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Overview 

My Name is Nathan Moon I have worked in the hospitality industry since I was 13 years old, I started working in my uncle’s café. Washing dishes and running food out to the customers. In this time, I have worked in all areas of a hospitality business from washing dishes, running food, taking orders, cooking meals and even becoming a manager of a restaurant. In these 20 years I have gained a lot of knowledge on how to run a day to day of a business knowing and what the customer Wants. I have all food and hygiene certificates and have a personal licence. For so many years it has been my dream to open and operate my own business, after all the years I have worked in the hospitality business and gained the experience I need to achieve this. I think now its time to take the leap and believe in myself.

My business adventure that I want to achieve is a little dessert shop that has no more than 40 covers at one time that serves a range of desserts and fresh produce.  My business will be in the student area of Cathays Cardiff. We primarily will be targeting students as they account for 40% of the Cathays area.  

The running of the business will solely down to me I will oversee running the day to day of the business, I will run the business with no more than 3 people. I would have 2 staff on each day and on the busy days have the 3rd staff member in.
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                                    Nathan Moon – Owner 


What is my business

My business is going to be a local family run business called Treats & Eats Ltd, its going to be situated in a heavily populated student area in the Cathays area of Cardiff. In my new adventure we will be offering freshly made desserts and cakes, also serving a range of hot and cold drinks.

Business details 

Treats & Eats Ltd is going to a business in a heavy populated student area of a Cardiff suburb in Cathays. We will be offering freshly made desserts and will be serving a range of hot and cold drinks. We will be a business that will operate from the hours of 11am– 11pm We aim not to be only attracting students but also the residents of Cathays and surrounding areas. We aim to use local produce in our food 

Legal status 

Treats & Eats is going to be a Ltd company, with my self being Director of the company. Its going to be a small business with no more than 40 cover capacity at one time. The business type is A3 restaurant.


Owner & management details

Nathan Moon – Director, I have worked in the hospitality for over 18 years in this time i have gained experience on how to manage a team and run the day-to-day operation of a restaurant#, I have all health and safety and food hygiene certificates, I even own a personal licence.

Bethany Moon – Manager, Bethany has worked in hospitality for a few years, and she has health and safety and food hygiene certificates. She is going to be manager of Treats & Eats LTD she is also good at social media platforms and has previous experience doing social media for other businesses. 

Ieaun Cornwall – waiter, Ieaun has worked in hospitality for over 7 years now in this time he has achieved all his certificates he will be mainly in the kitchen helping prepare for the day and helping where he can.




Product & service details 

Our product is all about a range of desserts varied from waffles, pancakes and ice creams as a business we want to create something different from other dessert shops where that’s from the way we serve our desserts or the products we use. The service that we will offer will be table service the guest can see their food being prepared through an opening in the kitchen, we will also be offering a takeaway and delivery service. We will have 2/3 staff working a day staggered through out the day. 

Plan for the future  

When I get Treats & Eats LTD up and running, my plan is to pay all loans and hire purchases off, when this is done, I can start looking to the future. I am going to concentrate on my business and customers and not let standards slip, I will want the cash flow to continue and improve my day to say sales. Once I know Treats &n Eats can look after itself, I will want to start expanding the business. I have many options open to me such as opening another restaurant in another busy city centre or another student area where the footfall is great. Another business idea I would like to try is buying a food trailer/ truck this gives me an opportunity to travel to major events such as sport fixtures, concerts, festivals and targeting people to hire us to go to there wedding and serve a range of desserts.


Market overviews & trends
 
Over the last 52-week period ending on the 2nd of December 2007 almost £507 million was spent on desserts in the United Kingdom this increased to £915 million at the end of December 2021 and its still rising.

There are loads of new trends that you can do whilst running a dessert business but this one is one of my favourite ideas.


Drinkable desserts

 Drinkable desserts can either be geared for adults who desire a little alcoholic kick in its simplest form such as hot drinks with alcohol, smoked chocolate martinis or blended fruit sorbet served with prosecco.

Using a trend can be beneficial to the because it shows that you’re willing to try something new and willing to move with the times, in a survey on desserts…


34% of people say they want to enjoy the experience of sharing a dessert.
33% of people wat to try a few smaller desserts. 
25% of people believes it makes it for the experience.
20% of people like to spend less by splitting the cost of a pudding.

