especially for metropolitan and crowded cities. It is among the business lines that can be realized with low budget and help you earn money. Opening a hot dog truck company is very simple. The idea is extremely attractive, especially when breakfast culture is not an opportunity to live on weekdays, when people need a fast but satisfying snack. When a good entrepreneur and this culture come together, it is possible to achieve high gains. (Weber D.2012)
By being inspired by this idea, Mad Dog Hot Dog was set up to offer high quality types of hot dogs with optional sauce types and a seasonal selection of freshly squeezed fruit juice. All sausages will be purchased from Sausage man and Cosco that are reputable wholesalers to ensure quality assurance. We will implement quality and quick service as well. As it is our objective to make another income, we will provide franchising and consulting services in the long term. Our intention to launch Mad Dog Hot Dog is to profit from the industry and we will do everything that UK laws allow us to achieve our goals.
The main objective of Mad Dog Hot Dog is to become a famous brand in Hotdog truck business in London that can fulfil our clients ‘requirements by maintaining a solid customer portfolio through excellent service and providing a quick and quality food at an affordable price in a clean and friendly atmosphere as it is our company mission. The following objective is to reach targeted level of sales and net income with continued financial growth by increasing the sales 10% per year. If the income increases as targeted, additional truck will be added in the following year in another central location. As long-term objective, the goal of the company is to franchise the brand as ‘Mad Dog Hot Dog ‘trademark and offer consultancy and training to entrepreneurs to launch their own mobile hot dog truck business.
 
The most important in the establishment phase is the choice of location and determining the target audience that your company will address also means determining your target market. Location and target market must be taken into consideration in the place of choice in the establishment of a business operating in the food industry. The first point to consider when determining your target market is the competitor volume in the market you are targeting. The target audience and target audience density that should be paid attention by entrepreneurs. Considering important criteria such as competitive effect, ease of transportation, the proximity and habits of customers to shopping are among the most important factors that will affect business future success. The target audience should be determined in the most accurate way according to the service to be given and the type of product to be offered. (Fotopulos D.2015)
Mad Dog Hot Dog established target audience by looking at UK food and beverage industry as a whole, by performing analyses to find out the needs. The management team decided on location in the Southwark area where the lowest footfall during weekdays is not under 400 people. It was observed that although there are branded fast food shops such as Mc Donald’s’, the fast food shops in IKEA that can offer substitution products in this busy area, it is necessary to open more new ones due to long queues and their service type and high prices.
Our company location covers junction between Bermondsey, Borough and London Bridge where the pedestrian traffic is busy. we target local residents, workers, pedestrians in shortly everyone who is hungry and in rush and we make an effort to deliver our delicious hot dog in two minutes as it is our principle. We mainly focus on the middle- and upper-income markets. As a mobile food truck business, Mad Dog Hot Dog will be available at location by obeying scheduled timescale so that our customers can trust that we will be there on the appointed day.  
 
The research, questionnaire and observation that were done by us showed that there is a requirement to open this business based on the factors such as price, speed and customer service. For example, our competitors have a starting price of £4.50 up to £10 for a similar product. We mention that the competitive environment for us is not too stiff after monitoring our competitors in the location as they have weaknesses such as no customer recognition, high price and low-quality control. Our competitive advantages will be location, speed, lower cost and customer service. We will be in the right place at the right time. Our truck will be clean and approachable with clear signage. Those will show our respect to our customers. Our aim to promote our company will be to retain our customers because they will tell their friends about our truck the next time, they see our name on a street corner. We will also promote Mad Dog Hot Dog by purchasing advertising space in local newspapers as it is assigned monthly budget, creating a Facebook page and advertising in local free newspapers.
 
Selling hot dogs with fresh fruit juice from a truck can be an extremely profitable business venture as this business model will allow vendors to operate at shows, events, markets and at the roadside, where they should be positioned in areas of high customer footfall to maximise earning potential. Business ventures because of their low start-up costs and high customer base can be successful financially (Tuffery A.2019)
As funding requirement, Mad Dog Hot Hog considered a total investment of £30000 only divided as £10000 owners’ investment and a small business loan, setting the limit at £20000 as it will be repaid as monthly instalments in 3 years. Our sustainable liquidity and cash-flow analysis shows the company's ability to repay the loan 
  As Alice Tuffery said, Mad Dog Hot Dog also aims to make a profit based on projected sales below,

	
	SALES
	COST OF SALES
	GROSS MARGIN

	YEAR 1
	£288.000,00
	£85.700,00
	£202.300,00

	YEAR 2
	£571.470,00
	£176.890,00
	£394.580,00

	YEAR 3
	£883.287,00
	£265.679,00
	£617.608,00





£288.000 and a 10% growth rate for next two years are expected in first year. We also projected direct cost of sales as it is 30% of gross sales. it is also projected to reach £618.000 in year three by increasing sales income with an efficient operation
[bookmark: _Toc40106914]Business Description and History (Gokhan Kapucu)

Mad Dog Hot Dog is street vending general partnership company that will be equally owned and operated by Andrei Agopian, Ludmila Chihai, Gokhan Kapucu, Yeray Escribano, John Paul Mulumba, Daniela Ciornea who have different experiences in food and beverage sector. The partners decided to open this business as secondary income and will represent marketing, finance, operation and legal compliance areas. They will provide funding for start-up expenses from their own savings and a three -year small business loan will cover the rest of the required financing. The company will serve 12 hours a day and 24 days a month. The company is located in the Southwark Area of London near Borough Market that is extremely popular and touristic and covers junction between Bermondsey, Borough and London Bridge where the pedestrian traffic is busy. The reasons of this location as selected market are population, to be central and lack of cost-effective food sales. After the individual supply and demands were examined with necessary observations, the product and target audience were determined. Mad Dog Hot Dog offers high quality types of hot dogs with optional sauce types and a seasonal selection of freshly squeezed fruit juice that satisfies customers ‘needs with an affordable price. As Ralph Early said, the key elements of customer satisfaction. are to create a clean and friendly atmosphere and the sustainability of quality control. (Early R.1995) As we are inspired by this, we set our company mission based on providing quick and quality food in a clean and friendly environment by implementing all quality control criterias. Mad Dog Hot Dog believes that this mission will make a huge difference in the market.
Objectives
According to Marr, it is very important for companies to achieve success, grow and, of course, increase their profitability. Determining short- and medium-term targets is very important in determining your point, following the progress and making improvements in accordance with the targets. (Marr B.,2010)
Our main goal as Marr said is to become ta famous brand in Hotdog truck business by setting our objectives.
· Our short-term objectives are to develop our professional skills and expertise, to differentiate our services and extend our customer portfolio, to provide a quick and quality food at an affordable price in a clean and friendly atmosphere.
· Our medium-term objective to reach targeted level of sales around £288.000,00 at the end of first year and £570.000,00 at the end of second year If the income increases as targeted, additional truck will be added in another central location.
 
· Our long-term objective is to franchise the brand as ‘Mad Dog Hot Dog ‘trademark and offer consultancy and training to entrepreneurs to lunch their own mobile hot dog truck business by expanding the company as a profitability and organization.

[bookmark: _Toc40106915]Business Structure (Gokhan Kapucu)

Mad Dog Hot Dog is a general partnership company which is a business agreement in which two or more individuals agree to share all the assets, profits and financial and legal obligations of a jointly managed business. The company will be run by 6 partners who will have the same rights and decision power. All partners have experience related to the food service business in hotels, bar and restaurant. As we will be working by 2 people in shift on the street, we will have the same duties and responsibilities from cleaning the dishes to serve the customers and handling the money. In all cases the partner will have to inform the other partners and take a decision together to avoid any aggravations. 
For effective communication and to avoid conflict, we create our own organizational chart that represents all roles;

[image: ] 
The general responsibilities for each of partners will be:
· Control inventory.
· Manage day to day operations.
· Serves and cooks during pick hours.
· Set up the workstations in the caravan.
· Prepare ingredients.
· Check food while cooking.
· Ensure great presentation of the food served.
· Keep a clean and sanitized environment. 
· Stock the caravan with all needed items.
· Greet customers when they approach window.
· Help customer’s food/beverage selections.
· Serve orders quickly and accurately.
Also, these are the specific job descriptions for our company;
Finance Officer: The accountant will be responsible for performing daily accounting transactions, current follow-up and reconciliation, collection and payment procedures, tax entry into the program and archiving –filling of documents
Operation Manager: It is responsible for handling all business decisions regarding food and drinks offered to customers and he also checks guest and employee satisfaction, maintains standards and meets financial goals
Legal Compliance Officers: they are responsible for ensuring a company complies with its regulatory requirements and internal policies. In short, they are responsible for making sure that company is managed by the rules.
Marketing Managers: They examine the markets or customer portfolio of the company and carry out studies on the protection or growth of the market share, are also responsible to promote the brand.
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Our company is single product driven in the idea of zeroing in on a specific need our customers have. We came up with the idea of providing a product to the British public that satisfies their need for speed and quality that accompanies their busy lifestyles.
We decided to move into the street food business as it creates a source of secondary income for the six of us and sell hot dogs. Known unflatteringly as the “burger’s poorer cousin”, we will show in the lines below how these unassuming products can become a healthy stream of revenue for any entrepreneur (Walker, 2004).
In order to offset the negative connotation usually associated with the phrase “fast food”, we will pair our product with a seasonal selection of freshly squeezed fruit juice (Barnett and King, 2008).

[bookmark: _Toc40106917]Market Analysis and Needs (Yeray Escribano Granada)

Understanding the market and the customers’ needs is one of the most important parts of a business plan, as it is evident from the case of Timothy Ferriss. In 2012 this American entrepreneur released a book titled “The 4-Hour Chef”, a collection of recipes collected from Amazon reviews. His method, as described in his own words, was to “go on Amazon recipe books, select the top 10 best-sellers and look at the 3-4 star reviews”. By reading the reviews, he focused on the ones that mentioned things like “I really enjoyed the book, however I’m giving it a 3 star review because it’s missing recipe X”. This technique allowed him to identify the top performing products, identify what is missing and then create his own product that had everything the competitors were missing (Ferriss, 2012). The main questions we asked ourselves were: 
· Are there any specific demographics that we would not be able to sell to? 
· Since our products are available also in halal and vegan versions and with a sale point of less than 40% of other street vendors and only 10% above McDonald’s, there are no restrictions.
· Do we cater to a specific psychographic? 
· A hot dog is for everyone, a quick fix or a picnic feast! 
· Are there any geographical limitations?
· Thanks to operating from a van we have a national exposure, however, for the time being, our main focus is London. 

Customers

In order to establish the number of potential customers for Mad Dog Hot Dog, we looked at the industry as a whole, performing a top-down analysis. Overall, the food and beverage industry in the UK surpassed 14 billion pounds in 2018, while street food on its own reached £1.2 billion. 

Based on a statistic from Allegra Strategies for Santa Maria, done by conducting in person interviews with Londoners, half of the participants bought food at least once a week from a street vendor, with most purchases concentrated around lunchtime. With a population of almost 9 million people and a market share divided between around less than 400 competitors, our piece of the pie is £3 million yearly. That would be the equivalent of 40% of the existing market. 
However, that is not very realistic since it does not take in account our ability to serve those customers, repeat customers and describes a situation of 100% efficiency. For a clearer picture we must look at things from the ground up, performing a bottom-up analysis, where potential sales are translated into sales figures. We do this by looking at the footfall in our desired locations and sales figures from similar products. 

In our business we orientated towards the Southwark area where the lowest footfall during weekdays does not go below 400 people, most of which travel on foot (48%) and more than half live locally. Of course, location is key, the area we would be covering spanning between three main communication hubs, Bermondsey, Borough and London Bridge, meaning that to the number of locals, we have a large touristic presence added up. Below we will show the information we collected from the local authorities regarding the numbers used. Based on these, an assumed sale of 300 units per day is more than realistic. 
[image: ]
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Data provided by TFL, Statista and Ibisworld. Numeric values and names have been preserved for authenticity.

[image: ]
[image: ][image: ]   

Data provided by TFL, Statista and Ibisworld. Numeric values and names have been preserved for authenticity.
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As mentioned previously, we target everyone. A hot dog should be an innocent pleasure to which nobody is immune, more so when coupled with a healthy offering of fresh fruit juice. Some of the groups of people we try to address are the busy commuters, the office workers rushing the get a quick snack before getting to the next meeting, the young and the old, the gym bunnies and the ones that need something to pair their pint with.

Our idea is born out of the desire of satisfying certain demands that currently the market does not. In the same fashion as Timothy Ferris, we looked at top performers in the food sector and tried to understand their flaws.             

One observation with fast food was that the owners have become somewhat lax in providing a speedy service, seeing a queue in a McDonald’s or people just giving up approaching a food van because they know they will be served with a lack of enthusiasm and at a snail’s pace, are nowadays the norm. Also, gourmet street vendors have become, in certain situation, artists in their own right, and we all know you cannot rush them (see British St Food Awards).

