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EXECUTIVE SUMMARY

Our Mission
Jeejo’s Bar is an exciting addition to the trendy art district of Shoreditch in London adjacent to the equally popular district of Hoxton. Providing a superior range of cocktails, draft beers, wines and fruit juices, our team are ready to cater to the local young designers and fashion dictators while maintaining an affordable price. Our team are focused on creating an attractive atmosphere and excellent service, catering to and beyond the customer’s wishes ensuring that Jeejo’s Bar is the place to be.
The Company and Management
Jeejo’s Bar is co-owned by a total of five partners, Anamaria Fermesanu, Marcell Szloboda, Angelo Fierro, Maria Toba and Jeejo Philip who will each be taking hands-on roles in the company. Anamaria will take the role as the Financial Manager while Marcell will be the head of marketing and business development and Jeejo will be the General Manager and face of the company with the license in his name.
Our Bar Manager, Angelo Fierro has extensive experience of working and running many busy and vibrant bars around London and will work behind the bar as well as taking charge of training the other staff. Maria Toba has the position of Head Waitress, preparing the snacks and serving tables, also participating in the training of staff.
Each member has invested £10,000 each into making Jeejo’s Bar a success and are shareholders with a total internal investment of £50,000. This money will be returned to the co-owners through dividends.
Our Services
Fully-licensed and open seven days a week from 3pm until 3am, our clients are mainly focussed on 25-40 age range who are looking for a cool and comfortable place to hang out during the day that turns into a fun and lively place after 9pm. Serving free bar snacks along with drinks ‘Aperitivo’ style, Jeejo’s Bar provides seating area for 30 covers along with high tables to stand and see or be seen. As there are many bars and establishments in the area, we aim to keep our prices 10% lower than our key competitors in order to keep customers, maintaining a comfortable atmosphere and without lowering the standard of the service.
The Market
Our business will focus on supply and performance, with higher spending amounts at lower prices attracting more customers. The area is well known among our target age group and is often populated with young trend-setters at the busiest times of the week for bars. Our profits will be invested into marketing and advertising, offering promotions to ensure that we will gain a social media following and appeal to new and more customers further afield. Furthermore, we will work with certain suppliers to promote their products with pop-ups and specials drinks and build business alliances.
Our Competitive Advantages
We provide a large range of high-quality products that will help our unique service of finding the best cocktail for our customers. The price of the cocktails will be 10% cheaper than our main competitors to ensure our products are affordable. We will reach out to new customers on various media sites and promote certain events and promotion codes appealing to speakeasy style lovers, as well as keeping up with the latest trends and competition. Jeejo’s Bar is a marketing strategy for a positive and memorable name and with Jeejo himself ensuring the standards are kept high for his own personal reputation.
Financial Projections
Based on the large size of our market and our defined market area, we aim to achieve £94,713 in the first year for our sales projections. We project a growth rate of 10% per year for the first three years. Each of the co-owners will receive an annual salary of £91,200 including dividends. We will keep one main bartender on shift from opening until the busier times in order to keep costs down. We have three bartenders trained in-house to keep up with our standards, and a hostess who is responsible for reservations and we expect to hire three more bartenders next year once financing has been secured. Our quality service, affordable prices and high standards will appeal to the target market. We aim to open in a second location after three years.
Financing Requirements
Together, the co-owners have invested £50,000 to meet working capital requirements. We are seeking an external investment in the form of a bank loan for a total of £100,000 as an operating line to finance our first-year growth.



Skills and Experience – Angelo Fierro
Since moving to London, I have been working in a variety of popular and lively bars and restaurants around the city as a bartender. After training in an energetic cocktail bar with a high footfall the standard was set high from the beginning and I have developed my skills further in other such places. With an extensive knowledge of cocktail recipes, I’ve also learnt how to change some ingredients to better suit someone’s taste. From this experience, I am very well practiced in entertaining new as well as returning customers, talking to them and offering tasters that also has helped me understand their particular tastes and which drinks are popular with different clientele.
There are many other behind the scenes skills which I have finetuned over the years. This includes creating cocktail menus, promoting certain brands or cocktails, ordering new products, dealing with brand ambassadors and understanding quality products that will be popular with customers. Furthermore, I have been involved in many different events including judging spirits competitions and new cocktail recipes and bartenders’ wars.
Prior to arriving in London,  I studied at a hospitality college in Italy completing the equivalent of Level 3 qualification. Here we were trained in customer service, cookery and taste combinations. This was the perfect start of my budding career.
All of this experience shows the potential success of having Angelo Fierro as the Bar Manager at Jeejo’s Bar, dealing also with rotas, training staff and stock taking. Additionally, my personality is social and energetic, and I am often considered a key team member and an important and flexible member of staff with previous experience of working also in the kitchen.




Business Description and History
Jeejo’s Bar focusses on creating a friendly and excellent service for our customers and a vibrant atmosphere to attract the customers and keep them entertained. Open every day from 3pm to 3am we will have the ability to start with a relaxed vibe during the day, a cool hangout after work moving into an animated and buzzing night to keep the customers attention and help them spend more. With a wide range of quality produce and a short menu of popular drinks Jeejo’s Bar focuses on connecting with the customer to discover their ideal cocktails, particularly during the quieter hours which can be made into the evening.
Located in a prime spot in Shoreditch, where there are many young passers-by walking directly outside the entrance throughout the day, catching the vibe of Jeejo’s Bar, we expect to attract a constant number of customers throughout the day and evening.
Jeejo’s dream of opening a vibrant hotspot was supported when he found investment in his co-owners Marcell and Anamaria, and fully enabled with the experience of Angelo and Maria, who have each invested their share in the company. Together the team compliments each other with their different strengths and skills, working together to make Jeejo’s Bar a lasting success.
Opening in early June 2020, Jeejo’s Bar will take advantage of the summer weather, the longer nights and happier vibes to already have in place a destination for drinkers and friends to meet up in the less busy wintertime.
With the help of the £100,000 investment
Short Term Objectives
We plan to start with a small team, where the bartenders will be trained in-house to keep the costs low and the standards high. The main focus will be on customer service and achieving a steady market by clearly putting happy customers at the forefront of our goals to start earning a good reputation (Scott 2017).
Medium Term Objectives
By spending as little as possible in the first year or two we should achieve our turnover. We can then aim to train and hire more bartenders to maintain the demand. As we hire further staff we will have the opportunity to promote existing staff and increase their salary as an incentive for them to do well. Meanwhile we will be investing in marketing, promotions and customer feedback to finetune our business.
Long Term Objectives
With the profits and our built reputation, we aim to open a second location in the city to attract a larger crowd and expand the premises to become tangible competition among the well-known chains of cocktail bars around the city. Depending on the demand we may extend the food menu for private events, certain holidays and summer days.

1. Jonathan T. Scott, ‘The Entrepreneur’s Guide to Building a Successful Business’, EMFD Belgium 2017 2nd Edition
Conclusion
Jeejo’s Bar is the new, exciting and buzzing addition to the trendy and influential district of Shoreditch. Ready to provide excellent customer service to their guests, within a comfortable and stylish environment, Jeejo’s Bar has the capability of enticing customers in and making them feel like they want to stay.
We believe that through the incentive of spending less and investing correctly in the first year we can achieve success and our goal of opening further sites in the future. By training our staff in house we will abide by the standard we wish to uphold. After carrying out extensive research and understanding the market and users we have focussed on the key points that would set the success of a cocktail bar. Along with promoting our unique selling point of signature cocktails for each guest, latest technology keeping up with the trends and heavy social media presence, this will highlight Jeejo’s Bar as genuine competition among the other trendy cocktail bars in Shoreditch and Hoxton, and also in London.
We aim to start with a small number of staff on a modest salary to begin with, slowly increasing this after the first year, also increasing the number of staff, not only bar staff, but also domestic staff and security.
Jeejo’s Bar has the potential to become successful in the market by also partnering strategically with the most appropriate suppliers and products among the competition, careful development of the menu, and the aggressive marketing strategy will achieve the revenues projected.
For Jeejo’s Bar to achieve the status of a popular destination for young trend setters and local residents, we must secure the initial funding of £100,000 for start-up. This will be invested in setting up the premises, providing stock and internal systems alongside extensive marketing and promotions. Provided that Jeejo’s Bar will attain the required funding, through the development listed in this Business Plan we will ensure that Jeejo’s Bar will be a success for many years to come.
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About Me
Myself I am Jeejo Philip, currently living in London with my family. I had previous as an BDM (Business development manager), and from the experience and skills I earned, I have started my own company named HummingBirdCare ltd, which is a health care resource provider. Our aim to provide staffing solution. Fortunately, the business is running successfully. So far, I had lots of different experience in my profession which expertise my skills and knowledge. And again for expanding my limits I choose this course in which I believe I will achieve all my goals. 

