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	[bookmark: _Toc164442115]1 Executive summary 

This study imparted information about the business plan for the intended opening of Curriez Food and Bar, which is to be an Indian restaurant, which serves continental cuisine dishes with various options like desserts, starters, wraps, grilled, and snack bits. Further, this study deals with providing information on the business idea which mainly includes its mission, goals, and strategy to be achieved in the operation of the next 3 to 5 years. Then the information provided by this study about the different value propositions of this new business helps in making differentiation of the company with its competitors in the market. It also reflected information about the legal requirement to be met towards incorporation of the business in the UK. It also stated that the customer and competitors profiling as well. A complete management market risk analysis was also been done which led to the identification of the risks associated with the competitors, climatic change, and inflation. This study also stated about the promotion and the advertising strategy which facilitate the company in reaching out to the target set of customers. It also reflected information about forecasting profit and loss accounts as well. 


	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	
	

	
	[bookmark: _Toc164442116]2 Business details
[bookmark: _heading=h.1fob9te]Company name:
Curriez Food & Bar
	

	
	[bookmark: _heading=h.3znysh7]Address:
185 Bethnal Green Road, London, E2 6AB
	

	
	Primary contact method
Tel:0207 1231234
Email: info@curriezfoodandbar.net
website

	

	
	Website: www.curriezfoodandbar.net

	

	
	[bookmark: _heading=h.2et92p0]The business will: 

The Curriez Food & Bar will serve Indian and continental cuisine dishes having a variety of options starters, mains, sides, desserts, grilled, wraps, and snack bits option. The restaurant will have vegan, halal, and gluten-free options as well as be eco-friendly. It will be in a popular location which mainly includes Plymouth, Dundee and the Sunderland which helps in getting regular customers of Indian and continental cruising disease. This location was found to be attractive to the locals, students and working class. To make the restaurant business more attractive it will use the technology of a Self-Ordering Kiosk which helps reduce the waiting time of the customers by providing them with the facility to make orders and pay in just a few clicks.

	

	



	
	
	
	
	
	

	
	[bookmark: _Toc164442117]3 Key personnel
[bookmark: _heading=h.3dy6vkm]Details of owner(s):
Name: Luminitia-Gea Nina Marinescu

	

	
	Position/main responsibilities: Manager – Marketing/Admin
	

	
	Experience and knowledge of our industry: 10 years of experience as a manager
	

	
	
	

	
	Previous employment: Portofino Restaurant
	

	
	Key skills brought to the business: Administrative and leadership skills
	

	
	Business experience and any training undertaken: Business and Management Extended Diploma, L2 course of Marketing
	

	
	[bookmark: bookmark=id.1t3h5sf]Academic/professional qualifications: BA Honours International Hotel Management 
	

	
	Salary expectations £30,000 p.a.
	

	
	Name:   Aurel-Constantin Lature    
	

	
	Position/main responsibilities: Sales Manager/Admin
	

	
	Experience and knowledge of our industry: Booking keeping, account and waiting. 
	

	
	
	

	
	Previous employment: Italian Restaurant
	

	
	Key skills brought to the business: Preparing menu and recommending what drinks will complement which dish.
	

	
	Business experience and any training undertaken: waiting manager for 5 years.
	

	
	Academic/professional qualifications: BA Honours International Hotel Management
	

	
	Salary expectations £ 30,000


	

	
	Name:   Mohammed Ahmed   
Position/main responsibilities: Manager Kitchen/Admin

	
	Experience and knowledge of our industry: 20 years in Catering

	
	

	
	Previous employment: Jeera Restaurant

	
	Key skills brought to the business: Head Chef and ability to train and carry staff responsibilities, leadership.