Another aspect we want to capitalize on is providing a product that can be eaten with one hand with commodity. In the same way smartphone manufacturers struggle every year to foresee the next trend when it comes to size, the same goes for fast food. We settled on a 19cm final product that can be held and eaten as a baguette. The filling must be properly contained inside and the sauces placed on the bread rather than on top. This size puts us 10cm below Subway’s foot long and almost twice as big as IKEA’s 7cm product. By focusing on a self-contained product we want to eradicate another issues for the customer: dirty hands because the filling is falling out. Our principle is that a customer is hungry now, therefore we must always strive to deliver a finished product in under 2 minutes. He is also in a rush so he has to be able to walk fast and eat and we must also ensure that he is left with a hand free to hold his smartphone or umbrella. 
In terms of pricing we discovered a niche market created out of other provider’s desire of getting rich fast which resulted in their mark up to be 2-300%. Form our research, our competitors have a starting price of £4.50 for a similar product, whilst the upper bracket is close to £10. On the other side of the spectrum we have places like IKEA and McDonald’s where their mark-up is much lower, estimated at 70%, but their products and service are far from optimal. We use a price of £3.50 per unit which appeals on a psychological level to the customer, giving him the option to avoid spending a lot, whilst also spending a little bit more to get a superior outcome. 
Market and Competition

In order to understand where we stand on the market, we used various tools to collect information. In this regard, the fact that we are all of different ages, backgrounds and ethnicities, provided us with an immense fountain of facts and experiences which flowed in the project.

Once we have established what we know from our personal experience, it was time to focus on collecting information on what it entails creating a business, what options are out there, the market size, the organizational aspect of things, financial planning and every facet that might influence our endeavour. For this purpose we individually did internet research, to ensure we all look at different things and return to the conversation with as many different ideas. 

	Another method one may collect information is by doing focus groups, surveys and questionnaires. We unanimously opted against these methods. They present several issues such as:
· People are unwilling to take part
· Psychologically, people will tend to give you an answer based on their opinion of you rather than an objective view of the product 
· The participants might digress thus the process becoming time-consuming 
· Hard to control and difficult to analyse
· It makes it quite difficult to choose the people involved and creates uncertainty on your choices
· Dominant characters will impose their views on other people 
	In order to bypass this obstacle we first approached our close circle of friends and family with a set of ten questions that were inserted into casual conversations, aimed at obtaining their opinion on an American style hot dog van. We then expanded the audience using an innovative method, posting the forum in a live stream environment. This part allowed us to collect spontaneous answers from a large group of people from a far wider variety.

Once we understood what the customer needs and what his response to our proposal is, we wanted to see how a business selling hot dogs and similar products operates. To do this, for an entire month we scheduled appointments in various McDonald’s locations, IKEA, Subway and Maltby Street. Our control method was to spend at least 2 hours in each location, writing down individual notes and comparing them at the end. We looked at average time people waited, the number of products an unaccompanied customer would buy and the way the people behind the counter would behave. 
Competitor Analysis 
McDonald’s
	Strengths
· Capital availability
· Brand recognition
· Low prices, focus on volume
	Weakness
· Falling market share
· Seen as the icon for unhealthy food
· No customer recognition

	Opportunity
· Can set up shop near busy routes making the most of the drive-through option

	Threats
· More options emerging (KFC, Chicken Cottage, etc.)
· Fixed location




Subway
	Strengths
· Franchise
· Wide choice of products
· Limitless customization 
· Established brand


	Weakness
· High price 
· No two establishments offer the same quality of service

	Opportunity
· Ability to open a shop in different areas provided there is interest
	Threats
· Heavily reliant on plastics and paper thus deterring environmentally focused customers





Street Vendors (British St. Food)
	Strengths
· Diversity of choice
· Diversity of people
· Customer recognition
· Mobile and adaptable


	Weakness
· Low capital
· Inability to expand

	Opportunity
· Increase in market share
· Seen as a healthier option 
· Offers the customer the chance to explore different cuisines 
· Mobile
	Threats
· Competitive environment
· Highly subjective to local councils regulations








Promotional Activity


	1. Online (Facebook, YouTube, TikTok)
· Show our human side
· Make us more relatable to the customer
· Fun and playful, promote the company’s vision


	

1. Local newspapers
· Use the Metro because it is available for on buses and at tube station entrances


	
1. Campaigns
· Social: feed the homeless, partner with local authorities and identify people in need of help, get them to endorse the business, community centres days out
· Media: share a hot dog with a friend by sharing a picture on your social media, loyalty schemes 



		To promote Mad Dog Hot Dog we will spend our assigned monthly budget divided between advertising in local free newspapers, social media campaigns, referral programs and partnering with local businesses. 

		The first stage of the process is creating a Facebook page, making the most of the fact that it is free. On it we will create three posts a day, allowing us to introduce the team to the public. For instance, at the start of our shift we will post something like “Good morning hungry people of London! Today the Mad Dog team is Daniela and John Paul and they’re waiting for you near Borough market!” The next part is purchasing advertising space in local newspapers, thus exposing us to commuters. 

		Since our vision is importing a part of the American culture when it comes to eating hot dogs, organizing competitions and giving back to the community is crucial. The main attributes associated with us should be “freedom” and “kindness” and by following through with our commitment we hope to achieve in the food industry what Google has achieved on the internet, with a vast number of people saying “I’m going to Google it” when they refer to using a search box in a browser.

[bookmark: _Toc40106918]Operations (Ludmila Chihai)
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After many searches online, we have decided to work with “Sausage Man”, which is presenting the German sausages in UK and “Costco” which is one of the biggest and reliable warehouses in UK. Both companies are flexible and committed to their clients. 
1.  “Sausage Man” is a reputable company which is specialised in German sausages. They import their hotdogs from 20 different butchers and offers a wide selection. The “Sausage Man” brought the finest Germany’s charcuterie to the UK. “Sausage Man” offers competitive price for buying in wholesales and in bulk.
2. “Costco” is a global retailer with warehouse club operations in 8 countries, which is providing a family atmosphere. It is also a membership worldwide, bringing to the members the best quality merchandise and prices. “Costco” also provides the convenience of departments and exceptional service to the members.

Supplier / Relationship 1
	Organisation
“Sausage Man”
	Relationship Status 
Wholesaler



	Service provided 
Sausages and sauces
	Key terms of relationship 
Accessibility, Responsiveness and Engagement




Supplier / Relationship 2
	Organisation
“Costco”
	Relationship Status 
Wholesaler



	Service provided 
Groceries
	Key terms of relationship 
Committed to quality, values and members. Open 7 days a week. 




Other operational considerations
Depending on the size of the truck we will decide the number of staff members that can do the job efficiently inside it. For the staff to do their duties inside the track, the staff will need to fill several positions to make sure that the operation is going smooth in the truck. There will be two categories:
· Front of house: staff which will be serving and cashing out the customers from the moment they make the order till they leave. This staff is the face of the food truck because they are the representatives. They take the orders, serve the hotdogs and beverages, prepare the bill and take payments. They should be professional, reliable and polite. Such staff needs to be familiar with the menu, how food the hotdogs are cooked, what is the taste like and if special orders are accepted. 
· Back of House: staff which will be performing all other operational tasks such as cooking, cleaning, bookkeeping
 
“Mad Dog Hot Dog” Menu
The Veggie-Melt Dog
Place a hot dog in a bun and top with ¼ cup grilled veggies (we like peppers and onions) and 2 tablespoons shredded cheddar cheese. Place the whole thing (bun and all) on the grill or under the broiler until the cheese melts, 1 to 2 minutes.
 
The Crunch Dog 
Place a hot dog in a bun and spread 1 tablespoon Dijon mustard across the top. Top with ¼ cup crushed kettle-cooked potato chips.
 
The Spicy Dog
Place a hot dog in a bun and top with ¼ cup pickled vegetables, like a combination of carrots and red onions (find them in the deli section or canned-goods section of the grocery store). Top with 1 to 2 teaspoons Sriracha (or more, to taste).
 
The Brekkie Dog
Place a hot dog in a bun and top with 3 tablespoons cooked, crumbled bacon. Top with a fried egg and then season with salt and pepper.
 
The Mexi Dog
Spread 2 tablespoons guacamole on one side of the bun, and 1 tablespoon sour cream on the other side of the bun. Place a hot dog in the center and then top with a few shakes of hot sauce.
The both staff who are in shift need to be able to manage all the functions in the food truck like cooking, kitchen workers, cleaning and driving. 
At the moment we will not employ staff as every partner is working full time or part time and they will be able to spend few days a week at caravan. 
Below is an example of rota for a week but can change taking into considerations bank holidays and other events or holidays.

	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday
	Sunday

	OFF
	Ludmila
	Ludmila
	Yeray
	Yeray
	John Paul
	Andrei

	OFF
	Gokhan
	Gokhan
	John Paul
	Daniela
	Andrei
	Daniela



On Bank Holidays or other events and festivals will be 3 or 4 people working, depending on the availability of each partner and hours to work. 
During the day at the caravan will be working 2 staff, which will be doing all the required job: cleaning dishes, frying hotdogs, cutting vegetables, servicing customers, bookkeeping.  Food truck popularity has grown over the past decade, due to relatively low operating costs. Starting a food truck business still requires a minimum investment. 
A food truck is a vehicle, unlike a fixed building, so it need to be reliable on transportation. If it will stay in garage for repair for a week, we will be out of business. The vehicle will have a mechanic check every month. 
 Our business will operate in a caravan, which can be found at Southwark, near the Borough market, which will allow access for the customers. Pick times will be between 11am and 4pm and from 6pm to 9pm if we attend Festivals or Concerts. The working days will start 2 hours before opening to prepare the food for serving. We will make contacts with private events (Festivals/Concert) to get permission in writing, so we can sell there our hotdogs. 
Basic fit of the caravan is front and rear stainless-steel covered, non-slip flooring, two sinks’ with fully pumped water system with chrome mixer taps. The interior of caravan will be air conditioned and lit by energy lighting.: LED strip lights under vehicle and 2 light boxes with 5 pin spotlights. Caravan is fitted with wall mounted water heater, ¾ height drinks fridge and ¾ height upright freezer.  
Enclosed cupboards are ideal to store paper goods and other non-perishables. Built-in counters are ideal as they are made of stainless steel, as we will be working with fire we can’t accept wooden counters. All the cleaning products will be kept in a cupboard away from food and utensils. Coolers, freezers or refrigerators will be bottled in a safe place.
The food truck has a large window to serve customers covered by an awning over the window, which will be good in rain or hot weather.
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First impression is vital as the cleanliness of the truck is the image and invite repeat customers. This is why during the day we will try to keep the caravan clean as much as possible. In busy time will clean at least every 2 hours and deep cleaning at the end of the day such as wiping the surfaces with chemicals and changing sanitizing water. Other jobs like to take out the trash or to rotate the stock needs to be done daily. Cleaning the freezers needs to be done monthly. Cleaning the hood  will be done quarterly or yearly.
 
Each cooking shift must:
· Wipe the prep areas
· Change sanitized water and cleaning rags
· Empty the bins
After shifts:
· Clean stoves
· Brush the grill
· Empty sanitizing buckets
· Clean all dirty rags
· Wash all aprons and chef coats (separate from cleaning rags)
· Wash the surfaces (cutting boards, lines, tables) with sanitizers
· Empty juice machine and clean it
· Wash floors mat
· Mop the kitchen floor
Weekly cleaning will be:
· Sharpen knives
· Descale sinks and faucets
Monthly:
Every moth the jobs will be scheduled in different shifts, so all the staff will be involved.
· Wash behind the stoves to cut down the grease, which can become a major fire hazard if it is not cleaned in time
· Freezers to clean
· Washing the walls and the ceilings
· Clean the storage area
· Change the pest traps
· Restock the first aid kit
· Update the material safety data sheets, which guides how to use the chemicals
Yearly:
To be sure that the caravan is clean and safe every year we will have to:
· Check the fire suppression system
· Check the fire extinguishers (depending on the area might be done twice a year)
· Check the hoods and clean them twice a year by a professional company (as it is a very messy job and time consuming if we do by ourselves) 
 
The main thing in public health is washing the hands properly, which will prevent the spread of microbes or disease. The correct method of washing the hands can reduce the contamination through food handling. Employees should wash their hands every time they will be handling dirty dishes, raw food and garbage. Whenever they sneeze, cough or eat, they also need to wash their hands. This will be a simple step which can prevent different kinds of contamination. 
According the experience first few weeks will be working the person who has more experience in business and will train all other staff. The key to success is to smile, so no matter how difficult and busy is important not to get in panic and keep smiling so the loyal customers we will always come back. 
Laws or regulations 
We will need to obtain an Employer Identification Number to identify our business and collect the taxes.
Every business needs a licence to operate, depending on the region there might be some charges of the sales or a yearly fee.
Because we will have a caravan we will need the vehicle license and drive licence as well. 
We will apply for a Sales Permit to buy groceries at wholesale price without paying sales taxes. 
To start a Hotdog Business all the staff will need to have a level 2 Food and Hygiene Certificate as we will be cooking food and selling it. To get the certificate all will have to attend a training course or study for it online. 
To obtain a food truck permit, our truck will pass a fire and safety inspection. To obtain the permit the truck will be fitted with 2 fire extinguishers, sprinkler system and fire alarms, accordingly the local licensing agency. 
At the moment all food will be prepared in the caravan. In case of expansion we will rent a commercial kitchen space, which will provide space to store and prepare food. If we will decide to use home kitchen, it must be inspected and improved by the local health office. This will be a long development plan for next 3-5 years. 
As any other restaurant the caravan will have to be inspected by health department. The health department will guide us how to prepare and maintain the food in a safe manner.
As we will be using cooking equipment the fire department will have to inspect the truck and guide us on the regulations we need to follow. And they will have to do a routine inspection on the food truck fire suppression system every 3 months. 
 If we will meet all the requirements, it will help us to avoid fines and business closure. 
Insurance 
For our business we plan to get a public liability insurance, which can cover in cases if we are accused of injuries or damages. Public liability insurance covers legal expenses or compensations claims clients, suppliers or injury.
Employers’ liability insurance will be required for each member of staff, even those who are employed short term.
To protect our stock and supplies against theft and damage we will also need to have a stock insurance. 
In any business is a chance to need legal help. As a business we can face steep legal costs even if the claim is unfounded.  
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Technology needs assessment

