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[bookmark: _Toc44866073]1.0 EXECUTIVE SUMMARY
This is an excellent opportunity for us to take over a well-known baguette shop which has suffered in recent years due to poor management.
The shop shut down 6 months ago and I have an opportunity to lease the shop and establish my own Baguette shop called Lulu’s.
We can transform its fortunes by adding our own individual stamp.
The rental of the shop includes all the equipment needed so no huge cost for equipment to get started.

[bookmark: _Toc44866074]1.1 Business overview

We are taking over a well-established baguette shop which has not done very well in recent years and will transform it into a place to go.

The business operates from a leased shop, so the intention is for the lease of the shop to be assigned. There are 20 years remaining on the term.

The business is located within 2 miles of the M4 and 1 mile from a busy shopping area.
There are 3 high schools and Cardiff met university within a 2-mile radius.
There was an existing customer base when the shop was running well in the past, our aim is to get that customer base back as well as increasing this by providing a more varied goods and services.

We also intend increasing revenue by opening earlier to do breakfast and opening on Saturdays when the shopping area is at its busiest.

By opening when our customers want us open i.e. breakfast, lunch and teatime and by sourcing our products locally, we believe this will encourage people to come to us.
Lulu’s will be a traditional baguette shop offering freshly made Premium baguettes made with the finest ingredients, using local businesses for some of these.

We will do our best to cater to every one’s taste. All customers will receive a freshly baked warm baguette with a choice of several different fillings, ranging from favourites like flavoured chicken with salad, to posh nosh Baguettes i.e. Salmon, cream cheese and parsley or Roast beef, caramelised red onion with parmesan shavings.

We will also offer a children’s range with funny face baguettes, child friendly fillings and meal deals to encourage children to eat healthy.
All food will be prepared fresh onsite on the day, to minimise waste.
we will offer a range of vegan fillings and halal meat to make sure we can cater to everyone.

The area Lulu’s will be situated, is a highly populated student area, so we will offer good value meal deals to suit the student’s budget.

There are also a few construction sites in the area so we will offer builder meal deals and Breakfast baguettes to enjoy before they start work. 

We will be a family run business with a range of services to suit all customer’s needs.
Lulu’s will offer a pre-order service for busy lunchtime periods as no one likes to queue on their lunchbreak.

A cycle delivery service within the local area for individuals and a cycle delivery service to offices within a 3-mile radius with a minimum order amount.

We will offer a 10% discount to emergency services and a cycle delivery service to 
the local hospital.

We hope to build a loyal following by providing fresh tasty food where customers will want to come back for more.

We will offer a feedback service with the opportunity to tell us what they would like to see in our shop, i.e. other fillings we may not provide.
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[bookmark: _Toc44866075]1.2 Unique Selling Point
Our unique selling point is we are an independent producer of baguettes and homemade food, we supply our customers direct from our shop whether in person or delivery.

We care what our customers think and will connect with them for feedback regularly.

The intention is to broaden the customer base by providing unique products in the area which current market trends and our own research shows are in increasing demand. This includes:
· Vegan 
· Low fat 
· Plant based 
· Meat substitutes 



[bookmark: _Toc44866076]1.3 Start-up Summary

Expenses
Lulu’s Baguettes Business start-up costs

· Marketing and Advertising
· Rent, Deposit and transfer of lease fees
· Insurance
· Legal and Accounting fees
· Miscellaneous 


Fixed costs

· Advertising - £1000
· Basic website - £3000
· Brand development - £1000
· Building down-payments and Rent - £3550
· Accounting and Legal fees - £500
· Business stationary - £500
· Equipment - £500
Total start-up cost £10,050. 

The start-up cost is being put up by ourselves from our savings, so we are not looking at taking out any loans at this time.

We will be investing £15000 to cover the start-up costs and any unexpected costs we may come across within the first month, which we may not have factored in.
We are seeking business support and advice from Business wales.