	
	Business experience and any training undertaken:  stock taking, maintaining health and safety regulations, Level 2 Food Hygiene for Catering Certificate    

	
	Academic/professional qualifications: BA Honours International Hotel Management

	
	Salary expectations £ 30,000

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	



[bookmark: _Toc164442118]Vision
	
	
	

	
	[bookmark: _Toc164442119]4 The business idea
	

	
	[bookmark: _heading=h.17dp8vu]Sum up your business idea:

The Curriez Food & Bar's mission is to build an environmentally friendly Indian restaurant with a focus on densely populated areas, using a BMC model. Offering a range of options, including vegan and halal options, for consumers to dine in or take out is the value offer. Breakfast, lunch, and dinner options are available during the morning and late-night hours of operation. Target client segments include people of different ethnicities, genders, and ages, ranging from young adults to senior citizens. In order to create a modern and appealing atmosphere that will entice young adults to stop by for a quick bite to eat during their study and work breaks, LED and LED Neon lights will be employed in the restaurant. 
Social media, email, loyalty programmes, and these avenues will all be used to develop relationships with customers. To achieve customer service, the workforce must receive training. 
Debit and credit cards will be used for transaction-based income collection. In addition to catering and customer events, takeout and on-site options are also available. It's crucial to have the appropriate optimisation machines and platform.
Employing the correct staff will be important, as will choosing the ideal site for the restaurant and designing a menu that would appeal to patrons. All inventory must be on hand prior to the restaurant's opening, and maintaining the flow of money into and out of the company requires the services of an accountant.
To develop an effective website and operation of the working restaurant it will seek to the tie-up strategy with well-established restaurant business in the target market. The Curriez Food & Bar will make partnerships with some of the well-established restaurants and delivery services like JustEat, Ubereats, and Deliveroo. Further, the restaurant will also make collaboration with the charitable organistaion to enhance its image in the eye of the public. The restaurant will also arrange the events which also contribute toward the enhancement of the organisation's operation. 
This plan allows for the analysis of the cost structure, taking into account both fixed and variable costs associated with running the business.





	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	[bookmark: _Toc164442120]5 Business goals

	

	
	1. What do you want to achieve in your first year of business? 
	

	
	
Smart Goal: The goal of the company is to offer high-quality service and achieve a revenue of £ 300,000 in the first year of operation.  
	Specific
	The smart goal of the restaurants is to offer high-quality service and products to the customer and achieve the target of reaching £ 300,000 turnover in the first year of operation. 

	Measurable
	To measure the target objective the restaurant will consider a track record of its performance on a periodic basis which help in providing deep insight into the issue towards achieving the objective and the same remedies can be taken at appropriate times. 

	Achievable
	The set objective was found to be achievable as the restaurant hired an effective team which enable in achieving the objective and align it with the vision of the restaurant as well. This team will contribute to prioritising the needs of the customer to get repeated orders and help in enhancing the brand reputation. 

	Relevant
	The relevancy of the set goal is to enhance the operation of the business with the use of the latest technology of a Self-Ordering Kiosk which helps reduce the waiting time of the customers by providing them with the facility to make orders and pay in just a few clicks.

	Time Bound
	1 year.



	

	
	
	

	
	2. Where do you see your business in 3-5 years’ time?
Smart Goal: To generate a turnover of £ 400,000 per month in the next 3-5 years time.
	Specific
	The set smart goal of the restaurant is to achieve a turnover of £ 400,000 every month in the operation for the next 3-5 years. This identified goal helps the restaurant in enhancing its business operation along with grabbing the market.

	Measurable
	The set goals can be measured through the observation of the financial performance and the growth strategy of the restaurant which provide the opportunity to consider the faults which hinder the growth towards achieving objectives. 

	Achievable
	The set goal was found to be achievable for the restaurant with the use of an effective management team and resources. The restaurant can also adopt the strategy of raising its finances which can also help in achieving the set goals. 

	Relevant
	The relevancy of this goal is to effectively utilise the finance and the resources of the restaurant which enable it to enhance its operation in terms of increasing the turnover to £ 400,000 every month in the next 3-5 years time. 

	Time Bound
	4 years 



	

	
	
	

	
	
	

	
	

	
	
	

	
	[bookmark: _Toc164442121]6 What the business does

	

	
	
	Product/service
	Features
	Benefits

	· breakfast
	· coffee, teas & herbal teas, natural fruit juices, cocktails, cakes & desserts, healthy food
	· makes customers loyal
· good profit margin (LaFourchette SAS, 2020)


	· lunch
	· grilled food wraps
· curry, rice, sides, sundries
· alcoholic and non-alcoholic drinks, hot drinks
	· consumers are more productive
· opportunity to increase sales (Angliss, 2019)

	· dinner
	· dishes, sundries, a variety of rice, drink options
	· optimum convenience
· dedicated communication place for consumers
· culture exposure
· health (Korik, 2022)



