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BUSINESS FRANCHISE
Business Plan

Key Details

	Pub Name:


	Pub Address:



	Applicant’s Name:


	Business Plan prepared by:


	Address for Correspondence:



	Trading as:

Sole Trader

Partnership

Limited Company

(you should consult your financial advisor for advice on the appropriate status for your business)


	Partners Name(s) (if applicable):



	Company Name (if applicable):


Purpose of this Business Plan
Your Business Plan is a statement of intent.  It should provide details of how you are going to develop your business, when you are going to do it, who will be involved, and how you will manage the money.  The process of building your plan will also focus your mind on how your new business will need to operate to give it the best chance of success.
Clearly, your plan will be an important document to secure funding and to put your ideas across. However, other benefits include:-

· Helping you spot potential pitfalls before they happen

· Structure the financial side of your business efficiently

· Focus your development efforts

· Work as a measure of your success

Please bear in mind that a Business Plan is a living document, and that you will need to update and change it as your business develops.

We will also want to review it with you on a regular basis to analyse your progress against your goals and targets. 
Executive Summary
This is an overview of the business you wish to start and should be a summary of the key points of your entire plan.  Consequently, it is advisable to write this section once you have completed the rest.  The purpose of this summary is to explain concisely the basics of the business in a way that both informs and interests the reader.
	


The Pub and its Market
This section will help you focus on the current position of the pub in its market and what opportunities you believe you have to make changes.

SWOT analysis

The STRENGTHS of the business

	


The current WEAKNESSES of the business

	


The OPPORTUNITIES  to improve performance

	


The current & future THREATS to the success of the business (include industry issues)
	


The Pub and its Market (continued)
Customer Analysis
Please identify who the current & future customers will be:
	Current:
	Target:

	Daytime:


	

	Evening:


	

	Weekends:

	


Competitor Analysis
Please identify who your key competitors are (don’t just include other pubs):

	Who are they?
	Key elements of offer
	Core customers
	Famous for…

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


The OFFER
What do you want this pub to be famous for?

	


How will you differentiate your offer from your competitors?

	


What plans have you got to develop the pub?
	


How will you tackle the issue of smoking in the pub?

	


The OFFER (continued)
Outline the key elements of your offer in broad terms:

	Offer
	Current
	Proposed

	Drinks Range


	
	

	Food


	
	

	Leisure Machines


	
	

	Entertainment


	
	

	Garden


	
	

	Other


	
	


Sales & Marketing

How will you attract new customers?
	


How will you promote the offer?

	


How will you sell to your customers/what will be your service style?

	


What will be your Pricing Policy?  Give an indication with a sample of key products per category.
	Category
	Current
	Future

	Std Lager

	
	

	Premium Lger

	
	

	Keg Ale

	
	

	Cask Ale


	
	

	PPL/PPS


	
	

	Spirits


	
	

	Wine by glass/bottle


	
	

	Minerals

	
	


Competitor pricing survey
How do your proposed prices compare to your Competitors?

	Category
	Lager
	Ale
	Bottled Beers & Spirits
	Spirits
	Wine
	Minerals

	PUB NAME:
	Standard
	Premium
	Standard
	Cask
	
	
	
	
	Gin
	Vodka
	Whisky
	Brandy
	Glass
	Bottle
	Draught
	

	YOUR PUB


	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	A.

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	B.

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	C.

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	D.

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	E.

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	F.

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	


Competitor Comparison
Carry out this audit from the customers’ perspective only.  How your competitors score against your pub should enable you to identify weaknesses where you can make improvements, and take advantage where you have strengths.
	Key:
	N/A = Not applicable
	1 = None
	2 = Poor
	3 = Ok
	4 = Good
	5 = Excellent


	Competitors

	EXTERIOR
	Guidance Notes
	Your Pub
	A.
	B.
	C.

	Position
	Easy to find, clearly signed
	
	
	
	

	Attractiveness
	First impressions
	
	
	
	

	Car Park
	Size, condition, access, safety, lighting
	
	
	
	

	Condition
	Windows, paint, floral, garden furniture
	
	
	
	

	Signage
	Clear, attractive, relevant, obvious
	
	
	
	

	Entrances
	Open, clearly signed
	
	
	
	

	Cleanliness
	Clean, tidy, cared for
	
	
	
	

	Welcoming
	General impression/image
	
	
	
	


	INTERIOR
	Guidance Notes
	Your Pub
	A.
	B.
	C.