We have been made aware of business loans available from business in focus as well as other sources of finance available such as public sector grants, subsidies and loans, trade credit, hire purchase and leasing arrangements if required.


[bookmark: _Toc44866077]1.4 Financial Overview
We have forecast a growth from 700 customers a week from opening and aim to serve 2000 customers a week by month 11, which will increase sales month on month.

We have taken into consideration as we have high student population in the area, we will drop sales in July, August and December. During the July and august we hope to make up for the drop in customers by going to events such as festivals races and other crowd gathering events, and December we look into Christmas markets and see if we can get a space onsite in year 2.

The forecast sales for year 1 are £292,303 gross, £144,666 net profit after deductions but before tax.

This forecast is based on customer growth each day, including factors such as gaining customers from competitors and launching a mobile van by month 10 to cover summer events.

We will spend approx. £4000 on a new van which is equipped with all the equipment. This will come out of any profit that has been made by month 9 ready to launch in month 10. This has not been added to the financials yet as we need to ensure we hit our projections by month 8 before we say we will definatly go ahead with this plan.

I will be taking a wage of £1000 a month from the business and paying a wage to Jacob Jones of £800 a month.

[bookmark: _Toc44866078]Cash flow sheet
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[bookmark: _Toc44866079]1.5 Vision statement	

To become a household name for the best baguettes around by providing a premium product at a competitive price, we believe we will achieve our projected customer growth, as we will be offering our customers quality food at a good price.

We are passionate about lulu’s freshly baked food that tastes great and make every eating experience more satisfying for our customers. We will never compromise on quality or family values and we will work each day to exceed customer expectations. We will make, distribute and sell our products in a cost-effective way that allows us to operate on a sustainable financial basis of profitability, continuous improvement and growth.

[bookmark: _Hlk43063312][bookmark: _Toc44866080]1.6 Business Goals

My goals to start off by opening Lulu’s, serve amazing food and building our business by word of mouth from happy customers. We will market the business on a company website, social media, posters and leaflet drops.

The aim is to be selling 1225 Baguettes a week by month 6 and 2000 baguettes a week by month 12. I have based this on an increase of 25 new customers a day month on month, due to advertising, word of mouth, social media and promotional leaflets and offers.

Once the business has been established for 6 months, we will look at changing or adding to the menu for special occasions i.e. Winter/Christmas, Easter and summer menu. We will collect customer feedback on this idea.

We will look at doing deliveries further afield by month 6, also we will approach local offices to offer catering for meetings. We will also offer local clubs, churches and small venues a catering service. By month 10 in the first year I would also like to open a mobile van selling the same menu at festivals and events etc to make up for a drop in sales in July and August due to students going home for summer holidays.

By year 3 I would like to launch another mobile van to add to the business.
In the first quarter of year 5, I would like to open another shop in the town centre and have 1 more van out and about at events by quarter 3 in the same year.

My long-term plan includes expansion by year 10. I want to have grown the business by adding another shop and 2 more vans and be financially stable to be able to have the shops and vans run by staff and managers giving me the option to step back and look at future expansion.

We will also set up a reserve pot to put money into each month to build a significant amount of money to make sure we can sustain the business for at least 6 months if we had to close for any reason i.e. flooding, pandemic or other.

[bookmark: _Toc44866081]1.7 Business Objectives.
Theme
· Understanding the business, maintaining the re-gaining the customer base and testing market growth.
Objectives
· Successful and smooth opening from the customers perspective.
· Fully understand how the business operates
· Regain customer base
· Commit to learning
· Implement the marketing plan, especially advertising on social media and shop window.
· Build relationship with customers and suppliers
· Test untapped potential growth utilising anticipated revenue from Saturday opening. Healthy options, deliveries and potential to cater for businesses.
· Increase income from Saturday and early morning openings.
Core family values
· Integrity - we will always strive to do what is right…even when no one is looking.
· Commitment – we will invest in helping the customers, businesses and communities we serve reach their full potential because we believe their success will ultimately determine ours.
· Adaptability – we will retain long term partnerships by continuously re-evaluating our products, processes and talent to meet changing market demands.
· Respect – we will conduct ourselves in a manner that values the individual needs and contributions of our staff, customers and suppliers.
· Empowerment – we will trust our staff to make sound business decisions and we accept the need for taking prudent levels of risk.