	

	
	
	

	
	[bookmark: _Toc164442122]7 What makes the business different (Value Proposition)
Your product/service is unique or different compared with the competition because:
	

	
	The value proposition of Curriez Food & Bar which helps make it different from other competitors or the restaurants in the market includes its eco-friendly strategy in which the restaurant makes the use of decomposable or biodegradable things which provide the least harm to the environment. Further, the restaurant makes use of LED and LED Neon lights which are considered to be energy saving which consider to be sustainable steps of the restaurant. The restaurants also serve healthy and vegan food as well which adds to the option of plant-based food. To enhance the reach of the wider community the restaurant also serves halal meat to their customer as well. The restaurant renders its service the whole day and covers three meals available breakfast, lunch, and dinner. It also provides the option of dine-in and takeaway options to its customers as well. 




	

	
	
	



	
	
	

	
	[bookmark: _Toc164442123]8 Legal requirements (including regulations and licences particular to your business)
The legal and insurance requirements that apply to your business are:
1. register the business for taxes
2. partnership draw up an agreement covering ownership percentage and roles
3. premises licence to serve alcohol £190 and then annually £180
4. Register food safety 
5. Employment contracts
6. Public and employer’s liability insurance £1490.48
7. Grease trap
8. Equality Act
9. TheMusicLicence £494.99
10. TV License £169.50
	

	
	You will meet your legal and insurance requirements by:
1. HMRC
2. Solicitor £800 (Sprintlaw, n.d.)
3. Local Council – 28 days pre-opening
4. Local Council – 28 days pre-opening
5. With the company
6. Insurance company 
7. Severn Trent water
	

	
	
	



[bookmark: _Toc164442124]Marketing
	
	
	

	
	[bookmark: _Toc164442125]9 Market research
	

	
	[bookmark: _heading=h.2jxsxqh]Trends in your chosen market are:
· Eco-friendly, which can also be shown by the use of renewable energy. The restaurant can make use of ditch plastic straws, opt for paper products in serving the meals and adopt the strategy of composting which facilitates reducing food waste (Naturawater, 2022).
· Plant-based food helps in offering comfort food by creating the vegan version of the familiar classics (Wulf & Lamb, 2024). 
	

	
	[bookmark: _heading=h.z337ya]How you know this: (Provide examples with references)
· ‘WRAP’ found that over 60% of consumers think businesses should be trying to do more to help them reduce their impact on climate change.’’ This helps in providing the quicker service operator towards the menu activity of the restaurant (Cobe, 2024).
· 'over 6 million people in the UK have participated in Veganuary, since 2014'' The restaurant will also arrange events which also contribute toward the enhancement of the organisation's operation (Veganuary, 2024).
	

	
	[bookmark: _Toc164442126]10 Profiling customers
[bookmark: _heading=h.1y810tw]The customer groups you will be selling to are: 
Customer persona 1:
	Name
	Mr John

	Age
	28 years

	Gender
	Male

	Income
	£ 33,000 annually.

	Demand
	Need nutritious and healthy meals which can provide energy to work effectively. 

	Behaviour
	Used to visit the restaurant to have lunch during working hours. 

	Presence on social media
	Instagram, Facebook, and Twitter.


Customer persona 2:
	Name
	Mrs Shelly

	Age
	40 years

	Gender
	Female 

	Income
	£ 24,000 annually.

	Demand
	Need nutritious plant-based food which provides necessary vitamins to eliminate the deficiency. 

	Behaviour
	Used to visit the restaurant in the evening time before going back home after work.

	Presence on social media
	Instagram, Facebook, and Twitter.


Customer persona 3:
	Name
	Peter

	Age
	19 years

	Gender
	Male

	Income
	£ 10,000 annually.

	Demand
	Need healthy snacks to satisfy my craving for evening snacks and my growth needs. 

	Behaviour
	Used to visit restaurants to have some evening snacks. 

	Presence on social media
	Instagram, Facebook, and Twitter.


Customer persona 4:
	Name
	Sam

	Age
	35 years

	Gender
	Male

	Income
	£ 45,000 annually.

	Demand
	Need to have some vegan food to facilitate a healthy diet 

	Behaviour
	Used to visit restaurants to have some evening vegan diet. 