Technology plan
Jeejo’s bar will be one of the advanced bar’s available till now, we have digital menu system, which a tablet in which a customer can view the digital version of menu and order it. So that our staff can deliver it on their table. This tablet deal will diverse range of applications, that can also show extra addon’s on orders. The advantages of this facilities are its much more advanced than the menu card, which might need to change depending the availability of menu items. And in the digital menu it’s easy to change the menu items from the main computer connected to it. And billing counter will be attached to items ordered by the customer through the digital menu. So, it’s easier for the accountant to find what our customer ordered, and total bill and cost will be calculated so our accountant just needs to make sure that all the bills from the customer are collected at the desk, which can be either cash payment or any other electronic payment.  Using of these technologies will reduce the number staff’s and make the work easier for our staff. At the Sametime implementation of these techniques are expensive but those gadgets and method we use will attract customer to our bar. These digital menus will be designed in a such a way that all of our customer will familiar with, which will a touch screen tablet which will be similar to android tablets. And we will also have attracting lighting system and led television and the music systems provided for our customers. And jeejo’s bar will also have CCTV installed for our proof of security monitored by our manager. Having a CCTV installed on our premises will act as a deterrent to criminals and anyone carrying out illegal activities. And CCTV will keep record of activities happening in our bar and also monitor every worker on our bar. Those will a proof, if any criminal activity occurred in our bar. And nowadays CCTV footages are taken as main part of proof when some kind shop lifting, or theft occurred on a premise. All our devices including CCTV, Accountant system and Digital menu systems are connected to the main Computer which monitored by our bar manager, so he/she will have the whole control over the bar. We believe that all the technology mentioned above will be the best technologies that we can provide to our customer, which will also be better cost consuming and at the same it will be attracting to our customers. And our digital menu system will be one of the key features of bar.
Moreover, lighting and other decoration will be another attracting feature of bar, we decided to decorate in a such way that our customer has to feel comfortable with colour combination, with the lightings. And by all these combinations, we feel that our bar will be attracting for our customers, which will eventually grow our business, when the customer is satisfied. So, using this technologies our bar will be a model for other upcoming bars, which is an fully advanced bar with the our technologies. 

Management and Organisation
Management play crucial role in an organisation, well developed management in a company decides the success in it. So, all the employee should have the skills to manage their duty wisely. Like all other organisation, experienced workers play major role in our company, all our staff should have the skills to communicate and should needs to have problem solving skill. Because interaction skill and hospitality from our employees will impress our customers. For managing the duties, we have classified our employees in hierarchy for efficiency as show below: 

Manager


Accountant

Head attender



Domestic staff
Bar attender

Waiter/ss



Duties and Responsibilities:
Bar Manager: Who manage the staffs and take care of the place, Bar manager is responsible for the success of the bar and supervise the head attender, accountant and domestic staffs. Myself I will be responsible for the Bar Manager. And I believe I can take care of this bar and its responsibility. As mentioned in my profile I have experience in managing my business, the skills I learned from my experience with managing staff and business will take this business into a next level. 
Head bartender: who supervises bar attender and bar waiter/ss and takes order monitor the orders from the customer through the digital menu. And to also ensure that bar is having sufficient stocks. So, he will have direct communication with manages as same as accountant so that the manager can take decisions according to the needs. My colleague Anglo will be responsible for this position. And she has experiences as a Head bartender. 
Bar attender: who take the orders on alcoholic and non-alcoholic drinks from the customers, draw beer from the tap or pour from bottles, mix ingredients to make cocktails and slice fruit to garnish drinks and refill drink and cigarette dispensers. And Marcel will be in charge for this position. According to bar it’s a key role, Marcel got enough knowledge on alcohol for this position.
Bar Waiter/ss: Interacting with customers by serving them food and drinks, making recommendations, giving advice on using the digital menu for the customer who are unaware for it and supplying them with whatever they need in a timely manner. And Maria and Anisa will be the bar waitress in our bar. I believe they have good communication skills, which is going to be a plus point when dealing with customer. Customer satisfaction will attract more customers, which might lead for our success.
Domestic staff: Ensuring the highest standards of cleanliness, safety, compliance with licensing law and cash handling procedures. For the domestic we have planned to appoint two other staffs outside our team. We will appoint experienced employees by interviewing them. Cleanliness is also an important factor in every business. 
Accountant: Who collects the bill and payment from our customer. And also, basic bookkeeping, handling mail and making phone calls. Accountant is an important role in every business, he/she will the one the who responsible for all the cash dealing in our business plan. And for crucial part as an accountant we decided to appoint Anca, because she has been an accountant by profession. And we believe that she is going to be a responsible and experienced for our bar.
Social Responsibility and Sustainability
As we all know a business is an important part of our society. So that it should satisfy the societies expectation by earning money and fam. “If you are in the luckiest of 1% of humanity, you owe it to the rest of humanity to think about the other 99%,” said Warren Buffett. Mr Buffet understood that running a business is not for the profit, it should also take care of their every action. So, the they should also concentrate on social well beings and they should act for it. And it’s our responsibility that there should not me any cause noise pollution from our side, that makes the people lives around our premises won’t get affected. And we also need to aware of the garbage system and other kind of land pollutions. By doing those this we actually having a confident that our neighbours are comfortable with our bar. And location also matters while starting a bar, it should be away from school and hospitals and at the same time infrastructure facility also matters for the availability of stock and for the customers (Milton, 1970). 
Another important factor while a business is the Sustainability of it. So, we have to taken care of our finance, first of all we bar should be on profit, for that we have to introduce new facilities in our bar. For we have plan to conduct some event in our most probability it will a live music facility by some famous singers or live instrument performance. Provides those activities will attract more customers to over bar, which eventually leads the bar to be in profit. Customer always seeks for varieties and good hospitality. And maintaining and updating our technology is also an important factor. So, we have decided to update our system yearly accounting to the updates and feedbacks from the customers. For that we will provide a feedback box in which our customer can provide their idea and feeling in it. By doing this our software developer will have proper understanding of the system requirement, which will help the developer to improve the software according to that (Schaltegger et al., 2015). And while doing all those varieties management needs to assure that their provides facilities are using wisely by energy efficiency and stopping wastage of products. And management also needs to assure human right and labour responsibility. Many of the leading companies have stepped out largely because of a crisis. For example, Nike faced boycotts and public anger for abusive labour practices in places like Indonesia throughout the 90’s, but turned the tide around. 

Conclusion
So, from the above studies we have came up will some conclusion to run our business by keeping all our social responsibility. To make it more comfortable we will train all our staffs and we have come up with appropriate staffs for the position by considering the skills of individuals, who also a part of this business, and while on further expansion we going make the current staffs as a senior staffs and will gave them the ability to select new staffs, who will co-ordinated by the senior staff’s. And we believe that these measures will assure our sustainability. And the technology we are using will makes us attractive in every way, hope that will attract customers to our bar.  Overall, we believe our bar will a success business by analysing all the demands and market values of this business.

