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	1 Executive summary (We suggest you complete this section after you have completed the other sections of the Business Plan).
"Savoury Serenity Cafe" is our concept, which is not only going to provide gastronomic pleasure in London, but also a combination of top-class meals and tranquil settings. We planned to own our boutique cafe where customers will take on the dining passion through the presentations of celebrity and local culinary experts. It will, by building constructive relationships and corporate responsibility, endeavour to achieve higher customer satisfaction epitomized by the corporate environmental responsibility (CER). We are proposing a classy restaurant with all the amenities that will make the guests snooze amidst the cacophony and frenzy of city life. Hear the soothing winds blowing on your face as you relive your life and enjoy exquisite cuisine and excellent, personalized customer service. With a targeted menu consisting of top-notch food quality, and an aim of ensuring that each of our customers is satisfied, "Savoury Serenity Cafe" is determined be the perfect destination for those who are food connoisseurs, and tourists seeking to have a unparalleled gastronomic experience in London.
	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	

	
	2 Business details

Company name:

Savoury Serenity Cafe
	

	
	Address:

123 Tranquil Street, London, UK
	

	
	Primary contact method
info@savouryserenitycafe.com
	

	
	
	

	
	The business will: (Provide a brief description of what your business will do)
The future promising Savoury Serenity Cafe will feature as a boutique hotel and eatery being situated in the middle of London, where guests will be able to relish in high class gourmet cuisine and peaceful sophistication. At our cafe, the guests will be offered a chance to put away the noisy town life and indulge in the exquisite cuisines created by celebrity chefs along with the events and classes in food, all under the aura of luxury and quiet (Baker and Friederike Welter, 2020). We will put a focus on sustainability by using a local source of ingredients only, instituting green practices, and building a business network among the fellow artisans and producers. We strive to deliver memorable experiences for those who truly understand delicious food and want to meet renowned chefs. 

	

	


	
	
	
	
	
	

	
	3 Key personnel

Details of owner(s):
Name:      Bijaya
	

	
	Position/main responsibilities: 
	

	
	Experience and knowledge of our industry: 2 years
	

	
	
	

	
	Previous employment: Cafe
	

	
	Key skills brought to the business: Cooking
	

	
	Business experience and any training undertaken: 
	

	
	Academic/professional qualifications: Management
	

	
	Salary expectations £ 950
	

	
	Name:      Anita
	

	
	Position/main responsibilities:  Accounting Management
	

	
	Experience and knowledge of our industry: 6month to 1 year experience
	

	
	Experience and knowledge of our industry: Café industry
	

	
	Previous employment: at Cafe
	

	
	Key skills brought to the business: Management and handling accounts
	

	
	Business experience and any training undertaken: N/A
	

	
	Academic/professional qualifications: Management/ Accounting and Finance
	

	
	Salary expectations £ 1200

	

	
	Name:      Sanket
Position/main responsibilities: Marketing and advertising

	
	Experience and knowledge of our industry: none

	
	

	
	Previous employment: not required

	
	Key skills brought to the business: digital media marketing and Canva

	
	Business experience and any training undertaken: Canva or Adobe illustrator

	
	Academic/professional qualifications: N/A

	
	Salary expectations £ 1300

	
	Name:      Bishow

	
	Position/main responsibilities: Management

	
	Experience and knowledge of our industry: N/A

	
	Experience and knowledge of our industry: N/A

	
	Previous employment: Not required

	
	Key skills brought to the business: Management Skills

	
	Business experience and any training undertaken: Not required

	
	Academic/professional qualifications: Business Management

	
	Salary expectations £ 650


Vision

	
	
	

	
	4 The business idea
	

	
	Sum up your business idea:

Savoury Serenity Cafe aims to revolutionize London's culinary scene by offering a unique blend of gourmet dining experiences and tranquil ambiance (Baker and Friederike Welter, 2020). Through partnerships with celebrity chefs and local artisans, we provide exclusive culinary workshops and events, emphasizing sustainability and personalized service to create unforgettable dining experiences for food enthusiasts (Knight, 2000).

