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	1 Executive summary (We suggest you complete this section after you have completed the other sections of the Business Plan).
The Bribe Hotel & Restaurant aims to establish a high-quality yet affordable hospitality business with 60 rooms of varying sizes, situated in a picturesque location along the waterside of the River Avon in the heart of Bristol city. Our business will prioritize providing exceptional customer service, starting from the coffee shop/restaurant and extending to our range of comfortable and affordable accommodation options.
Will offer a unique blend of hospitality services, including a coffee shop/restaurant and a variety of rooms designed to cater to different needs and budgets. Additionally, we will provide modern amenities such as ultrafast broadband, electric bike and car charging stations, and a spacious gym area to meet the needs of contemporary travellers.
	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	

	
	2 Business details

Company name:

The Bride Hotel & Restaurant & Coffee Shop
	

	
	Address:

Cheese Lane, Bristol, BS2 0JJ
	

	
	Primary contact method
01174635027
	

	
	
	

	
	The business will: (Provide a brief description of what your business will do)
In addition to our exceptional lodging facilities, The Bribe Hotel & Restaurant will feature a captivating coffee shop/restaurant where guests can include in delectable cuisine crafted from local sourced ingredients. Whether enjoying a leisurely breakfast overlooking the river of savouring a sumptuous dinner with friends and family, our dining venue will offer a warm and inviting atmosphere paired with culinary delights that tantalize the taste buds.
Moreover, we are committed to providing modern amenities that enhance the overall guest experience. Our establishment will offer ultrafast broadband connectivity, ensuring that guests can stay connected and productive throughout their stay. Furthermore, we will provide electric vehicle charging stations to cater to eco-conscious travellers, as well as a spacious gym area guests can maintain their fitness routines while away from home

At The Hotel & Restaurant, we are dedicated to delivering unparalleled hospitality that exceeds expectations. Whether visiting for business or leisure, guests can expect impeccable service. We look forward to welcoming travellers from near and far to discover the allure of our riverside retreat.

	

	


	
	
	
	
	
	

	
	3 Key personnel

Details of owner(s):
Name: Ana Maria Iordache
	

	
	Position/main responsibilities: General Manager and she will be responsible for managing all the aspects of the business starting from financial aspects to managerial aspects everything will be under the supervision of the owner.
	

	
	Experience and knowledge of our industry: Gheorghe Alexandra has worked as operational head at Royal Lancaster London for around 3 years. Thus, she has good knowledge about the market and ways to run a business.
	

	
	
	

	
	Previous employment: Royal Lancaster London
	

	
	Key skills brought to the business: Creativity, communication skills, time management skills, problem –solving skills, marketing skills, leadership skills, and decision-making skills.
	

	
	Business experience and any training undertaken: The owner previously had an experience of 3 years. She has taken different training like sales and marketing courses, productivity and project management courses, and financial management courses.
	

	
	Academic/professional qualifications: Bavhellor’s degree in business administration and master’s degree in business administration.
	

	
	Salary expectations £ 27,000 per year
	

	
	Name: Gheorghe Alexandra
	

	
	Position/main responsibilities: Front Desk Manager
	

	
	Experience and knowledge of our industry: Front Desk Manager, will be responsible for public and guest relations, but also will be responsible for Human Resources.
	

	
	Experience and knowledge of our industry: Has worked as an HR manager at Midland Hotel for 5 years. Thus, she has good knowledge about the market industry.
	

	
	Previous employment: Midland Hotel
	

	
	Key skills brought to the business: Communication skills, time management skills.
	

	
	Business experience and any training undertaken: She has experience of operating as an HR manager for 5 years. She has undertaken training like the Foundation Certificate in People Practice.
	

	
	Academic/professional qualifications: Master’s degree in human resources
	

	
	Salary expectations £ 27,000 per year

	

	
	Name: Laurentiu Costel Popa
Position/main responsibilities: Security Manager, to ensure the safety of the building, to affer security for the customers and guests.

	
	Experience and knowledge of our industry: He has worked as a manager for a travel agency for 2 years and he has the skills required in public relation receptionist from his experience as a travel guide from Turkey in last 6 years. He as low knowledge since is new in the industry.

	
	

	
	Previous employment: 2 years

	
	Key skills brought to the business: Communication skills. Decision-making skills, Close Protection Officer

	
	Business experience and any training undertaken: He has an experience of 3 years in hotel security from his experience as a Hotel Guide Coordinator Manager in Antalya, Turkey.

	
	Academic/professional qualifications: NVQ 4, Close Protection Officer, Hotel Management International.

	
	Salary expectations £ 27,000 per year

	
	Name:      

	
	Position/main responsibilities:      

	
	Experience and knowledge of our industry:      

	
	Experience and knowledge of our industry:      

	
	Previous employment:      

	
	Key skills brought to the business:      

	
	Business experience and any training undertaken:      

	
	Academic/professional qualifications:      

	
	Salary expectations £      


Vision

	
	
	

	
	4 The business idea
	

	
	Sum up your business idea:

(Use the BMC to help explain this section)

The Bribe Hotel & Restaurant is a boutique hospitality establishment situated on the scenic River Avon in Bristol. Offering 60 meticulously designed rooms, a charming coffee shop/restaurant featuring locally sourced cuisine, and modern amenities such as ultrafast broadband and electric vehicle charging stations, our business aims to provide affordable luxury and exceptional service to both leisure and business travellers. With a commitment to sustainability and a focus on creating memorable experiences, The Bribe Hotel & Restaurant is poised to become a premier destination for discerning guests seeking comfort, convenience, and unparalleled hospitality.
Key Partnership:

Local suppliers for sourcing ingredients and products.

Hospitality industry associations for networking and support.

Key Activities:

Hospitality services including lodging, dining, and amenities.

Customer service and experience management.

Marketing and promotions to attract guests.

Key Resources:
Physical resources – Property, rooms, restaurant space.

Human resources – Staff for operations and customer service.

Technological resources – Ultrafast broadband, electric vehicle charging stations.

Value Proposition:
Affordable luxury accommodation and dining.

Scenic riverside location in Bristol.

Modern amenities and sustainable practices.

Customer Segments:

Leisure travellers seeking comfort and relaxation.

Business travellers needing convenient and comfortable lodging.

Eco-conscious travellers interested in sustainable hospitality.

Customer Relationships:

Personalized service to enhance guest experience.

Feedback mechanisms for continuous improvement.

Loyalty programs to retain customers.

Channels:

Online booking platform and website.

Social media marketing and advertising.

Local partnership with tourism agencies and businesses.

Revenue Streams:

Room booking and accommodations fees.

Revenue from restaurant sales.

Additional services such as gym access and electric vehicle charging

Cost Structure:

Property acquisition or lease costs.

Operational expenses including staffing and utilities.

Marketing and promotional expenses.

Summary:

The Bribe Hotel & Restaurant aims to provide affordable luxury accommodation and dining experiences in Bristol, leveraging its scenic riverside location and modern amenities. By focusing on customer satisfaction, sustainability, and effective marketing strategies, the business seeks to establish itself as a premier destination for leisure and business travellers alike.