Reference 
1. Milton Friedman, “The Social Responsibility of Business is to Increase its Profits”, (September 13, 1970).
2. Stefan Schaltegger, Erik G. Hansen, Florian Lüdeke-Freund, “Business Models for Sustainability: Origins, Present Research, and Future Avenues”, 2015
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I. Business Initiatives  
Jeejo`s bar has the ambitious goal to grow in the market opening branches with returning customers due to our loyalty programs. Jeejo`s bar opens each day from 3pm to 3am. We are going to bring the taste of special cocktails, spirits and some excellent wines from all around the world which have not been popular so far. For example the original Tatra tea liquor from Slovakia, Sazerac Rye Whiskey from Kentucky, Saint James Single Cask Vintage 1999 from Martinique, Kina Lillet dry Vermouth for the perfect vesper martini or Tapiato Blanco tequila from Mexico. To develop the business our marketing team will purse the below initiatives by the 2020. 
Initiative 1
Description: To join new markets with sales and fidelize our regular customers with loyalty programs.
Goal of initiative: to increase our popularity we will invest big amount in advertising with social media and events. One of our target is to reach returning guests, therefore we provide always something new as new cocktails, snacks, designs or events. 
Initiatives 2
Description: To create business alliances.
Goal of initiative: Constantly involve new business partners and neighbours with preferred rates and recognition prizes.
Initiative 3
Description: To show our global vision on large scale.
Goal of initiative: Seasonally refreshing the drink’s menu with cocktails and spirits from all over the world. 

II. Target market
The competition among other business in the area is especially intense since many bars are well known for cocktails and events in Shoreditch. Customers in this market have a significant power and influence as there is virtually no cost of switching. Many customers also feel that most pubs have the goods they are looking for and that they do not differ to other bars. 
Our main competitors are the following:
1. London Cocktail Club Shoreditch:
	Strengths: well promoted due to the chain
	Weakness: occasionally too busy

	Opportunity: possibility for more variety events
	Threats: crowded area leads to an accidental chaos



The club has a vibrant atmosphere with colourful lifestyle design. They organise karaoke nights and weekly promotions on specific drinks. They are specialised for cocktails especially for gin lovers and they match bites with each drink. Their cocktail list changes monthly. 
2. Barrio Shoreditch
	Strengths: well organised design and style which attracts a lot of people
	Weakness: overpriced cocktails

	Opportunities: possibility for new cocktails, promotions
	Threats: less customer during the cold seasons



Barrio is a Latin style bar with a colourful terrace and a warm design. It is an easy-going place, where is no dress code. It brings the Latin feeling to the customers with looseness by the employee or by the place. They serve several cocktails which are related to the Latin style, beers, ciders, wines, moreover they offer snacks, but the most relevant is the Nachos.
3. Found Shoreditch
	Strengths: quality prioritised service
	Weakness: crowded and expensive

	Opportunities: ideal for afterwork drinks, date nights or clients meeting
	Threats: less customers because of the early closing times



Found is a speakeasy cocktail bar next to Old Street Station. In the spacious basement gives a mysterious feeling with the box rooms, the dim lights and the old styled tall round chairs. 
They do not serve too many cocktails, however the cocktails have been twisted up by their ideas for expensive prices. 


III. Market Growth
Market growth is a real factor that includes the growth rate of the market, which ensures the sales of a single product group, the service provider. Increased, - reduced product or service volume is market growth over time. The percentage increase in overall sales in a sector or product category is typically measured. In our business we will focus on supply and performance.
Supply: Offer reductions leads to a higher spending from the customers in terms of quantity.
Performance: Improving the performance attracting more customers with reasonable prices. 
IV. Market strategy
Market Strategy also includes analysis of the alternative opportunities and risks to the company with informed consideration of the competition, social environment, and company’s internal production capability (Arkebauer, 1994).
Products: 
We are going to serve several crafted beers, different handmade beers, huge range of wines from different part of the world and we will be focused on the quality of the ingredients for the cocktails. Furthermore, we will serve free olives and cheese and another salty and sweet snacks. I choose the right supplier after thorough market research according to the quality and value. It will be helpful for them as well, because we will promote their products.
Price:
Our drinks menu is going to be 10% less expensive than our competitors’ prices. For example, a pint of beer costs 5£, we will promote it for 4.50£, for the cocktails we will set the unit price. 
Cheaper prices in the target market will make the bar attractive to big crowds. As I observed, if the price is lower, customers will buy more. The products is similar to our competitors but the price will attract more people. The profit can be variable during the week with a pick of profit on weekends.
Promotions:
We start with two different initiatives in the beginning, but after three months we will hire a new opportunity.
· The “Happy Hour” Monday 
Why Monday? It is a common theory that Monday is an unhappy, unmotivated day because everybody returns to work or to their studies. We are going to give some happiness and good mood to people. 
We will run this Happy Hour from 6pm till 10pm.
We will choose a drink or a spirit weekly to give our customers the variety of choice when they came back visit us.
· The daily offer
We will run it during the whole day from our opening time 3pm till the closing at 3am. We offer every day a different drink with a special promotion. It will be success, because we offer those drinks what is the most popular for the society. These drinks will be on the menu as well, but we will sell it for a less expensive price on the exact days.
Monday – Red wines
Tuesday – Breakfast Martini
Wednesday –Beers
Thursday – Espresso martini
Friday – Old fashion
Saturday – Gin & tonic
Sunday – Aperol Spritz
After three months we will hire a Bartender’s war and every month we organise a competition with minimum five participant to who we give one ingredient/ spirit to elaborate, to create the mixology drink of the month in our cocktail list. The winner will win a trip to a famous spirit factory or winery around Europe. We believe it will attract a lot people with different ages, because it is spectacular and means opportunity for everybody who has a passion of cocktails. We are going to hire it on our social media sites. 
People: 
In particular, three customer segments will be targeted:
1. College/ university students. As it is known pubs and bars are a very common place for the students. It is a great opportunity to get to know each other better or the existing crew hang out just for fun.
2. Local office workers. People who work a nine-to-five can feel mentally and physically exhausted. Our bar’s role to give a regular comfort.
3. Local residents. The population can reach over 15000 people nowadays, however our target is the people who are between 18 and 35, which is one fifth of the population.
Process:
We provide the quality and the range of selection. In the future we will invest new products and seasonal offers, for example gingerbread beer in winter and rum punch in the summer.
In Jeejo`s bar will be 30 seats, spreaded by 5 with round tables around the area and a long high table for standing in the middle. The design is going to be impressed by warm lights, almond white walls with golden chandelier, black marble front desk, wooden round tables and chairs, and the long table is going to be black marble as well. We are going to follow the seasonal design as well with some decoration and events. Our friendly staff will be dressed with casual style. We will serve several cocktails from the best ingredients, draft beers and wines from all over the world and we provide to out customers free peanuts from a huge barrel and aperitif style bites such as olives, cheese bites, mixed nuts and salty crisps. 
To be successful owe will have only one bar tender until 6pm and after that one more in case we get busy.  We will provide classic music at just the right level, in order to customer conversation. 