As we are at the beginning of our trip, we will focus our resources on social media advertising on websites such as Facebook, Instagram and TikTok. We will create a business account on each website, we will share pictures of our hot dogs individually, as well as with the agreement of our customers we will share pictures of them enjoying their meal.
 	We understood that everything is about technology so for the future we allocated funds to pay an expert which will create a website and as well an application. The need for the website comes as well from the current global situation with the world moving towards online shopping which will increase our revenue. 
As for a long-term plan we thought of paying an expert to create an application which will have an added feature with alerts. So, you are probably asking yourself, how does it work? Simple. Once you buy a hot dog from us, we will inform you that we have a bar code on the side of the van. Our customers will download the app, scan the bare code and then if they choose to share their location with us, the app will alert them whenever they are 100 meters close to any of our caravans. As well, through the app if they are in any type of congregation they will be able to order and we will deliver to their location. This is how we are planning to be unique and in the same time keep the simplicity.
Alongside the points mentioned above, we have allocated a very generous budget for the marketing department, starting with £2000 commitment in the initial phase, followed by two months at £1000. The numbers fall throughout the rest of the year, however in the final month, June, we go back to £2000.
We will as well encourage people to recommend our product, at a basic level by asking them to do this and offering something in return. For instance, if someone give us the consent to upload a picture of themselves on social media websites holding our hot dogs, they will then have 50% off. 
A brand slogan is a word or phrase that will help our brand to meet the long-term strategic goals. Due to the fact that we want to implement a practice for this type of food in the UK market, our slogan will be: “Mad dog hot dog so American, u can taste the freedom!” 





Long-term and short-term goals

Our short-term goals are to create a secondary source of money for our team (3 to 6 months) 
Medium-term goals: we want to expand our business to 3 vans, as well move towards different places across Central London in teams of 2 on each van. (6 months to 2 years)
Long term goals:  we want to become the administrators of a franchise, we will have people working for us and in exchange for 20% of our company we will give the opportunity to an investor to increase our network and future growth of the company.
Franchising is a business development strategy. It is a form of trade that connects the owner of the brand and an independent trader. For our team this is a opportunity to expand the business and for the new entrepreneur is a safe way to invest their money and make profit. 

Training and staff development needs

 Short term plan: we all have qualification in dealing with food, so we did not allocated funds for training. We acquired Level 1, 2 and 3 Food Hygiene Certificate at the previous work-places which lasts for 3 years and incorporates food safety and hygiene, allergens awareness, cross-contamination, food safety hazards any biological, chemical and physical factors that can alter the quality of the products.
Medium term plan: we will register on the online platforms such as https://food-safety.org.uk/  , https://www.highspeedtraining.co.uk/food-hygiene/ and we will attend to necessary courses every time period. 
Long term plan: we are currently enrolled in the University program which we are counting on to get a better acumen of the business environment. We have access to high performance education, managerial training based on creativity and practice and we are offered real chance into the competition on the labour market, including the entrepreneur area.

Resource requirements

Since the idea of becoming entrepreneurs stroke us, we have sat together and analysed our financial power and we created this business plan and cash flow in such matter that even in the worst situation, we will still be floating and let`s do not forget the amount we invested is only £10000. As well for the first year, based on our personal cash flow we will be put in £400 for research and development.
Short-term: we considered applying for a short business loan of £20000 as we don`t rely on a physical location for our hot dogs and fresh juices it is no need for a big capital. We are planning to repay the loan within the first 1 year.
Long term resources: we planned to sell 20% of the company to an investor who will help us become a franchise. Turning into a franchise will be easier with the help of an investor as we need someone with a better networking and bigger finances so we can grow and establish in the market.

Evaluation method

To ensure our trajectory is accurate we will request a financial audit with Andrei, every month in which we will analyse the cash reports, plus or minuses, so we can modify the path which the business will take in the future.

What is an Audit?

The Audit generally means a professional examination information to form an opinion responsible and independent, by reference to a criterion (standard time) quality.
The term Audit is widely used, it originally had the meaning of Financial Audit to verify the financial statements, processes and transactions of a company. Currently, the term Audit also has the meaning of Operational Audit to improve the company's performance and Management Audit to make a judgment on management, or other types of Audit depending on the needs of companies, such as: Fiscal Audit, Quality, environmental, and so on
 
In the European legislation in the 8th Directive, in the new modernization project of 2004, there is only one type of Audit: Statutory Audit (legal audit, legal control) usually provided by the Companies Law and by their constitutive acts.
 	 Depending on the objectives pursued by the company, there are the following types of AUDIT:
 
· INTERNAL AUDIT
 
· EXTERNAL AUDIT

      INTERNAL AUDIT examines:
- Observance of the operating rules established by the company, of the management decisions, distribution of tasks, work procedures, planning, etc. The causes and the eventual consequences;
- the whole of the internal control system (preventive, management, hierarchical operative, etc.) and of the accounting system identifies the weaknesses of the management and internal control system , of the risks associated with them and makes proposals for the improvement of these systems;
- effective, efficient use, as well as the protection of financial, material and human resources, notifies cases of mismanagement, waste, fraud, makes proposals for prevention, elimination of causes, responsibilities.
      The internal audit can be outsourced without this leading to a change in the content of this activity.
      THE EXTERNAL AUDIT is performed by a financial (statutory) auditor, appointed by the General Meeting of Shareholders (Associates), or by a contractual auditor, a third party, based on a contract with the company.
      The Financial (Statutory) audit includes a basic mission and related missions.
      The basic mission consists in the certification of the financial statements and of some specific verifications provided by the Law.
      The Contractual Audit is performed by the auditor if:
- The entity does not have a statutory auditor and wishes to entrust a competent specialist with a financial audit mission, similar to that of the statutory auditor.
- The contractual auditor has a competence, specialization, better adapted to a certain action (evaluation: internal control, fiscal; etc.)
- The opinion of an auditor with particular prestige is sought
- A particular control mission required by a third party, e.g. by a bank when granting a loan.
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Mission statement

Technology planning or better call it our road trip, its main mission is to be there for the people who are always in a rush, always between tube stations or railways, people whose life style is busy enough either at work or running towards job interviews. London is one of the most multicultural capitals of the world, with people running around like ants, building for their future or their offspring future. 
We are trying to get into the food service industry, our vision is to establish and grow into a market that is not well represented, we want to financially provide for ourselves and eventually in the future offer support for other entrepreneurs with a similar vision.
The way we envision our approach to each customer is to be personable, friendly and to build brand loyalty. We want to be seen as humans, not just a machine that works behind the till. We consider that doing so is going to be easy, as all six of us have extensive experience in the hospitality industry and so far, we understood that customer service have to be provided in a kind manner and we are willing to create emotional connections with our customers so they can have a memorable experience.

Core values

The essential values of our business are those who maintain the vision, outline the organizational culture and reflect on what our business truly represent; they are the essence of our identity: principles, beliefs and philosophy. Many businesses are focused mainly on the technical aspects and often forget what actually the competencies that make the business work are:
 - The values. Establishing a clear set of values will bring both external and internal advantages to our business. 
- Strive for perfection- making sure we keep the highest standard of cleanliness, we are going to always use fresh ingredients for our product, and we want to educate our customers and potential customers about the integrity of our business;
- Be part of the community- we will have special deals for students and old age pensioners (O.A.P)
- Promote freedom – we will ensure that our products or uniforms, our suppliers meet the highest ethical standards as according by the Geneva Convention (no child slavery)
- Committed to excellence - we will ensure consumers satisfaction, we will make sure that the turnaround will be as smooth as possible and that the customers are not waiting anymore time that it need to.

Our goals

We are a group of people that came from the hospitality industry, we have Andrei that is going to take care of our finances, Ludmila is the one who will take care of the legal part, Gokhan is going to be our CEO, John Paul has a good experience working within a community so he will be our community communication and outreach, the marketing part of the business is going to be directed to me, and Yeray. Our main quality is that we keep customer satisfaction in mind no matter what.

Team SWOT analysis

[image: ]


Setting goals helps us think about the ideal future and motivates us to turn the vision into reality. As far as we know what we are doing we know on what aspects we have to focus our effort and easily avoid harmful distractions.
- To switch from being employed to entrepreneur, they will love us for our ambition to win to be there and satisfy their need at the time;
- To amplify the number of choices available on the market. In this moment, the area where we want to start and expand is Southwark and none of our main competitors provides a similar service as ours.
- Bring a sense of closeness between customer and the retail industry by interacting on a personal level with each of them.
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          Generally   Social   responsibility  and  Sustainability  ,This  is  the  positioning  of  a  company   exerts  on  its  surrounding  in  business  and  the  area  around.  It   also applies to observing the required ethical standards and practices.  It’s  where  the  organisation  or  institution  is  complaint  with in  the  law . The  laws, policies  and  regulation  of  the  organisation  must  be  within  the  law.   An  example  here  is  a financial  report  is  prepared  that  adheres  to  standard  accounting  and  auditing  principles.

          Secondly  ,where  there   are  advertisements,  notice, and  disclosures  in  a  bank,  the  bank must  ensure  that  there  are  exercising  corporate  responsibilities.

                                          CORPORATE ENVIRONMENT RESPONSIBILITY.

         In  business,  this  means  a  company  meeting  it’s  legal  obligations  as  per  the  guiding  policy, regulation  or  statue  law.  Such obligation may fall under health & safety and welfare of others.  Other  Examples  include  a  company  meeting  its  tax  obligation  , operating  with  a  valid  licence  Non -discrimination  policies  etc.
Other  examples  corporate environmental  responsibility  issues  includes,  Employment  agreements,  occupational  safety,  Recruitment  &  Employee  discharge  issues,  confidentiality  agreement  etc.
       It  is  therefore  a  requirement  of  strict  obedience  to  a  specific  law  ,  it  means  the  law [legal ] must  be  a adhered  [  complied ] to  thus  non -  corporate  environmental  responsibility  would  be  illegal.  This is what is implied by corporate environmental responsibility issues.

           CORPORATE HUMAN RIGHTS RESPONSIBILITY DATILED EXAMPLES FOR ANY BUSINESS:
            

A  number  of  countries  have  minimum wage  laws  or  policy  stipulating  the  minimum  pay  generally  or  particular  fields.  Therefore ,  failure  to  adhere  to  all  wage  -  corporate  human  rights  responsibility  law  can  results   in  penalties  to  the  business.

For  instance  Uber lost  an  appeal  against   a  ruling  that  it’s  drivers  should  be  treated  as  workers  rather  than  self-employed.  In  2016  a tribunal  ruled drivers  James  Farra  and  Yaseen  Aslam  were Uber  staff  and  entitled  to  holiday  pay  ,paid  rest  breaks  and  the  minimum  wage.  That ruling was upheld by the court of appeal.

                                                            HIRING

Asking  inappropriate  questions  or  engaging in  improper  conduct  and  discrimination  during  a  job  interview  can  leave  companies  vulnerable.  For  Examples, candidates  who  are  asked  how  old  they  are  my  opt   to  sue  for  age  discrimination  if  they  don’t  get  the  job.  Following  all  hiring  human  right  guideline  is  the   best  way  to  avoid  unpleasant  legal  action  in  future.
Child labour/employing minors:
In  the  UK, the  children  [ protection  at  work ]  Regulation  1998, No.276   is  the  existing  law  that  regulates  child  labour.  If  a  business  employs  minors  ,UK  regulations  govern  the age  at  which  you  can  hire  them ,  the  number  of  hours  they  can  work  and  the  lowest  minimum  wage you  can  offer. There  can  be  strict  rulers  that  are  specific  to  various  industries.
                 CORPORATE SOCIAL RESPONSIBILITY AND STRATEGIC MANAGEMENT:

This  is  regulated  by  the  occupational  safety  and  health Act  of   1970 [ OSH  ACT]  in  the  UK  and  the  [ criminal  law]  and  civil  law – compensation  claims.  As  a  business  owner , you have  a  responsibility  to  ensure  the  safety  of  everyone  you  employ. Not  only  does failing  to  meet  safety  guideline expose  you to lawsuits  by  employees injured  on  the  job,  it  may  also  results  in  crippling  fines  from  the  regulators.

It’s  also critical  to  ensure  that  your  company  has  thorough  worker’s  compensation coverage  to  remedy  workplace  injuries  and  insulate  yourself  from  lawsuits.  Failure  to  provide  workers  compensation  can  resuIt  in  sleep  fines  or  closures.