	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	5 Business goals
	

	
	1. What do you want to achieve in your first year of business? (for example,  turnover of £100,000 or trading at breakeven) (SMART Target as the basis)
· In the first year of business, our primary objective is to establish The Bribe Hotel & Restaurant as a recognized and preferred hospitality destination in Bristol while achieving financial sustainability. Our SMART target for the first year is to achieve a turnover of £500,000 by the end of the fiscal year. This target is Specific, Measurable, Achievable, Relevant, and Time-bound. It aligns with our business goals and provides a clear benchmark for our performance. Additionally, we aim to maintain a positive cash flow and operate at breakeven or better by closely monitoring our expenses and revenue streams. Achieving this target will signify a successful launch and lay a strong foundation for future growth and expansion.

To achieve our turnover target of £500,000 and operate at breakeven or better in our first year of business, we will implement the following strategies:

· Aggressive Marketing: We will launch targeted marketing campaigns across various channels, including social media, online travel platforms, and local advertising, to increase brand awareness and attract guests to our establishment.
· Customer Satisfaction: Providing exceptional service and memorable experiences will be our top priority. We will invest in staff training to ensure that every guest receives personalized attention and feels valued throughout their stay.
· Revenue Diversification: In addition to room bookings and restaurant sales, we will explore opportunities to generate revenue through ancillary services such as guided tours, event hosting, and partnerships with local businesses.
· Cost Management: We will closely monitor our expenses and implement cost-saving measures where possible, without compromising on the quality of our offerings. Negotiating favourable terms with suppliers and optimizing operational efficiency will be key focus areas.
· Feedback and Adaptation: We will actively seek feedback from guests to identify areas for improvement and make necessary adjustments to enhance our offerings and overall guest experience.
By executing these strategies effectively and staying focused on our SMART target, we are confident that The Bribe Hotel & Restaurant will achieve success in its inaugural year of operation.

By executing these strategies effectively and staying focused on our SMART target, we are confident that The Bribe Hotel & Restaurant will achieve success in its inaugural year of operation.
	

	
	
	

	
	
	

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

(Use Klofstens business platform to explain)

(Vision statement)

In 3-5 years' time, we envision The Bribe Hotel & Restaurant as a leading hospitality destination in Bristol, known for its exceptional service, sustainable practices, and innovative offerings. Using Klofstens business platform and a well-crafted Vision statement, we see our business evolving as follows:

Expansion and Growth:

Our business will have expanded its operations to include additional properties or branches in strategic locations within Bristol or neighbouring cities. This expansion will enable us to cater to a wider range of guests and capitalize on growing demand for high-quality hospitality experiences.

Diversification of offering:

Building on our success in the hotel and restaurant sectors, we will diversify our offerings to include related services such as event hosting, catering, and wellness retreats. By leveraging our brand reputation and customer base, we aim to become a one-stop destination for all hospitality needs in the region.

Sustainability Leadership:

The Bribe Hotel & Restaurant will be recognized as a leader in sustainable hospitality practices, setting industry benchmarks for environmental stewardship and social responsibility. We will continue to innovate and invest in eco-friendly initiatives, such as renewable energy sources, waste reduction strategies, and community engagement programs.

Digital Transformation:

Embracing the latest technology trends, we will enhance our guest experience through digital innovation. This may include the implementation of smart room features, mobile check-in/out options, and personalized digital concierge services to streamline operations and exceed guest expectations.

Community Engagement:

We will strengthen our ties with the local community by actively participating in community events, supporting local charities, and collaborating with small businesses and artisans. By becoming an integral part of the community fabric, we aim to foster goodwill and long-lasting relationships with residents and visitors alike.

Vision Statement: "At The Bribe Hotel & Restaurant, our vision is to redefine hospitality by creating unforgettable experiences that inspire and delight. Through our commitment to excellence, sustainability, and community engagement, we aspire to be the preferred destination for travelers seeking unparalleled comfort, convenience, and connection. By embracing innovation and embracing change, we will continue to lead the way in shaping the future of hospitality in Bristol and beyond."

By aligning our business goals with Korsten's business platform and articulating a compelling Vision statement, we are confident in our ability to achieve sustained success and make a positive impact in the hospitality industry over the next 3-5 years.

Continuing from the Vision statement and alignment with Korsten's business platform, here are additional points for The Bribe Hotel & Restaurant's future trajectory:

6. Strategic Partnerships: We will forge strategic partnerships with industry stakeholders, including local tourism boards, travel agencies, and corporate clients, to drive guest traffic and foster mutually beneficial collaborations. These partnerships will enable us to tap into new markets and enhance our brand visibility on a regional and national scale.

7. Employee Development: Investing in our workforce will remain a priority as we aim to attract and retain top talent in the hospitality industry. Through on-going training programs, career advancement opportunities, and employee recognition initiatives, we will create a positive work environment where team members feel empowered and motivated to deliver exceptional service.

8. Continuous Innovation: The Bribe Hotel & Restaurant will stay at the forefront of innovation by continuously exploring new trends, technologies, and consumer preferences. Whether it's introducing cutting-edge amenities, designing unique guest experiences, or implementing sustainable practices, we will remain agile and adaptable to evolving market dynamics.

9. Customer-Centric Approach: Our commitment to delivering personalized and memorable experiences will remain unwavering as we strive to exceed guest expectations at every touchpoint. By listening to customer feedback, anticipating their needs, and tailoring our services accordingly, we will cultivate long-term loyalty and advocacy among our clientele.

10. Global Recognition: Through our unwavering dedication to excellence and sustainability, we aspire to garner international acclaim and recognition as a benchmark for best practices in the hospitality industry. By consistently surpassing industry standards and setting new benchmarks for quality and innovation, The Bribe Hotel & Restaurant will become synonymous with excellence on a global scale.

By embracing these strategic initiatives and staying true to our Vision statement, The Bribe Hotel & Restaurant is poised to achieve remarkable growth and success in the next 3-5 years. With a clear focus on excellence, sustainability, and customer satisfaction, we are confident in our ability to leave a lasting legacy in the hospitality landscape, both locally and globally.


	

	
	
	

	
	
	

	
	

	
	
	

	
	6 What the business does


	

	
	Product/service

Features
Benefits
· Catering services
· Menu customisation: Catering services often allow clients to customize their menus according to dietary preferences, restrictions, and the theme of the event.
· It offers a range of menu options to suit different preferences and dietary requirements and can often provide additional services such as event planning, rental of equipment and decorations, and staffing.
· Dry cleaning services
· Professional cleaning
· Stain removal

· Convenience

· Quality assurance

· Preservation on clothing
· Time-saving

· Professional pressing and finishing
· Doctor on call
· Immediate access to medical advice
· 24/7 availability

· Convenience

· Range of services

· Confidentiality

· Immediate medical assistance
· Convenience and acc Reduced healthcare costs
· essibility
· Peace of mind
· Improved health outcomes
· 24/7 Service
· Continuous availability
· Round-the-clock support
· Flexibility
· Global reach
· Convenience
· Emergency assistance
· Reduced wait times
· Increased customer satisfaction
· Competitive advantage
·      
·      
·      
·      
·      

	

	
	
	

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

	
	· The Bride Hotel's unique value proposition lies in its commitment to delivering unforgettable wedding experiences characterized by luxury, elegance, customization, and impeccable service, setting it apart as the premier destination for couples seeking a truly extraordinary celebration of love.
· Bespoke Wedding Experience: The Bride Hotel specializes in providing bespoke wedding experiences tailored to each couple's vision and preferences. Unlike traditional hotels that offer generic wedding packages, The Bride Hotel works closely with couples to create personalized ceremonies and receptions that reflect their individual style, culture, and traditions.