V. Budget
1. Advertisements:
According to our marketing campaign for social media and different advertisements will try to do what we can for example, Instagram, Facebook and LinkedIn, however for example the official website needs to be done by a web designer. Furthermore, the Google Ads, Newsletters, posters, meetup and vouchers will be the bigger expenses.
	Budget for advertisements for 1 year

	Facebook
	1000£

	Instagram
	1000£

	LinkedIn
	200£

	Website
	700£

	Google Ads
	1000£

	Newsletter
	250£

	Posters
	250£

	Fliers
	200£

	Meetup
	400£

	Voucher (only for the first month)
	400£

	Summary
	5400£



2. Design: 
	Chairs (30x)
	50*30£

	Wooden tables (5x)
	5*50£

	Marble long table
	1500£

	Marble bar desk
	1500£

	Lights 
	600£

	Decoration
	700£

	Summary
	6050£



VI. Marketing channels:
The organisation and activities required to transfer ownership of products between the point of production and consumption are a marketing channel. This is how goods reach the end user. It is essential for a crucial to creating an effective and well-planned marketing strategy and useful for the management. 
Our marketing channels will be hired in social media, Google Ads, continuously updated website, Newsletters, meetup, posters, fliers, vouchers in the 1st month. 
Social media: It is a must-have these days because it is a source to learn anything what is surround us in the world. We will own a Facebook page and an Instagram site. We will post more details about the offers or events on Facebook and our Jeejo`s Bar life, decorations and many snapshots on Instagram. I believe it will lead forward our success, because most of the young people are active social media participants and they have interest in new opportunities. 
Google Ads: 
We find that search advertising is now perceived as a residual, boring device. It is not worth falling for these misconceptions. In this way we will get the highest traffic to our website: only users seeking for our services can notice our advertising.
Official website:  
It is a must for a business. The location, opening times, menu, gallery, our story, our contacts and the newest ideas, events going to be visible on our website. It is useful, because people can easily follow the happenings from their devices plus available for everyone for free.
Newsletter: 
Many people read newspaper during the journey to work. It is a great opportunity to involve more audience, we will constantly update with our news and pictures. 
Meetup: 
Meetup.com is a social network for communities that allow casual gatherings on the basis of shared interests. People typically use the platform to meet friends, post their interests or to interact with professionals.
Posters: 
The main advantage is that the transmission of information within sight is inevitable. We decide where to put them and select the people to share it. It is a way to get interest in our business.
Fliers: 
In the flier will be shown the location, our bar`s name opening hours and a fabulous picture of our team. Furthermore, the flier will mean a free pint of beer or a glass of wine in our bar, but only on the same day we release. We will release fliers Monday to Friday and every each will be dated.
Vouchers: 
We will give away vouchers only for the first month. We will give the first 20 customers, who orders over25£ from cocktails. The voucher will be valid for the end of the year and will be free to use for any drinks. 
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Business plan 
Based around Shoreditch , Jeejo’s bar it is going to be one of the most fancy and non-expensive bars around the busy places that Shoreditch holds. 
With delicious cocktails and snacks ,it is planning on being one of the most successful bars or at least that is what we hope on doing. 
Me and my team is planning on working hard to make this one of the best places. 
As one of my colleagues has previously mentioned tables will have incorporated pads as menus with everything available at the time. If anything finishes or any changes are being made during our working hours, there will be small alert on the main computer for me to fix. 
Having pads as menus it is expensive and dangerous at times, so being careful and safe is our main aim. 
We have worked a way for people to Order, Edit, Cancel items on their bill with a timer. We have used the timer to make our back of house team easy. As soon as an order goes in , the table has a certain amount of time to edit it. They can add items at any times and set times for when to be send to the table, that can be done along the way or at the beginning when everything is being ordered. 

But as management team goes , as is only me doing all the work. Putting down to plan everything that includes payrolls , payslips , and everything down to the last scratch of work and proudly saying that we have managed to do so to the last tiny bit detail. As part of the management team, every day is a new start. Everything day before opening there is a lot of checking and making sure everything is safe for the day. Snacks must be checked for expiry dates and anything that is supposed to be sold on the day has to be checked first by the manager before opening, ensuring the safety of our staff and most importantly our customers health. 
After food is being check , the snack order for the day is being checked and put away in the fridge and stock rooms. 
Up next is any ingredients for any cocktails/drinks ensuring they are fresh for the first half of the day. 
Followed by any bookings and with bookings any specials requirements or allergens. 

As far business goes , it a tough starting point if you don’t know where to start digging , you need idea, and then money . you need a place to open your business , that of course if it’s a location based business, if it is something online than that’s makes it a thousand times easier as you don’t need much but money and time on your hands. 

For the most parts when someone opens a business it tends to fail soon after the business is up and running but for us JEEJOS BAR, we have decided to make sure that will not happen, with brilliants minds and brilliant “hands” we have made our business last a long time. 



The Purpose of Management
The purpose of management is to serve customers. Yet, if one looks through most management books for a definition of management, 99.9 percent of the time the word customer will not be mentioned. This is astonishing because serving customers in order to obtain a profit is the crux of every business organization. Equally remiss is the fact that most definitions of management neatly filter out service in their descriptions of management.
Good managers constantly streamline their organizations toward making a sale. In other words, good managers are needed to keep their organizations on track by ensuring that everything that’s being done is ethically geared toward providing what customers want. In this regard, a good manager is responsible for reducing waste and ambiguity, keeping costs down, and motivating others to do the same. In the same vein, good managers regularly take educated risks and exercise good judgement (the basis of entrepreneurship). 

[image: ]

Top-Level Management: This is the highest level in the organizational hierarchy, which includes Board of Directors and Chief Executives. They are responsible for defining the objectives, formulating plans, strategies and policies.
Middle-Level Management: It is the second and most important level in the corporate ladder, as it creates a link between the top and lower level management. It includes departmental and division heads and managers who are responsible for implementing and controlling plans and strategies which are formulated by the top executives.

Lower Level Management: Otherwise called as functional or operational level management. It includes first line managers, foreman, supervisors. As lower level management directly interacts with the workers, it plays a crucial role in the organization because it helps in reducing wastage and idle time of the workers, improving the quality and quantity of output.
The three management levels form the management hierarchy, that represents the position and rank of executives and managers in the chart.




Characteristics of Management
[image: characteristics of management]


Universal: All the organizations, whether it is profit-making or not, they require management, for managing their activities. Hence it is universal in nature.
Goal Oriented: Every organization is set up with a predetermined objective and management helps in reaching those goals timely, and smoothly.
Continuous Process: It is an ongoing process which tends to persist as long as the organization exists. It is required in every sphere of the organization whether it is production, human resource, finance or marketing.
Multi-dimensional: Management is not confined to the administration of people only, but it also manages work, processes and operations, which makes it a multi-disciplinary activity.
Group activity: An organization consists of various members who have different needs, expectations and beliefs. Every person joins the organization with a different motive, but after becoming a part of the organization they work for achieving the same goal. It requires supervision, teamwork and coordination, and in this way, management comes into the picture.
Dynamic function: An organization exists in a business environment that has various factors like social, political, legal, technological and economic. A slight change in any of these factors will affect the organization’s growth and performance. So, to overcome these changes management formulates strategies and implements them.
Intangible force: Management can neither be seen nor touched but one can feel its existence, in the way the organization functions.
Precisely, all the functions, activities and processes of the organization are interconnected to one another. And it is the task of the management to bring them together in such a way that they help in reaching the intended result.



Functions of Management
[image: functions of management]


Planning: It is the first and foremost function of management, i.e. to decide beforehand what is to be done in future. It encompasses formulating policies, establishing targets, scheduling actions and so forth.

Organizing: Once the plans are formulated, the next step is to organise the activities and resources, as in identifying the tasks, classifying them, assigning duties to subordinates and allocating the resources.

Staffing: It involves hiring personnel for carrying out various activities of the organization. It is to ensure that the right person is appointed to the right job.

Directing: It is the task of the manager to guide, supervise, lead and motivate the subordinates, to ensure that they work in the right direction, so far as the objectives of the organization are concerned.

Controlling: The controlling function of management involves a number of steps to be taken to make sure that the performance of the employees is as per the plans. It involves establishing performance standards and comparing them with the actual performance. In case of any variations, necessary steps are to be taken for its correction.

Coordination is an important feature of management which means the integration of the activities, processes and operations of the organization and synchronisation of efforts, to ensure that every element of the organization contributes to its success.
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FINANCIAL PLAN.