	Presence on social media
	Instagram, Facebook, and Twitter.




	

	
	[bookmark: _heading=h.4i7ojhp]Your customer research has shown what your customers want is: 
	

	
	From the customer research of the customer persona, it can be found that the customer has different types of needs regarding the food which should be met. The food which is offered to satisfy the craving need of the customer includes both vegan or plant-based and non-veg food. This helps the restaurant meet the needs of the customer. 
	

	
	
	

	
	How you know this:
The demand for vegan food has been observed to rise in the UK. The demand for plant-based food had grown by over 6% in the year 2022 which led to the amount of £ 5.8 billion. The value of vegan food grew by 21% in the year between 2020 to 2022 and expert to grow at a further rate. This food mainly includes plant-based meat, plant-based milk, plant-based cheese, plant-based cream, and plant-based desserts (Gfieurope, 2022).
	

	
	[bookmark: _heading=h.1ci93xb]Number of customers you expect to win (per month) in each group and what they might pay:
	[bookmark: _heading=h.3whwml4]Group
	[bookmark: _heading=h.2bn6wsx]Number of customers
	[bookmark: _heading=h.qsh70q]The price they might pay per unit

	15 and over
	300
	[bookmark: _heading=h.3as4poj]£7-£12

	18 
	400
	[bookmark: _heading=h.1pxezwc]£12

	Late 20s
	400
	[bookmark: _heading=h.49x2ik5]£18

	Late 40s
	500
	[bookmark: _heading=h.2p2csry]£20

	Over 40s
	400
	[bookmark: _heading=h.147n2zr]£20



	

	
	
	



	
	
	

	
	[bookmark: _Toc164442127]11 Profiling competitors
	

	
	
	Competitor name
	Strengths
	Weaknesses

	· Mc Donalds
	· Well known
	· Very busy

	· KFC
	· reputation
	· not so many vegan options

	· Burger King
	· Big brand
	· Prices increased

	· Subway
	· Customisation of products
	· Prices are high if the recipe is not followed

	· Pizza Hut
	· Not so expensive, good pizza
	· Contributes to climate change, a lot of waste


Through the competitor's analysis, the restaurant business is able to consider its strengths and weaknesses which can help in taking the competitive advantages from the same. The main strengths of the competitors include well-established business, reputation, big brand, and product customisation. On the other hand, the weakness of the competitor which can be used to avail competitive advantages includes not offering vegan products, high prices, adverse impacts on climatic changes and generating waste. 
[bookmark: _heading=h.23ckvvd]How you can improve on their offer and/or price(s) unique offerings:
	

	
	· Keep the prices within the barriers so it doesn’t seem that my business is more expensive than theirs
· Create bundles, every day a new offer, e.g. Friday there is a 30% discount on coffee 
· Trying to have less waste as possible
· Trying to move quickly so the restaurant won't get busy and create chaos, which some people don't like
	

	
	
	

	
	
	

	
	[bookmark: _Toc164442128]12 Managing market risks
[bookmark: _heading=h.32hioqz]Write down the risks you have identified:
1. Competitors 
2. Inflation 
3. Climate change
	

	
	[bookmark: _heading=h.1hmsyys]How will you manage these risks so that they become less of a threat:
	

	
	1. To mitigate the risk of competition the restaurant can adopt the strategy of setting the right price for their menu which could be affordable to the customer. Further, the USP of the restaurant is to provide attention to plant-based and vegan food which also helps mitigate the risks of competitors(McCarthy, 2023).
2. To deal with the risk of inflation the restaurant can adopt the strategy of engineering the simpler menu. It helps in cutting down the irrelevant cost and makes the food cheaper in the eyes of the customer (Jonsson, A. 2022).
3. The restaurant can make use of ditch plastic straws, opt for paper products in serving the meals and adopt the strategy of composting which facilitates reducing food waste (Naturawater, 2022).
	