	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	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 our first year of business, our SMART target is to achieve a turnover of £80,000 while maintaining a positive cash flow. This target is Specific as it outlines a clear financial goal, Measurable as it can be quantified in monetary terms, Achievable given our projected customer base and pricing strategy, Relevant to our business objectives, and Time-bound within the first year of operations. Achieving this target will signify successful market penetration and financial sustainability, laying a solid foundation for future growth and expansion (Kuratko, 2011).     

	

	
	
	

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

In 3-5 years’, time, we envision Savoury Serenity Cafe as a leading culinary destination known for its innovative dining experiences and commitment to sustainability. Utilizing Klofsten's business platform, our vision statement is: "To establish Savoury Serenity Cafe as the premier destination for discerning food enthusiasts, blending culinary excellence with tranquil luxury, while championing sustainable practices for a brighter future (Lam and Harker, 2013)."
(Use Klofstens business platform to explain)
(Vision statement)

Using Klofsten's platform, we aim to leverage strategic partnerships with local producers, celebrity chefs, and artisans to continually innovate our menu offerings and culinary experiences. Our goal is to expand our presence within the London culinary scene and potentially explore opportunities for franchise expansion or partnership ventures in other major cities (Morris, Schindehutte and LaForge, 2002). Through Klofsten's platform, we will continuously assess market trends, customer feedback, and industry developments to ensure our long-term success and relevance in the competitive culinary landscape.

	

	
	
	

	
	
	

	
	

	
	
	

	
	6 What the business does


	

	
	Product/Service

Features

Benefits

Gourmet Dining Experiences

Curated menus by celebrity chefs, seasonal ingredients, culinary workshops

Indulge in exquisite dishes crafted by renowned chefs, discover new flavours, enhance culinary skills.

Tranquil Ambiance

Serene decor, soothing atmosphere, cosy seating

Relax and unwind in a peaceful setting, escape from the hustle and bustle of the city, enjoy a tranquil dining experience.

Personalized Service

Dedicated staff, customized recommendations, attentive hospitality

Receive tailored assistance, feel valued and appreciated, ensure a memorable and enjoyable dining experience.

Exclusive Culinary Events

Specialized workshops, themed dining experiences, chef-hosted events

Participate in unique culinary adventures, meet acclaimed chefs, access exclusive gastronomic events.


	

	
	
	

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

	
	As Savoury Serenity's unique cuisine serenades the senses, the blending of gourmet food with tranquil luxury under one roof sets the stage for guests to prepare for the unforgettable moments that await them. A number of differences can be noticed between us and traditional restaurants or cafes. We are the source of more than food, creating a different immersive journey in which every detail from the exquisite menu to the soothing ambience is taken care of appropriately so that you can escape into the magic and rejuvenate your spirit (Stokes, 2000). 
The distinguishing feature in our value proposition is that we hire a talented and experienced team of top culinary experts, adopting sustainable food practices and a personalized service to the customers. Each offering is made with care by celebrated chefs who use locally-sourced ingredients making sure the authenticity and freshness are evident in every dish. Our sustainability philosophy makes a case beyond the kitchen, fluidly being integrated within every part of operations, whether it is as simple as waste reduction methods or as complex as energy-saving protocols (Stokes, 2000).
In addition, the uniqueness of our personal approach to our customers is that everyone will be offered individual attention and careful service that will turn any dining experience into a very special moment. Whether you are a regular, a one-off visitor or are attending any event, including a workshop with culinary focus, rest assured that we will not only meet, but also exceed your expectations (Vranceanu, 2013).
	

	
	
	


	
	
	

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

Our value proposition lies in the seamless fusion of culinary excellence with tranquil luxury, setting us apart from competitors. Unlike traditional dining establishments, Savoury Serenity Cafe offers more than just a meal – it provides an immersive gastronomic experience that rejuvenates the senses (Baker and Friederike Welter, 2020). Our curated menu, crafted by renowned chefs, showcases locally sourced ingredients and innovative techniques, ensuring each dish tells a story of authenticity and sustainability. Coupled with personalized service and a serene ambiance, we create unforgettable moments for guests seeking a respite from the ordinary, making Savoury Serenity Cafe the ultimate destination for indulgence and relaxation. 
	