	Décor
	Cleanliness, condition, appropriate
	
	
	
	

	Flooring
	Clean, free from debris, good condition
	
	
	
	

	Fixtures & Fittings
	Condition, appropriate, well placed
	
	
	
	

	Furniture
	Condition, cleanliness, style, positioning
	
	
	
	

	Lighting & Heating
	Appropriate, positioning
	
	
	
	

	Entertainment
	Music/TV – appropriate, positioning
	
	
	
	

	Access to Bar
	Open access, no barriers, obvious
	
	
	
	


	STAFF/SERVICE
	Guidance Notes
	Your Pub
	A.
	B.
	C.

	Staff Appearance
	Clean, tidy, professional
	
	
	
	

	Friendly 
	Give welcome, acknowledge, goodbye
	
	
	
	

	Efficiency
	Speed & accuracy of service
	
	
	
	

	Service Style
	Appropriate to target customer group
	
	
	
	

	Service Standards
	All areas kept clean & tidy
	
	
	
	

	Selling skills
	Product knowledge, upselling
	
	
	
	


	PRODUCT RANGE
	Guidance Notes
	Your Pub
	A.
	B.
	C.

	Drinks Range
	Appropriate, interesting
	
	
	
	

	Merchandising
	Fridges stocked, good displays, offers
	
	
	
	

	Food Menu
	Appropriate to market, good value
	
	
	
	

	Food Presentation
	Portion size, looks good
	
	
	
	

	Food POS
	Menus available, specials, how to order
	
	
	
	


	OTHER
	Guidance Notes
	Your Pub
	A.
	B.
	C.

	Toilets
	Décor, cleanliness
	
	
	
	

	External drinking
	Safe, attractive, accessible
	
	
	
	

	Games machines
	Available, appropriate
	
	
	
	

	Offer
	Evidence of other activity/entertainment
	
	
	
	


	LASTING IMPRESSIONS
	
	Your Pub
	A.
	B.
	C.

	As a customer would you revisit
	
	
	
	


Your Team

The Management team
Your experience in the Licensed Trade: (Your Partner(s) may be business and/or personal)
	Self
	Partner(s)

	
	


What relevant skill, experience and knowledge do you bring to the business?

	Self
	Partner(s)

	
	


Are your or your partner giving up current paid employment to take on this business?

	Self
	Partner(s)

	
	


Who will be running the business on a day to day basis?

	


How would you describe the general health of both you and your partner? (if intending to work in the business)

	Self
	Partner(s)

	
	


Do either of you hold a Personal Licence?  Who will be the DPS?

	Self
	Partner(s)

	
	


Your Team (continued)
The Staff Team
What plans do you have to improve existing staff performance?

	


What level of Staffing do you anticipate?
	Staffing
	Number
	Av. Rate of Pay
	Est’d Weekly Hours
	Est’d Weekly Cost

	Assistant Manager:


	
	
	
	

	Bar Team:


	
	
	
	

	Kitchen Team:


	
	
	
	

	Other


	
	
	
	


What are your initial Recruitment requirements?
	


What Training do you plan to put in place?
	


Management Information Systems
What Controls will you put in place?
	Control
	Method
	Frequency

	Drink stock controls


	
	

	Food stock controls


	
	

	Staff controls

	
	

	Management Accounts


	
	

	Other

	
	


12 Month Plan

What are your goals in the first…?

KPI’s = Key Performance Indicators [In other words, measures you have in place to tell you whether you have achieved your goals or not?]
	Goals
	3 Months
	6 Months
	12 Months

	Business


	
	
	

	KPI’s

	
	
	

	Financial


	
	
	

	KPI’s


	
	
	

	Personal


	
	
	

	KPI’s


	
	
	

	Other


	
	
	

	KPI’s


	
	
	


Financial Forecasts

As part of your Business Plan you will need to provide a set of financial projections, which translate what you’ve said about your business into numbers.  We can provide help & assistance with regard to preparing these documents using our nominated supplier (see Accountancy Services in Useful Contacts section of this document).
Budget forecast - Profit & Loss Account

You should attach a projected Profit & Loss account for the next 12 months.