· Luxurious Accommodations: The Bride Hotel offers luxurious accommodations and amenities designed to exceed the expectations of both the wedding party and guests. From elegantly appointed guest rooms and suites to exclusive bridal suites with panoramic views, every aspect of the hotel's accommodations exudes comfort, sophistication, and opulence.

· Exquisite Dining Options: The Bride Hotel prides itself on its exceptional culinary offerings, featuring gourmet menus curated by renowned chefs. Whether it's a lavish rehearsal dinner, a sumptuous wedding feast, or an intimate post-wedding brunch, the hotel's dining experiences showcase the finest ingredients, innovative techniques, and impeccable service.

· Unparalleled Event Spaces: The Bride Hotel boasts a stunning array of event spaces, from grand ballrooms and picturesque gardens to intimate courtyards and rooftop terraces. Each venue is meticulously designed to provide the perfect backdrop for weddings of all sizes and styles, ensuring that every moment of the celebration is unforgettable.

· Comprehensive Wedding Services: The Bride Hotel offers a comprehensive range of wedding services, including event planning, floral design, decor, entertainment, and photography. With a dedicated team of wedding specialists, the hotel provides expert guidance and support at every stage of the planning process, ensuring a seamless and stress-free experience for couples and their families.

· Exceptional Customer Service: At The Bride Hotel, exceptional customer service is at the heart of everything we do. From the moment couples inquire about hosting their wedding at the hotel to the final farewell on their special day, our attentive staff is committed to providing unparalleled hospitality and personalized attention to ensure that every detail is perfect.


	

	
	
	


	
	
	

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

1. Tax identification number
2. Registration of business name

3. Agreement for partnership

4. Official legal document for GDPR compliance

5. Company incorporation identifier

6. Identification number for employers

7. Agreement among shareholders with unanimous consent 


	

	
	You will meet your legal and insurance requirements by:

1. Acquiring a business license in accordance with UK regulations, obtained from Companies House.

2. Subsequently applying for an HMRC tax identification number.

3. Securing an alcohol premises license through GovUK.

4. Additionally, trademarking the developed slogans and logos for the business.

5. Obtaining further licenses and permissions from governmental bodies.

6. Engaging with HMRC.

 
	

	
	
	


Marketing

	
	
	

	
	9 Market research
	

	
	Trends in your chosen market are:

· Contactless Technology: The adoption of contactless technology for check-in/check-out processes, payments, and other guest interactions to enhance safety and convenience.

· Sustainability Initiatives: Increasing focus on sustainability practices, including energy efficiency, waste reduction, and eco-friendly amenities, driven by consumer demand for environmentally responsible options.

· Personalization: Customized experiences tailored to individual guest preferences, including personalized amenities, services, and recommendations, to enhance guest satisfaction and loyalty.

· Health and Wellness: Growing emphasis on health and wellness offerings, such as fitness facilities, healthy dining options, spa services, and wellness programs, catering to guests' desire for holistic well-being during their stay.

· Remote Work and Staycations: The rise of remote work and flexible travel arrangements has led to an increase in "workcations" and staycations, with hotels offering amenities and packages tailored to remote workers and local leisure travelers.

· Digital Transformation: Accelerated digital transformation initiatives, including the use of mobile apps, online booking platforms, and data analytics to streamline operations, improve guest experiences, and drive revenue growth.

· Alternative Accommodation: Growing popularity of alternative accommodation options such as vacation rentals, boutique hotels, and serviced apartments, offering unique experiences and greater flexibility for travelers.

· Wellness Tourism: Increasing demand for wellness-focused travel experiences, including retreats, spa resorts, and wellness-focused activities, driven by consumers seeking relaxation, rejuvenation, and stress relief.

· Culinary Experiences: Emphasis on culinary experiences, including farm-to-table dining, food tours, cooking classes, and collaborations with local chefs and artisans, to showcase regional cuisine and culinary diversity.

· Safety and Hygiene Protocols: Heightened focus on safety and hygiene protocols in response to the COVID-19 pandemic, including enhanced cleaning procedures, social distancing measures, and hygiene amenities to ensure guest comfort and confidence.

· 
	

	
	How you know this: (Provide examples with references)
· It has been detected by considering the data obtain from the report of the UK government. It has been found that in 2021 , the customers spending in hotel and restaurants across the region of the UK grew 117 billion which has low in the previous year. (Statista,2023)
· 
	

	
	10 Profiling customers

The customer groups you will be selling to are: (4 x Customer profiles minimum)
1. Bride-to-Be and Wedding Parties:

· Description: Young couples who are planning their wedding ceremonies and receptions.

· Demographics: Typically aged 25-35, both bride and groom, often with a higher disposable income.

· Psychographics: Highly engaged in wedding planning, seeking luxury, personalized experiences, and attention to detail.

· Needs and Preferences: Require elegant event spaces, luxurious accommodations, bespoke wedding packages, and expert assistance from wedding planners.

2. Corporate Event Planners:

· Description: Professionals responsible for organizing corporate events, conferences, and meetings.

· Demographics: Varied, but often corporate event planners are aged 30-50, working in industries such as finance, technology, and pharmaceuticals.

· Psychographics: Goal-oriented, focused on logistics and efficiency, value professionalism and reliability.

· Needs and Preferences: Require flexible meeting spaces, audiovisual equipment, catering services, and accommodations for event attendees.

3. Leisure Travelers:

· Description: Individuals and families seeking leisure travel experiences for vacations, holidays, or weekend getaways.

· Demographics: Diverse, including individuals of all ages and family units.

· Psychographics: Seek relaxation, exploration, and memorable experiences, value comfort and convenience.

· Needs and Preferences: Desire comfortable accommodations, recreational amenities such as pools or spas, convenient location for sightseeing, dining options, and leisure activities.

4. Business Travelers:

· Description: Professionals traveling for business purposes, including meetings, conferences, or corporate events.

· Demographics: Varied, but typically aged 25-60, employed in various industries.

· Psychographics: Prioritize convenience, efficiency, and productivity, value amenities and services that support their work needs.

· Needs and Preferences: Require comfortable accommodations, proximity to business hubs, high-speed internet access, meeting facilities, and business services such as printing or concierge assistance.

These customer profiles represent distinct segments of The Bride Hotel's target market and help tailor marketing efforts, services, and amenities to meet the specific needs and preferences of each group.

Appendix 1, 2,3 and 4 : Customer profiles 


	

	
	Your customer research has shown what your customers want is: 
	

	
	1. To understand the consumer survey report and other statistical data it has been considered. The results showed that most of the consumers visiting the locations belong to the age group of 18 to 64 years (Statista,2023). 
	

	
	
	

	
	How you know this:

Based on the findings of the UK government report, it appears that the majority of hotel bookings are made by individuals aged between 18 and 64 years.

Appendix 5

·  (What evidence can you offer)
	

	
	Number of customers you expect to win in each group and what they might pay:

Group

Number of customers

Price they might pay per unit
18-25
10.000
£200
18-25
50
£50
26-35
5.000
£150
     
     
£     
     
     
£     
     
     
£     
     
     
£     

	

	
	
	


	
	
	

	
	11 Profiling competitors


	

	
	Competitor name

Strengths

Weaknesses

· Premier Inn Bristol City Centre
· the largest hotel and restaurant group in the UK (PremierInn)

· high quality food and drinks
· Overcharged room service  
· Fully booked most of the time   
· Travelodge Bristol Central     
· Good size of the rooms

· Puppets are allowed to stay with customers (Teddington, 2015)    
· Poor bar service.