My name is Anamaria Fermesanu and I am currently working as assistant manager in a French restaurant in London. I start working at 21 years old in Italy after I finished my studies in Romania and I covered all the positions in food and beverage sector. In Italy I start from the bottom like kitchen porter, then preparation chef, sous chef and second head chef for a catering and events company. Once arrived in London I decided to change from back of house to front of house positions and aspire to a higher level. In London I started as a waiter for an Italian restaurant then I received this opportunity to work for this French restaurant. Within 1 year and a half I was promoted from waiter to assistant manager.
Key responsibilities at my current workplace includes assisting the manager in training employees, developing business plans, resolving customer complain, monitoring our company operations, presenting reports to management.
All this experience helped me to develop a series of skills like: excellent customer service skills, cooperation and teamworking skills, the ability to lead and motivate a team of staff, good business awareness for achieving successful performance, the ability to work independently and make decisions confidently, problem-solving ability, a flexible and hands-on approach to work.
All this experience and skills are important for the position of Financial Manager at JEEJO’S BAR. I am responsible for providing financial support and guidance to my colleagues so they can   make better business decisions. My general task will be: providing and interpreting financial information, monitoring and interpreting cash flows, formulating strategic and long-term business plan, developing financial management mechanism that minimise financial risk, managing budgets, supervising staff.
SOURCE OF FINANCE AT JEEJO’S BAR

One of the hardest part for opening JEEJO’S BAR was raising the money to start-up. We have divided the sources in 2 big categories: internal and external. Internal source is our personal source. We decided to invest each of us a part of 10000£ for the opening of the bar for a total of 50000£. That means that me and my colleagues are the shareholders of the JEEJO’S BAR and the company will return the investment through dividends (payments out of profit).
As an external source, me and my colleagues agree to use a bank loan. The value of the loan is 100000£ plus interests for a period of 10 years. We agree with the bank that the monthly repayment is in value of 1200£ a month.
PERSONAL SURVIVAL BUGET
	Personal expenses
	Description (as required)
	Monthly net expenses (£)
	 
	Annual net expenses (£)

	Rent or mortgage payments
	 
	£600
	 
	£7,200

	Council tax
	 
	£100
	 
	£1,200

	Utilities
	 
	£0
	 
	£0

	Phone and internet
	 
	£35
	 
	£420

	
	
	
	
	

	TV Licence
	 
	£0
	 
	£0

	Personal and property insurance
	 
	£10
	 
	£120

	Grocery shopping
	 
	£150
	 
	£1,800

	Transport costs
	 
	£0
	 
	£0

	Car tax and insurance
	 
	£0
	 
	£0

	Subscriptions
	 
	£0
	 
	£0

	Clothing
	 
	£0
	 
	£0

	Leisure and entertainment
	 
	£0
	 
	£0

	Money put into savings
	 
	£500
	 
	£6,000

	Enter other
	 
	£0
	 
	£0

	Enter other
	 
	£0
	 
	£0

	Enter other
	 
	£0
	 
	£0

	Enter other
	 
	£0
	 
	£0

	Enter other
	 
	£0
	 
	£0

	Total expenses across all areas:
	£1,395
	 
	£16,740

	 
	 
	 
	
	 
	

	 
	 
	 
	YOUR MONTHLY BALANCE
	 
	YOUR ANNUAL BALANCE

	 
	 
	 
	-£1,395£
	 
	-£16,740£



SALES FORECAST
JEEJO’S BARis offering a mix of wide range cocktails, a nice selection of wine (red and white) and craft beers. Based on the area, on the customer target and on our marketing strategy I predict the following sales, with the mention that in case of the wines is highlighted only the sales by glass. The price of the cocktails is 7,50£, a glass of wine (red or white) is 8.50£ and the price of the beer is 4.50£.
	1. Product breakdown
	 
	 
	 

	 
	 
	 
	 
	 

	 
	Product / Service 1
	Product / Service 2
	Product / Service 3
	Product / Service 4

	Product / Service name
	COCKTAILS
	WHITE WINES 
	RED WINES 
	BEERS 

	Sale price (per unit)
	£7.50
	£7.50
	£8.50
	£4.50

	Cost price (per unit)
	£3.00
	£3.50
	£3.00
	£2.50

	Gross Margin (per unit)
	150%
	114%
	183%
	80%



	2. Number of sales per month
	 
	 
	 
	 
	 

	*Average sales volumes per day based on 30-days per month.
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 

	Month
	COCKTAILS
	WHITE WINES
	RED WINES 
	BEERS 
	Total sales volumes 
per month
	Average sales volumes
per day*

	JULY
	1200
	800
	750
	1000
	3750
	125

	AUGUST
	1230
	850
	825
	1100
	4005
	134

	SEPTEMBER
	1300
	870
	830
	1200
	4200
	140

	OCTOBER
	1200
	860
	850
	1200
	4110
	137

	NOVEMBER
	1150
	850
	860
	1250
	4110
	137

	DECEMBER
	1100
	950
	1000
	1350
	4400
	147

	JANUARY
	850
	650
	540
	800
	2840
	95

	FEBRUARY
	870
	600
	550
	750
	2770
	92

	MARCH
	900
	600
	570
	780
	2850
	95

	APRIL
	1000
	660
	600
	800
	3060
	102

	MAY
	1100
	700
	670
	860
	3330
	111

	JUNE
	1150
	750
	700
	900
	3500
	117



We predict that we are going to sale a number between 110-140 drinks per day in the summer months, with an increase to 147 drinks in December, for the holiday period, and a decreased sales in January, February and March to 92-95 drinks per day 
	Sales (£)
	 
	 
	 
	 
	 
	 

	 *Average sales value per day is based on 30 days per month.
	 

	 
	 
	 
	 
	 
	 
	 

	Month
	COCKTAILS
	WHITE WINES
	RED WINES 
	BEERS 
	Total sales value (£)
per month
	Average sales value
per day*

	JULY
	£9,000.00
	£6,000.00
	£6,375.00
	£4,500.00
	£25,875.00
	£862.50

	AUGUST
	£9,225.00
	£6,375.00
	£7,012.50
	£4,950.00
	£27,562.50
	£918.75

	SEPTEMBER
	£9,750.00
	£6,525.00
	£7,055.00
	£5,400.00
	£28,730.00
	£957.67

	OCTOBER
	£9,000.00
	£6,450.00
	£7,225.00
	£5,400.00
	£28,075.00
	£935.83

	NOVEMBER
	£8,625.00
	£6,375.00
	£7,310.00
	£5,625.00
	£27,935.00
	£931.17

	DECEMBER
	£8,250.00
	£7,125.00
	£8,500.00
	£6,075.00
	£29,950.00
	£998.33

	JANUARY
	£6,375.00
	£4,875.00
	£4,590.00
	£3,600.00
	£19,440.00
	£648.00

	FEBRUARY
	£6,525.00
	£4,500.00
	£4,675.00
	£3,375.00
	£19,075.00
	£635.83

	MARCH
	£6,750.00
	£4,500.00
	£4,845.00
	£3,510.00
	£19,605.00
	£653.50

	APRIL
	£7,500.00
	£4,950.00
	£5,100.00
	£3,600.00
	£21,150.00
	£705.00

	MAY
	£8,250.00
	£5,250.00
	£5,695.00
	£3,870.00
	£23,065.00
	£768.83

	JUNE
	£8,625.00
	£5,625.00
	£5,950.00
	£4,050.00
	£24,250.00
	£808.33



We predict that JEEJO’S BAR sales are going to be between 21000£-30000£ a month, with a peak in summer and December and low sales at the beginning of the year.








	Cost of sales
	 
	 
	 
	 
	 
	 

	 *Average cost of sales per day is based on 30 days per month.
	 