Pestle analysis 


	Political 
	Economics
	Socio – cultural 
	Technological 
	Environment 
	Legal 

	Tariffs
	Interest rates 
	Time punctuality 
	Internet connection 
	Employees 
	Customer law 

	Tax policy 
	Inflations 
	 Religions and beliefs 
	Software 
	Competitors 
	Copyright law

	Trade Control 
	Unemployment 
	 Language 
	Change in technology 
	Suppliers 
	Health and safety law 

	
	Taxes 
	Business norms 
	
	Market trends 
	

	
	
	
	
	
	



Swot analysis 


	                  Strengths 


	                               Weakness 


	· New business 
· Passion
· Good customer service 
	· High wastage 
· Slower to the market 
· New staff/ training 

	                    Opportunities 
	                                Threats 

	· New customers 
· Trends 
· Welcoming new customers 
	· The not knowing 
· Economy 
· Financial issues 


 
Customers & target markets

Treats & Eats is going to be situated in the student area of Cathays in Cardiff, in this area there are 12,000 students this means out of the academic year they will spend 40 weeks (280 days) in this area, primarily we will be targeting the students. But we will be encouraging the residents of Cathays to come and join us to see what we have to offer. Just on the out skirts of Cathays we also have a hospital that employs approximately 14,500 staff we will try to encourage them through our doors by offering them 20% off there bill when the show there NHS pass. 


Competitor analysis

	                        Strengths
	                                Weakness

	· larger menu
· loyal customers 
	· bad reviews on websites 
· don’t want change 

	                         Opportunity 
	                                 Threats

	· better cashflow 
· have potential new customers through word of mouth.
	· Lose customers and trade 


 

Marketing objectives 

Through marketing we are hoping to reach 5000 people, this is through all social media platforms such as Facebook, Twitter, Instagram and our own website we would also like to team up with delivery firms such as Just eat, Deliveroo and uber eats. Once our business is up and running, we would like to work with some of Cardiff influencers that are on Instagram. When it comes to posting on social media it will be myself in charge of doing it. I aim to post over social media at least twice a week and to respond to all messages that have been sent by guests or potential new guests. 






Marketing strategies 

I will market my business through different channels, once a week I will do a video on how to create our most popular dish of the week and posting it across all our social media platforms.

Target market

As we are primarily targeting students and the NHS another way to market our business is to go to some of the student events that’s either concerts or student events that’s happening in the area and handing out flyers and samples of our desserts. we will also send flyers to the hospital, and it will have all our details on there and how to get their discount.

Pricing strategy 
To many businesses set their pricing without putting much thought into it. This is a huge mistake causing them to leave money on the table from the beginning. The best option is to take your time and get your pricing right from the start this can act as a powerful growth lever.  If you optimize your pricing strategy so that more people are paying a higher amount, you’ll end u[ with significantly more revenue than a business who treats pricing more passively. There are many ways you can use price strategies.

Pricing is defined as the amount of money that you charge for your products, but understanding it requires much more. While pricing you got to think about your potential customers about how much you value your brand, product and customer. Its one of the first things that can push a customer towards or away from buying your product.

Pricing strategies refer to the process businesses use to set prices for their product and services product pricing is how you determine what the amount should be. There are seven different pricing strategies that can help you with pricing.

Value-based pricing 
With value-based pricing, you set your prices according to what consumers think your product is worth.

Competitive pricing 
When you use a competitive pricing strategy, you’re setting your prices based on what the competition is charging. This can be a good strategy in the right circumstances especially if you are a new business just starting out, but this also doesn’t leave a lot of room to grow.






Price skimming 
If you set your prices as high as the market will possibly tolerate and lower them over time this is known as a price skimming strategy the idea behind this is to skim the top off the market and then lower prices to reach everyone else. But you have to be very careful doing this.

Cost-plus pricing
This is one of the easiest pricing strategies, you take the product production cost and add a certain percentage to it. 

Penetration pricing 
It can be hard for new business to get a foothold in highly competitive markets. One way business attempt to push new products is by offering prices that are much lower than the competition. This is known as penetration pricing. While this may get you new customers and good sales, you’ll need the customers to be loyal and stick around.

Economy pricing 
This is one of the most popular strategies in the commodity goods sector. The goal is to price a product cheaper than the competition and make the money back with increased volume.

Dynamic pricing 
Some businesses change there prices constantly to match the current demand for an item/product only in some businesses you get away with changing your prices all the time.




























Sales forecast
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	

	
		
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Sales forcast 2023 - 2024 

	
	Treats & Eats LTD 

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	 
	 
	 
	january
	february
	march
	april
	may
	june
	july
	august
	september
	october
	november
	december

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Products 
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	price per unit
	£0.53
	£0.53
	£0.53
	£0.53
	£0.53
	£0.53
	£0.53
	£0.53
	£0.53
	£0.53
	£0.53
	£0.53

	belgian waffles 
	units sold 
	430
	505
	532
	565
	569
	487
	559
	563
	440
	481
	493
	497

	
	
	sell price 
	£6.95
	£6.95
	£6.95
	£6.95
	£6.95
	£6.95
	£6.95
	£6.95
	£6.95
	£6.95
	£6.95
	£6.95

	
	
	total 
	£2,988.50
	£3,509.75
	£3,697.40
	£3,926.75
	 £                       3,954.55 
	 £                       3,384.65 
	£3,885.05
	£3,912.85
	 £                      3,058.00 
	 £                        3,342.95 
	 £                    3,426.35 
	 £                      3,454.15 