	
	You will meet your legal and insurance requirements by:

Legal and insurance requirements will be also fulfilled through our careful and accurate research of the applicable laws and we will comply with all the regulations governing our kind of the business that include standards related to health and safety, food safety and employment. In insurance coverage, our prospect includes the comprehensive insurance that will be designed to meet our specific needs as a company. This will include liability insurance, property insurance, and the workers' compensation coverage. Besides, the policy and procedure routinely will be justified and improve to maintain a constant compliance to the legal and insurance frame work. This tactic will reduce risks and diseases of the business by falling back on liability (Knight, 2000).
	

	
	
	


Marketing

	
	
	

	
	9 Market research
	

	
	Trends in your chosen market are:

The tendency to enjoy dining based on the involvement in the process, the search for the unique and memorable experiences, seems to be the most common trend in the culinary market of London. The growth of the food tourism and the cultural events and workshops draw more and more food lovers around the globe (Lam and Harker, 2013). 
	

	
	
	

	
	10 Profiling customers

The customer groups you will be selling to are: (4 x Customer profiles minimum)
1. Food Enthusiasts: Incentivise young people who are fond of trying different types of cuisines and are not afraid to spend money on unique dining experiences.

2. Luxury Travellers’ the one hand, they look for both comfort and selectness as they seek to get quality dining where possible. When they travel, they do not hesitate to spend more than their budget for an excellent service (Morris, Schindehutte and LaForge, 2002).
3. Corporate Clients: Since the building team-working features and memorable events are such a benefit for corporate get-togethers, they will definitely rank venues that combine glamour and entertainment very high on their list (Vranceanu, 2013).
	

	
	Your customer research has shown what your customers want is: 
	

	
	     (What research did you undertake and what were the results?) 
Customer surveys indicated that our intended audience is looking for exclusive opportunities to blend luxury with cultural immersion. Hence, our core generally revolves around offering an unique dining experience that is both luxurious and completely fresh (Baker and Friederike Welter, 2020). The results pointed to cooking workshops featuring hands-on sessions with celebrities and tasting events featuring local artisans, as well as, personalized service which addresses the specific needs of consumers. Researchers report on focus groups or customer polls indicating a strong desire for gastronomical experience creating all senses and vibrant memories. Moreover, online reviews and social media engagement gratified these biases and customers depicted their great affection for similar products or ideas in the market.
	

	
	
	

	
	
	

	
	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 (£)

Local Residents

100

15

Tourists

150

20

Food Enthusiasts

80

25

Corporate Events

10

30

Culinary Workshops Attendees

50

20

Hotel Guests (if applicable)

40

50

Online Orders (if applicable)

70

10


	

	
	
	


	
	
	

	
	11 Profiling competitors


	

	
	The Ivy

Prestigious reputation, luxurious ambiance, celebrity sightings

High prices, exclusive clientele, limited seating capacity

Café Nero

Convenient locations, affordable pricing, loyalty program

Limited menu variety, standardization of offerings, competition with other chain cafes

Street Food Market Stalls

Unique and diverse cuisine options, affordable pricing, casual dining experience

Weather-dependent, limited seating, inconsistency in quality and hygiene standards

Local Independent Bistros

Personalized service, locally sourced ingredients, community support

Limited marketing budget, reliance on foot traffic, potential for inconsistent quality

How you can improve on their offer and/or price(s) unique offerings:
	

	
	To enhance our offer, we can introduce seasonal menus featuring locally sourced ingredients, collaborate with renowned chefs for exclusive culinary events, and offer bespoke dining experiences tailored to individual preferences. By continually innovating and exceeding customer expectations, we can differentiate ourselves and justify premium pricing for our unique offerings (Knight, 2000).
	