                                                  LEGAL SOCIAL RESPONSIBILITY:
For  many  businesses  staying  compliant  requires  holding  various  business  licenses  and  permits.  In  the  UK  ,  one  needs   two  types  of  licence  to  run  a  public  house,  restaurant  or  club  in  accordance  with  the   licensing Act 2003. Hair  salons, barbers  and  insurance  companies  are  examples  of  businesses  that  requires  licenses  and  permits.
Penalties :
These range from monetary fines compensation to workers or customers to closure ,They can also include limitations on activities, additional barriers to approval , imprisonment , revoking the licence etc.
Challenges with social responsibility issues:
While regulations are well intented , they sometimes have not adapted at pace necessary to address the current ever changing business and operating landscape .ln many cases the organisation has attempted to meet requirements outlined by a standard but did not take all aspects or implemention details into account.
Another challenge is different level of regulatatory while all these laws ,standards and regulations share a similar goal, they are not all the same ,complying with one regulation doesn’t mean you’re even close to complying with them.
Reference:
Crane. A Matten D.[2007]. Business ethics [2nd ed]. Oxford: oxford university press.
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Sources of Finance 

In order to fund our business, we considered applying for a small business loan, setting the limit at £20000. Our hot dog and fresh squeezed juice van needs an amount of capital relatively small compared to an enterprise that relies on a physical location (Ronnas, 1992).
The initial stage is designed to establish our brand and create a culture within the UK market, by importing the passion and popularity these products have in the US. Overseas hot dog eating competitions are a common occurrence and the winners gather the same following as Olympic athletes (Yohn, 2018). 
Once that is achieved, we will look at expanding further by increasing our vehicle fleet and investing more in personalizing the brand:
· Own recipes and toppings, ethically sourced
· Copyright protected logos and designs
· Online presence via a website and an app
· Franchise option with the goal of creating a secondary income for as many families as possible (Holt, 2004)
As the business grows, the time our six people team dedicate to it, will have to match it, and, financially, we will have to look at other sources. Based on our sales forecast we can manage expanding up to three extra vans solely relying on our profit and our primary source of income. Beyond this point we will offer a small portion of the business in exchange for a cash infusion. One example would be in terms of our online presence, the app and the website, we will offer 2% of the business to a computer programmer willing to design both and maintain them.


Personal Survival Budget

Before we decided to follow through with the idea of moving from employee to entrepreneur, we all sat down individually and came up with our own Personal Survival Budget. And what that means is that each of us went through all their incomes and outgoings and tried to see what our disposable entails. 
It is a process that is common practice among all human beings, everyone tries to figure out whether what they are paid is enough to make it until next month, to buy a new car, take that well deserved holiday or consider a mortgage application. The difference, however, with a professional PSB, the room for approximation and subjectivity is severely restricted. With most businesses failing to reach a third year of activity, one must do his utmost best to eliminate as many risks as possible. Another important reason to examine all your expenses against your streams of revenue is that in the beginning of any new venture, you are bound to start with a very low to no profit for the first three months (Flanagan, 2007). 
I have attached to this section my own PSB since I have the lowest income in the group, thus this analysis being the most relevant out of the six. As it stands, I have a monthly total income of £2400 and a maximum outgoing of £1984, leaving me with a surplus of £416. On a yearly basis this translate in £4992 disposable income yearly, therefore, agreeing as a group to commit £4000 each for research and development, changing the profile of the organization or saving it from bankruptcy, we can total £24000. 
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Cash Flow Statement 

The next step in the financial analysis of a business is attempting to estimate as accurately as possible the viability it has, and for this purpose we use a Cash Flow Statement: a forecast of the revenue a business might bring to an entrepreneur aimed at establishing whether the project is or not sustainable.
As numerous studies have shown, in all aspects of life, us humans, tend to overvalue our capacity. In the case of starting a new venture, this is far more likely, as enthusiasm, passion and overall, our desire to prove our worth take over. With this in mind, my rule in creating the Cash Flow Statement was to focus on the most negative outcome and collect the numbers from there (Jury, 2012). Based on the figures released in April 2019, the fast food industry in the UK has reached a trading volume of 19 billion per year, out of which street food and mobile vans account for 1.2 billion. With an average time of preparation of less than 45 seconds, and based on reports from traders in the US, as well as The National Council of Hot Dogs, we set a low point as 100 units sold per day. With a manufacturing cost of only £1.60 and a resale value of £3.50, coupled with fresh squeezed fruit juice where the profit margin can reach upwards of £2.50 per sold unit, the sustainability level of the business is close to 100%.
 The starting month for our forecast, July, the month when we will have everything ready to go and hit the streets, is estimated to bring in a total cash flow of £30300, out of which £10000 from hot dogs and £16000 from drinks. This projection is based on 119 hot dogs and 190 drinks sold daily, with a total daily revenue of just above £1000. 
On the second part of the table, on the out-flows, the numbers have a 10-15% increase compared to the normal costs existent on the market, in the hope of creating an “unseen” contingency plan, would the business be faced with a crisis. 
Another peculiarity worth mentioning is the fact that it does not include a “personal salary” because the business has a commitment on all parties involved of up to £24000.  
The “staff” costs are a bit lower than most businesses because we are a big team and can cover all aspects of the daily routine. 
Alongside the points mentioned above, we have allocated a very generous budget for the marketing department, starting with £2000 commitment in the initial phase, followed by two months at £1000. The numbers fall throughout the rest of the year, however in the final month, June, we go back to £2000. 
Overall, the net cash flow fluctuates between £4230 and £41430 every month, which leaves us with a positive £202300 at the end of the year. 
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Balance Sheet 

A balance sheet is a crucial part of the financial aspect of planning a new business. It includes the total of assets, liabilities and capital of the venture at a certain point in time. Usually, that specific point in time has a comparison with one in the past, i.e. “current year” versus “previous year”, with a higher frequency for larger entities. 
The purpose of this section is to create an easy to read financial summary (financial situation) for an auditor or an investor to read (Makoujy, 2010).
In the asset rows we will include a description of the cash available, the current bank account status of the company and any equipment that has a high resale value. To put it briefly, everything that makes up the company in terms of material possessions.
Liabilities refers to the totality of debt the business has at that given point in time. Be that money owed for merchandise from suppliers, loans, bills, employee salaries and any other deductibles. 
A third part on a balance sheet would be the amount of money everyone put into the business; therefore, this section refers to the owner or partners. However, as the company grows, these rows will include the shareholders’ investment into the company.
As a start-up, coming up with a balance sheet can be a daunting task. The reason for this is that in the beginning you do not have a previous comparison point and most of the columns remain empty.
From Mad Dog Hot Dog’s balance sheet, we can observe a minor discrepancy of £300 that comes from equipment we all put forward for the business that loses value rapidly over time, and that we do not wish to lay claim to. Since we all believe strongly in the project, we committed these items and calculated their value in the projections to further demonstrate our dedication to the project to future investors. We have, therefore, a total of £30300 assets, out of which £10000 is the total owner’s investment – nominated as “cash”-, £20000 from the bank loan – assigned as “investments” in the table – and £300 worth of “inventories”. The total liabilities figure is £30000, divided as above in £10000 owner’s equity and £20000 bank loan.
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Sales Forecast

The Sale Forecast is meant to identify a company’s sales figures each month for a time frame of 3 to 5 years from the moment it goes live. The numbers have to be based on research, market study, market share, current and future trends and an in-depth study of all the factors involved in the standard operating routine it has.
The benefits of predicting accurately these numbers are that the owners can spot problem months and a business’ longevity (Wallace and Stahl, 2002). 
In order to demonstrate a high-level accuracy in predicting the sales figures, we looked at various studies and research, coupled with information from a multitude of companies that offer a similar service. To this we added a few innovative ideas that will keep us ahead, as well as a research in terms of densely populated areas and key locations. To further follow up on our desire to maintain accuracy, we coupled the Sales Forecast with the Cash Flow Statement. As seen in our table, on a yearly basis, we predicted a 10% increase in the number of units sold which comes from our ability to improve our service, learn the key areas, present the product better and getting our brand known on a larger scale. 
To keep the optimism to a minimum, that same increase was reflected in the costs, however a higher efficiency means waste is less and a more realistic increase in costs would be closer to 7%.  And to reiterate the basis of the analysis, the number of monthly operating days is 24, the number of hours is 12 and preparation time for one unit is 2 minutes. 
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		For illustration purposes – complete Excel book in available in Appendix section



Breakeven Analysis 

A business ratio is determined by the total of fixed costs divided by the difference between the price and the totality of variable costs. The result is the number of units needed to be sold in a given time frame for a business to experience no loss.
In the category of fixed costs, we must include any outstanding mortgages and building costs, coupled with rent and various services. Also, here we write down insurance cost and loan rate, as well as depreciation of the equipment used that will need to be replaced in the future.
The variable cost refers to manufacturing costs, be that raw materials, wages or marketing (Awe, 2006).
For the purpose of our enterprise we must look at a break-even point on a daily basis. This is due to the fact that we do not have a need to store our products for a long time, nor do we need to display them, and we do not have premises costs. This offers us the advantage to be very flexible in determining our schedule and physical presence. Therefore, we have:
· Permit to operate 
· Fuel
· Insurance
The permit to operate in the Southwark area of London is £200 per month, fuel is a daily requirement of £40 and insurance is £400 per month. Dividing the monthly costs to 24 operational days and adding the fuel we reach £25. In line with our habit of stamping out subjectivity, when we predicted the insurance, we marked it up by 40% compared to quotes normally offered to businesses in our area. That higher number is designed to engulf any unpredicted expenses. The price of one hot dog is £3.50 and to make it we spend £1.60, therefore reaching £1.90 profit per unit. By dividing the fixed costs to the last-mentioned number, we arrive at a break-even point of 13 units.
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As we can see, to run a food truck business requires planning and attention to details. There are requirements which must be met. But the main is the food which we will be selling. The food needs to be delicious so the customers we will always come back to us. A good marketing for food trucks are reviews, words of mouth and well-placed advertising to inform the public about the business. We always need to keep our customers happy.  
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                                                        3.   Other
	
· Links: 

“https://blog.projectionhub.com/how-to-create-a-projected-balance-sheet-for-a-startup/

https://www.straitstimes.com/lifestyle/food/11-fruit-combinations-to-try-for-your-smoothies-and-juices

https://www.slideshare.net/SarahModupe/business-plan-african-cake

https://www.ibisworld.com/united-kingdom/market-research-reports/takeaway-fast-food-restaurants-industry/

https://www.statista.com/statistics/711976/fast-food-market-value-united-kingdom-uk-by-type/

https://ukinvestormagazine.co.uk/uk-retail-sees-2019-as-its-worst-performing-year-as-british-supermarkets-face-challenges/

https://www.statista.com/outlook/253/156/food-beverages/united-kingdom?currency=gbp

https://blog.projectionhub.com/how-to-create-a-projected-balance-sheet-for-a-startup/


https://www.startuploans.co.uk/cash-flow-forecast-template/#alltemplatescff

https://www.startuploans.co.uk/business-advice/how-to-calculate-break-even-point/

https://www.startuploans.co.uk/business-advice/balance-sheet-template/

https://www.startuploans.co.uk/business-advice/sales-strategy-examples-for-start-ups-and-small-businesses/

https://www.startuploans.co.uk/business-advice/sales-forecasts-definition-and-guide/

https://www.startuploans.co.uk/?s=sales%20forecast”

https://www.highspeedtraining.co.uk/hub/street-food-business/

https://mobile-cuisine.com/business/food-truck-licenses-permits-required/

https://www.costco.co.uk

https://www.simplybusiness.co.uk/insurance/business-legal-protection-insurance/

https://thelogocompany.net/blog/logo-design/mobile-meals-creating-promoting-food-truck-business/

https://www.thebalancesmb.com/restaurant-kitchen-cleaning-list-2888798






SALES FORECAST

SALES	YEAR 1	YEAR 2	YEAR 3	288000	571470	883287	COST OF SALES	YEAR 1	YEAR 2	YEAR 3	85700	176890	265679	GROSS MARGIN	YEAR 1	YEAR 2	YEAR 3	202300	394580	617608	
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Table 8: Comparative footfall by day: February 2015
Observations recorded continuously from 10.00 to 17.00 on each day. Hourly data rounded

Tuesday  Saturday Total A“:,‘I':
Peckham (Rye Lane) 10778 16599 27377 1900
Borough High Street 11569 10204 21773 1600
Camberwell 7759 7637 15396 1100
Walworth Road 5527 6369 11896 850
Lordship Lane 2054 8645 11599 830
Herne Hill 2851 4330 7181 500
The Blue 2677 2045 5622 400
Nunhead Lane 1282 1648 2930 200

45397 58377 103774
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Table 10: How Local?

Where have you travelled from? How long did it take you?

Average Borough
% %
Living Locally 52 2
Working Locally 14 27
Both 17 17
Those who travelled...
Less than 30 minutes 74 55
Between half & one hour 22 35
1to 2 hours 8
Over 2 hours 1 2

Visitors to Borough are less likely to live nearby.
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Table 11: Transport

What was your main form of travel to get here today?