[bookmark: _Toc44866082]2.0 Opportunities and Threats
Opportunities
· High volume of trade in the area
· We will be unique to the area
· Potential growth once construction is finished as offices will be open.
Threats
· There are 2 other sandwich shops within a 3-mile radius
· Pandemic
· Pricing, inflation and recession
· Slow growth


[bookmark: _Toc44866083]2.1 Business Summary
Address
00 Queensberry Road
Cf23 9xx
Tele: 07800000000
VAT Details: not VAT registered

Legal status: sole trader
Bank details
Business account
Higher street
Town
Cf1 1xx
Account manager:  Keith Lemmon
Overdraft limit on business account set at £5000. This will be reviewed at the start of each financial year.

[bookmark: _Toc44866084]Advisors
· Business management advisor, Mr M Knight is providing full support with the business opening.
· Solicitor, Mr B A Baracus has been appointed to advise on the assignment of the lease for the premises and the due diligence checks.
· Accountant, Mrs R Barr has been appointed for advice on the best legal structure for the business.
· Accountants will be appointed to manage the accounts and submit the tax returns annually.
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Louise Ricketts
Job title: owner
Experience and skills: CIEH level 4 food hygiene and safety for catering,
Level 4 in proficiency in food handling.
I will be the main person running and serving in the shop with help from my family at busy periods i.e. lunchtimes. CV included. (Appendix A Fig 1)
Jacob Jones
Job title: Staff
Jacob will be on hand to help on a part-time basis over the lunch time period. Experience and skills: CIEH level 2 food hygiene and safety for catering, Level 2 in proficiency in food handling. CV included. (Appendix A Fig 2)

Jacob is a keen cyclist so will do all the cycle deliveries.

[bookmark: _Toc44866086]Training and updates
We are also committed to keeping up to date with health and safety and food hygiene regulations and will commit to regular training.
We will keep up to date with the food industry news and developments and improve our awareness of emerging trends by attending trade events, reading trade journals and industry resource links.
We will keep up to date with the Food safety act 1990 and food Hygiene act 2006,and make sure certificates are up to date.



[bookmark: _Toc44866087]3.0 Market research
After doing market research I have found there are 2 similar shops within a 3-mile radius.
1 is a franchise, subway, and a 2nd shop La-Minas which sell very similar to what I intend to sell. I think this shop is going to be my main competitor.

There is also a local Tesco and Sainsbury that sell meal deals.

We have looked at La-Mina menus and prices and believe we can undercut them to entice customers to buy from us. They do not do any offers for student, so we will be attending the university fresher’s week handing out fliers with special offers.

La-minas single baguette sells for £3.00 we will sell a single Baguette for £2.75, their meal deal, a baguette, drink and packet of crisps sell for £5.10, we will sell a meal deal with the same contents for £4.75. you can view La-Minas menu here 

La-Minas open at 10AM, we will be opening at 7AM every day to start the morning off selling Breakfast baguettes. There is no other shop in the area that do this.

The average person in the UK spends £6.08 on lunch each day, with 1 in 3 buying the same lunch every day. 

8 out of 10 people say they get bored of eating the same food each day, So this gave us the idea of not just selling standard baguettes you get in all shops, so we decided to do posh nosh baguettes also to give customers a choice.

81% of people admit they tend to have similar food and don’t venture toward different flavours, so this gave us the idea to offer taster plates to tempt people to try new flavours.
Ongoing research on pricing, types of goods and perceived value for money will be undertaken to ensure that the business is competitive.