	 
	 
	price per unit 
	£0.32
	£0.32
	£0.32
	£0.32
	£0.32
	£0.32
	£0.32
	£0.32
	£0.32
	£0.32
	£0.32
	£0.32

	chocolate 
	units sold 
	230
	251
	234
	294
	276
	193
	284
	267
	256
	195
	299
	297

	panckes 
	sell price 
	£5.50
	£5.50
	£5.50
	£5.50
	£5.50
	£5.50
	£5.50
	£5.50
	£5.50
	£5.50
	£5.50
	£5.50

	
	
	total 
	1,265
	£1,381
	£1,287.00
	£1,617.00
	£1,518.00
	£1,061.50
	£1,562.00
	£1,468.50
	£1,408
	£1,072.50
	£1,644.50
	£1,633.35

	 
	 
	price per unit 
	£0.17
	£0.17
	£0.17
	£0.17
	£0.17
	£0.17
	£0.17
	£0.17
	£0.17
	£0.17
	£0.17
	£0.17

	all flavoured
	units sold 
	1125
	1055
	956
	1089
	1056
	756
	912
	798
	824
	689
	659
	732

	ice creams 
	sell price (per scoop)
	£0.65
	£0.65
	£0.65
	£0.65
	£0.65
	£0.65
	£0.65
	£0.65
	£0.65
	£0.65
	£0.65
	£0.65

	
	
	total 
	£731.25
	£685.75
	£621.40
	£707.85
	£686.40
	£491.40
	£592.80
	£518.70
	£535.60
	£447.85
	£428.35
	£475.80

	 
	 
	price per unit 
	£1.29
	£1.29
	£1.29
	£1.29
	£1.29
	£1.29
	£1.29
	£1.29
	£1.29
	£1.29
	£1.29
	£1.29

	all cakes 
	units sold 
	434
	350
	336
	370
	421
	394
	311
	310
	336
	289
	270
	247

	
	
	sell price 
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50

	
	
	total 
	£1,085.00
	£875.00
	£840.00
	£925
	£1,052.50
	£985.00
	£777.50
	£775.00
	£840.00
	£722.50
	£675.00
	£617.50

	 
	 
	price per unit 
	£1.39
	£1.39
	£1.39
	£1.39
	£1.39
	£1.39
	£1.39
	£1.39
	£1.39
	£1.39
	£1.39
	£1.39

	all cheese cakes 
	units sold 
	162
	186
	156
	217
	243
	284
	210
	316
	290
	298
	283
	235

	
	
	sell price 
	£3.00
	£3.00
	£3.00
	£3.00
	£3.00
	£3.00
	£3.00
	£3.00
	£3.00
	£3.00
	£3.00
	£3.00

	
	
	total 
	£486.00
	£558.00
	£468.00
	£651.00
	£729.00
	£852.00
	£630.00
	£948.00
	£870.00
	£894.00
	£849.00
	£705.00

	 
	 
	price per unit 
	£0.02
	£0.02
	£0.02
	£0.02
	£0.02
	£0.02
	£0.02
	£0.02
	£0.02
	£0.02
	£0.02
	£0.02

	English breakfast tea
	units sold 
	235
	215
	267
	360
	269
	285
	243
	227
	247
	327
	347
	287

	
	
	sell price 
	£1.90
	£1.90
	£1.90
	£1.90
	£1.90
	£1.90
	£1.90
	£1.90
	£1.90
	£1.90
	£1.90
	£1.90

	
	
	total 
	£446.50
	£408.50
	£507.00
	£684.00
	£511.10
	£541.50
	£461.70
	£499.40
	£469.30
	£621.30
	£659.30
	£549.30

	 
	 
	price per unit 
	£0.08
	£0.08
	£0.08
	£0.08
	£0.08
	£0.08
	£0.08
	£0.08
	£0.08
	£0.08
	£0.08
	£0.08

	flavoured tea &
	units sold 
	78
	67
	98
	56
	72
	79
	54
	101
	98
	87
	98
	121

	earl grey 
	sell price 
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20

	
	
	total 
	£171.60
	£147.40
	£215.60
	£123.20
	£158.40
	£170
	£118.80
	£222.20
	£215.60
	£191.40
	£215.60
	£266.20

	 
	 
	price per unit 
	£0.22
	£0.22
	£0.22
	£0.22
	£0.22
	£0.22
	£0.22
	£0.22
	£0.22
	£0.22
	£0.22
	£0.22

	coffee 
	units sold 
	320
	345
	315
	293
	240
	254
	342
	269
	287
	248
	293
	356

	
	
	sell price 
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20
	£2.20

	
	
	total 
	£704.00
	£759
	£693
	£645
	£528
	£548.80
	£752.40
	£591.80
	£631.40
	£549.60
	£644.60
	£783.20