· Overcharged room service     
· Ibis Bristol Temple Meads Quay
· Located in City centre.

· Good ambience.     
· No arrangements for kids.

· High prices for the services.     
· Radisson Blue Hotel Bristol
· Excellent food services.

· Friendly staffs     

· Overpriced rooms.

· Bad services (tripadvisor, n.d.).     
· Bristol Marriott Royal Hotel
· Well-experienced staff

· Exclusive brand with many partnerships
· Poor Wi-Fi-facilities

· Data breach issues (Stanton, 2018).
How you can improve on their offer and/or price(s) unique offerings:
	

	
	· Personalized Wedding Experiences:

· Offer customizable wedding packages tailored to each couple's preferences, including themed decorations, specialty menus, and unique entertainment options.

· Provide a dedicated wedding planner to guide couples through the planning process and ensure their vision is executed flawlessly.

· Offer exclusive wedding venues, such as rooftop terraces or garden courtyards, for intimate ceremonies and receptions.

· Corporate Event Packages:

· Develop comprehensive corporate event packages that include meeting facilities, audiovisual equipment, catering services, and team-building activities.

· Offer flexible pricing options based on the size and scope of the event, including discounts for multi-day bookings or off-peak periods.

· Provide value-added services such as shuttle transportation, concierge assistance, and dedicated event coordinators to enhance the overall experience for corporate clients.

· Leisure Traveler Amenities:

· Enhance leisure traveler amenities with unique experiences such as cooking classes, wine tastings, guided tours of local attractions, and wellness retreats.

· Offer package deals that combine accommodations with tickets to local events, attractions, or cultural performances to provide added value for guests.

· Partner with local businesses to offer exclusive discounts or perks for guests, such as complimentary drinks at nearby restaurants or spa treatments.

· Business Traveler Services:

· Cater to the needs of business travelers with amenities such as high-speed internet access, ergonomic workspaces, and complimentary breakfast options.

· Offer flexible pricing options for business travelers, including corporate rates, extended-stay discounts, and loyalty programs tailored to frequent guests.

· Provide business-focused services such as meeting rooms, conference facilities, and virtual office support to accommodate the needs of professionals on the go.

· Value-Added Packages:

· Create value-added packages that combine accommodations with additional services or amenities, such as spa treatments, dining credits, or recreational activities.

· Offer seasonal promotions and special offers, such as discounted rates for off-peak periods or exclusive packages for holidays and special occasions.

· Implement a loyalty program that rewards repeat guests with perks such as room upgrades, late check-out options, and exclusive access to VIP events.

By implementing these unique offerings and pricing strategies, The Bride Hotel can enhance its competitive advantage, attract target customers, and differentiate itself in the market. Regularly soliciting feedback from guests and monitoring industry trends can help identify new opportunities for innovation and improvement.


	

	
	
	

	
	
	

	
	12 Managing market risks

Write down the risks you have identified:

1. Diversification: Diversifying revenue streams can help mitigate the impact of market fluctuations. The Bride Hotel can explore different market segments, such as weddings, corporate events, leisure travelers, and business travelers, to reduce reliance on any single source of revenue.

2. Market Research: Conducting thorough market research enables The Bride Hotel to stay informed about industry trends, competitor offerings, and changing customer preferences. This information can help identify potential risks and opportunities in the market.

3. Flexible Pricing Strategies: Implementing flexible pricing strategies allows The Bride Hotel to adjust room rates, event packages, and amenities based on market demand, seasonality, and competitor actions. Offering discounts, promotions, and value-added packages can attract customers during slow periods and maximize revenue during peak times.

4. Customer Relationship Management (CRM): Building strong relationships with customers through effective CRM practices can help mitigate market risks. By understanding customer needs and preferences, The Bride Hotel can tailor its offerings and services to meet customer expectations and foster loyalty.

5. Financial Planning and Contingency Funds: Maintaining a robust financial plan and setting aside contingency funds can provide The Bride Hotel with a financial cushion to weather market downturns or unexpected challenges. This includes establishing cash reserves, managing debt effectively, and regularly reviewing financial performance.

6. Adaptability and Innovation: Being adaptable and innovative allows The Bride Hotel to respond quickly to changing market conditions and emerging trends. This may involve introducing new amenities, services, or experiences that cater to evolving customer needs and preferences.

7. Risk Management Policies: Developing risk management policies and procedures helps The Bride Hotel identify, assess, and mitigate potential risks proactively. This includes conducting risk assessments, implementing safety and security measures, and having contingency plans in place for various scenarios.

8. Monitoring and Evaluation: Regularly monitoring key performance indicators (KPIs) and evaluating market trends enables The Bride Hotel to assess its performance, identify areas for improvement, and make informed decisions to mitigate risks and capitalize on opportunities.


	

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

	
	1. Diversification
2. Market research

3. Flexible Pricing Strategies

4. Customer Relationship Management (CRM)

5. Financial Planning and Contingency Founds

6. Adaptability and Innovation

7. Risk Management Policies
	

	
	13 Pricing
	

	
	How you can calculate your prices:
	

	
	· Cost Analysis:

a. Determine the direct and indirect costs associated with providing each service, including labor, materials, utilities, maintenance, and overhead expenses.

b. Calculate the total cost per unit of service, taking into account both variable and fixed costs.

· Competitive Analysis:

a. Research competitors' pricing for similar services in the local market to understand pricing benchmarks and industry standards.

b. Compare The Bride Hotel's offerings, quality, and value proposition to competitors to determine appropriate pricing positioning.

· Value-Based Pricing:

a. Consider the value proposition of The Bride Hotel's services and amenities relative to customer preferences, needs, and perceptions.

b. Determine how much customers are willing to pay based on the perceived value of the service, including factors such as location, reputation, exclusivity, and customer experience.

· Demand Forecasting:

a. Analyze historical booking data, seasonal trends, and market demand forecasts to predict future demand for hotel services.

b. Adjust pricing strategies based on anticipated fluctuations in demand, such as peak seasons, special events, or local attractions.

· Revenue Management:

a. Implement dynamic pricing strategies to optimize revenue and occupancy rates based on real-time demand and availability.

b. Utilize revenue management techniques, such as yield management and price discrimination, to maximize revenue from different customer segments and booking channels.

· Customer Segmentation:

a. Segment customers based on demographics, preferences, behavior, and willingness to pay.

b. Develop pricing tiers or packages tailored to different customer segments, offering options for budget-conscious travelers, luxury seekers, and corporate clients.

· Profit Margin Analysis:

a. Set pricing to achieve target profit margins while remaining competitive in the market.

b. Calculate desired profit margins for each service and adjust pricing accordingly to ensure profitability and sustainability.

· Feedback and Iteration:

a. Solicit feedback from guests, staff, and industry experts to assess the perceived value and competitiveness of pricing.

b. Monitor pricing performance, analyze sales data, and adjust pricing strategies based on market feedback and changing business dynamics.