	 
	 
	 
	 
	 
	 
	 

	Month
	COCKTAILS
	WHITE WINES
	RED WINES
	BEERS
	Total cost of sales (£)
per month
	Average cost of sales
per day*

	JULY
	£3,600.00
	£2,800.00
	£2,250.00
	£2,500.00
	£11,150.00
	£371.67

	AUGUST
	£3,690.00
	£2,975.00
	£2,475.00
	£2,750.00
	£11,890.00
	£396.33

	SEPTEMBER
	£3,900.00
	£3,045.00
	£2,490.00
	£3,000.00
	£12,435.00
	£414.50

	OCTOBER
	£3,600.00
	£3,010.00
	£2,550.00
	£3,000.00
	£12,160.00
	£405.33

	NOVEMBER
	£3,450.00
	£2,975.00
	£2,580.00
	£3,125.00
	£12,130.00
	£404.33

	DECEMBER
	£3,300.00
	£3,325.00
	£3,000.00
	£3,375.00
	£13,000.00
	£433.33

	JANUARY
	£2,550.00
	£2,275.00
	£1,620.00
	£2,000.00
	£8,445.00
	£281.50

	FEBRUARY
	£2,610.00
	£2,100.00
	£1,650.00
	£1,875.00
	£8,235.00
	£274.50

	MARCH
	£2,700.00
	£2,100.00
	£1,710.00
	£1,950.00
	£8,460.00
	£282.00

	APRIL
	£3,000.00
	£2,310.00
	£1,800.00
	£2,000.00
	£9,110.00
	£303.67

	MAY
	£3,300.00
	£2,450.00
	£2,010.00
	£2,150.00
	£9,910.00
	£330.33

	JUNE
	£3,450.00
	£2,625.00
	£2,100.00
	£2,250.00
	£10,425.00
	£347.50


12 MONTH CASH FLOW FORECAST JEEJO’S BAR

	 
	 
	 
	MONTHS
	 

	Cash in-flows
	 
	Starting point
	JUL
	AUG
	SEPT
	OCT
	NOV
	DEC
	JAN
	FEB
	MAR
	APR
	MAY
	JUN
	TOTAL

	Total anticipated sales
	 
	£0
	£25,875
	£27,563
	£28,730
	£28,075
	£27,935
	£29,950
	£19,440
	£19,075
	£19,605
	£21,150
	£23,065
	£24,250
	£294,713

	Value of your  Loan
	 
	£0
	n/a
	n/a
	n/a
	n/a
	n/a
	n/a
	n/a
	n/a
	n/a
	n/a
	n/a
	n/a
	£0

	Other sources of cash or equity
	 
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	 

	Existing assets for business purposes
	 
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total cash in-flows (A)
	 
	£100,000
	£25,875
	£27,563
	£28,730
	£28,075
	£27,935
	£29,950
	£19,440
	£19,075
	£19,605
	£21,150
	£23,065
	£24,250
	£94,713




Starting from July 2020 till June 2021 we expect sales in value of 294.713£.
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	JEEJO'S BAR
	 
	
	
	

	
	
	
	
	

	FORECASTED REVENUE
	 
	 
	 
	 

	 
	Units sold 
annually
	Average
price per unit
	Annual revenue 
per product
	 

	COCKTAILS
	13050
	 £            7.50 
	 £       97,875.00 
	 

	WHITE WINES
	9140
	 £            7.50 
	 £       68,550.00 
	 

	RED WINES
	8745
	 £            8.50 
	 £       74,332.50 
	 

	BEERS
	11990
	 £            4.50 
	 £       53,955.00 
	 

	 
	 
	 
	 
	 

	TOTAL OF FORECASTED REVENUE
	 
	 
	         £294,712.50 
	 

	
	
	
	
	

	COST OF GOODS SOLD
	 
	 
	 
	 

	 
	 
	 
	Annual cost of 
goods sold
	 

	COCKTAILS
	£3.00
	 
	 £       39,150.00 
	 

	WHITE WINES
	£3.50 
	 
	  
£       31,990.00 
	 

	RED WINES
	£3.00 
	 
	 £       26,235.00 
	 

	BEERS
	£2.50 
	 
	 £       29,975.00 
	 

	 
	 
	 
	 
	 

	TOATL COST OF GOODS SOLD
	 
	 
	 £     127,350.00 
	 

	
	
	
	
	

	ANNUAL MAINTENANCE, REPAIR AND OVERHAUL
	 
	 
	 
	 

	 
	 
	 
	 
	 

	Factor (%) on capital equipment
	15%
	 
	 
	 

	 
	 
	 
	 
	 

	
	
	
	
	

	ASSET DEPRECIATION
	 
	 
	 
	 

	 
	 
	 
	 
	 

	Number of Years
	5
	 
	 
	 

	 
	 
	 
	 
	 

	
	
	
	
	

	TAX
	 
	 
	 
	 

	 
	 
	 
	 
	 

	Annual Tax Rate
	30%
	 
	 
	 

	 
	 
	 
	 
	 

	
	
	
	
	

	INFLATION
	 
	 
	 
	 

	 
	 
	 
	 
	 

	Annual Inflation Rate
	2%
	 
	 
	 

	 
	 
	 
	 
	 

	
	
	
	
	

	PRODUCT PRICE INCREASE
	 
	 
	 
	 

	 
	 
	 
	 
	 

	Annual Price Increase
	2%
	 
	 
	 

	 
	 
	 
	 
	 

	
	
	
	
	

	FUNDING
	 
	 
	 
	 

	 
	 
	 
	 
	 

	Loan Amount
	 £   100,000.00 
	 
	 
	 

	Annual interest rate
	5.00% 
	 
	 
	 

	Term of loan (months)
	                120 
	 
	 
	 

	Monthly rate
	0.41% 
	 
	 
	 

	Payment
	         1,055.24 
	 
	 
	 

	Total Amount Payable
	     126,628.24 
	 
	 
	 

	 
	 
	 
	 
	 

	
	
	
	
	




	JEEJO’S BAR
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	PROFIT AND LOSS ASSUMPTION
	 
	 
	 
	 
	 
	 

	 
	2020
	2021
	2022
	2023
	2024
	 
	 

	Annual cumulative price (revenue) increase
	0.00%
	2.00%
	4.00%
	6.00%
	8.00%
	 
	 

	Annual cumulative inflation (expense) increase
	0.00%
	2.00%
	4.00%
	6.00%
	8.00%
	 
	 

	 
	 
	 
	 
	 
	 
	 
	 

	
	
	
	
	
	
	
	

	INCOME
	 
	 
	 
	 
	 
	
	

	 
	Year 1
	Year 2
	Year 3
	Year 4
	Year 5
	 
	

	Revenue
	 
	 
	 
	 
	 
	 
	

	 
	 
	 
	 
	 
	 
	 
	

	COCKTAILS
	     £97,875.00 
	     99,832.50 
	    103,825.80 
	    110,055.35 
	    118,859.78 
	 
	

	WHITE WINES
	     £68,550.00 
	     69,921.00 
	     72,717.84 
	     77,080.91 
	     83,247.38 
	 
	

	RED WINES
	     £74,332.50 
	     75,819.15 
	     78,851.92 
	     83,583.03 
	     90,269.67 
	 
	

	BEERS
	     £53,955.00 
	     55,034.10 
	     57,235.46 
	     60,669.59 
	     65,523.16 
	 
	

	 
	 
	 
	 
	 
	 
	 
	

	Total revenue
	    294,712.50 
	    300,606.75 
	    312,631.02 
	    331,388.88 
	    357,899.99 
	 
	

	
	
	
	
	
	
	
	

	Cost of Sales
	 
	 
	 
	 
	 
	 
	

	 
	 
	 
	 
	 
	 
	 
	

	COCKTAILS
	     39,150.00 
	     39,933.00 
	     41,530.32 
	     44,022.14 
	     47,543.91 
	 
	

	WHITE WINES
	     31,990.00 
	     32,629.80 
	     33,934.99 
	     35,971.09 
	     38,848.78 
	 
	

	RED WINES
	     26,235.00 
	     26,759.70 
	     27,830.09 
	     29,499.89 
	     31,859.88 
	 
	

	BEERS
	     29,975.00 
	     30,574.50 
	     31,797.48 
	     33,705.33 
	     36,401.76 
	 
	

	 
	 
	 
	 
	 
	 
	 
	

	Cost of goods sold
	    127,350.00 
	    129,897.00 
	    135,092.88 
	    143,198.45 
	    154,654.33 
	 
	

	
	
	
	
	
	
	
	

	Gross Profit
	    167,362.50 
	    170,709.75 
	    177,538.14 
	    188,190.43 
	    203,245.66 
	 
	



 
In the first year JEEJO’S BAR is going to sale 13050 cocktails, 9140 white wines. 8745 red wines, 11990 beers, total sales in the value of 294712.50£ with a cost of sales of 127350£. We predict that after one year the sales are going to increase with 2% arriving at 5% in the fifth year of activity.