Average Borough

% %
Walk a8 30
Tube 5 27
Train 6 16
Bus 22 14
cycle 6 8
car 1 3
Taxi 1 3
Other 0 [

- almost two thirds arrive on foot, or by tube or train
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4.3 Footfall Count: Saturday

Half Hourly Footfall
Saturday 14th Feb 2015 (n = 10,838)
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4.2 Footfall Count: Tuesday

Half Hourly Footfall
Tuesday 10th Feb 2015 (n =

2,600)
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SWOT Analysis ()
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PERSONAL SURVIVAL BUDGET
Andrei Agopian
Mad Dog Hot Dog
2410412020
Personal income Description (as Monthly net income (€)

Employment (net income) Loss Prevention Oficer £1400 £16,800
Benefts payments Monthly Dividends Mariott | £1,000 £12,000
Investments na £0 £0
Pensions na 0 £0
|

Total income across all sources]| £2,400 £28,800

Description (as Monthly net expenses (£)

Rent or mortgage payments Rent £900 £10.800
Council Tax /a (Student) £0 £0
Utilties Electricity Water £250 £3,000
Phone and intemet £96 £1,162
TV Licence /a (Student) £0 £0
Personal and property insurance £30 £360
Grocery shopping £230 £2.760
Transport costs £300 £3,600
Car tax and insurance £0 £0
Subscriptions £34 £408
Clothing 24 288
Leisure and entertainment £20 £240
Money put into savings £100 £1.200

Total expenses across all areas]| £1,984 £23,808

£416 £4,992
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Mad Dog Hot Dog Balance Sheet

Cash 10,000.00
Investments 20,000.00
Inventories 300.00

Accounts receivable -
Pre-paid expenses -
Other -

Total assets 30,300.00

Liabilities and owner's equity

‘Curtent iabilities: -/ CumentYear -
Accounts payable 20,0000
Accrued wages -
Accrued compensation -
Income taxes payable -
Uneamed revenue -
Other -

Mortgage payable Z

‘Owmer's equity: Y CurrentYear L+

Investment capital 10,000.00
Accumulated retained eamings Z

Total liabilities and owner's equity [ 30,000.00

Balance ™ 300.00
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Executive Summary

* Mad Dog Hot Dog offers high quality types of hot dogs with optional
sauce types and a seasonal selection of freshly squeezed fruit juice
that satisfies customers ‘needs with an affordable price

* Our company location covers junction between Bermondsey,
Borough and London Bridge

* We mainly focus on the middle- and upper-income markets.

* Our competitive advantages will be location, speed, lower cost and
customer service.

* Our aim to promote our company will be to retain our customers
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Business Description and History.

* Mad Dog Hot Dog is street vending general partnership company
that will be equally owned and operated by Andrei Agopian,
Ludmila Chihai, Gokhan Kapucu, Yeray Escribano, John Paul
Mulumba, Daniela Ciornea who have different experiences in Food
and Beverage sector

* The company will serve 12 hours a day and 24 days a month

* Our.main goal is to.become ta famous brand in Hotdog truck
business

* We set our company mission based on providing quick and quality
food in a clean and friendly environment
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Business Structure

* For effective communication and to avoid conflict, we create our
own organizational chart that represents all roles;

MAD DOG HOT DOG ORGANIZATIONAL CHART

! 1 1
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Locally sourced ingredients

Family style catering (for everyone)

Supporting communities 

Growth liable business 


Microsoft_PowerPoint_Slide1.sldx
Why our product is better (USP)



Locally sourced ingredients



Family style catering (for everyone)



Supporting communities 



Growth liable business 







image1.jpg







image2.png

SWOT Analysis ()

W Hepiil [ Harmful

Unique taste

INTERNAL Low debt

Friendly staff.
@ Strengths

Weaknesses

Market boom

Could expand to a franchise
Can implement loyalty
programs

Acquire market share throught
branding

Low profits
No business website

Opportunities

Threats @
Gluten free social trend

Negative reviews EXTERNAL

Drought














image33.emf
What is our market and our customers

•

Business people, commuters, 

tourists – nobody is safe from 

the Mad Dog! Our delicious hot 

dogs will find you and conquer 

you! 

•

A quick lunch of an unexpected 

high quality
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What is our market and our customers

Business people, commuters, tourists – nobody is safe from the Mad Dog! Our delicious hot dogs will find you and conquer you! 

A quick lunch of an unexpected high quality
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Half Hourly Footfall
Saturday 14th Feb 2015 (n = 10,838)
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PERSONAL SURVIVAL BUDGET
Andrei Agopian
Mad Dog Hot Dog
2410412020
Personal income Description (as Monthly net income (€)

Employment (net income) Loss Prevention Oficer £1400 £16,800
Benefts payments Monthly Dividends Mariott | £1,000 £12,000
Investments na £0 £0
Pensions na 0 £0
|

Total income across all sources]| £2,400 £28,800

Description (as Monthly net expenses (£)

Rent or mortgage payments Rent £900 £10.800
Council Tax /a (Student) £0 £0
Utilties Electricity Water £250 £3,000
Phone and intemet £96 £1,162
TV Licence /a (Student) £0 £0
Personal and property insurance £30 £360
Grocery shopping £230 £2.760
Transport costs £300 £3,600
Car tax and insurance £0 £0
Subscriptions £34 £408
Clothing 24 288
Leisure and entertainment £20 £240
Money put into savings £100 £1.200

Total expenses across all areas]| £1,984 £23,808

£416 £4,992
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Create a Balance Sheet in this worksheet. Helpful instructions on how to use this worksheet are in cells in this column. Arrow down to get started.

Enter Company Name in cell at right. Title of this worksheet is in cell D1. Next instruction is in cell A4.

Assets label is in cell at right.

Assets

Enter details in Current Assets table starting in cell at right. Next instruction is in cell A14.Current assets: Current Year

Cash 10,000.00                       

Investments 20,000.00                       

Inventories 300.00                            

Accounts receivable -                                 

Pre-paid expenses -                                 

Other -                                 

Total current assets 30,300.00                       

Total Assets for Previous Year are auto calculated in cell C25 and Total Assets for Current Year in cell D25. Next instruction is in cell A27.

Total assets

30,300.00              

Liabilities and owner's equity label is in cell at right.

Liabilities and owner's equity

Enter details in Current Liabilities table starting in cell at right. Next instruction is in cell A37.Current liabilities: Current Year

Accounts payable 20,000.00                       

Accrued wages -                                 

Accrued compensation -                                 

Income taxes payable -                                 

Mad Dog Hot Dog Balance Sheet


Microsoft_Excel_Worksheet4.xlsx
PSB



		PERSONAL SURVIVAL BUDGET



		Andrei Agopian

		Mad Dog Hot Dog

		4/24/20





		Personal income

Jane Cormack: Explanation:

This section is where you list all of the sources of personal income you earn in a month. Among other things, this could include your salary from an employer, your personal savings, your benefits payments or even returns from an investment.

The number of items you include will depend on your personal situation and if any of the items listed do not apply to you, simply enter the number zero in the relevant field.		Description (as required)

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each source of income.				Monthly net income (£)				Annual net income (£)

Jane Cormack: Explanation:

This is calculated by multiplying your anticipated monthly income by 12.

		Employment (net income)

Jane Cormack: Explanation:

Your net income is the amount of earnings you receive each month once any deductions, like pay roll taxes, retirement plan contributions have been removed.		Loss Prevention Officer				£1,400				£16,800

		Benefits payments

Jane Cormack: Explanation:

There are a range of benefits that you might receive that you can list here: housing benefits, child benefits, carers and disability benefits, benefits for families, low income and Jobseeker's Allowance. 

If you are currently receiving housing or council tax benefits, we suggest that you enter the full amount of rent and council tax payable in the Personal Expenses section below (excluding these benefits) because once your business starts trading, you may lose these benefits or have them reduced. 

Talk to your local Jobcentre if you're unsure what benefits you are registered for or want to understand what impact your business will have on these benefits.		Monthly Dividends Marriott International				£1,000				£12,000

		Investments

Jane Cormack: Explanation:

Use this field if you have any other sources of income that are not covered in the above. 

For example, if you are currently drawing on your personal savings, how much do you take-out each month? 

Or you may currently earn a monthly income or return on a financial investment, like an investment property.		n/a				£0				£0

		Pensions

Jane Cormack: Explanation:

Use this field if you have any other sources of income that are not covered in the above. 

For example, if you are currently drawing on your personal savings, how much do you take-out each month? 

Or you may currently earn a monthly income or return on a financial investment, like an investment property.		n/a				£0				£0





		Total income across all sources:

Jane Cormack: Explanation:

Your total income is made up of all your individual sources of income added together.						£2,400				£28,800



		Personal expenses

Jane Cormack: Explanation:

This section is where you list any of the expenses you personally incur in a typical month. Among other things, this could include your home rent or mortgage payments, personal loan repayments, council tax, utilities bills, childcare or school fees, personal savings or monthly grocery bill. 

Please note we are only interested in the money that you personally spend each month, so if you share the rent or utilities payments with your partner then you only need to list the amount that you pay - not the whole rent owed on the property.

Similarly, if you currently live with your parents and pay contributions towards their mortgage, you only need to list the amount you pay to them each month. The number of items you include will depend on your personal situation.		Description (as required)

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each of the expenses you list.				Monthly net expenses (£)				Annual net expenses (£)

Jane Cormack: Explanation:

This is calculated by multiplying your anticipated monthly expenses by 12.

		Rent or mortgage payments		Rent				£900				£10,800

		Council Tax		n/a (Student)				£0				£0

		Utilities		Electricity/Water				£250				£3,000

		Phone and internet						£96				£1,152

		TV Licence		n/a (Student)				£0				£0

		Personal and property insurance						£30				£360

		Grocery shopping						£230				£2,760

		Transport costs						£300				£3,600

		Car tax and insurance						£0				£0

		Subscriptions						£34				£408

		Clothing						£24				£288

		Leisure and entertainment						£20				£240

		Money put into savings						£100				£1,200



		Enter other

Jane Cormack: Explanation:

Use this field if you have any other expenses that are not covered in the above. 

For example, you might have another personal loan, other than your Start Up Loan, that you are currently making repayments towards.

Or if you have children, think about any costs you incur on a monthly basis like school fees, childcare, extra curricular activities etc.						£0				£0

		

Jane Cormack: Explanation:

Use this field if you have any other expenses that are not covered in the above. 

For example, you might have another personal loan, other than your Start Up Loan, that you are currently making repayments towards.

Or if you have children, think about any costs you incur on a monthly basis like school fees, childcare, extra curricular activities etc.						£0				£0

		Enter other

Jane Cormack: Explanation:

Use this field if you have any other expenses that are not covered in the above. 

For example, you might have another personal loan, other than your Start Up Loan, that you are currently making repayments towards.

Or if you have children, think about any costs you incur on a monthly basis like school fees, childcare, extra curricular activities etc.						£0				£0

		Enter other

Jane Cormack: Explanation:

Use this field if you have any other expenses that are not covered in the above. 

For example, you might have another personal loan, other than your Start Up Loan, that you are currently making repayments towards.

Or if you have children, think about any costs you incur on a monthly basis like school fees, childcare, extra curricular activities etc.						£0				£0

		Total expenses across all areas:

Jane Cormack: Explanation:

This total is all of your personal expenses added together.		

Jane Cormack: Explanation:

This section is where you list all of the sources of personal income you earn in a month. Among other things, this could include your salary from an employer, your personal savings, your benefits payments or even returns from an investment.

The number of items you include will depend on your personal situation and if any of the items listed do not apply to you, simply enter the number zero in the relevant field.		

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each source of income.		

Jane Cormack: Explanation:

Your net income is the amount of earnings you receive each month once any deductions, like pay roll taxes, retirement plan contributions have been removed.						£1,984				£23,808



								YOUR MONTHLY BALANCE

Jane Cormack: Explanation:

This is the remaining MONTHLY balance once you remove all your expenses from your total current income. 

If this figure is negative (in defecit), it means that your personal expenses are greater than your personal income each month and your business will need to bring in sufficient income to help you cover these costs. This figure will auto-populate the 'Your salary (if PSB is in deficit)' line in your Cash Flow Forecast on the next tab.

Conversely, if the figure is positive (in suruplus), it means you are earning more income than you are generating costs, which means that any money you take from your business as a salary will be a bonus. This means the 'Your salary (if PSB is in deficit)' line in your Cash Flow Forecast on the next tab can stay at 'zero'. 
		

Jane Cormack: Explanation:

There are a range of benefits that you might receive that you can list here: housing benefits, child benefits, carers and disability benefits, benefits for families, low income and Jobseeker's Allowance. 

If you are currently receiving housing or council tax benefits, we suggest that you enter the full amount of rent and council tax payable in the Personal Expenses section below (excluding these benefits) because once your business starts trading, you may lose these benefits or have them reduced. 

Talk to your local Jobcentre if you're unsure what benefits you are registered for or want to understand what impact your business will have on these benefits.		

Jane Cormack: Explanation:

Use this field if you have any other sources of income that are not covered in the above. 

For example, if you are currently drawing on your personal savings, how much do you take-out each month? 

Or you may currently earn a monthly income or return on a financial investment, like an investment property.										YOUR ANNUAL BALANCE

Jane Cormack: Explanation:

This is the remaining ANNUAL balance once you remove all your expenses  from your total current income. 

This annual figure will not be used in your Cash Flow Forecast but may be useful for your reference.


		

Jane Cormack: Explanation:

Use this field if you have any other sources of income that are not covered in the above. 

For example, if you are currently drawing on your personal savings, how much do you take-out each month? 