	 
	 
	price per unit 
	£0.89
	£0.89
	£0.89
	£0.89
	£0.89
	£0.89
	£0.89
	£0.89
	£0.89
	£0.89
	£0.89
	£0.89

	all soft drinks 
	units sold 
	712
	679
	659
	682
	687
	764
	653
	689
	641
	590
	551
	589

	glass bottles (330ml)
	sell price 
	£2.30
	£2.30
	£2.30
	£2.30
	£2.30
	£2.30
	£2.30
	£2.30
	£2.30
	£2.30
	£2.30
	£2.30

	
	
	total 
	£1,637.60
	£1,722.70
	£1,515.70
	£1,568.60
	£1,580.10
	£1,757.20
	£1,501.90
	£1,584.70
	£1,474.30
	£1,357
	£1,267.30
	£1,354.70

	 
	 
	price per unit 
	£0.31
	£0.31
	£0.31
	£0.31
	£0.31
	£0.31
	£0.31
	£0.31
	£0.31
	£0.31
	£0.31
	£0.31

	orange juice 
	units sold 
	115
	145
	135
	132
	189
	124
	156
	189
	152
	190
	145
	136

	
	
	sell price 
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30

	
	
	total 
	£149.50
	£188.50
	£175.50
	£171.60
	£245.70
	£161.20
	£202.80
	£245.70
	£197.60
	£247.00
	£188.50
	£176.80

	 
	 
	price per unit 
	£0.38
	£0.38
	£0.38
	£0.38
	£0.38
	£0.38
	£0.38
	£0.38
	£0.38
	£0.38
	£0.38
	£0.38

	Crepes 
	units sold 
	170
	222
	156
	171
	190
	174
	205
	175
	169
	183
	154
	173

	
	
	sell price 
	£6.50
	£6.50
	£6.50
	£6.50
	£6.50
	£6.50
	£6.50
	£6.50
	£6.50
	£6.50
	£6.50
	£6.50

	
	
	total 
	£1,105.00
	£1,443
	£1,274.00
	£1,111.50
	£1,235.00
	£1,131.00
	£1,332.50
	£1,137.55
	£1,098.50
	£1,189.50
	£1,001.00
	£1,124.50

	 
	 
	price per unit 
	£0.36
	£0.36
	£0.36
	£0.36
	£0.36
	£0.36
	£0.36
	£0.36
	£0.36
	£0.36
	£0.36
	£0.36

	Apple juice 
	units sold 
	129
	154
	189
	165
	179
	125
	167
	156
	153
	98
	160
	151

	
	
	sell price 
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30

	
	
	total 
	£167.70
	£200.20
	£245.70
	£214.50
	£232.70
	£162.50
	£217.10
	£202.80
	£198.90
	£127.40
	£208.00
	£196.30

	 
	 
	price per unit 
	£0.20
	£0.20
	£0.20
	£0.20
	£0.20
	£0.20
	£0.20
	£0.20
	£0.20
	£0.20
	£0.20
	£0.20

	all bottled waters 
	units sold 
	200
	174
	264
	289
	178
	190
	241
	194
	180
	169
	174
	128

	
	
	sell price 
	£1.40
	£1.40
	£1.40
	£1.40
	£1.40
	£1.40
	£1.40
	£1.40
	£1.40
	£1.40
	£1.40
	£1.40

	
	
	total 
	£280.00
	£243.60
	£369.60
	£404.60
	£249.20
	£266.00
	£337.40
	£271.60
	£252.00
	£236.60
	£243.00
	£179.40

	 
	 
	price per unit 
	£0.35
	£0.35
	£0.35
	£0.35
	£0.35
	£0.35
	£0.35
	£0.35
	£0.35
	£0.35
	£0.35
	£0.35

	Ribena 
	units sold 
	95
	101
	89
	73
	69
	89
	94
	132
	126
	80
	59
	91

	
	
	sell price 
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30
	£1.30

	
	
	total 
	£123.50
	£131.30
	£115.70
	£94.90
	£89.70
	£115.70
	£122.20
	£171.60
	£163.80
	£104.00
	£76.70
	£118.30

	 
	 
	price per unit 
	£0.39
	£0.39
	£0.39
	£0.39
	£0.39
	£0.39
	£0.39
	£0.39
	£0.39
	£0.39
	£0.39
	£0.39

	confectionary 
	units sold 
	459
	398
	412
	409
	389
	391
	367
	432
	487
	382
	398
	356

	to make the desserts 
	sell price 
	£0.85
	£0.85
	£0.85
	£0.85
	£0.85
	£0.85
	£0.85
	£0.85
	£0.85
	£0.85
	£0.85
	£0.85

	
	
	total 
	£367.00
	£338.30
	£350.20
	£328.00
	£330.65
	£332.35
	£311.95
	£367.20
	£413.95
	£324.70
	£383.30
	£302.60

	 
	 
	price per unit 
	£0.19
	£0.19
	£0.19
	£0.19
	£0.19
	£0.19
	£0.19
	£0.19
	£0.19
	£0.19
	£0.19
	£0.19

	hot chocolate 
	units sold 
	134
	156
	169
	145
	129
	121
	89
	96
	132
	156
	172
	165