	Cash out-flows
	
	Starting point
	JUL
	AUG
	SEPT
	OCT
	NOV
	DEC
	JAN
	FEB
	MAR
	APR
	MAY
	JUN

	Total anticipated cost of sales
	 
	£0
	£11,150
	£11,890
	£12,435
	£12,160
	£12,130
	£13,000
	£8,445
	£8,235
	£8,460
	£9,110
	£9,910
	£10,425

	Existing assets for business purposes
	 
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0

	Rent or premises costs
	 
	£0
	£2,000
	£2,000
	£2,000
	£2,000
	£2,000
	£2,000
	£2,000
	£2,000
	£2,000
	£2,000
	£2,000
	£2,000

	Business rates for your business premises
	 
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0

	Utilities (gas, electricity, water)
	 
	£0
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000

	Insurance
	 
	£0
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50

	Telephone and internet
	 
	£0
	£35
	£35
	£35
	£35
	£35
	£35
	£35
	£35
	£35
	£35
	£35
	£35

	Marketing and advertising expenses
	 
	£0
	£450
	£450
	£450
	£450
	£450
	£450
	£450
	£450
	£450
	£450
	£450
	£450

	Vehicle running costs
	 
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0

	Equipment purchase or leasing
	 
	£0
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50

	Postage, printing, stationery
	 
	£0
	£100
	£0
	£0
	£0
	£0
	£100
	£0
	£0
	£0
	£0
	£0
	£0

	Loan interest fees
	 
	£0
	£393
	£393
	£393
	£393
	£393
	£393
	£393
	£393
	£393
	£393
	£393
	£393

	Professional fees (legal, accounting etc.)
	 
	£0
	£150
	£150
	£150
	£150
	£150
	£150
	£150
	£150
	£150
	£150
	£150
	£150

	Your salary 
	 
	n/a
	£1,395
	£1,395
	£1,395
	£1,395
	£1,395
	£1,395
	£1,395
	£1,395
	£1,395
	£1,395
	£1,395
	£1,395

	Your salary 
	 
	n/a
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0

	Staff costs
	 
	£0
	£7,600
	£7,600
	£7,600
	£7,600
	£7,600
	£7,600
	£7,600
	£7,600
	£7,600
	£7,600
	£7,600
	£7,600

	Loan monthly
	 
	n/a
	£1,055
	£1,055
	£1,055
	£1,055
	£1,055
	£1,055
	£1,055
	£1,055
	£1,055
	£1,055
	£1,055
	£1,055

	Total cash out-flows (B)
	£0
	£25,428
	£26,068
	£26,613
	£26,338
	£26,308
	£27,278
	£22,623
	£22,413
	£22,638
	£23,288
	£24,088
	£24,603



The operating expenses of JEEJO’S BAR in the first year has a value of £167,705.37. The total cash out flows is £295,055.37 (operating expenses+ cost of sales). In the first year unfortunately JEEJO’S BAR is not going to make any profit, closing the year with net sales -£240.01 but in the next years we anticipate a slowly but secure profit.
	EXPENSES
	 
	 
	 
	 
	 
	 

	
	
	
	
	
	
	

	Operating expenses
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 

	Sales and marketing
	       5,400.00 
	       5,508.00 
	       5,728.32 
	       6,072.02 
	       6,557.78 
	 

	 
	                 -   
	                 -   
	                 -   
	                 -   
	                 -   
	 

	Insurance
	          600.00 
	          612.00 
	          636.48 
	          674.67 
	          728.64 
	 

	Payroll and Payroll Tax
	    107,940.00 
	    110,098.80 
	    114,502.75 
	    121,372.92 
	    131,082.75 
	 

	Property 
	     24,000.00 
	     24,480.00 
	     25,459.20 
	     26,986.75 
	     29,145.69 
	 

	Maintenance, repair, and overhaul
	            90.00 
	            91.80 
	            93.60 
	            95.40 
	            97.20 
	 

	Utilities
	     12,000.00 
	     12,240.00 
	     12,729.60 
	     13,493.38 
	     14,572.85 
	 

	Administrative fees
	          300.00 
	          306.00 
	          318.24 
	          337.33 
	          364.32 
	 

	Interest expense on long-term debt
	       4,712.37 
	       4,314.84 
	       3,897.44 
	       3,459.18 
	       2,998.99 
	 

	Loan
	     12,663.00 
	     12,916.26 
	     13,432.91 
	     14,238.89 
	     15,378.00 
	 

	 
	 
	 
	 
	 
	 
	 

	Total operating expenses
	    167,705.37 
	    170,567.70 
	    176,798.55 
	    186,730.53 
	    200,926.22 
	 

	
	
	
	
	
	
	

	Non-Recurring Expenses
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 

	Unexpected Expenses
	                 -   
	                 -   
	 
	                 -   
	                 -   
	 

	Other expenses
	                 -   
	                 -   
	                 -   
	                 -   
	                 -   
	 

	 
	 
	 
	 
	 
	 
	 

	Total Non-Recurring Expenses
	                 -   
	                 -   
	                 -   
	                 -   
	                 -   
	 

	
	
	
	
	
	
	

	TOTAL EXPENSES
	    167,705.37 
	    170,567.70 
	    176,798.55 
	    186,730.53 
	    200,926.22 
	 

	
	
	
	
	
	
	

	TAXES
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 

	Income Tax
	-         102.86 
	            42.61 
	          521.88 
	          437.97 
	          695.83 
	 

	Other Tax (specify)
	                 -   
	                 -   
	                 -   
	                 -   
	                 -   
	 

	 
	 
	 
	 
	 
	 
	 

	TOTAL TAXES
	-         102.86 
	            42.61 
	          521.88 
	          437.97 
	          695.83 
	 

	
	
	
	
	
	
	

	NET PROFIT
	-         240.01 
	            99.43 
	       1,217.72 
	       1,021.93 
	       1,623.61 
	 



	[bookmark: RANGE!A1:H78]BALANCE SHEET PROJECTION
	 
	 
	 
	 

	
	
	
	
	
	
	
	

	JEEJO'S BAR
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	ASSETS
	 
	 
	 
	 
	 
	 
	 

	
	
	
	
	
	
	
	

	Current Assets
	Initial balance
	Year 1
	Year 2
	Year 3
	Year 4
	Year 5
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Cash and short-term investments
	    50,000.00 
	    41,809.54 
	    33,560.99 
	    25,013.32 
	    16,831.61 
	     8,791.38 
	 

	Accounts receivable
	  100,000.00 
	  100,000.00 
	  100,000.00 
	  100,000.00 
	  100,000.00 
	  100,000.00 
	 

	Total inventory
	    85,000.00 
	    85,000.00 
	    85,000.00 
	    85,000.00 
	    85,000.00 
	    85,000.00 
	 