	

	
	
	


	
	
	

	
	How your prices compare with the competition:
	

	
	Product/service

Your price(s)
Range of competitor prices (per unit)
Bride-to-Be and Wedding Parties
£5.000
£4.500-5.000
Corporate Event Planners
£5.000
£5.000-50.00
Leisure Travelers
£150
£100-300
Business Travelers
£450
£400-500
     
£     
£     
     
£     
£     
     
£     
£     

	

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

· The price difference between The Bride Hotel and its competitors can be due to factors like unique amenities, location, brand reputation, quality standards, target market, cost structure, pricing strategy, and market positioning.
	

	
	
	


	
	
	

	
	14 Promotion and advertising

How and where will you promote your product/service?
	

	
	
	

	
	· By implementing a comprehensive marketing strategy encompassing digital marketing, traditional marketing, events, PR, and special promotions, The Bride Hotel can effectively reach target customers, generate brand awareness, and drive bookings for its accommodations and event spaces. Regularly analyzing marketing performance metrics and customer feedback can help refine strategies and maximize ROI.

	

	
	
	

	
	
	


Running the business

	
	
	

	
	15 Staff


	

	
	Role

Total cost

Necessary experience

Specialist skills and/or qualifications

· Operational Manager
£27,000 per year
· Bachelor's degree in Operational Management
· Creativity, communication skills, time management skills, problem-solving skills, marketing skills, leadership skills, and decision-making skills.   
· Human Resources Manager     
£27,000 per year
· Bachelor’s degree in human resources          
Communication skills.

· Decision-making skills
· Kitchen Manager
£27,000 per year     

· Bachelor's degree in Restaurant Management
· Strong problem-solving skills
· (gov.uk, 2016)
· HR Consultant
£5,000 per year  
· Bachelor's degree in Restaurant Management
Communication skills.

· Decision-making skills
· Cleaners 5 employees

£88,000

· Certifications in Cleaning and Sanitization
· Previous Cleaning Experience
· Knowledge of Cleaning Procedures
· Attention to Detail
· Chef

£25,000

· Food Safety Certification
· Creativity and Culinary Skill
· Menu Planning and Development
· Culinary Skills
· Problem-Solving Abilities
· Employees 30

· (www.j4b.co.uk, n.d.)
£89,000

· Tourism and Hospitality Studies (Front Desk Staff)
· Customer Service or Hospitality Studies (Food and Beverage Staff)
· A diploma or degree in hospitality management, hotel management, or a related field can provide candidates with a solid foundation of knowledge and skills relevant to front desk operations.
· Skills such as effective communication, conflict resolution, and problem-solving, which are essential for providing excellent service to hotel guests.


	

	
	16 Premises

Cost £

Premises required at start-up: 

£58,000/PM  
Premises required in the future (if different): 

£720,000
Appendix 6 and 7

	

	
	17 Suppliers

Your key suppliers and their credit terms

Supplier

What you’ll buy from them

Number of days’ credit

· Utensils suppliers           (BrandAlley,2023) 
· Necessary utensils 
· 45
· Raw materials for food   (Marks & Spencer, 2023)
· Grocery items
· 45
· Furniture  (Ikea, 2023)  
· Designs for developing new rooms.
· 15
· Catering Distributors
· Catering utilities
· 35
· Britvic
· Soft drinks
· 45
· Schweppes
· Soft drinks
· 30
· Organic suppliers   (Mark & Spencer, 2023)  
· Organic food items
· 30
· Personal care suppliers
· Personal care items
· 20

	

	
	
	

	
	
	


	
	
	

	
	18 Equipment
	

	
	Resource 
When

How funded

Cost £ per unit
· Ovens
· 06-07-024     
· From saved money 
£50
· Mixers
· 06-07-024     
· From saved money 
£60
· Microwave
· 06-07-024
· From saved money 
£55
· Ventilation
· 06-07-024
· From saved money 
£65
· Food Processors     
· 06-07-024
· From saved money 
£60
· Hand Tool
· 06-07-024
· From saved money 
£45
· Sanitizers
· 06-07-024
· From saved money 
£20
· Safety Equipment
· 06-07-024
· From saved money 
£35
· Storage Equipment
· 06-07-024
· From saved money 
£35

	

	
	
	

	
	
	

	
	19 Managing operational risks

Risk

Solution

Staff

· Breach of private data 
· Employees calling in sick.

· Employee errors
· Using strong passwords and offering training to the employees.

· Appreciating employees and offering enough support
Suppliers

· Delays in shipping

· Shortages of raw material
· Partnering with domestic suppliers.

· Considering a second supply source.    

	

	
	
	


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



	
	
	

	
	20 Start-up costs
	

	
	Calculate how much money you need before you start trading


[image: image2.emf]£

10,000

10,000

0

7,500,000

0

2

0

500

58,000

0

10,000

5000

2000

3500

0

288,000

30,000

3000

1000

0

7,921,002

IT and computers

Telephones and broadband

Equipment

Stock

TOTAL  £



Consumables

Licences

Association fees

Wages/recruitment

Security/health and safety equipment

Professional fees

Training

Tools

Vehicles

Insurance

Other (please specify)

Rent/rent deposit

Stationery

Marketing

Market research costs


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

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	21 Profit and loss forecast


[image: image3.emf]Less variable costs 96,000 96,000 96,000

Gross profit (sales less variable 

costs) = 

954,840 1,042,410 1,129,980

Calculate your gross profit margin 

% (gross profit divided by total 

sales x  100) (A)

90.86% 91.57% 92.17%

Salaries/wages (survival income + 

any staff

288,000 288,000 288,000

Premises (including rent, rates, 

utilities)

720,000 720,000 720,000

Telephone and broadband 6,000 6,000 6,000

Printing, post and stationery 600 700 800

Advertising and promotion 10,000 15,000 20,000

Bank charges 96,000 96,000 96,000

Professional fees 6,000 6,000 6,000

Insurances 500 500 500

Bank/HP/Interest (payable to your 

bank)

8,000 8,000 8,000

Stock 10,000 12,000 15,000

Consumables 25,000 25,000 25,000

Equipment and vehicle leasing 500 650 800

Depreciation 0 0 0

Other (please specify) 5,000 6,500 8,000

Other 10,000 10,000 10,000

Other 30,000 30,000 30,000

Total fixed costs 1,215,600 1,224,350 1,234,100

Net profit (gross profit less fixed cost)

-260,760 -181,940 -104,120

Calculate your net profit margin (net 

profit divided by total sales x 100)

0 -16 -8

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

Total variable costs + total fixed costs 

(B)

1,311,600 1,320,350 1,330,100

Break even (B) divided by (A) 1,443,469 1,441,947 1,443,102


	

	
	
	

	
	
	

	
	
	

	
	
	


	
	
	

	
	22 Sourcing finance
	


	
	Total borrowing requirement for the business


[image: image4.emf]£

13,000,000

Personal start-up contributions           - 300,000

Other start-up contributions            - 50,000

Total required = 12,650,000

House, cars = 850,000



Start-up costs

The assets you have available as security



	


	
	23 Managing financial risks (such as, sales are less than forecasted or start-up finance takes three months longer to obtain)
The risks that you have identified for your financial forecast are:
	

	
	1. Lower Than Forecasted Sales: There is a risk that actual sales may be lower than initially forecasted. This could be due to various factors such as changes in market conditions, unexpected competition, or economic downturns. Lower sales can impact revenue projections, cash flow, and overall profitability.