Or you may currently earn a monthly income or return on a financial investment, like an investment property.						£416				£4,992









		Your notes or commentary

Jane Cormack: Explanation:

This is a good place to write any notes that you want your Business Adviser to take into account when reviewing your Personal Survival Budget.

												

Jane Cormack: Explanation:

This is calculated by multiplying your anticipated monthly income by 12.		

Jane Cormack: Explanation:

Use this field if you have any other sources of income that are not covered in the above. 

For example, if you are currently drawing on your personal savings, how much do you take-out each month? 

Or you may currently earn a monthly income or return on a financial investment, like an investment property.		

Jane Cormack: Explanation:

Use this field if you have any other sources of income that are not covered in the above. 

For example, if you are currently drawing on your personal savings, how much do you take-out each month? 

Or you may currently earn a monthly income or return on a financial investment, like an investment property.		

Jane Cormack: Explanation:

Your total income is made up of all your individual sources of income added together.		

Jane Cormack: Explanation:

This section is where you list any of the expenses you personally incur in a typical month. Among other things, this could include your home rent or mortgage payments, personal loan repayments, council tax, utilities bills, childcare or school fees, personal savings or monthly grocery bill. 

Please note we are only interested in the money that you personally spend each month, so if you share the rent or utilities payments with your partner then you only need to list the amount that you pay - not the whole rent owed on the property.

Similarly, if you currently live with your parents and pay contributions towards their mortgage, you only need to list the amount you pay to them each month. The number of items you include will depend on your personal situation.		

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each of the expenses you list.								

Jane Cormack: Explanation:

This is calculated by multiplying your anticipated monthly expenses by 12.		

Jane Cormack: Explanation:

Use this field if you have any other expenses that are not covered in the above. 

For example, you might have another personal loan, other than your Start Up Loan, that you are currently making repayments towards.

Or if you have children, think about any costs you incur on a monthly basis like school fees, childcare, extra curricular activities etc.		Use this space to explain any of the information you have provided in the fields above.











Cash Flow





				12-MONTH CASH FLOW FORECAST



				Andrei Agopian

				Mad Dog Hot Dog

				4/25/20





				Select your starting month:

Jane Cormack: Explanation

Your forecast will run for 12-months from the start month you choose. This may be the month you expect to start your business or, if you have already started trading, the month you would like to receive the loan, if successful.

Click on the cell to reveal a drop down list.		July

										MONTHS

				Cash in-flows

Jane Cormack: Explanation

This is where you list any money that you have coming in to your business such as product or service sales, equity or other investments and your Start Up Loan.

The number of items you include will depend on your business model, but a typical revenue section usually includes between three and six items. If any of the pre-listed items are not relevant to your business, simply mark '0' in in the value field; and equally, if there are any items missing from the list, you can add them in the free fields at the bottom of the table.		Description (as required)

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each cash in-flow.		Starting point

Jane Cormack: Explanation

Enter any money that you have prior to starting your 12-month forecast in this column. Leave it blank if this does not apply to some/any of your items.		1		2		3		4		5		6		7		8		9		10		11		12		TOTAL

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash in-flows.

				Anticipated sales hot dogs

Jane Cormack: Explanation:

This is value of the sales you anticipate making in the next 12-months.				

Jane Cormack: Explanation

Enter any money that you have prior to starting your 12-month forecast in this column. Leave it blank if this does not apply to some/any of your items.		3.50£ per unit		£0		£10,000		£12,500		£14,000		£11,000		£23,000		£11,000		£4,500		£5,000		£9,000		£10,000		£11,200		£13,200		£134,400

				Value of Start Up Loan				£20,000

Jane Cormack: Explanation:

Enter the full value of the Start Up Loan you are applying for in this cell.		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		£20,000

				Other sources of cash or equity

Jane Cormack: Explanation:

This might be money that you have personally put into the business or money that your business partners, private investors or other individuals have contributed. This could also be money that you have been gifted or inherited.				

Jane Cormack: Explanation:

Enter the full value of the Start Up Loan you are applying for in this cell.		Outside of business salaries		£10,000		£2,400		£2,400		£2,400		£2,400		£2,400		£2,400		£2,400		£2,400		£2,400		£2,400		£2,400		£2,400		£38,800

				Existing assets for business purposes

Jane Cormack: Explanation:

An asset is an item or resource with value that you own and control and which has the potential to help you generate cash flow, reduce expenses or improve your sales in the future. 

For example, this could be a vehicle, equipment or raw stock that you have purchased to produce your goods and/or services. 

Please note, in order to balance this source of revenue, it will also be automatically reflected in the cash out-flows section of your cash flow forecast down below. That's because any value coming into the business has to have come out of somewhere.				£300		£20,000						£0		£0		£0		£0		£0		£0		£0		£0		£0		£20,300

				Drinks (seasonal treats)

Jane Cormack: Explanation:

Use these fields if your business has any other income or cash in-flows that are not covered in the above. 

Provide a description of these items in the next field.		3.50£ per unit		£0		£16,000		£14,000		£7,000		£7,000		£4,000		£3,000		£4,000		£1,500		£2,000		£3,500		£4,500		£8,000		£74,500

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other income or cash in-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other income or cash in-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other income or cash in-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Total cash in-flows 

Jane Cormack: Explanation:

Your total cash in-flow is made up of all your individual sources of revenue added together.				£30,300		£48,400		£28,900		£23,400		£20,400		£29,400		£16,400		£10,900		£8,900		£13,400		£15,900		£18,100		£23,600		£288,000



										MONTHS

				Cash out-flows

Jane Cormack: Explanation:

This is where you list any of the costs your business incurs, how frequently it incurs them and when these costs will take place. 

The number of items you include will depend on your business model.

If any of the pre-listed items are not relevant to your business, simply mark '0' in in the value field; and equally, if there are any items missing from the list, you can add them in the free fields at the bottom of the table.		Description (as required)

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each cash out-flow.		Starting point		1		2		3		4		5		6		7		8		9		10		11		12		TOTAL

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash out-flows.

				Cost of sales

Jane Cormack: Explanation:

This is costs you expect to incur in order to produce all of your anticipated sales for the next 12-months. 				£0		£4,300		£4,500		£5,500		£4,500		£8,000		£4,300		£1,200		£2,000		£4,120		£4,300		£4,600		£5,300		£52,620

				Existing assets for business purposes

Jane Cormack: Explanation:

Any assets or resources with value that you own and control and have the potential to help you generate cash flow, reduce expenses or improve your sales in the future need to be reflected in both your cash in-flows and cash-out flows. 

This row is automatically populated based on what you entered in the cash in-flows section above. 																														

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash in-flows.		£300

Jane Cormack: Explanation:

This is automatically populated based on the total amount of existing assets you declared above in order to balance your books.		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£300

				Rent or premises costs

Jane Cormack: Tip:

You may be leasing your own venue, paying a membership fee to a hotdesking work hub, or working in a retail space. What cost do you incur to do this each month?				

Jane Cormack: Explanation:

This is automatically populated based on the total amount of existing assets you declared above in order to balance your books.		n/a		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Business rates for your business premises

Jane Cormack: Tip:

If you have a business premises or work from a home office, then it is likely that you will have to pay business rates to your local council.

Check with your Local Authority if you're not sure.		n/a		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Utilities (gas, electricity, water)

Jane Cormack: Tip:

You can group all of your utilities together into one monthly line item. 

This might include things like your gas, electricity or water payments you make for your business. 

If you work from your home office, you may be entitled to charge a portion of your utilities expenses against the business.		Depending on location		£0		£40		£40		£40		£40		£40		£40		£40		£40		£40		£40		£40		£40		£480

				Insurance

Jane Cormack: Tip:

It is important to consider business insurance to cover you for any range of circumstances that may emerge that are out of your control.

This could be anything from premises, stock or equipment insurance to personal or employee liability insurance.				£0		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400		£4,800

				Telephone and internet

Jane Cormack: Tip:

Telephone and internet access is likely to be essential for almost every business type. 

Think about all the costs you incur for this line item across your business, including the cost for each individual staff member if relevant.				£0		£50		£50		£50		£50		£50		£50		£50		£50		£50		£50		£50		£50		£600

				Marketing and advertising expenses

Jane Cormack: Tip:

Think about what you have detailed in your business plan. 

What are the regular marketing and advertising costs that you incur to promote your business and drive sales? 				£2,000		£1,000		£1,000		£500		£500		£200		£200		£100		£1,000		£1,000		£1,000		£200		£2,000		£10,700

				Vehicle running costs

Jane Cormack: Tip:

If you use a vehicle to operate your business, how much do you spend each month on fuel, insurance, registration, repairs?				£0		£150		£150		£150		£150		£150		£150		£150		£150		£150		£150		£150		£150		£1,800

				Equipment purchase or leasing

Jane Cormack: Explanation:

This is the cost of purchasing or leasing equipment to produce your product(s) and/or service(s), or the use of software to support you in delivering your product(s) and/or service(s).				£500		£0		£0		£0		£0		£0		£200		£0		£0		£0		£0		£0		£300		£1,000

				Postage, printing, stationery

Jane Cormack: Tip:

Every business incurs administrative costs, whether it is postage stamps to send out your product(s) and/or service(s), stationery products for you and your team, or printing facilities.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Transport and delivery

Jane Cormack: Tip:

If you run a product based business then you may incur monthly fees for transport and delivery of your goods.				£0		£30		£30		£30		£30		£30		£30		£30		£30		£30		£30		£30		£30		£360

				Professional fees (legal, accounting etc.)

Jane Cormack: Tip:

Think about any professional services you need to use in order to manage your business. This might be on a retainer or ad-hoc basis.

For example, a lawyer, accountant, designer or marketing consultant.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£200		£200

				Your salary (if PSB is in deficit)*

Jane Cormack: Explanation:

These cells are designed to auto-populate based on the responses in your Personal Survival Budget (PSB). It will only display figures if your PSB is in deficit, as this means you will require you will need to take more from the business each month in order to meet your personal expenses. 

If your PSB  is in surplus, then these cells will stay blank as this means you are already meeting your personal expenses every month without drawing additional money from your business.

To see whether your PSB is in surplus or deficit, go to the Personal Survival Budget tab and see the final row entitled 'Your monthly balance'.

If you haven't completed your PSB yet, then this will remain blank until you do.
																														

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash out-flows.		n/a see Notes		n/a		£0

Jane Cormack: Explanation:

These cells are designed to auto-populate based on the responses in your Personal Survival Budget (PSB). It will only display figures if your PSB is in deficit, as this means you will require you will need to take more from the business each month in order to meet your personal expenses. 

If your PSB  is in surplus, then these cells will stay blank as this means you are already meeting your personal expenses every month without drawing additional money from your business.

To see whether your PSB is in surplus or deficit, go to the Personal Survival Budget tab and see the final row entitled 'Your monthly balance'.

If you haven't completed your Personal Survival Budget yet, then this will remain blank until you do.		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Your salary (over and above your PSB needs)*

Jane Cormack: Explanation:

This is for any additional money you would like to take from the business as your salary, above and beyond your Personal Survival Budget (PSB) needs. 

For example, if your PSB is currently in surplus (you already have enough money to meet your personal expenses) but you would like to take a further £200 for yourself from the business each month, then this should be added in here.		n/a see Notes		n/a		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Staff costs

Jane Cormack: Tip:

If you hire staff, whether full time or part time, then this is where you can reflect the amount of money you spend each month on staff salaries, national insurance contributions and staff pensions etc.						

Jane Cormack: Explanation:

These cells are designed to auto-populate based on the responses in your Personal Survival Budget (PSB). It will only display figures if your PSB is in deficit, as this means you will require you will need to take more from the business each month in order to meet your personal expenses. 

If your PSB  is in surplus, then these cells will stay blank as this means you are already meeting your personal expenses every month without drawing additional money from your business.

To see whether your PSB is in surplus or deficit, go to the Personal Survival Budget tab and see the final row entitled 'Your monthly balance'.

If you haven't completed your Personal Survival Budget yet, then this will remain blank until you do.		Emergency 140£/day		£0		£0		£140		£0		£0		£560		£0		£0		£0		£0		£0		£0		£140		£840

				Start Up Loan monthly repayment*

Jane Cormack: Tip:

For help figuring out your monthly loan repayment amounts, try the free loan repayment calculator on our website. 

Visit: https://www.startuploans.co.uk/loan-repayment-calculator/ 
				n/a		£1,000

Jane Cormack: Tip:

Your monthly loan repayments will be the same each month. Simply enter the monthly amount in this first cell, and this will automatically carry it across for the full 12-months.

For help figuring out your monthly loan repayment amounts, try the free loan repayment calculator on our website. 

Visit: https://www.startuploans.co.uk/loan-repayment-calculator/ 		£1,000		£1,000		£1,000		£1,000		£1,000		£1,000		£1,000		£1,000		£1,000		£1,000		£1,000		£12,000

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.						

Jane Cormack: Tip:

Your monthly loan repayments will be the same each month. Simply enter the monthly amount in this first cell, and this will automatically carry it across for the full 12-months.

For help figuring out your monthly loan repayment amounts, try the free loan repayment calculator on our website. 