	
	
	

	
	
	

	
	12 Managing market risks

Write down the risks you have identified:

1. Fluctuating Market Demand: Because consumer preferences and economic conditions cannot be clearly foreseen, market demand may undergo ups and downs, resulting in financial issues, such as less revenue, losses, etc (Lam and Harker, 2013).

	

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

	
	Risk Management Strategy:

In order to facilitate the changes brought by the fluctuating demand for goods and services in the market, we will do market research proactively and analyse in order to predict the modifications in the consumer trends and preferences. Through online monitoring and market surveying, we are able to be agile and quickly institute any necessary adjustments in our menu selection, promotions, and pricing in order to be more responsive to a changing consumer demand. Also, developing strong customer relationship and loyalty programs to retain loyal customers whose preference could have a positive effect toward our business will be given top priority. Thus, fluctuations in the market will have less effects on our business (Stokes, 2000). In addition to the restaurant, we plan to extend our business to catering services, running culinary workshops, creating branded products that will complement and accompany our kitchen activities, and this will be a good step towards the risk mitigation since it will be an additional source of income. Additionally, it will help us to be lean and flexible structure of our operations which would allow us in turn to make the adjustments quickly to the varying conditions of the market as well as optimizing our resources appropriately. By implementing preventive measures, we are striving at lowering the extent of the market demand cycle and ensure constant growth and profitability in the future (Vranceanu, 2013).
	

	
	13 Pricing
	

	
	How you can calculate your prices:
	

	
	In determining prices, one needs to evaluate or take into account no less than four factors such as cost of goods sold, operational expenses, plotted profit margin, and situation of the market demand.

1. Cost-Based Pricing: To begin with, find out how much you will spend to manufacture or procure your product or service; that is the raw materials, labour, utilities, and various direct expenses that will be incurred. To allow for covering the overhead costs and getting the desired net profit, multiply the percentage thus obtained.

2. Competitive Pricing: Know your competitor's pricing thresholds (are the prices they are charging high, average or low). Establish your pricing in parallel with the fashion trends, but in fair sense of your quality differentiation.

3. Value-Based Pricing: Realize what value you provide to customers from their point of view. Pricing being the benefits you give in exchange for what you offer compared to the competition you have in the market.

4. Demand-Based Pricing: Adjust prices in accordance to supply and demand profile. Bouncing up prices during periods of low demand to ensure sales and then raising prices during high-demand seasons to maintain high profit levels.
	

	
	
	


	
	
	

	
	How your prices compare with the competition:
	

	
	Product

Your Price(s)

Range of Competitor Prices (per unit)

Signature Dish: Savoury Serenity Breakfast Platter

£12

£10-£15

Specialty Beverage: Lavender Honey Latte

£4.50

£4-£6.50

Dessert Selection: Decadent Chocolate Cake Slice

£6

£5-£8

Culinary Workshop: Chef's Table Experience

£60

£50-£70

Artisanal Product: Homemade Granola

£10

£8-£12

Branded Merchandise: Savoury Serenity Cafe Mug

£8

£6-£10

Catering Service: Corporate Brunch Buffet

£250

£200-£300


	

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

Our pricing reflects a balance between quality and affordability, ensuring customers receive exceptional value for their money. While competitors may offer similar products, our focus on using high-quality ingredients and providing personalized service justifies our slightly higher prices, resulting in a superior overall experience for our patrons (Baker and Friederike Welter, 2020). 
	

	
	
	


	
	
	

	
	14 Promotion and advertising

How and where will you promote your product/service?
	

	
	
	

	
	We will promote our product/service through a mix of digital and traditional marketing channels. This includes social media advertising, email marketing campaigns, collaborations with influencers, local event sponsorships, and targeted print advertising in local publications. Additionally, we will utilize search engine optimization (SEO) strategies to enhance online visibility (Knight, 2000).