This document presents a statement of the level of profit you expect to make from the business at the end of the first 12 months of trading, given your projected sales, costs of sales, and overheads.

Cashflow forecast
You should attach a Cashflow forecast for the first 12 months of trading.

This document shows your monthly bank balance and aims to show that your business will have enough working capital to meet your monthly business outgoings.  We will require you to have a cashflow forecast completed by our nominated supplier – Milestone LTA – but the cost of this will be refunded to you when you take over the pub.
Other items
Please use this section to estimate your Start up Costs and how you intend to funding these requirements.
	Ingoing Capital
	£ Cost

	Fixtures & Fittings
	

	Deposit
	

	Survey
	

	Solicitors Costs (Yours & Ours)
	

	Training
	

	Advance Rent
	

	Stamp Duty on Lease
	

	Stock on valuation
	

	Working Capital
	

	Investment Capital
	

	Other


	

	Total Required
	


	Funded From
	£ Cost
	Source

	Cash
	
	

	Secured Loan
	
	

	Unsecured Loan
	
	

	Overdraft
	
	

	Other (please state)


	
	

	Total
	
	


Useful Contacts
MAB Franchising:

For any general enquiries please contact us on 0121 498 5900 or e-mail us at Franchise.Services@mbplc.com .
Accountancy Service:

We have agreed a detailed and friendly accountancy service for franchisees at a highly competitive rate with Milestone LTA who are specialist licensed trade accountants.  We will provide you with service details & costs but you can also contact them direct on 01722 331190.  Milestone LTA have ‘preferred supplier’ status with MAB.

Sources of Finance:
Banks:
The banks listed below are well known supporters of Franchising in the UK.  They have been contacted by MAB and are aware of the details of our Business Franchise.  However, this is not a guarantee that they will lend money to individual Franchisee’s, as this will depend on personal circumstances, nor are they the only financial institutions that will be prepared to loan money.  We would be happy to make the initial introduction for you if required.

  (in Alpha)

HSBC



Catherine Hayes, Head of Franchise

0121 455 3438
Lloyds TSB


Alick Jones, Head of Franchising


07802 324018

Nat West Bank
    

Mark Scott, National Franchise Manager

0121 234 3756

Royal Bank of Scotland

Ian Doig, Regional Franchise Manager

07836 550134

Alternative Financing: 
APT Finance - MAB have teamed up with APT Finance, a leading finance company with 14 years experience in the entertainment and media industry, who are able to assist you in securing additional funding with specialists who understand the licensed trade.  They can provide you with a complete funding facility for items such as additional equipment or refurbishment work, allowing you to preserve your Bank facility for your main capital requirement.  For further information on how APT can assist you please contact Steve Murgatroyd the APT Account Manager on 01491 848822 quoting MAB Franchising.


Business Advice Bureau – BAB are specialists in assisting Franchisees who require ‘unsecured’ finance.  They do so via the DTI Small Loan Guarantee.  A marketing leaflet is available via your FOM.  Alternatively, you can contact Sylvie Williams direct at BAB on 01792 224031, and quote MAB franchising.
Other Useful Contacts:
Below are listed a variety of contacts that may be useful to you in helping you set up your business.

Inland Revenue - www.hmrc.gov.uk - 08459 15 45 15.
If you are starting in business, the Revenue recommend that you visit the "Starting Up In Business" section of their HMRC web site www.hmrc.gov.uk/businesses/tmastarting-up-in-business.shtml 

The starting up in business publication can be downloaded from this page, together with a useful guide PSE1.


Business Link - www.businesslink.org - 0845 600 9006
Help for all aspects of running your own business, including dedicated advisers operating in 45 areas across England.

British Franchise Association - www.british-franchise.org - 01491 578050
The British Franchise Association is the single regulatory body for franchising in the UK. The BFA is a non-profit making body responsible for developing and promoting fair and ethical franchising through its member franchisor companies.  MAB are an associate member of the BFA.

British Institute of Innkeeping - www.bii.org - 01276 684449
The BII is the professional body for the licensed trade.  Its mission is to promote high standards of professionalism throughout the licensed retail sector and to provide information, skills, and qualifications to help members run successful businesses.  As part of your franchisee fee, we will arrange free membership for you during your first year as a Franchisee.