	
	
	sell price 
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50
	£2.50

	
	
	total 
	£335.00
	£390.00
	£422.50
	£362.50
	£322.50
	£302.50
	£222.50
	£240.00
	£330.00
	£390.00
	£430.00
	£412.50

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	 
	
	
	cost of goods 
	total revenue
	profit
	

	
	
	
	
	
	
	
	
	£29,538.43
	£148,167.70
	£118,629.27
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	



	
	
	
	
	
	
	
	
	
	
	
	
	










































Cashflow forecast 
	cashflow forcast 2023-2024 

	                                                                                                                                                      Treats & Eates LTD      

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Jan-23
	Feb-23
	Mar-23
	Apr-23
	May-23
	Jun-23
	Jul-23
	Aug-23
	Sep-23
	Oct-23
	Nov-23
	Dec-23
	

	 opening balance  
	 £               -   
	£1,649.00
	£3,981.00
	£6,029.30
	£8,565.30
	 £ 10,559.80 
	 £ 11,688.00 
	 £ 13,660.20 
	£14,632.15
	 £ 15,265.45 
	 £ 15,828.25 
	 £ 16,999.85 
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	 money in  
	
	
	
	
	
	
	
	
	
	
	
	
	

	 owners capital  
	£500
	£250
	£150
	£100
	£50
	£50
	 - 
	 - 
	 - 
	 - 
	 - 
	 - 
	

	 bank loan 
	£800
	£800
	£800
	£800
	£800
	£800
	£800
	£800
	£800
	£800
	£800
	£800
	

	 sales 
	£12,049.00
	£12,982.00
	£12,798.30
	£13,536.00
	 £ 13,129.50 
	 £ 12,263.20 
	 £ 13,157.20 
	 £ 12,156.95 
	 £ 11,818.30 
	 £ 11,727.80 
	 £ 12,376.60 
	 £ 12,349.60 
	

	 other 
	£30
	£30
	£30
	£30
	£30
	£30
	£30
	£30
	£30
	£30
	£30
	£30
	

	 total money in  
	£13,379.00
	£15,711
	£17,759.30
	£20,495.30
	£22,574.80
	 £ 23,703.00 
	 £ 25,675.20 
	 £ 26,647.15 
	 £ 27,280.45 
	 £ 27,823.25 
	 £ 29,014.85 
	 £ 30,179.65 
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	 Money out  
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	 loan repayments 
	£350
	£350
	£350
	£350
	£350
	£350
	£350
	£350
	£350
	£350
	£350
	£350
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	 Goods for resale  
	£2,000
	£2,000
	£2,000
	£2,200
	£2,200
	£2,200
	£2,200
	£2,200
	£2,200
	£2,200
	£2,200
	£2,200
	

	 Equiptment  
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	 Rent  
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	

	 Staff wages  
	£7,200
	£7,200
	£7,200
	£7,200
	£7,200
	£7,200
	£7,200
	£7,200
	£7,200
	£7,200
	£7,200
	£7,200
	

	 WI - FI 
	£60
	£60
	£60
	£60
	£60
	£60
	£60
	£60
	£60
	£60
	£60
	£60
	

	 Utilities  
	£900
	£900
	£900
	£900
	£985
	£985
	£985
	£985
	£985
	£985
	£985
	£985
	

	 Stationary  
	£15
	£15
	£15
	£15
	£15
	£15
	£15
	£15
	£15
	£15
	£15
	£15
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	 Plan ahead  
	£125
	£125
	£125
	£125
	£125
	£125
	£125
	£125
	£125
	£125
	£125
	£125
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	 Toatal money out 
	£11,730.00
	£11,730.00
	£11,730.00
	£11,930.00
	£12,015.00
	£12,015.00
	£12,015.00
	£12,015.00
	£12,015.00
	£12,015.00
	£12,015.00
	£12,015.00
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	 Closing balance  
	£1,649.00
	£3,981.00
	£6,029.00
	£8,565.30
	£11,313.30
	 £ 11,688.00 
	 £ 13,660.20 
	 £ 14,632.15 
	 £ 15,265.45 
	 £ 15,808.25 
	 £ 16,999.85 
	 £ 18,164.45 
	




	

	

	

	

	

	

	

	

	
	

	
	
	

	
	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	




















Budget and timeline 

	monthly


	price

	                  Food/ products

	                 Plan Ahad 


	Rent 


	   £1,000

	                       £2,000

	£150


	    Gas

	£300
	                                                    
                                                  Out goings 
                                     TOTAL PCM = £!2,110

                                                     

                          To achieve this, I will have to make 
	                £403.66 per day 
                                          £33.63 per hour 
                                          £8.40 every 15 mins 

	Electric 
	£300
	

	   Water


	£200
	

	
Loan(s)


	
£500
	

	   
overheads


	      
    £ 400
	

	staff
	£7,200
	

	Wi-Fi
	    £60
	


















Location/ premises 

Treats & Eats is going to be situated in Cathays Cardiff, the premise is going to be a grade A3 and is going to be operating of the times of 11am – 11PM 7 days a week. With no more than 40 covers at one time. 