	

	
	
	

	
	
	


Running the business

	
	
	

	
	15 Staff


	

	
	Role

Total Cost

Necessary Experience

Specialist Skills and/or Qualifications

Head Chef

£13,000 per year

Extensive culinary experience, culinary qualifications

Menu development, kitchen management, leadership skills

Sous Chef

£8,000 per year

Culinary training, previous kitchen experience

Food preparation, recipe execution, kitchen supervision

Front of House Manager

£12,000 per year

Hospitality management experience, customer service skills

Team leadership, conflict resolution, reservation management

Wait Staff (x3)

£11,000 per year each

Previous restaurant experience preferred

Table service, order taking, customer interaction

Kitchen Porter

£12,000 per year

Entry-level, no specific experience required

Basic kitchen hygiene, dishwashing, cleaning duties


	

	
	16 Premises

Cost £

Premises required at start-up:      
£3100
Premises required in the future (if different):      
£5000

	

	
	17 Suppliers

Your key suppliers and their credit terms

Supplier

What You'll Buy

Number of Days' Credit

Food Supplier

Ingredients (e.g., produce, dairy, meat)

30 days

Beverage Supplier

Beverages (e.g., coffee, tea, soft drinks)

30 days

Equipment Supplier

Kitchen equipment (e.g., ovens, refrigerators, utensils)

60 days

Furniture Supplier

Tables, chairs, decor

60 days

Cleaning Supplier

Cleaning products (e.g., detergents, sanitizers)

30 days

Uniform Supplier

Staff uniforms

30 days

IT Supplier

POS system, computer equipment

30 days

Packaging Supplier

Takeaway containers, packaging materials

30 days

Maintenance Supplier

Equipment maintenance services

Upon completion of service


	

	
	
	

	
	
	


	
	
	

	
	18 Equipment
	

	
	Resource

When

How Funded

Cost £ per Unit

Kitchen Equipment

Start-up

Cash Investment

£2000

Furniture and Decor

Start-up

Cash Investment

£1500

POS System

Start-up

Cash Investment

£1000

Initial Inventory (Food and Beverage)

Start-up

Cash Investment

£1500

Uniforms

Start-up

Cash Investment

£500

Cleaning Supplies

Ongoing

Cash Flow

£100 per month

Maintenance Services

Ongoing

Cash Flow

Variable, budgeted at £200 per month

Marketing Materials

Ongoing

Cash Flow

Variable, budgeted at £300 per month

Training Programs

Ongoing

Cash Flow

Variable, budgeted at £500 per month


	

	
	
	

	
	
	

	
	19 Managing operational risks

Risk

Solution

Staff shortages due to turnover or illness

Cross-train existing staff to cover multiple roles, maintain a pool of part-time or temporary staff, offer competitive wages and benefits to attract and retain employees, implement effective scheduling practices (Baker and Friederike Welter, 2020).
Inadequate training leading to errors or inefficiencies

Develop comprehensive training programs for new hires, provide ongoing training and development opportunities, implement mentorship programs pairing experienced staff with new hires, regularly review and update training materials and procedures.

Supplier issues such as delivery delays or quality problems

Diversify supplier base to reduce dependence on single suppliers, establish clear communication channels with suppliers to address issues promptly, negotiate contracts with favourable terms including penalties for non-compliance, maintain good relationships with suppliers through regular communication and feedback (Kuratko, 2011).

	

	
	
	


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

Category

Cost £

Equipment

£2000

Stock

£1500

Tools

£500

Vehicles

£0

Professional Fees

£1000

Insurance

£800

Rent/Rent Deposit

£3000

Stationery

£100

Marketing

£500

Consumables

£300

Licences

£200

Training

£500

Association Fees

£100

Wages/Recruitment

£2000

Security/Health and Safety Equipment

£400

Market Research Costs

£300

Other (please specify)

£0

TOTAL £

£11,800

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

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	21 Profit and loss forecast

Description

Year 1 (£)

Year 2 (£)

Year 3 (£)

Total expected sales

£50,000

£70,000

£90,000

Less variable costs

£20,000

£25,000

£30,000

Gross profit (sales less variable costs)