Visit: https://www.startuploans.co.uk/loan-repayment-calculator/ 		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Total cash out-flows 

Jane Cormack: Explanation:

Your total cash out-flow is made up of all your expenses added together.				£2,800		£6,970		£7,310		£7,670		£6,670		£10,430		£6,370		£2,970		£4,670		£6,790		£6,970		£6,470		£9,610		£85,700



						Net Cash Flow      :

Jane Cormack: Explanation:

Your net cash flow tells you the difference between what is coming in and what is going out of your business on a monthly basis.
		£27,500		£41,430		£21,590		£15,730		£13,730		£18,970		£10,030		£7,930		£4,230		£6,610		£8,930		£11,630		£13,990		£202,300



						Your monthly opening business bank account balance

Jane Cormack: Explanation:

This is the amount of money that you have available for your business at the start of each month. You'll see this number will auto-update for each month, based on the previous months' cash flow. 

		£0

Jane Cormack: Tip:

If you're not currently trading, then leave this cell as zero / blank.

If your business is already trading, then you should enter your current business bank account cash balance in this cell.		£27,500		£68,930		£90,520		£106,250		£119,980		£138,950		£148,980		£156,910		£161,140		£167,750		£176,680		£188,310		£202,300



						Your closing cash position

Jane Cormack: Explanation:

This is your anticipated financial position at the end of each month, once you have brought in all your revenue, paid all your expenses and balanced your books. 

This figure is calculated by adding together whatever money is recorded in your net cash flow for a particular month with the opening balance at the start of that month.
		£27,500		£68,930		£90,520		£106,250		£119,980		£138,950		£148,980		£156,910		£161,140		£167,750		£176,680		£188,310		£202,300		£202,300





						NOTES 

Jane Cormack: Explanation:

This is a good place to write any notes that you want your Business Adviser to take into account when reviewing your Cash Flow Forecast.

This might be if something needs further explanation or if you want to more clearly reference a figure back to something in your Business Plan.

						Use this space to explain any of the information you have provided in the fields above.

						The cost of utilities was included as per certain locations where the local authorities might have special rates.









Balance Sheet

		Create a Balance Sheet in this worksheet. Helpful instructions on how to use this worksheet are in cells in this column. Arrow down to get started.		Mad Dog Hot Dog				Balance Sheet

		Enter Company Name in cell at right. Title of this worksheet is in cell D1. Next instruction is in cell A4.



		Assets label is in cell at right.		Assets

		Enter details in Current Assets table starting in cell at right. Next instruction is in cell A14.		Current assets:		Previous Year		Current Year

				Cash		n/a		10,000.00

				Investments		n/a		20,000.00

				Inventories		n/a		300.00

				Accounts receivable		n/a		- 0

				Pre-paid expenses		n/a		- 0

				Other		n/a		- 0

				Total current assets		- 0		30,300.00



		Enter details in Fixed Assets table starting in cell at right. Next instruction is in cell A21.		Fixed assets:		Previous Year		Current Year

				Property and equipment		- 0		- 0

				Leasehold improvements		- 0		- 0

				Equity and other investments		- 0		- 0

				Less accumulated depreciation		- 0		- 0

				Total fixed assets		- 0		- 0



		Enter details in Other Assets table starting in cell at right. Next instruction is in cell A25.		Other assets:		Previous Year		Current Year

				Goodwill		- 0		- 0

				Total other assets		- 0		- 0



		Total Assets for Previous Year are auto calculated in cell C25 and Total Assets for Current Year in cell D25. Next instruction is in cell A27.		Total assets		- 0		30,300.00



		Liabilities and owner's equity label is in cell at right.		Liabilities and owner's equity

		Enter details in Current Liabilities table starting in cell at right. Next instruction is in cell A37.		Current liabilities:		Previous Year		Current Year

				Accounts payable		- 0		20,000.00

				Accrued wages		- 0		- 0

				Accrued compensation		- 0		- 0

				Income taxes payable		- 0		- 0

				Unearned revenue		- 0		- 0

				Other		- 0		- 0

				Total current liabilities		- 0		20,000.00



		Enter details in Long-term Liabilities table starting in cell at right. Next instruction is in cell A41.		Long-term liabilities:		Previous Year		Current Year

				Mortgage payable		- 0		- 0

				Total long-term liabilities		- 0		- 0



		Enter details in Owner’s Equity table starting in cell at right. Next instruction is in cell A46.		Owner's equity:		Previous Year		Current Year

				Investment capital		- 0		10,000.00

				Accumulated retained earnings		- 0		- 0

				Total owner's equity		- 0		10,000.00



		Total liabilities and owner's equity for previous year are auto calculated in cell C46 and for the current year in cell D46. Next instruction is in cell A49.		Total liabilities and owner's equity		- 0		30,000.00



		Previous Year Balance is auto calculated in cell C49 and Current Year Balance in cell D49.		Balance		- 0		300.00





Forecast 3 Years





		SALES FORECAST



		Andrei Agopian

		Mad Dog Hot Dog

		4/25/20





		Select your starting month:

Jane Cormack: Explanation

Your forecast will run for 12-months from the start month you choose. This may be the month you expect to start your business or, if you have already started trading, the month you would like to receive the loan, if successful.

Click on the cell to reveal a drop down list.		July

								MONTHS																										MONTHS																										MONTHS

		Cash in-flows

Jane Cormack: Explanation

This is where you list any money that you have coming in to your business such as product or service sales, equity or other investments and your Start Up Loan.

The number of items you include will depend on your business model, but a typical revenue section usually includes between three and six items. If any of the pre-listed items are not relevant to your business, simply mark '0' in in the value field; and equally, if there are any items missing from the list, you can add them in the free fields at the bottom of the table.		Description (as required)

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each cash in-flow.		Starting point

Jane Cormack: Explanation

Enter any money that you have prior to starting your 12-month forecast in this column. Leave it blank if this does not apply to some/any of your items.		1		2		3		4		5		6		7		8		9		10		11		12		TOTAL

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash in-flows.		1		2		3		4		5		6		7		8		9		10		11		12		TOTAL

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash in-flows.		1		2		3		4		5		6		7		8		9		10		11		12		TOTAL

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash in-flows.

		Anticipated sales hot dogs

Jane Cormack: Explanation:

This is value of the sales you anticipate making in the next 12-months.				

Jane Cormack: Explanation

Enter any money that you have prior to starting your 12-month forecast in this column. Leave it blank if this does not apply to some/any of your items.		3.50£ per unit		£0		£10,000		£12,500		£14,000		£11,000		£23,000		£11,000		£4,500		£5,000		£9,000		£10,000		£11,200		£13,200		£134,400		£11,000		£13,750		£15,400		£12,100		£25,300		£12,100		£4,950		£5,500		£9,900		£11,000		£12,320		£14,520		£282,240		£12,100		£15,125		£16,940		£13,310		£27,830		£13,310		£5,445		£6,050		£10,890		£12,100		£13,552		£15,972		£444,864

		Value of Start Up Loan				£20,000

Jane Cormack: Explanation:

Enter the full value of the Start Up Loan you are applying for in this cell.		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		£20,000		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		£20,000		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		£20,000

		Other sources of cash or equity

Jane Cormack: Explanation:

This might be money that you have personally put into the business or money that your business partners, private investors or other individuals have contributed. This could also be money that you have been gifted or inherited.				

Jane Cormack: Explanation:

Enter the full value of the Start Up Loan you are applying for in this cell.		Outside of business salaries		£10,000		£2,400		£2,400		£2,400		£2,400		£2,400		£2,400		£2,400		£2,400		£2,400		£2,400		£2,400		£2,400		£38,800		£2,640		£2,640		£2,640		£2,640		£2,640		£2,640		£2,640		£2,640		£2,640		£2,640		£2,640		£2,640		£70,480		£2,904		£2,904		£2,904		£2,904		£2,904		£2,904		£2,904		£2,904		£2,904		£2,904		£2,904		£2,904		£105,328

		Existing assets for business purposes

Jane Cormack: Explanation:

An asset is an item or resource with value that you own and control and which has the potential to help you generate cash flow, reduce expenses or improve your sales in the future. 

For example, this could be a vehicle, equipment or raw stock that you have purchased to produce your goods and/or services. 

Please note, in order to balance this source of revenue, it will also be automatically reflected in the cash out-flows section of your cash flow forecast down below. That's because any value coming into the business has to have come out of somewhere.				£300		£20,000						£0		£0		£0		£0		£0		£0		£0		£0		£0		£20,300		£22,000		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£42,300		£24,200		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£66,500

		Drinks (seasonal treats)

Jane Cormack: Explanation:

Use these fields if your business has any other income or cash in-flows that are not covered in the above. 

Provide a description of these items in the next field.		3.50£ per unit		£0		£16,000		£14,000		£7,000		£7,000		£4,000		£3,000		£4,000		£1,500		£2,000		£3,500		£4,500		£8,000		£74,500		£17,600		£15,400		£7,700		£7,700		£4,400		£3,300		£4,400		£1,650		£2,200		£3,850		£4,950		£8,800		£156,450		£19,360		£16,940		£8,470		£8,470		£4,840		£3,630		£4,840		£1,815		£2,420		£4,235		£5,445		£9,680		£246,595

		Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other income or cash in-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

		Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other income or cash in-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

		Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other income or cash in-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

		Total cash in-flows 

Jane Cormack: Explanation:

Your total cash in-flow is made up of all your individual sources of revenue added together.				£30,300		£48,400		£28,900		£23,400		£20,400		£29,400		£16,400		£10,900		£8,900		£13,400		£15,900		£18,100		£23,600		£288,000		£53,240		£31,790		£25,740		£22,440		£32,340		£18,040		£11,990		£9,790		£14,740		£17,490		£19,910		£25,960		£571,470		£58,564		£34,969		£28,314		£24,684		£35,574		£19,844		£13,189		£10,769		£16,214		£19,239		£21,901		£28,556		£883,287



								MONTHS																										MONTHS																										MONTHS

		Cash out-flows

Jane Cormack: Explanation:

This is where you list any of the costs your business incurs, how frequently it incurs them and when these costs will take place. 

The number of items you include will depend on your business model.

If any of the pre-listed items are not relevant to your business, simply mark '0' in in the value field; and equally, if there are any items missing from the list, you can add them in the free fields at the bottom of the table.		Description (as required)

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each cash out-flow.		Starting point		1		2		3		4		5		6		7		8		9		10		11		12		TOTAL

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash out-flows.		1		2		3		4		5		6		7		8		9		10		11		12		TOTAL

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash out-flows.		1		2		3		4		5		6		7		8		9		10		11		12		TOTAL

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash out-flows.

		Cost of sales

Jane Cormack: Explanation:

This is costs you expect to incur in order to produce all of your anticipated sales for the next 12-months. 				£0		£4,300		£4,500		£5,500		£4,500		£8,000		£4,300		£1,200		£2,000		£4,120		£4,300		£4,600		£5,300		£52,620		£4,730		£4,950		£6,050		£4,950		£8,800		£4,730		£1,320		£2,200		£4,532		£4,730		£5,060		£5,830		£110,502		£5,203		£5,445		£6,655		£5,445		£9,680		£5,203		£1,452		£2,420		£4,985		£5,203		£5,566		£6,413		£174,172

		Existing assets for business purposes

Jane Cormack: Explanation:

Any assets or resources with value that you own and control and have the potential to help you generate cash flow, reduce expenses or improve your sales in the future need to be reflected in both your cash in-flows and cash-out flows. 

This row is automatically populated based on what you entered in the cash in-flows section above. 																														

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash in-flows.		£300

Jane Cormack: Explanation:

This is automatically populated based on the total amount of existing assets you declared above in order to balance your books.		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£300		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£300		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£300

		Rent or premises costs

Jane Cormack: Tip:

You may be leasing your own venue, paying a membership fee to a hotdesking work hub, or working in a retail space. What cost do you incur to do this each month?				

Jane Cormack: Explanation:

This is automatically populated based on the total amount of existing assets you declared above in order to balance your books.		n/a		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

		Business rates for your business premises

Jane Cormack: Tip:

If you have a business premises or work from a home office, then it is likely that you will have to pay business rates to your local council.

Check with your Local Authority if you're not sure.		n/a		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

		Utilities (gas, electricity, water)

Jane Cormack: Tip:

You can group all of your utilities together into one monthly line item. 

This might include things like your gas, electricity or water payments you make for your business. 

If you work from your home office, you may be entitled to charge a portion of your utilities expenses against the business.		Depending on location		£0		£40		£40		£40		£40		£40		£40		£40		£40		£40		£40		£40		£40		£480		£44		£44		£44		£44		£44		£44		£44		£44		£44		£44		£44		£44		£1,008		£48		£48		£48		£48		£48		£48		£48		£48		£48		£48		£48		£48		£1,589

		Insurance

Jane Cormack: Tip:

It is important to consider business insurance to cover you for any range of circumstances that may emerge that are out of your control.

This could be anything from premises, stock or equipment insurance to personal or employee liability insurance.				£0		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400		£400		£4,800		£440		£440		£440		£440		£440		£440		£440		£440		£440		£440		£440		£440		£10,080		£484		£484		£484		£484		£484		£484		£484		£484		£484		£484		£484		£484		£15,888

		Telephone and internet

Jane Cormack: Tip:

Telephone and internet access is likely to be essential for almost every business type. 