2. Delayed Start-Up Financing: Another risk is the possibility of delays in obtaining start-up financing. If it takes longer than anticipated to secure funding, it can result in delays in launching the business or executing planned initiatives. This delay can lead to increased costs, missed opportunities, and additional financial strain on the business.


	

	
	How you will minimise their impact:
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	24 Cash flow forecast (Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary) 


	

	
	
[image: image6.emf]Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual

INCOME

Cash from sales (incl. VAT) 954,840 954,840 954,840 954,840 954,840 954,840 954,840 954,840 954,840 954,840 954,840 954,840 954,840 954,840 6,683,880 6,683,880

Cash received from debtors 300,000 300,000 300,000 300,000 300,000 300,000 300,000 300,000 300,000 300,000 300,000 300,000 300,000 300,000 2,100,000 2,100,000

Capital/loans received 12,650,000 12,650,00012,650,00012,650,00012,650,000 12,650,00012,650,00012,650,000 12,650,000 12,650,000 12,650,000 12,650,000 12,650,000 12,650,000 88,550,000 88,550,000

House/cars 850,000 850,000 850,000 850,000 850,000 850,000 850,000 850,000 850,000 850,000 850,000 850,000 850,000 850,000 5,950,000 5,950,000

TOTAL £14,754,840 14,754,840 014,754,84014,754,840 14,754,84014,754,84014,754,840 14,754,840 14,754,840 14,754,840 14,754,840 14,754,840 14,754,840 103,283,880 103,283,880

EXPENDITURE

Wages to staff (incl. PAYE & NI) 0 0 288,000 288,000 288,000 288,000 288,000 288,000 288,000 288,000 288,000 288,000 288,000 288,000 1,728,000 1,728,000

Premises (rent, rates & utilities) 0 0 720,000 720,000 720,000 720,000 720,000 720,000 720,000 720,000 720,000 720,000 720,000 720,000 4,320,000 4,320,000

Telephone & Broadband 0 0 6,000 6,000 6,000 6,000 6,000 6,000 6,000 6,000 6,000 6,000 6,000 6,000 36,000 36,000

Printing, post & stationery 0 0 600 700 700 700 700 700 700 700 700 700 700 700 4,100 4,200

Advertising & promotion 0 0 10,000 15,000 15,000 15,000 15,000 15,000 15,000 15,000 15,000 15,000 15,000 15,000 85,000 90,000

Bank charges 0 0 96,000 96,000 96,000 96,000 96,000 96,000 96,000 96,000 96,000 96,000 96,000 96,000 576,000 576,000

Professional fees 0 0 6,000 6,000 6,000 6,000 6,000 6,000 6,000 6,000 6,000 6,000 6,000 6,000 36,000 36,000

Insurances 0 0 500 500 500 500 500 500 500 500 500 500 500 500 3,000 3,000

Bank/HP 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Equipment & vehicle leasing 0 0 2 2 2 2 2 2 2 2 2 2 2 2 12 12

Payments relating to variable costs 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Capital Expenditure 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other Payments 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

VAT 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Owner's wages/salary 0 0 288,000 288,000 288,000 288,000 288,000 288,000 288,000 288,000 288,000 288,000 288,000 288,000 1,728,000 1,728,000

Owner's National Insurance 0 0 500 500 500 500 500 500 500 500 500 500 500 500 3,000 3,000

Loan repayments (incl. interest) 0 0 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 48,000 48,000

Stock 0 0 7,500,000 7,500,000 7,500,000 7,500,000 7,500,000 7,500,000 7,500,000 7,500,000 7,500,000 7,500,000 7,500,000 7,500,000 45,000,000 45,000,000

Consumables 0 0 15,000 15,000 15,000 15,000 15,000 15,000 15,000 15,000 15,000 15,000 15,000 15,000 90,000 90,000

Other (please specify) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

TOTAL £ 0 0 8,938,602 8,943,702 8,943,702 8,943,702 8,943,702 8,943,702 8,943,702 8,943,702 8,943,702 8,943,702 8,943,702 8,943,702 53,657,112 53,662,212

Income less expenditure 14,754,840 14,754,840-8,938,602 5,811,138 5,811,138 5,811,138 5,811,138 5,811,138 5,811,138 5,811,138 5,811,138 5,811,138 5,811,138 5,811,138 49,626,768 49,621,668

Opening bank balance 0 014,754,84014,754,840 5,816,238 20,565,97811,627,37626,377,116 17,438,514 32,188,254 23,249,652 37,999,392 29,060,790 43,810,530 29,060,790 43,810,530

Closing bank balance 14,754,840 14,754,840 5,816,23820,565,97811,627,376 26,377,11617,438,51432,188,254 23,249,652 37,999,392 29,060,790 43,810,530 34,871,928 49,621,668 34,871,928 49,621,668

6 TOTAL Start-up 0 1 2 3 4 5


	

	
	
	

	
	
	

	
	
	
	
	
	


25 Conclusion. 

The Bribe Hotel & Restaurant presents an exciting opportunity to establish a successful and sustainable hospitality business in Bristol. Our commitment to affordability, quality, and modern amenities positions us for success in the dynamic hospitality market (Holden, 2017). By offering affordable yet high-quality accommodation and dining experiences, backed by modern amenities and exceptional customer service, we aim to capture a significant share of the local market and establish a reputation for excellence in the industry.
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 Appendix 

(An appendix comes at the end (after the reference list) of a report, research project, or dissertation and contains any additional information such as raw data, tables, and supporting information such as screenshots, and additional evidence. The information in the appendices is relevant but is too long or too detailed to include in the main body of your work.)
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8. [image: image15.png]TOWARDS ZERO CARBON DEVELOPMENT

This practice note provides advice on the implementation of Bristol Local Plan
policies for sustainability, climate change and resilience. By following the guidance
in this note, developers can ensure their proposals meet local plan requirements
for delivering sustainable buildings.

The council has declared a climate emergency and Bristol has committed, in the
One City Plan, to becoming carbon neutral and climate resilient by 2030. This
requires that we act now to reduce direct and indirect carbon emissions to net zero
and prepare and adapt to deal with the projected impacts of climate change. The
council is implementing a range of measures, including this practice note, which
will secure reduced emissions.

1n 2019, we consulted on an update to the Bristol Local Plan* and proposed a
number of new and revised policies which, if adopted, will ensure that all new
development in the city helps us to meet these objectives.

Until a new local plan is adopted, the current Bristol Local Plan’s policies expect
development proposals in Bristol to deliver energy efficient buildings with reduced
emissions. This practice note has been updated to ensure that new development
makes the best contribution it can to the city’s longer term aims within the
requirements of the current local plan policies.

Developers should aim to exceed the requirements of the current local plan
policies. Where development proposals go beyond the standards required by the
current local plan, the benefits of such an approach can be taken into account as a
material consideration when planning applications are decided.

For more information on the city's approach see the 2
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[image: image20.png]THE BRIBE HOTEL & RESTAURANT
MISSION STATEMENT

® The Bribe Hotel & Restaurant is a new hospitality business that will be Taunched in
Bristol, UK.

® The vision of the company is to establish the business venture over the next 5 years.

® The mission of the business is to increase its sales volume by 2% within two years and
revenue by 3 % within three years by exceeded customer satisfaction turning them
into brand service ambassadors, outstanding quality services, building and retaining

customer loyalty.
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THE CONCEPT

O It will start operating with 40'employees at the beginning.