£30,000

£45,000

£60,000

Gross profit margin % (A)

60%

64.29%

66.67%

Salaries/Wages

£15,000

£20,000

£25,000

Premises (including rent, rates, utilities)

£10,000

£10,000

£10,000

Telephone and Broadband

£500

£500

£500

Printing, Post and Stationery

£300

£300

£300

Advertising and Promotion

£1,000

£1,500

£2,000

Bank Charges

£200

£200

£200

Professional Fees

£500

£500

£500

Insurances

£800

£800

£800

Bank/HP/Interest (payable to your bank)

£300

£300

£300

Stock

£5,000

£7,000

£9,000

Consumables

£1,200

£1,500

£1,800

Total Fixed Costs

£34,500

£42,300

£50,300


	

	
	
	

	
	
	

	
	
	

	
	
	


	
	
	

	
	22 Sourcing finance
	


	
	Total borrowing requirement for the business


[image: image1.emf]£

8,000

Personal start-up contributions           - 2,500

Other start-up contributions            - 5,500

Total required = 0

= 0



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:
	

	
	Financial risks identified include potential discrepancies between forecasted and actual sales, as well as delays in securing start-up finance. To mitigate these risks, we will implement regular monitoring and adjustment of sales forecasts based on market trends and customer feedback. Additionally, we will maintain open communication with potential investors and financial institutions to expedite the funding process (Lam and Harker, 2013). Contingency plans, such as exploring alternative financing options or adjusting operational expenses, will be developed to ensure financial stability during any unforeseen delays. This proactive approach will minimize the impact of financial uncertainties and facilitate smooth business operations.

	

	
	
	

	
	
	


	
	
	
	
	
	

	
	24 Cash flow forecast (Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary) 

	

	
	INCOME
Q1

Q2

Q3

Q4

Y1 Total

Cash from sales (incl. VAT)

£2000

£2500

£3000

£3500

£11000

Cash received from debtors

£0

£0

£0

£0

£0

Capital/loans received

£0

£0

£0

£0

£0

Other Payments

£0

£0

£0

£0

£0

TOTAL £
£2000

£2500

£3000

£3500

£11000

EXPENDITURE
Wages to staff (incl. PAYE & NI)

£1000

£1000

£1000

£1000

£4000

Premises (rent, rates & utilities)

£600

£600

£600

£600

£2400

Telephone & Broadband

£100

£100

£100

£100

£400

Printing, post & stationery

£50

£50

£50

£50

£200

Advertising & promotion

£200

£200

£200

£200

£800

Bank charges

£20

£20

£20

£20

£80

Professional fees

£150

£150

£150

£150

£600

Insurances

£100

£100

£100

£100

£400

Bank/HP

£0

£0

£0

£0

£0

Equipment & vehicle leasing

£0

£0

£0

£0

£0

Payments relating to variable costs

£300

£300

£300

£300

£1200

Capital Expenditure

£0

£0

£0

£0

£0

Other Payments

£0

£0

£0

£0

£0

VAT

£0

£0

£0

£0

£0

Owner's wages/salary

£1000

£1000

£1000

£1000

£4000

Owner's National Insurance

£50

£50

£50

£50

£200

Loan repayments (incl. interest)

£0

£0

£0

£0

£0

Stock

£500

£500

£500

£500

£2000

Consumables

£200

£200

£200

£200

£800

Other (please specify)

£0

£0

£0

£0

£0

Other

£0

£0

£0

£0

£0

Other

£0

£0

£0

£0

£0

TOTAL £
£4770

£4820

£4870

£4920

£19380


	

	
	
	

	
	
	

	
	
	
	
	
	


25 Conclusion. 
Finally, "Savoury Serenity Cafe" has defined an anticipated reinterpretation of dining transversal London. The mixture of top gastronomic practices, peaceful luxurious and environmental friendliness is our goal to give our visitors unexpectedly beautiful moments. Through effective strategic alliances and operating on the edge of technology we are ready to flourish in the ever-increasing competitive market.
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27 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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