Competitor               strengths                                                  Weaknesses

Tesco                       Opens 6am closes 11pm                          Limited parking,  
                                                                                                  pre-packed food

Sainsbury                Opens 6am closes 11PM                           No Parking, 
                                                                                                  Pre-packed food

Subway                   Well-known brand                                      Serves same food 
                                                                                                   Day in day out,                      
                                                                                                    Limited parking.

La-Mina                   Well established brand                              Don’t open till 10AM
                                                                                                   Closes at 5PM  
                                                                                                    No parking
  
                                                                                                                                                   
[bookmark: _Toc44866088]3.1 Marketing
We have arranged for a web design company to design our web page which will launch 2 weeks before opening to show people we are a new business and what we will be offering.
Work is also being undertaken to market our products and services to more businesses in the locality.

The focus area for the marketing campaign will be the shop and surrounding areas within a 3-mile radius.

Campaigns will be measured through customer footfall into the shop and perceived customer value as well as social media engagement. 

[bookmark: _Toc44866089]3.2 Product Costs
For the first month the cost of ingredients works out at approx.  £2755, the cost of each baguette to make is £0.97p and we intend to sell at £2.75.

We can buy 24 bottles of pop for £15 and sell each bottle for £1.50 and 24 cans for £9 and sell each can for £1.00.

Box of 24 Crisps £.9.00 will sell for £0.80p per packet.

Scones cost £0.10p to make and will be sold for £0.80p each

Cupcakes cost £0.10p to make and will be sold for £0.80p each

Corned beef pie costs £3.00 to make and will produce 8 slices which will be sold at £1.50 per slice.

We have spoken to local suppliers and have decided who we will use, we also have a back-up supplier if anything goes wrong.

We have an agreement with the supplier on no cost rises in the first year. There are several suppliers locally and they are very competitive with their pricing.
Our products include:




[bookmark: _Toc44866090]4.0 Legal requirements
The business is subject to a considerable amount of legislation relating to food safety and hygiene, food labelling, workplace health and safety and waste disposal.

Lulu’s will adhere to these legislative requirements.

When we are due to open the Environmental health and trading standards will be contacted immediately regarding these requirements and seek advice.

[bookmark: _Toc44866091]4.1 Insurance Requirements
· Public liability insurance to cover customers in case of injury
· Public indemnity insurance to cover the shop against claims of negligence i.e. allergy related
· Employers liability insurance to cover the staff working for the business
· Building and contents insurance to cover the event of fire, floods, thefts etc
· PRS licence for music to be played in the shop.
The cost of these insurances at present is £2320.58 annually or £261.07 per month for 10 months Inc. 12.5%interest (24.8% APR). (Appendix B)

[bookmark: _Toc44866092]5.0 SWOT
Strengths
· Business is in a good location
· Able to deliver to the local community
· Business set up ready to go as equipment already supplied
· Loyal hard-working family
· Healthy food
· Good area with high footfall volume
· Knowledge of the food industry

Weaknesses
· Lack of experience as a self-employed person
· Starting off with minimum staff
· Lack of accounting knowledge
· High expectations

Opportunities
· Selling freshly baked food to the local community
· Opening on a Saturday and early mornings to increase revenue
· Committed to learning and establishing a good name
· Catering to all needs, students, builders, shop workers, families and offices
· Cater to everyone’s taste, plant based, vegan, vegetarian, halal, children, mild and spicy, savoury and sweet.

Threats
· Equipment breakdown
· Family members too busy to help out
· Competition from competitors
· Cash flow issues
· Footfall reduction
· Increase in price for ingredients and materials
· (worst case scenario) landlord wanting shop back  


[bookmark: _Toc44866093]6.0 End Goal
My end goal is to have established a successful business with a good growth and continued growth over many years, which can be passed on to my children to continue to run after my retirement.

[bookmark: _Toc43676029][bookmark: _Hlk43670266][bookmark: _Toc44866094]7.0 Confidentiality Agreement

The undersigned reader acknowledges that the information provided by Miss Louise Ricketts in this business plan is confidential; therefore, the reader agrees not to disclose it without the express written permission of Miss Louise Ricketts.