O The business will be specialised in' offering luxurious lounges at an affordable rate,
with' customers and staff being empowered through various tactics, to create a
sense of belongingness, which leads to the benefit of both parties.

O A hotel PMS is crucial. To keep ahead of the competition in today's world, this
business must link its PMS with hotel accounting software. The results are
encouraging. Monitoring the daily sales of the complete property portfolio becomes
feasible, beginning with occupancy percentages, ADR, RevPAR, and other events.

QO Building a strong corporate culture will control how they interact with each other
and with guests.
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START UP COSTS

						£

		IT and computers				10,000

		Telephones and broadband				10,000

		Equipment				0

		Stock				7,500,000

		Tools				0

		Vehicles				2

		Professional fees				0

		Insurance				500

		Rent/rent deposit				58,000

		Stationery				0

		Marketing				10,000

		Consumables				5000

		Licences				2000

		Training				3500

		Association fees				0

		Wages/recruitment				288,000

		Security/health and safety equipment				30,000

		Market research costs				3000

		Other (please specify)				1000

						0

						0

						0

						0

						0

		TOTAL  £				7,921,002
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Sheet1

		

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

				Total expected sales		1,050,840		1,138,410		1,225,980

				Less variable costs		96,000		96,000		96,000

				Gross profit (sales less variable costs) =		954,840		1,042,410		1,129,980

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		90.86%		91.57%		92.17%

				Salaries/wages (survival income + any staff		288,000		288,000		288,000

				Premises (including rent, rates, utilities)		720,000		720,000		720,000

				Telephone and broadband		6,000		6,000		6,000

				Printing, post and stationery		600		700		800

				Advertising and promotion		10,000		15,000		20,000

				Bank charges		96,000		96,000		96,000

				Professional fees		6,000		6,000		6,000

				Insurances		500		500		500

				Bank/HP/Interest (payable to your bank)		8,000		8,000		8,000

				Stock		10,000		12,000		15,000

				Consumables		25,000		25,000		25,000

				Equipment and vehicle leasing		500		650		800

				Depreciation		0		0		0

				Other (please specify)		5,000		6,500		8,000

				Other		10,000		10,000		10,000

				Other		30,000		30,000		30,000

				Total fixed costs		1,215,600		1,224,350		1,234,100

				Net profit (gross profit less fixed cost)		-260,760		-181,940		-104,120

				Calculate your net profit margin (net profit divided by total sales x 100)		-0		-16		-8

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

				Total variable costs + total fixed costs (B)		1,311,600		1,320,350		1,330,100

				Break even (B) divided by (A)		1,443,469		1,441,947		1,443,102
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Sheet1

		

								£

				Start-up costs				13,000,000

				Personal start-up contributions		-		300,000

				Other start-up contributions		-		50,000

				Total required		=		12,650,000

				The assets you have available as security

				House, cars		=		850,000
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First 6 months

		

				Start-up 0				1				2				3				4				5				6				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		954,840		954,840		954,840		954,840		954,840		954,840		954,840		954,840		954,840		954,840		954,840		954,840		954,840		954,840		6,683,880		6,683,880

		Cash received from debtors		300,000		300,000		300,000		300,000		300,000		300,000		300,000		300,000		300,000		300,000		300,000		300,000		300,000		300,000		2,100,000		2,100,000

		Capital/loans received		12,650,000		12,650,000		12,650,000		12,650,000		12,650,000		12,650,000		12,650,000		12,650,000		12,650,000		12,650,000		12,650,000		12,650,000		12,650,000		12,650,000		88,550,000		88,550,000

		House/cars		850,000		850,000		850,000		850,000		850,000		850,000		850,000		850,000		850,000		850,000		850,000		850,000		850,000		850,000		5,950,000		5,950,000

		TOTAL £		14,754,840		14,754,840		0		14,754,840		14,754,840		14,754,840		14,754,840		14,754,840		14,754,840		14,754,840		14,754,840		14,754,840		14,754,840		14,754,840		103,283,880		103,283,880

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		0		0		288,000		288,000		288,000		288,000		288,000		288,000		288,000		288,000		288,000		288,000		288,000		288,000		1,728,000		1,728,000

		Premises (rent, rates & utilities)		0		0		720,000		720,000		720,000		720,000		720,000		720,000		720,000		720,000		720,000		720,000		720,000		720,000		4,320,000		4,320,000

		Telephone & Broadband		0		0		6,000		6,000		6,000		6,000		6,000		6,000		6,000		6,000		6,000		6,000		6,000		6,000		36,000		36,000

		Printing, post & stationery		0		0		600		700		700		700		700		700		700		700		700		700		700		700		4,100		4,200

		Advertising & promotion		0		0		10,000		15,000		15,000		15,000		15,000		15,000		15,000		15,000		15,000		15,000		15,000		15,000		85,000		90,000

		Bank charges		0		0		96,000		96,000		96,000		96,000		96,000		96,000		96,000		96,000		96,000		96,000		96,000		96,000		576,000		576,000

		Professional fees		0		0		6,000		6,000		6,000		6,000		6,000		6,000		6,000		6,000		6,000		6,000		6,000		6,000		36,000		36,000

		Insurances		0		0		500		500		500		500		500		500		500		500		500		500		500		500		3,000		3,000

		Bank/HP		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing		0		0		2		2		2		2		2		2		2		2		2		2		2		2		12		12

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		0		0		288,000		288,000		288,000		288,000		288,000		288,000		288,000		288,000		288,000		288,000		288,000		288,000		1,728,000		1,728,000

		Owner's National Insurance		0		0		500		500		500		500		500		500		500		500		500		500		500		500		3,000		3,000

		Loan repayments (incl. interest)		0		0		8,000		8,000		8,000		8,000		8,000		8,000		8,000		8,000		8,000		8,000		8,000		8,000		48,000		48,000

		Stock		0		0		7,500,000		7,500,000		7,500,000		7,500,000		7,500,000		7,500,000		7,500,000		7,500,000		7,500,000		7,500,000		7,500,000		7,500,000		45,000,000		45,000,000

		Consumables		0		0		15,000		15,000		15,000		15,000		15,000		15,000		15,000		15,000		15,000		15,000		15,000		15,000		90,000		90,000

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		0		0		8,938,602		8,943,702		8,943,702		8,943,702		8,943,702		8,943,702		8,943,702		8,943,702		8,943,702		8,943,702		8,943,702		8,943,702		53,657,112		53,662,212

		Income less expenditure		14,754,840		14,754,840		-8,938,602		5,811,138		5,811,138		5,811,138		5,811,138		5,811,138		5,811,138		5,811,138		5,811,138		5,811,138		5,811,138		5,811,138		49,626,768		49,621,668

		Opening bank balance		0		0		14,754,840		14,754,840		5,816,238		20,565,978		11,627,376		26,377,116		17,438,514		32,188,254		23,249,652		37,999,392		29,060,790		43,810,530		29,060,790		43,810,530

		Closing bank balance		14,754,840		14,754,840		5,816,238		20,565,978		11,627,376		26,377,116		17,438,514		32,188,254		23,249,652		37,999,392		29,060,790		43,810,530		34,871,928		49,621,668		34,871,928		49,621,668





Second 6 months

		