There will be adequate lighting throughout the business, easy access for all guests with disabilities and wheelchair users. There will be washrooms facilities for both staff and guests. The kitchen will be opened plan so you can see our staff preparing all meals.

Equipment 


	                        Product

	                              Price 

	· Polar g-series upright drinks fridge
· Polar u series triple door 
·  Fosters 607 ltr chest freezer 
· Buffalo crepe maker
· Dualit double waffle machine x2
· Olympia bead cutlery set pack of 48 x4
· Olympia kelso latte spoon x2 
· Hygiplas chopping boards pack of 7 
· Olympia Athena wide rimmed plates 228mm pack of 12 x6
· Olympia Athena narrow rimmed plates 205mm pack of 12 x3 
· Utopia white bowls pack 24 x2 
· Olympia whiteware pack of 12 x2
· Cash till 
· Buffalo water boiler 40ltr
· Franco little gem coffee machine 











	· £719.99
· £1299.99
· £899.99
· £224.99
· £189.99 each = £379.98  


· £27.99 per pack = £111.96

· £3.49 per pack = £6.98 
· £36.00 

· £20.99 per pack = £83.96 


· £15.99 per pack = £47.97 



· £32.99 each = £65.98

· £21.99 each = £43.98

· £169
· £159.99
· £1,359.99 





 TOTAL = £5,610.75






Suppliers 
Our suppliers will include local farmers for dairy, cash and carries and food equipment suppliers.

· Cymru dairy 
· Brakes whole sales 
· Booker’s cash and carry 
· Nisbits catering equipment 
· Costco 


Systems and procedures 

Systems and procedures help your business run smoothly. It makes your job easier, and it allows someone else to do your job with no problems. They are essential building blocks of any business, every fact of your business if you’re on the shop floor, in a warehouse or in an office are all part of a system that can be managed or improved by applying correct principles.  

Systems and procedures are not the same thing the difference of them are.

A system is used for accomplishing something from the beginning to end. You may use systems each day, without realising it, the process of going through the cycle has become so deeply ingrained in your mind that’s one of the many benefits of systems – use enough and they become second nature. When we apply the defined principles and practises to the systems and processes that deliver value to our customers, this is creating what I often called a business system. The goal of the system is to make sure that all employees can complete their work more efficiently and effectively. Having the system in place allows you to quickly integrate new hires and make it easy for them to do their role within the business. As employees are hired, it is important that they understand the correct work and process to ensure that the service or product maintains a high quality. This ensures consistency practise and help maintain product quality.

However, your system encompasses many different procedures. You have a procedure for the way you make your breakfast in the morning, a procedure from the way you style your hair and a procedure for your morning commute to work.

A procedure is a plan of action for your team and is a road map that will prevent them for doing things wrong. By using procedures in a business, you are promoting good practise and giving good examples. This way you are helping your team to understand what a desirable pattern of behaviour in a particular situation is.
Other things to remember is that systems and procedures need to be reviewed and updated this is to make improvements and keep them current. Employees also need initial training if your systems and procedures change, all records of staff training should be documented. Most procedures should have a check list that simplify the process and serve as a reminder for employees.  

Health and safety 
By protecting you workers you reduce absences, ensuring that you workplace is more efficient and productive. A business must have a policy for managing health and safety, in the policy it explains how you as an employer will manage health and safety in your workplace. These are the things that you need to do for health and safety in your business.

· Appoint a competent person- This will be the person to help you manage health and safety in the workplace.
· Consult your workers – Involve your workers and inform them about health and safety 
· First aid in work – Advise on your first aid kits, training workers and appointing first aiders.
· The law- The health and safety at work act, criminal and civil law 
· Prepare a health and safety policy – What a policy is and how it helps you mange health and safety.
· Provide information and training – Tell your workers what their health and safety duties are.
· Display the law posters – You must display the posters or give workers the equivalent leaflet. 
· Report accidents and illness – You must report certain injuries, near – misses and work-related illnesses to HSE.
· Risk assessments – How to identify hazards and assess risks at work 
· Have the right workplace facilities – Have toilets, sinks and other facilities that workers will need.
· Get insurance for your business – You will need a few insurance’s for your business and also liability insurance in case an employer gets injured at the work place.
· 
Quality control

All our food will be checked with a digital thermometer when being accepted on delivery to make sure its at its right temperature. All food will be dated to its right length of time that it’s allowed to be stored for this will happen every time something is open. At the start of each shift the management or staff that is opening will go through each fridge while setting up and make sure that the colour and smell of the food is what it’s supposed to be.