It is acknowledged by reader that information to be furnished in this business plan is in
all respects confidential in nature, other than information which is in the public domain
through other means and that any disclosure or use of same by the reader may cause
serious harm or damage to Miss Louise Ricketts.

Upon request, this document is to be immediately returned to Miss Louise Ricketts.


Miss L Ricketts
___________________
Signature

Miss L Ricketts
___________________
Name (typed or printed)

03/07/2020
___________________
Date

This is a business plan. It does not imply an offering of securities.






[bookmark: _Toc44866095]Appendix A 

[bookmark: _Toc44866096]Fig 1. Louise Ricketts CV


	
	Phone 07896 549058
E-mail
Louisebratz1@hotmail.co.uk


Louise Ricketts
Personal Statement
I am a highly motivated customer service/training expert that is looking to transfer my exceptional track record and skills to a new Position.  Possessing good administration, interpersonal and influencing skills, as well as organisational skills, I takes great pride in my work and I am adaptable to change. I can work under pressure to achieve the best possible outcome, whilst remaining calm and collective.  I am currently looking for employment where my exceptional communication, interpersonal skills and flexible approach will be an asset to the organisation and allow them to achieve their objectives.

Qualifications:

LCS Level 1a
G.C.S.E 
C of E
NVQ 2
Skills:
· Effective communication skills
· Problem solving
· Planning and organisation
· Good knowledge of excel, word, sap and few others
· Good understanding of HR policies and procedures
· Experience of working in an insurance environment


Employment History

Customer Service Expert February 2003 – Current. 

At British Gas, during this time, I have been trained to an excellent standard in customer service.    I wanted to expand my knowledge and develop my career further so I trained myself on the more complex issues, of the customer journey.  I enjoyed the analytical side of the more complex issues, which then helped me improve my knowledge and helped with my day to day roles within the business. This was carried out using SAP and an internal system called HOW. It also involved regular contact with Team Managers and Experts to ensure the correct procedure was followed. 

Monitor and act upon any shortfall in KPI’s e.g. high wrap, poor being there percentages. 

To help Team Members who are unable to sufficiently help the customer with their enquiry ie resolve anything from correctly entering a Meter Reading to creating a correct bill.  

Over the years I have done different roles from taking meetings to mentoring new staff and floor walking to train existing staff to do the job I do.
Over The last 12 months I have been working on another side of British Gas in their services department booking appointments for home service customers.

I have managed teams of upto16 people, took team meetings and 121s which sometimes involved honest and meaningful conversations regarding performance.
I dealt with these in an honest and constructive manner outlining company policies and offered a range of support available.

I have got under performing teams up to the standard required within the business i.e. hitting their targets on a weekly basis.

Core Duties 

To answer Inbound calls from British Gas Premier Energy customers and deal with their enquiry.
Explain bills and how they have been worked out.

To offer alternative British Gas services to all appropriate Customers.

Take payment from customers wishing to pay outstanding Bills.

To correctly input customer information on to British Gas Systems using Siebel, Sap, Agent 
Workbench and more recently Dyno CRM.

Booking appointment’s for homecare customers. 

Prior to 2003 I had a few other Jobs these included: 

Retail Management, and all the duties that this entailed, from opening up, to cashing up to rota planning and stock management. 

Retail assistant 1990 - 1992
Front counter assistant in fast food establishment 1992 – 1999
Bakery Assistant 1995 - 1996

Education

Coleg Glan Hafren                                         1990-1991                GCSE
St Iltyds High school                                      1987-1990                GCSE  CofE
Heathfield house high school                         1985-1987
St Philip Evans Primary school                      1977-1985


Additional Information

I am devoted Mum and all that comes with that, including ensuring my children get to any clubs they are involved in, both on time and with all the required equipment. As well as getting to school on time. 
I am keen on DIY 
I enjoy ice-skating, reading, body boarding and long walks. 
I have also completed the STAR training module and have achieved the LCS Level 1a in Learn Competency.
I am currently studying for a 1st class honours degree in management and leadership.
I am also studying a CBT diploma.