	Prepaid expenses
	               -   
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	Deferred income tax
	               -   
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	Other current assets
	     5,000.00 
	     5,000.00 
	     5,000.00 
	     5,000.00 
	     5,000.00 
	     5,000.00 
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Total current assets
	  240,000.00 
	  231,809.54 
	  223,560.99 
	  215,013.32 
	  206,831.61 
	  198,791.38 
	 

	
	
	
	
	
	
	
	

	Property and Equipment
	Initial balance
	Year 1
	Year 2
	Year 3
	Year 4
	Year 5
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Buildings
	    24,000.00 
	    24,000.00 
	    24,000.00 
	    24,000.00 
	    24,000.00 
	    24,000.00 
	 

	Land
	               -   
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	Capital improvements
	    10,000.00 
	    10,000.00 
	    10,000.00 
	    10,000.00 
	    10,000.00 
	    10,000.00 
	 

	Machinery and equipment
	        600.00 
	        600.00 
	        600.00 
	        600.00 
	        600.00 
	        600.00 
	 

	Less Accumulated depreciation expense
	 
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Total Property and Equipment
	    34,600.00 
	    34,600.00 
	    34,600.00 
	    34,600.00 
	    34,600.00 
	    34,600.00 
	 

	
	
	
	
	
	
	
	

	Other Assets
	Initial balance
	Year 1
	Year 2
	Year 3
	Year 4
	Year 5
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Goodwill
	               -   
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	Deferred income tax
	               -   
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	Long-term investments
	               -   
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	Deposits
	               -   
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	Other long-term assets
	               -   
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Total Other Assets
	               -   
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	
	
	
	
	
	
	
	

	TOTAL ASSETS
	  274,600.00 
	  266,409.54 
	  258,160.99 
	  249,613.32 
	  241,431.61 
	  233,391.38 
	 

	
	
	
	
	
	
	
	

	LIABILITIES
	 
	 
	 
	 
	 
	 
	 

	
	
	
	
	
	
	
	

	Current Liabilities
	Initial balance
	Year 1
	Year 2
	Year 3
	Year 4
	Year 5
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Wages
	  107,940.00 
	  107,940.00 
	  107,940.00 
	  107,940.00 
	  107,940.00 
	  107,940.00 
	 

	Utilities
	    12,000.00 
	    12,000.00 
	    12,000.00 
	    12,000.00 
	    12,000.00 
	    12,000.00 
	 

	Proffesional fees
	     1,800.00 
	     1,800.00 
	     1,800.00 
	     1,800.00 
	     1,800.00 
	     1,800.00 
	 

	Capital leases
	               -   
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	Other current liabilities
	        100.00 
	        100.00 
	        100.00 
	        100.00 
	        100.00 
	        100.00 
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Total Current Liabilities
	  121,840.00 
	  121,840.00 
	  121,840.00 
	  121,840.00 
	  121,840.00 
	  121,840.00 
	 

	
	
	
	
	
	
	
	

	Debt
	Initial balance
	Year 1
	Year 2
	Year 3
	Year 4
	Year 5
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Long-term debt/loan
	  100,000.00 
	    92,049.54 
	    83,701.56 
	    74,936.18 
	    65,732.53 
	    56,068.70 
	 

	 
	 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Total Debt
	  221,840.00 
	  213,889.54 
	  205,541.56 
	  196,776.18 
	  187,572.53 
	  177,908.70 
	 

	
	
	
	
	
	
	
	

	Other Liabilities
	Initial balance
	Year 1
	Year 2
	Year 3
	Year 4
	Year 5
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Other liabilities (specify)
	               -   
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	Other liabilities (specify)
	               -   
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	 
	 
	 
	 
	 
	 
	 
	 

	Total Other Liabilities
	               -   
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	
	
	
	
	
	
	
	

	TOTAL LIABILITIES
	  221,840.00 
	  213,889.54 
	  205,541.56 
	  196,776.18 
	  187,572.53 
	  177,908.70 
	 

	
	
	
	
	
	
	
	

	EQUITY
	 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 
	 

	 
	Initial balance
	Year 1
	Year 2
	Year 3
	Year 4
	Year 5
	 

	Owner's equity (common)
	    50,000.00 
	    50,000.00 
	    50,000.00 
	    50,000.00 
	    50,000.00 
	    50,000.00 
	 

	Paid-in capital
	 
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	Preferred equity
	               -   
	               -   
	               -   
	               -   
	               -   
	               -   
	 

	Retained earnings
	               -   
	-       240.01 
	-       140.57 
	     1,077.14 
	     2,099.07 
	     3,722.68 
	 

	 
	 
	 
	 
	 
	 
	 
	 

	TOTAL EQUITY
	    50,000.00 
	    49,759.99 
	    49,859.43 
	    51,077.14 
	    52,099.07 
	    53,722.68 
	 

	
	
	
	
	
	
	
	

	TOTAL LIABILITIES AND EQUITY
	  271,840.00 
	  263,649.54 
	  255,400.99 
	  247,853.32 
	  239,671.61 
	  231,631.38 
	 



CONCLUSION
"Sometimes when I reflect back on all the wine I drink, I feel shame! Then I look into the glass and think about the workers in the vineyards and all of their hopes and dreams. If I didn't drink this wine, they might be out of work, and their dreams would be shattered. Then I say to myself, "It is better that I drink this wine and let their dreams come true than be selfish and worry about my liver" ~ Jack Handey.
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SALES JEEJO'S BAR

JULY	COCKTAILS	WHITE WINES	RED WINES 	BEERS 	Total sales value (£)
per month	Average sales value
per day*	9000	6000	6375	4500	25875	862.5	AUGUST	COCKTAILS	WHITE WINES	RED WINES 	BEERS 	Total sales value (£)
per month	Average sales value
per day*	9225	6375	7012.5	4950	27562.5	918.75	SEPTEMBER	COCKTAILS	WHITE WINES	RED WINES 	BEERS 	Total sales value (£)
per month	Average sales value
per day*	9750	6525	7055	5400	28730	957.66666666666663	OCTOBER	COCKTAILS	WHITE WINES	RED WINES 	BEERS 	Total sales value (£)
per month	Average sales value
per day*	9000	6450	7225	5400	28075	935.83333333333337	NOVEMBER	COCKTAILS	WHITE WINES	RED WINES 	BEERS 	Total sales value (£)
per month	Average sales value
per day*	8625	6375	7310	5625	27935	931.16666666666663	DECEMBER	COCKTAILS	WHITE WINES	RED WINES 	BEERS 	Total sales value (£)
per month	Average sales value
per day*	8250	7125	8500	6075	29950	998.33333333333337	JANUARY	COCKTAILS	WHITE WINES	RED WINES 	BEERS 	Total sales value (£)
per month	Average sales value
per day*	6375	4875	4590	3600	19440	648	FEBRUARY	COCKTAILS	WHITE WINES	RED WINES 	BEERS 	Total sales value (£)
per month	Average sales value
per day*	6525	4500	4675	3375	19075	635.83333333333337	MARCH	COCKTAILS	WHITE WINES	RED WINES 	BEERS 	Total sales value (£)
per month	Average sales value
per day*	6750	4500	4845	3510	19605	653.5	APRIL	COCKTAILS	WHITE WINES	RED WINES 	BEERS 	Total sales value (£)
per month	Average sales value
per day*	7500	4950	5100	3600	21150	705	MAY	COCKTAILS	WHITE WINES	RED WINES 	BEERS 	Total sales value (£)
per month	Average sales value
per day*	8250	5250	5695	3870	23065	768.83333333333337	JUNE	COCKTAILS	WHITE WINES	RED WINES 	BEERS 	Total sales value (£)
per month	Average sales value
per day*	8625	5625	5950	4050	24250	808.33333333333337	
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