Legal compliance 

A legal compliance is the act of a company adhering to the laws and policies that are used for the sector they do business. those laws can be requirements that a company needs to attain before it can trade or carry out its services, as well as ethical standards I should meet. A large part of legal compliance is having a robust procedure in place to monitor a business continually to ensure that it remains legally compliant. All companies need to stay up to date with any changes in the law which impacts them. The basic idea behind legal compliance is to minimise legal risk in addition to minimising negligence in the workplace.

Set up and operations cost 

start-up costs are the expenses incurred during the process of creating a new business. Start-up costs require careful planning and meticulous accounting many businesses for get this and rely on floods of customers to keep the operation afloat. Starting up any kind of business requires capitol. For small a business owner the most likely source of financing is through a small business loan, you can often get these through bank, partners, investors and savings.

Many business owners overlook any unexpected expenses so it’s important to have some extra money set aside, many businesses fail because they lack cashflow.

Operating costs are associated with the maintenance and administration of a business on a day-to-day basis. Operating costs include direct costs of goods sold and other operating expenses, this includes rent, payroll and any other overhead costs as well as materials and maintenance expenses. The operating costs is deducted from revenue. 

Business must keep track of operating costs as well as the costs associated with non-operating activities, such as interest expenses on a loan. Both are accounted for in the company’s books. 





Source of finance and funding requirements 
 Most business will need some form of financing at some time. Financing may be required at the start to set up the business. There is no one size fits all solution to financing, the nature of financing options vary considerably as do the costs. 

Before a business can determine the best source of finance it needs to identify its financial need, when it needs its money and how much it needs. A business should prepare a solid business plan and a cashflow analysis.

The business plan will not only identify its financial requirements, it will also help in securing finance as a good business plan will help convince the bank and other investors that the business is worth backing.

When preparing a business plan and cashflow forecast, consideration should be given to more than just the start up costs. It will also be necessary to factor in the running costs and living expenses.

Finance is usually provided one of three ways: grants, debt or equity. Grants are essentially   donation; with debt the creditor lends money to the business in return for repayment this usually come with interest. With equity the financer takes a share of ownership of the business. If the business becomes successful, that share increases in value.

Letters from potential customers and firm orders 
Letters to clients are documents written by business professionals to current or potential customers. Many marketing and sales professionals often wite letters to clients for an abundance of reasons, like promoting a product or service.

A firm order in the business world is one that cant be revoked, amended or cancelled. It allows you to instruct payments to ne taken on your behalf at the rate you are choosing.
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· Google 
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Business plan
A business plan is a formal written document containing the goals of a business, the methods for attaining those goals and the time frame for achieving those goals. It’s also got an overview of your product/service, customers and suppliers, a summary of your company growths, including financial or market highlights a summary of your long- and short-time business goals and how you plan to make profit.

DBA
DBA companies documents allow a business owner to create a fictitious name, whether that business is a sole proprietorship, limited liability company (LLC) or corporation. DBA stands for doing business as, using a DBA document allows you to conduct business under a name other than your own.

Partnership agreement 
A partnership agreement is a written contract between business partners it should set out clearly each party’s contractual obligations and provide the framework for the day to day running of the business. It is important to have a partnership agreement in place as it provides certainty in respect of many issues, from how profits are distributed to how decisions are made, it can help you avoid costly court cases in the future if things go wrong as it provides written evidence of what was agreed between the partners.

Employment agreement
Employment agreement is a document that is signed each time a company hires a new employee. It covers both the employee’s duties and the role within the company as well as the company’s obligations towards the employee. Using the agreement, it maintains a good relationship between the employee and employer. It also can be used by both parties in court of law as it acts as proof that the other party has failed to fill its obligations.


Financial documents
Managing the budget is often a major part of ensuring a businesses long term success. Financial records such as balance sheets, income statements, bank statements, receipt records and payroll reports help the business management keep track of all income and expenditures, ensuring the company’s financial health. They are also used to create annual financial reports to analyse the businesses financial performance during the year.

Business insurance 
Business insurance is a way for companies to protect themselves against various risks. Some of the most common business risks are major business losses, natural disasters, accidents and theft. A business insurance document is a file where the business keeps different insurance policies that cover various risks.



Company policy 
A company policy document outlines all it policies regarding various subjects such as health and safety, the conduct of its employees, the salary for each roll, behavioural guidelines and disciplinary measures. Its main role is to act as a point of reference when employees require guidance on how to handle certain situations. It can also act as a quick way to resolve various internal disputes. 

Price list 
Desserts 
· Chocolate chip pancakes & ice cream with £5.95
· Belgium waffle with banoffee ice cream £6.95 
· Belgium waffle with strawberry ice cream £6.95
· Belgium waffle with vanilla ice cream £6.95
· Belgium waffle with chocolate ice cream £6.95
· Crepe with Nutella spread £4.95 
· Crepe with Nutella spread and strawberry’s £5.95 
· Crepe with sliced bananas and banoffee sauce £5.95
· Strawberry cheesecake with ice cream or cream £3.00
· Lemon cheesecake with ice cream or cream £3.00
· Chocolate fudge cake with ice cream or cream £2.50
· Red velvet cake with ice cream or cream £2.50
· Victoria sponge cake with ice cream or cream £2.50 
· Carrot cake with ice cream or cream £2.50 
· Treats sharing sundae with a choice of 4 scoops of ice cream served with flake, M&Ms   Maltesers, Twix and sauce £8.95

Special offer – any choice of 4 desserts and 4 soft drinks £32.00 
 excludes treats sharing sundae.