References:
References available on request.

[bookmark: _Toc44866097]Fig 2. Jacob Jones CV

JOB APPLIACTION CV
Jacob Jones
Date of Birth: 17/04/2010
Email: JacobJones.jj8@gmail.com
Phone Number: 07484872982

I have recently finished my last term in high school, and I am looking for a part time job to coincide with my studies.
I am 16 and have experience working in the local community. For the last 3 years I have worked in a local ‘premier’ shop, where I delivered newspapers and helped stock shelves as well as checking stock intake when deliveries to the shop were made, so I am no stranger to handling myself around the workplace.
I have completed my GCSE’s at Corpus Christi Roman Catholic High School and am awaiting results, but I do have a predicted forecast of what I should receive if those are at all needed. I am hard working and can be flexible with my hours. I am looking to work on the weekend and possibly in the evenings during the week. I am open to work any position needed and I can juggle my tasks well if I am needed to fill multiple rolls during a shift. 

Education 
· Attended Corpus Christi Roman Catholic High school (secondary school) 2015-2020
· I am predicted A/B’s for English, maths and science
· I have received a B grade in Welsh, so I can speak the language as best I can
· I have a B grade in Welsh Bacc/Business
· I was a prefect for the last year in high school, so I am very equipped when it comes to helping other and I was a RAK ambassador (antibullying), so I am fully prepared to help others in stressful times
· I played for my school’s rugby, football and cross-country team, so I can work extremely well with others 
· I helped several struggling pupils in my year get through their GCSE exams after being approached by senior teachers asking if I would help in my spar time. 
· I will be attending St David’s College in September 2020 doing Business studies, Media studies and Physical Education.
Skills
· IT skills
· Good communication
· Good listening skills
Employment
I have held a paper round for the last 3 years with my local premier shop.
I have taken on other boys rounds when they have not turned up. As I am the most reliable, I have now got 2 rounds every morning and 3 rounds on the weekends.
I have built up a good rapport with many of the customers I deliver to.
I do have hold of things such as my passport and national insurance number if needed, I can also provide references.
I have also worked in a bakery so have my level 2 in food hygiene and level 1 in food safety awareness certificates.
I have worked as an extra on keeping Faith, true believers and recording for voice over for reading books to help people learn the English language.


Hobbies
· I am a keen football player and have played for Cyncoed Athletic football club since the age of 7 years old. I have now gone on to play for Cyncoed youths’ team.
· I am also a keen ice-skater where I skate 2 or 3 times a week. 
· I have been attending Atsli Castings drama group for the past 8 years, and thoroughly enjoy acting. 

I am waiting to do my CBT test and will be buying a moped so will have my own transport to get around.

[bookmark: _Toc44866098]Appendix B
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(5) Loan principal payment
(0 Capital purchases (specify)
(u)Other startup costs.
() Reserve andlor escrow (specify)
(w) Owners withdrawal
6. TOTAL CASH PAID OUT
[Total from 5a to 5w]

10,080

76873

76873

10,862

10,862

12217

7417

12,417

12896

15,039

16,321

17,030

17,030

7.CASH POSITION
(End of month) [4 minus 6]

4950

10333

15716

25682

35848

48162

52501

64615

78175

91397

408818

129217

149616




image7.png
Payment options

Annual price Monthly price

A one-off payment of 10 monthly payments of

£2,320.58 £261.07

Includes Insurance Premium Tax Includes a 12.5% interest charge (24.8% APR)

Total: £2,610.65 (£2,320.58 + 12.5%)

Includes Insurance Premium Tax

Buy annually — Buy monthly —

Your covers provided by AXA (£2,140.27 incl in the total premium)

Based on the information you've given us, this product meets the demands and needs of your business as
you've described it. It's important that you check your details and read the policy documents below.
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Thank you for taking the time to read

my Business Plan.
Email: Lulw's@gmail.com
Telephone: 01234567890