Think about all the costs you incur for this line item across your business, including the cost for each individual staff member if relevant.				£0		£50		£50		£50		£50		£50		£50		£50		£50		£50		£50		£50		£50		£600		£55		£55		£55		£55		£55		£55		£55		£55		£55		£55		£55		£55		£1,260		£61		£61		£61		£61		£61		£61		£61		£61		£61		£61		£61		£61		£1,986

		Marketing and advertising expenses

Jane Cormack: Tip:

Think about what you have detailed in your business plan. 

What are the regular marketing and advertising costs that you incur to promote your business and drive sales? 				£2,000		£1,000		£1,000		£500		£500		£200		£200		£100		£1,000		£1,000		£1,000		£200		£2,000		£10,700		£1,100		£1,100		£550		£550		£220		£220		£110		£1,100		£1,100		£1,100		£220		£2,200		£20,270		£1,210		£1,210		£605		£605		£242		£242		£121		£1,210		£1,210		£1,210		£242		£2,420		£30,797

		Vehicle running costs

Jane Cormack: Tip:

If you use a vehicle to operate your business, how much do you spend each month on fuel, insurance, registration, repairs?				£0		£150		£150		£150		£150		£150		£150		£150		£150		£150		£150		£150		£150		£1,800		£165		£165		£165		£165		£165		£165		£165		£165		£165		£165		£165		£165		£3,780		£182		£182		£182		£182		£182		£182		£182		£182		£182		£182		£182		£182		£5,958

		Equipment purchase or leasing

Jane Cormack: Explanation:

This is the cost of purchasing or leasing equipment to produce your product(s) and/or service(s), or the use of software to support you in delivering your product(s) and/or service(s).				£500		£0		£0		£0		£0		£0		£200		£0		£0		£0		£0		£0		£300		£1,000		£0		£0		£0		£0		£0		£220		£0		£0		£0		£0		£0		£330		£1,550		£0		£0		£0		£0		£0		£242		£0		£0		£0		£0		£0		£363		£2,155

		Postage, printing, stationery

Jane Cormack: Tip:

Every business incurs administrative costs, whether it is postage stamps to send out your product(s) and/or service(s), stationery products for you and your team, or printing facilities.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

		Transport and delivery

Jane Cormack: Tip:

If you run a product based business then you may incur monthly fees for transport and delivery of your goods.				£0		£30		£30		£30		£30		£30		£30		£30		£30		£30		£30		£30		£30		£360		£33		£33		£33		£33		£33		£33		£33		£33		£33		£33		£33		£33		£756		£36		£36		£36		£36		£36		£36		£36		£36		£36		£36		£36		£36		£1,192

		Professional fees (legal, accounting etc.)

Jane Cormack: Tip:

Think about any professional services you need to use in order to manage your business. This might be on a retainer or ad-hoc basis.

For example, a lawyer, accountant, designer or marketing consultant.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£200		£200		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£220		£420		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£242		£662

		Your salary (if PSB is in deficit)*

Jane Cormack: Explanation:

These cells are designed to auto-populate based on the responses in your Personal Survival Budget (PSB). It will only display figures if your PSB is in deficit, as this means you will require you will need to take more from the business each month in order to meet your personal expenses. 

If your PSB  is in surplus, then these cells will stay blank as this means you are already meeting your personal expenses every month without drawing additional money from your business.

To see whether your PSB is in surplus or deficit, go to the Personal Survival Budget tab and see the final row entitled 'Your monthly balance'.

If you haven't completed your PSB yet, then this will remain blank until you do.
																														

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash out-flows.		n/a see Notes		n/a		£0

Jane Cormack: Explanation:

These cells are designed to auto-populate based on the responses in your Personal Survival Budget (PSB). It will only display figures if your PSB is in deficit, as this means you will require you will need to take more from the business each month in order to meet your personal expenses. 

If your PSB  is in surplus, then these cells will stay blank as this means you are already meeting your personal expenses every month without drawing additional money from your business.

To see whether your PSB is in surplus or deficit, go to the Personal Survival Budget tab and see the final row entitled 'Your monthly balance'.

If you haven't completed your Personal Survival Budget yet, then this will remain blank until you do.		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

Jane Cormack: Explanation:

These cells are designed to auto-populate based on the responses in your Personal Survival Budget (PSB). It will only display figures if your PSB is in deficit, as this means you will require you will need to take more from the business each month in order to meet your personal expenses. 

If your PSB  is in surplus, then these cells will stay blank as this means you are already meeting your personal expenses every month without drawing additional money from your business.

To see whether your PSB is in surplus or deficit, go to the Personal Survival Budget tab and see the final row entitled 'Your monthly balance'.

If you haven't completed your Personal Survival Budget yet, then this will remain blank until you do.		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

Jane Cormack: Explanation:

These cells are designed to auto-populate based on the responses in your Personal Survival Budget (PSB). It will only display figures if your PSB is in deficit, as this means you will require you will need to take more from the business each month in order to meet your personal expenses. 

If your PSB  is in surplus, then these cells will stay blank as this means you are already meeting your personal expenses every month without drawing additional money from your business.

To see whether your PSB is in surplus or deficit, go to the Personal Survival Budget tab and see the final row entitled 'Your monthly balance'.

If you haven't completed your Personal Survival Budget yet, then this will remain blank until you do.		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

		Your salary (over and above your PSB needs)*

Jane Cormack: Explanation:

This is for any additional money you would like to take from the business as your salary, above and beyond your Personal Survival Budget (PSB) needs. 

For example, if your PSB is currently in surplus (you already have enough money to meet your personal expenses) but you would like to take a further £200 for yourself from the business each month, then this should be added in here.																																																								

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash in-flows.		n/a see Notes		n/a		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

		Staff costs

Jane Cormack: Tip:

If you hire staff, whether full time or part time, then this is where you can reflect the amount of money you spend each month on staff salaries, national insurance contributions and staff pensions etc.						

Jane Cormack: Explanation:

These cells are designed to auto-populate based on the responses in your Personal Survival Budget (PSB). It will only display figures if your PSB is in deficit, as this means you will require you will need to take more from the business each month in order to meet your personal expenses. 

If your PSB  is in surplus, then these cells will stay blank as this means you are already meeting your personal expenses every month without drawing additional money from your business.

To see whether your PSB is in surplus or deficit, go to the Personal Survival Budget tab and see the final row entitled 'Your monthly balance'.

If you haven't completed your Personal Survival Budget yet, then this will remain blank until you do.		Emergency 140£/day		£0		£0		£140		£0		£0		£560		£0		£0		£0		£0		£0		£0		£140		£840		£0		£154		£0		£0		£616		£0		£0		£0		£0		£0		£0		£154		£1,764		£0		£169		£0		£0		£678		£0		£0		£0		£0		£0		£0		£169		£2,780

		Start Up Loan monthly repayment*

Jane Cormack: Tip:

For help figuring out your monthly loan repayment amounts, try the free loan repayment calculator on our website. 

Visit: https://www.startuploans.co.uk/loan-repayment-calculator/ 
				n/a		£1,000

Jane Cormack: Tip:

Your monthly loan repayments will be the same each month. Simply enter the monthly amount in this first cell, and this will automatically carry it across for the full 12-months.

For help figuring out your monthly loan repayment amounts, try the free loan repayment calculator on our website. 

Visit: https://www.startuploans.co.uk/loan-repayment-calculator/ 		£1,000		£1,000		£1,000		£1,000		£1,000		£1,000		£1,000		£1,000		£1,000		£1,000		£1,000		£12,000		£1,100

Jane Cormack: Tip:

Your monthly loan repayments will be the same each month. Simply enter the monthly amount in this first cell, and this will automatically carry it across for the full 12-months.

For help figuring out your monthly loan repayment amounts, try the free loan repayment calculator on our website. 

Visit: https://www.startuploans.co.uk/loan-repayment-calculator/ 		£1,100		£1,100		£1,100		£1,100		£1,100		£1,100		£1,100		£1,100		£1,100		£1,100		£1,100		£25,200		£1,000

Jane Cormack: Tip:

Your monthly loan repayments will be the same each month. Simply enter the monthly amount in this first cell, and this will automatically carry it across for the full 12-months.

For help figuring out your monthly loan repayment amounts, try the free loan repayment calculator on our website. 

Visit: https://www.startuploans.co.uk/loan-repayment-calculator/ 		£1,000		£1,000		£0		£0		£0		£0		£0		£0		£0		£0		£0		£28,200

		Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

		Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.						

Jane Cormack: Tip:

Your monthly loan repayments will be the same each month. Simply enter the monthly amount in this first cell, and this will automatically carry it across for the full 12-months.

For help figuring out your monthly loan repayment amounts, try the free loan repayment calculator on our website. 

Visit: https://www.startuploans.co.uk/loan-repayment-calculator/ 		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

		Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

		Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

		Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

		Total cash out-flows 

Jane Cormack: Explanation:

Your total cash out-flow is made up of all your expenses added together.				£2,800		£6,970		£7,310		£7,670		£6,670		£10,430		£6,370		£2,970		£4,670		£6,790		£6,970		£6,470		£9,610		£85,700		£7,667		£8,041		£8,437		£7,337		£11,473		£7,007		£3,267		£5,137		£7,469		£7,667		£7,117		£10,571		£176,890		£8,224		£8,635		£9,071		£6,861		£11,410		£6,498		£2,384		£4,441		£7,006		£7,224		£6,619		£10,418		£265,679



				Net Cash Flow      :

Jane Cormack: Explanation:

Your net cash flow tells you the difference between what is coming in and what is going out of your business on a monthly basis.
																																																						

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash out-flows.		£27,500		£41,430		£21,590		£15,730		£13,730		£18,970		£10,030		£7,930		£4,230		£6,610		£8,930		£11,630		£13,990		£202,300		£45,573		£23,749		£17,303		£15,103		£20,867		£11,033		£8,723		£4,653		£7,271		£9,823		£12,793		£15,389		£394,580		£50,340		£26,334		£19,243		£17,823		£24,164		£13,346		£10,805		£6,328		£9,208		£12,015		£15,282		£18,138		£617,608



				Your monthly opening business bank account balance

Jane Cormack: Explanation:

This is the amount of money that you have available for your business at the start of each month. You'll see this number will auto-update for each month, based on the previous months' cash flow. 

																																																																																

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash in-flows.		£0

Jane Cormack: Tip:

If you're not currently trading, then leave this cell as zero / blank.

If your business is already trading, then you should enter your current business bank account cash balance in this cell.																												

Jane Cormack: Explanation:

These cells are designed to auto-populate based on the responses in your Personal Survival Budget (PSB). It will only display figures if your PSB is in deficit, as this means you will require you will need to take more from the business each month in order to meet your personal expenses. 

If your PSB  is in surplus, then these cells will stay blank as this means you are already meeting your personal expenses every month without drawing additional money from your business.

To see whether your PSB is in surplus or deficit, go to the Personal Survival Budget tab and see the final row entitled 'Your monthly balance'.

If you haven't completed your Personal Survival Budget yet, then this will remain blank until you do.		£27,500		£68,930		£90,520		£106,250		£119,980		£138,950		£148,980		£156,910		£161,140		£167,750		£176,680		£188,310		£202,300		£202,300		£247,873		£271,622		£288,925		£304,028		£324,895		£335,928		£344,651		£349,304		£356,575		£366,398		£379,191		£394,580		£394,580		£444,920		£471,254		£490,498		£508,321		£532,485		£545,831		£556,636		£562,964		£572,173		£584,188		£599,470		£617,608



				Your closing cash position

Jane Cormack: Explanation:

This is your anticipated financial position at the end of each month, once you have brought in all your revenue, paid all your expenses and balanced your books. 

This figure is calculated by adding together whatever money is recorded in your net cash flow for a particular month with the opening balance at the start of that month.
																														

Jane Cormack: Tip:

Your monthly loan repayments will be the same each month. Simply enter the monthly amount in this first cell, and this will automatically carry it across for the full 12-months.

For help figuring out your monthly loan repayment amounts, try the free loan repayment calculator on our website. 

Visit: https://www.startuploans.co.uk/loan-repayment-calculator/ 																																																		

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash out-flows.		

Jane Cormack: Explanation:

These cells are designed to auto-populate based on the responses in your Personal Survival Budget (PSB). It will only display figures if your PSB is in deficit, as this means you will require you will need to take more from the business each month in order to meet your personal expenses. 

If your PSB  is in surplus, then these cells will stay blank as this means you are already meeting your personal expenses every month without drawing additional money from your business.

To see whether your PSB is in surplus or deficit, go to the Personal Survival Budget tab and see the final row entitled 'Your monthly balance'.

If you haven't completed your Personal Survival Budget yet, then this will remain blank until you do.		

Jane Cormack: Tip:

Your monthly loan repayments will be the same each month. Simply enter the monthly amount in this first cell, and this will automatically carry it across for the full 12-months.

For help figuring out your monthly loan repayment amounts, try the free loan repayment calculator on our website. 

Visit: https://www.startuploans.co.uk/loan-repayment-calculator/ 		£27,500		£68,930		£90,520		£106,250		£119,980		£138,950		£148,980		£156,910		£161,140		£167,750		£176,680		£188,310		£202,300		£202,300		£247,873		£271,622		£288,925		£304,028		£324,895		£335,928		£344,651		£349,304		£356,575		£366,398		£379,191		£394,580		£394,580		£444,920		£471,254		£490,498		£508,321		£532,485		£545,831		£556,636		£562,964		£572,173		£584,188		£599,470		£617,608		£617,608
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