Milkshakes 
· Strawberry milkshake with cream and sauce £3.50
· Chocolate milkshake with cream and sauce £3.50
· Mint choc chip milkshake with cream and sauce £3.50
· Vanilla milkshake with cream and sauce £3.50 

ADD extra fillings into the milkshakes for an extra £1 each 
· Maltesers 
· Twix
· Wispa 
· M&M
· Aero 
· Kinder Bueno 

Hot drinks 
· Americano £1.90
· Latte £2.40
· Cappuccino £2.60 
· Espresso £2.10
· Hot chocolate £2.50
· Hot chocolate with cream and flake £3.00
· English breakfast tea £1.90
· Earl grey tea £2.10
· Peppermint tea £2.10
· All flavoured teas £2.20 

Soft drinks 
· Coca cola bottle £2.40
· Diet coke bottle £2.30
· Coke zero bottle £2.30
· Sprite bottle £2.30
· 7up bottle £2.30    
· Smart water bottle £1.30
· Sparkling water bottle £1.50 
· Ribena carton (all flavours) £1.20 
· Orange juice bottles £1.30
· Apple juice bottles £1.30 



 
















CV

CURRICULAM VITAE: Nathan Moon 
Personal Details
Address:  	439 Cowbridge Road West
Cardiff
CF5 5TF

Telephone Number: 07927167451
Email: nathanmoon23@hotmail.co.uk

Personal Profile
I am hardworking and sociable. I was on the Princess Trust and Fairbridge course in Cardiff where I achieved a city and guilds. By doing these courses I learnt various skills such as team work and navigation skills I also gained qualifications in different areas. 

Skills Summary
I am able to adapt quickly into new environments and willing to learn new things. I work well independently as well as part of a team and can use my own initiative. I have good communication skills and am able to work under pressure in busy periods. 

Career History 
Copthorne Hotel- Receptionist Duty Manager- September 2021 til present 
My responsibilities here include meeting and greeting customers, checking them into the room and dealing with any requests or complaints they have and resolving them as quickly and efficiently as possible. Since working at the Copthorne I have gained my personal licence. 

GP Caterers- Pillars Cardiff Supervisor- August 2017 til September 2021
I returned to the company after being offered a supervisor position. My responsibilities here included meeting and greeting customers, taking orders and serving them, opening and closing the tills, handling the money, cashing up and doing banking at the end of a shift. Furthermore, I am responsible for opening and closing the restaurant, running shifts and delegating jobs. I have to speak with suppliers to ensure we are getting the best pricing and place orders in line with the restaurant needs. I must ensure all invoices are paid on time and the paperwork is up to date and completed. 

Village Urban Hotel Cardiff Team Leader/ Assistant Manager December 2015 til July 2017:
My responsibilities here include managing a large team and running conferences, weddings and large parties. I must ensure all party organisers are greeted, the rooms are set up to their liking and throughout the night everything runs smoothly. I delegate jobs to the team, handle money and cash up at the end of the night. Twice a week I take on the role as the hotel manager and have to ensure all problems that arise are dealt with in a timely manner and the guest is reassured and left happy. 

Frankie and Bennys Cheltenham Server July 2013 til September 2016:
My responsibilities here include meeting and greeting customers, taking them to their seats and taking their orders ensuring I offer everything available. I handle the money and taking payments from the customers. I also work on the bar where I make a variety of drinks from cocktails to coffees. 
GP Caterers- Pillars Cardiff September 2007 til June 2013: 
My responsibilities here included meeting and greeting customers, taking orders and serving them. Three times a week I assistant the head chef and help prepare the meals. During my time here I became a cashier where my responsibilities involve opening and closing the tills, handling the money, cashing up and doing banking at the end of a shift. 


Education
·  Michealston Community College 2001-2007 
	Maths				Geography
	English				Religious Studies 
	Science			Physical Education 
	History 
Where I received all C and above at GCSE level.

· University of Wales Trinity St David
Skills of the workplace Level 4


Interests
I enjoy socialising and watching sport and meeting new people. I like to cook for my friends and family as well as going on rides on my scooter in my free time.

References 
Available on request. 






















Sample promotional material  

A week before opening I am planning on making some of our desserts and giving tasters on the streets of Cathays with a leaflet, on the leaflet it will have our name, address social media details price list and telephone number. Other things that I can do is post leaflets through doors and hand them in to university and hospitals that’s in the area. By doing this I can potentially start gaining followers on social media and people will get excited there’s a new dessert place opening in the area.  
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