	
	[bookmark: _Toc164442129]13 Pricing
	

	
	[bookmark: _heading=h.2grqrue]How you can calculate your prices:
	

	
	· I can calculate my prices based on what people are currently paying, what the competitors are charging and the cost of the expenses
	

	
	
	



	
	
	

	
	[bookmark: _heading=h.vx1227]How your prices compare with the competition:
	

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

	Coffee
	£1.70
	£1.99

	Vegan burger meal
	£5.50
	£6.79

	Wrap meal
	£5.00
	£5.99

	Basic Brownie 
	£1.60
	£2.09

	Beef Burger Meal
	£6.50
	£8.19

	Chicken Curry 
	£5.50
	£6.30

	Chicken tikka fried rice
	£3.30
	£3.90



	

	
	[bookmark: _heading=h.3fwokq0]Reasons for the difference between your price(s) and your competitors’ price(s):
· My prices are cheaper, so more people can enjoy good food at a better price
· Also attract more customers, as they will come to my restaurant because it is cheaper than McDonald's or any other fast food. 
· KFC failed to offer its customers vegan food and the facilities being provided by the restaurant help in taking a competitive advantage for the same.
· Further, the restaurant also adopted some eco-friendly practices which can help in giving competition to Pizza Hut as it fail to provide the same and also contribute to the promotion of waste. 
	

	
	
	



	
	
	

	
	[bookmark: _Toc164442130]14 Promotion and advertising
[bookmark: _heading=h.4f1mdlm]How and where will you promote your product/service?
	

	
	
	

	
	· I will promote my products on social media platforms, such as Facebook and Instagram as they are the most used platforms by my target audience, by posting daily dishes and offers, or any other events that are taking place at my restaurant. 
· I will also create a Snapchat account and give the possibility to the customers to add me, as I will be sending snaps with the discounts for the day or the availability of tables. 
· I will also make use of Facebook ads, Instagram ads, and Google ads by using the option of the filter consumer which will help me in promoting my product to the target set of customers only. 
· To promote my restaurant business at another level I will offer a loyalty perk which helps in enhancing the customer visit. I will also adopt the strategy of bundling and fixed price offerings which enable in faring the inventory reporting. 









	

	
	
	

	
	
	



[bookmark: _Toc164442131]Running the business
	[bookmark: _heading=h.19c6y18]

	
	

	
	[bookmark: _Toc164442132]15 Staff
	

	
	
	Role
	Total cost per year
	Necessary experience
	Specialist skills and/or qualifications

	· Cooks
	£18,000
	· Yes 
	· Cooking skills 2 years experience

	· Assistant cooks x2
	£32,000
	· No 
	· No 

	· Bartender
	£18,000
	· Yes 
	· Bartender qualification

	· Waiter/driver x2
	£32,000
	· No 
	· No 


         (Delgadillo, 2021)
	

	
	[bookmark: _Toc164442133]16 Premises
	
	Cost £

	Premises required at start-up: 
	£170,000

	Premises required in the future (if different): 
	£0



	

	
	[bookmark: _Toc164442134]17 Suppliers
[bookmark: _heading=h.37m2jsg]Your key suppliers and their credit terms
	Supplier
	What you’ll buy from them
	Number of days’ credit

	· Vibrant Foods Limited
	· Plant-based ingredients
· Grocery 
	· 14 days

	· Abraham Natural Produce Ltd
	· Organic meat, poultry, burgers, sausages and gluten-free meat
	· 14 days

	· Bestway Hackney 
	· Beers, wines & Spirits
· Coffee, tea & drinks
· Fresh food & Frozen food
· Non-foods
	· None 


The above table deals with the payment time to the supplier of the business. It was found that the restaurant usually takes 14 days to make the payment to the supplier of plant-based ingredients namely Vibrant Foods Limited. The next supplier of organic meat, burgers, and poultry namely Abraham Natural Produce Ltd in 14 days as well. 
	

	
	
	

	
	
	






	
	
	

	
	[bookmark: _Toc164442135]18 Equipment
	

	
	

	Resource 
	When
	How funded
	Cost £ per unit

	Heavy duty commercial 4 burner gas hob x2
	Before opening
	Start-up grant
	£569.98

	Electric griddle
	Before opening
	Start-up grant
	£159.98

	Panini grill
	Before opening
	Start-up grant
	£139.98

	9-litre countertop commercial deep-fat fryer
	Before opening
	Start-up grant
	£59.99