				Carried over				7				8				9				10				11				12				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		6,683,880		6,683,880		6,683,880		6,683,880		6,683,880		6,683,880		6,683,880		6,683,880		6,683,880		6,683,880		6,683,880		6,683,880		6,683,880		6,683,880		46,787,160		46,787,160

		Cash received from debtors		2,100,000		2,100,000		2,100,000		2,100,000		2,100,000		2,100,000		2,100,000		2,100,000		2,100,000		2,100,000		2,100,000		2,100,000		2,100,000		2,100,000		14,700,000		14,700,000

		Capital/loans received		88,550,000		88,550,000		88,550,000		88,550,000		88,550,000		88,550,000		88,550,000		88,550,000		88,550,000		88,550,000		88,550,000		88,550,000		88,550,000		88,550,000		619,850,000		619,850,000

		Other (please specify)		5,950,000		5,950,000		5,950,000		5,950,000		5,950,000		5,950,000		5,950,000		5,950,000		5,950,000		5,950,000		5,950,000		5,950,000		5,950,000		5,950,000		41,650,000		41,650,000

		TOTAL £		103,283,880		103,283,880		103,283,880		103,283,880		103,283,880		103,283,880		103,283,880		103,283,880		103,283,880		103,283,880		103,283,880		103,283,880		103,283,880		103,283,880		722,987,160		722,987,160

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		12,096,000		12,096,000

		Premises (rent, rates & utilities)		4,320,000		4,320,000		4,320,000		4,320,000		4,320,000		4,320,000		4,320,000		4,320,000		4,320,000		4,320,000		4,320,000		4,320,000		4,320,000		4,320,000		30,240,000		30,240,000

		Telephone & Broadband		36,000		36,000		36,000		36,000		36,000		36,000		36,000		36,000		36,000		36,000		36,000		36,000		36,000		36,000		252,000		252,000

		Printing, post & stationery		4,100		4,200		4,200		4,200		4,200		4,200		4,200		4,200		4,200		4,200		4,200		4,200		4,200		4,200		29,300		29,400

		Advertising & promotion		85,000		90,000		90,000		90,000		90,000		90,000		90,000		90,000		90,000		90,000		90,000		90,000		90,000		90,000		625,000		630,000

		Bank charges		576,000		576,000		576,000		576,000		576,000		576,000		576,000		576,000		576,000		576,000		576,000		576,000		576,000		576,000		4,032,000		4,032,000

		Professional fees		36,000		36,000		36,000		36,000		36,000		36,000		36,000		36,000		36,000		36,000		36,000		36,000		36,000		36,000		252,000		252,000

		Insurances		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		21,000		21,000

		Bank/HP		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing		12		12		2		2		2		2		2		2		2		2		2		2		2		2		24		24

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		1,728,000		12,096,000		12,096,000

		Owner's National Insurance		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		21,000		21,000

		Loan repayments (incl. interest)		48,000		48,000		48,000		48,000		48,000		48,000		48,000		48,000		48,000		48,000		48,000		48,000		48,000		48,000		336,000		336,000

		Stock		45,000,000		45,000,000		45,000,000		45,000,000		45,000,000		45,000,000		45,000,000		45,000,000		45,000,000		45,000,000		45,000,000		45,000,000		45,000,000		45,000,000		315,000,000		315,000,000

		Consumables		90,000		90,000		90,000		90,000		90,000		90,000		90,000		90,000		90,000		90,000		90,000		90,000		90,000		90,000		630,000		630,000

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		53,657,112		53,662,212		53,662,202		53,662,202		53,662,202		53,662,202		53,662,202		53,662,202		53,662,202		53,662,202		53,662,202		53,662,202		53,662,202		53,662,202		375,630,324		375,635,424

		Income less expenditure		49,626,768		49,621,668		49,621,678		49,621,678		49,621,678		49,621,678		49,621,678		49,621,678		49,621,678		49,621,678		49,621,678		49,621,678		49,621,678		49,621,678		347,356,836		347,351,736

		Opening bank balance		29,060,790		43,810,530		34,871,928		49,621,668		84,493,606		99,243,346		134,115,284		148,865,024		183,736,962		198,486,702		233,358,640		248,108,380		282,980,318		297,730,058		282,980,318		297,730,058

		Closing bank balance		34,871,928		49,621,668		84,493,606		99,243,346		134,115,284		148,865,024		183,736,962		198,486,702		233,358,640		248,108,380		282,980,318		297,730,058		332,601,996		347,351,736		332,601,996		347,351,736





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		3,819,360		3,819,360		2,864,520		2,864,520		20,051,640		20,051,640		20,051,640		20,051,640		46,787,160		46,787,160

		Cash received from debtors		1,200,000		1,200,000		900,000		900,000		6,300,000		6,300,000		6,300,000		6,300,000		14,700,000		14,700,000

		Capital/loans received		50,600,000		50,600,000		37,950,000		37,950,000		265,650,000		265,650,000		265,650,000		265,650,000		619,850,000		619,850,000

		Other Payments		3,400,000		3,400,000		2,550,000		2,550,000		17,850,000		17,850,000		17,850,000		17,850,000		41,650,000		41,650,000

		TOTAL £		44,264,520		59,019,360		44,264,520		44,264,520		309,851,640		309,851,640		309,851,640		309,851,640		708,232,320		722,987,160

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		864,000		864,000		864,000		864,000		5,184,000		5,184,000		5,184,000		5,184,000		12,096,000		12,096,000

		Premises (rent, rates & utilities)		2,160,000		2,160,000		2,160,000		2,160,000		12,960,000		12,960,000		12,960,000		12,960,000		30,240,000		30,240,000

		Telephone & Broadband		18,000		18,000		18,000		18,000		108,000		108,000		108,000		108,000		252,000		252,000

		Printing, post & stationery		2,000		2,100		2,100		2,100		12,600		12,600		12,600		12,600		29,300		29,400

		Advertising & promotion		40,000		45,000		45,000		45,000		270,000		270,000		270,000		270,000		625,000		630,000

		Bank charges		288,000		288,000		288,000		288,000		1,728,000		1,728,000		1,728,000		1,728,000		4,032,000		4,032,000

		Professional fees		18,000		18,000		18,000		18,000		108,000		108,000		108,000		108,000		252,000		252,000

		Insurances		1,500		1,500		1,500		1,500		9,000		9,000		9,000		9,000		21,000		21,000

		Bank/HP		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing		6		6		6		6		6		6		6		6		24		24

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		864,000		864,000		864,000		864,000		5,184,000		5,184,000		5,184,000		5,184,000		12,096,000		12,096,000

		Owner's National Insurance		1,500		1,500		1,500		1,500		9,000		9,000		9,000		9,000		21,000		21,000

		Loan repayments (incl. interest)		24,000		24,000		24,000		24,000		144,000		144,000		144,000		144,000		336,000		336,000

		Stock		22,500,000		22,500,000		22,500,000		22,500,000		135,000,000		135,000,000		135,000,000		135,000,000		315,000,000		315,000,000

		Consumables		45,000		45,000		45,000		45,000		270,000		270,000		270,000		270,000		630,000		630,000

		Other (please specify)		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		TOTAL £		26,826,006		26,831,106		26,831,106		26,831,106		160,986,606		160,986,606		160,986,606		160,986,606		375,630,324		375,635,424