	Commercial microwave
	Before opening
	Start-up grant
	£189.98

	Extraction canopy hood 1500mm wide x2
	Before opening
	Start-up grant
	£549.98

	Energy-efficient fly killer
	Before opening
	Start-up grant
	£53.00

	Commercial dishwasher/glasswasher
	Before opening
	Start-up grant
	£1,139.99

	Stick blender
	Before opening
	Start-up grant
	£239.99

	Chopping board
	Before opening
	Start-up grant
	£5.67

	Hot cupboard
	Before opening
	Start-up grant
	£1700

	Double sink left-hand drainer
	Before opening
	Start-up grant
	£627.58

	Single left-hand drainer
	Before opening
	Start-up grant
	£525.59

	Single sink with double drainer
	Before opening
	Start-up grant
	£611.99

	Mini wash basin
	Before opening
	Start-up grant
	£79.19

	Basic tap
	Before opening
	Start-up grant
	£44.39

	Mixer tap x3
	Before opening
	Start-up grant
	£226.79

	Grease trap
	Before opening
	Start-up grant
	£1271.99

	Prep station
	Before opening
	Start-up grant
	£53.99

	Steel table with stand
	Before opening
	Start-up grant
	£231.59

	Display fridge
	Before opening
	Start-up grant
	£335.99

	Fridge double door 1200ltr
	Before opening
	Start-up grant
	£1258.79

	Bar cooler with sliding doors 208ltr
	Before opening
	Start-up grant
	£515.99

	Walk into cold room 
	Before opening
	Start-up grant
	£5,299.00

	Bar dispenser & accessories
	Before opening
	Start-up grant
	£44.00

	Dinner Plate x 100
	Before opening
	Start-up grant
	£2.15

	Starter Plate x 100
	Before opening
	Start-up grant
	£1.17

	Side plate x100
	Before opening
	Start-up grant
	£1.17

	Dessert plate x 50
	Before opening
	Start-up grant
	£1.17

	Serving platters x 20
	Before opening
	Start-up grant
	£10.00

	Coffee cups x30
	Before opening
	Start-up grant
	£3.67

	Wine glasses x30
	Before opening
	Start-up grant
	£1.95

	Pint glasses x30
	Before opening
	Start-up grant
	£1.19

	Cocktail glasses x20
	Before opening
	Start-up grant
	£3.00

	Water glasses x40
	Before opening
	Start-up grant
	£1.50

	Glass rack
	Before opening
	Start-up grant
	£35.99

	Table forks x100
	Before opening
	Start-up grant
	£0.17

	Table knives x100
	Before opening
	Start-up grant
	£0.25

	Dessert spoons x100
	Before opening
	Start-up grant
	£0.13

	Serving trays x10
	Before opening
	Start-up grant
	£7.89

	Chairs x100
	Before opening
	Start-up grant
	£100

	Tables x25
	Before opening
	Start-up grant
	£104.99

	Clearing trolley
	Before opening
	Start-up grant
	£114.99

	Kitchen utensils
	Before opening
	Start-up grant
	£400.00

	Cleaning equipment 
	Before opening
	Start-up grant
	£300.00



	

	
	
	

	
	
	

	
	(Nisbets Limited, 2019), (Adexa Direct Ltd, 2022)
[bookmark: _Toc164442136]19 Managing operational risks
	Risk
	Solution

	Staff
· Underage, meaning they are forbidden to do various tasks, e.g. not allowed in the kitchen unsupervised or not allowed to work too many hours  




· Staff turnover increasing, people leaving and not hiring new ones back.
	
· Get an extra employee who will always be with the underage person, this way there will be supervision all the time. The digital workforce also helps encourage communication which facilitates in the supervision of the work (Tingsager, 2019).
· Get feedback from staff that are leaving and see what we can improve, also maybe raise the wages so it looks more convincing. Being proactive in the service enables enhancing the experience (Indeed, 2023).

	Suppliers
· [bookmark: bookmark=id.2lwamvv]They might be too expensive. This means that there will be more expenses.
	
· [bookmark: bookmark=id.111kx3o]Try to find cheaper suppliers or negotiate with the current ones. It also helps in fostering valuable relationships (Mikkelsen, 2023).





	

	
	
	



[bookmark: _Toc164442137]Finance 
Please double-click in the table below to access the embedded Microsoft Excel sheets to input your figures, Microsoft Excel will automatically update the total for you. If you do not have access to Microsoft Excel you can use the link below this table and save the file onto your PC. You can then use Open Source Software such as Google Docs or OpenOffice to access the information by uploading the file into this software. Please note that all tables can be customised and additional rows and categories can be added
	
	
	

	
	[bookmark: _Toc164442138]20 Start-up costs
	

	
	[bookmark: _heading=h.4k668n3]Calculate how much money you need before you start trading
	IT and Computers
	1,250

	Telephones and Broadband
	700

	Equipment 
	30,635

	Stock
	7,000

	Tools
	2,450

	Vehicles
	14,250

	Professional fees
	2,560

	Insurance
	2,450

	Rent/Rent deposit
	5,450

	Stationery
	1,100

	Marketing
	2,740

	Consumables
	1,540

	Licences
	1,000

	Training
	1,500

	Association fees
	970

	Wages/recruitment
	14,000

	Security/health and safety equipment
	2,450

	Restaurant decoration
	3,520

	Business premises
	150,000

	Total (£)
	245,565



[bookmark: _heading=h.2zbgiuw]
                  * Total from here should be used in 22 Sourcing finance below




	

	
	
	

	

	
	

	
	
	

	
	
	

	
	
	

	
	

	

	
	[bookmark: _Toc164442139]21 Profit and loss forecast


	

	
	
	

	
	
	

	
	
	

	
	
	



	
	[bookmark: _heading=h.3cqmetx]

[bookmark: _Toc164442140]23 Managing financial risks

[bookmark: _heading=h.1rvwp1q]The risks that you have identified for your financial forecast are:
	

	
	1. Start-up loan of £25,000 and bank loan of £100,000 can take 3-6 months to obtain.
2. Restaurants operate on thin profit margins because 60-70% of gross sales generally run on salaries and food costs.
3. Liquidity risks, and short-term risks to meet seasonal food prices (Fadun, 2022).

	

	
	[bookmark: _heading=h.4bvk7pj]How you will minimise their impact:
1. Having a good credit rate is important, ensuring that all partners' credit is in good condition and won't be rejected by the bank and other sources (Lip, 2015).
2. This can be salvaged by changing brands, cutting labour costs, reducing portions, or raising menu costs (Matthew, 2023).
3. If the seasonal food is not sold might have to sell at a lower price.








	

	
	
	



	
	
	

	
	[bookmark: _Toc164442141]22 Sourcing finance
	



	
	[bookmark: _heading=h.2dlolyb]

Total borrowing requirement for the business
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25 Conclusion. 
In conclusion, the report analyses what is needed in order to set up the business which is an Indian restaurant in a populated area which will attract all walks of life people, giving the opportunity for the consumers to come back at a reasonable price. Keeping up with high standards in the market and technology trends, to stay in the market for a long time. By seeing the start-up costs, profit and loss account and the cash flow forecast the business intends to gain more customers and gain more profits over the years.
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BMC Model
image1.emf
Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 300,000 380,000 430,000

Less variable costs 60,000 76,000 86,000

Gross profit (sales less variable 

costs) = 

240,000 304,000 344,000

Calculate your gross profit margin 

% (gross profit divided by total 

sales x  100) (A)

1 1 0

Salaries/wages (survival income + 

any staff

190,000 190,000 205,000

Premises (including rent, rates, 

utilities)

31,232 31,232 31,232

Telephone and broadband 720 720 720

Printing, post and stationery 50 50 50

Advertising and promotion 1,000 600 600

Bank charges 0 0 0

Professional fees 0 0 0

Insurances 0 2,790 2,790

Bank/HP/Interest (payable to your 

bank)

5,526 7,368 7,368

Stock 1,000 1,000 1,000

Consumables 0 0 0

Equipment and vehicle leasing 0 0 0

Depreciation 0 0 0

Petrol 2,600 2,700 2,800

Other 0 0 0

Other 0 0 0

Total fixed costs 232,128 236,460 251,560

Net profit (gross profit less fixed cost)

7,872 67,540 92,440

Calculate your net profit margin (net 

profit divided by total sales x 100)

0 18 21

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

Total variable costs + total fixed costs 

(B)

292,128 312,460 337,560
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£

208,019

Personal start-up contributions           - 83,019

Other start-up contributions     grant - 25,000

Total required = 100,000

= 150,000



Start-up costs

The assets you have available as security
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