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Abstract

With courage and vision to start new business comes risk of not paying off especially if it is inexperienced entrepreneur. For this purpose is used business plan. This document is prepared for forecasting future events for instance financial feasibility of owner´s business idea. It can help him/her to be prepared and expect barriers which will needed to be addressed. Business plan can also be used for convincing investors or banks that it is exactly this business which is worth investing it. Aim of this study is to define what makes business plan convenient, name and describe its main parts and by using this knowledge write sample plan. For sample plan was created fictional Italian restaurant in Prievidza, Slovakia called La Dolce Vita. The major emphasis was put to the financial part of business plan. To prove if this restaurant would be profitable in real world there have been created three possibilities of financing. Conclusion of this study is that renting of functional restaurant with minor adjustments done is most likely feasible and probably the most profitable option.
Key words: business plan, financial plan, financial documents, restaurant, restaurant business, marketing
TURČAN Michal, Podnikateľský plán spoločnosti , . [Bakalárska práca]. Vysoká škola hotelová v Prahe 8, spol. s.r.o., Praha: 2015. 42 strán.

Abstrakt
S odvahou a víziou začať nový podnik prichádza riziko, že sa to nemusí vyplatiť najmä ak  podnikateľ nemá potrebné skúsenosti. K tomuto účelu sa používa podnikateľský plán. Tento dokument je pripravený pre predvídanie budúcich udalostí napríklad finančnej realizovateľnosti majiteľovho podnikateľského nápadu. To mu / jej môže pomôcť byť pripravený a očakávať prekážky ktorými sa bude potrebné sa zaoberať. Podnikateľský plán môže byť tiež použitý na presviedčanie investorov alebo bánk, že je to presne tá firma, do ktorej stojí zato investovať. Cieľom tejto štúdie je definovať, čo robí biznis plán vyhovujúci, pomenovať a popísať jeho hlavné časti a pomocou týchto informácií napísať vzorový plán. Pre vzorový plán bola vytvorená fiktívna talianska reštaurácia v Prievidzi na Slovensku a bola nazvaná La Dolce Vita. Hlavný dôraz bol kladený na finančnú časť podnikateľského plánu. Aby bolo dokázané, či by táto reštaurácia bola zisková v reálnom svete, boli vytvorené tri možnosti financovania. Záver tejto štúdie je, že prenájom funkčnej reštaurácie s drobnými úpravami je najschodnejšia a pravdepodobne najvýnosnejšia možnosť.
Kľúčové slová: podnikateľský plán, finančný plán, finančné dokumenty, reštaurácia, reštauračný biznis, marketing
Content
Introduction.........................................................................................................................1 

1 Literature review…………………………………………............................................3 

1.1Business…………............................................................................................................3 

1.2Business plan………………………................................................................................3
1.3Why is business plan important........................................................................................3
1.4 Financing…………….....................................................................................................4
1.5 Parts of business plan…..................................................................................................6 

1.5.1 Cover page & Table of contents…………………......................................................6

1.5.2 Executive summary .....................................................................................................7
1.5.3 Marketing plan……………………………................................................................10
1.5.4 Operations plan...........................................................................................................12
1.5.5 Financial plan………..................................................................................................12
2. Business plan of La Dolce Vita Restaurant……………………………….……..…...14
2.1 Executive summary……………………………………………………………………14
2.2 Organizational plan……………………………………………………………………15
2.3 Marketing plan………………………………………………………………………...16
2.4 Financial documents………………………………………………………………...…19

2.5 Risk Analysis…………………………………………………………………………..34
3. Results…...……………………………………………………………………………...34
4. Conclusion & Recommendations.......………………………………………………...36

List of References………..................................................................................................42

List of Tables
Table #1 Summary of Financial needs for Option 1………………………...……..…….22
Table #2 Estimated sales volume Option 1…………………………………….…………23
Table #3 Fixed costs Option 1…………………………………………………………….24
Table #4 Revision, maintenance and repairs……………………………………….…….25
Table #5 Variable costs Option 1………………………………………………………....25
Table #6 Budgeted cash flow Option 1...............................................................................26
Table #7 Budgeted Balance sheet Option 1........................................................................27
Table #8 Summary of financial needs Option 2..................................................................28
Table #9 Estimated sales volume Option 2.........................................................................29
Table #10 Fixed costs Option 2……………………………………………………...……30
Table #11 Variable costs Option 2.....................................................................................30
Table #12 Budgeted cash flow Option 2............................................................................31
Table #13 Budgeted balance sheet Option 2......................................................................32
Table #14 Summary of financial needs Option 3...............................................................33
Table #15 Estimated volume of sales Option 3..................................................................34
Table #16 Fixed costs Option 3...........................................................................................35
Table #17 Variable costs Option 3.....................................................................................36
Table #18 Budgeted cash flow Option 3............................................................................37
Table #19 Budgeted  balance sheet Option 3....................................................................38
Table #20 Summary & Comparison of Options 1-3……………………………………...39

Introduction
Since great increase of service´s share in most of the economies in the world there has been also boom of tourism and hospitality in general. Because of this raise market became more competitive and entrepreneurs have to find ways how to differentiate his/her company from others. Company business plan is the best way how to prepare and set the company’s performance in long term. In this thesis the author will try to find the best possible start of establishing business for fictional restaurant in the city of Prievidza (Slovakia) by writing business plan according to professional literature published in order to help new entrepreneurs. 
The subject of this study is fictional Italian restaurant called La Dolce Vita in the city of Prievidza in Slovakia.

Motivation of the study:

Author has chosen this topic because of his interest in how companies become successful and how managers plan each step of company´s behavior in market.

The aim of the study:

The aim of this bachelor dissertation is to identify what is required to make business plan for new starting business, in this case restaurant, name and make clear parts of this plan and explain how they work. For this purpose author created fictional Italian restaurant in Prievidza city, Slovakia. 
Hypothesis:

 This thesis also stated hypotheses that will be verified at the end of the study. 

H0: We suppose that by using stated business plan La Dolce Vita Restaurant will be profitable.

Structure of the study: 
I. First part of the thesis is literature review. It explains what company business plan is and provide readers with what it contains. Literature review will also explain importance of writing business plan before starting business.
II. Information found by reviewing literature is used for case study of writing a business plan for newly created Italian restaurant in Prievidza, Slovakia. This section is divided to four main sections: executive summary, organizational plan, marketing plan and financial plan. In financial section are described three possible options of financing restaurant.
III. Third part of this study contains summary of results which have been found by preparing financial documents of all three financing options and conducting SWOT analysis of La Dolce Vita Restaurant.
IV. Last part is conclusion of thesis and it gives final information about study and author´s recommendation for choosing from three financial options which are described in financial part of business plan.
Significance:

This thesis is expected to prove that business plan is worth preparing and that it helps starting entrepreneur in Slovak restaurant business to see what he/she will have to cope with during future events.
1. Literature review
1.1 Business

It is essential to explain what business actually is before explaining what the business plan is and why it is important.

Sheffrin and Sullivan (2001) say that business, also known as an enterprise or a firm, is an organization concerned about the trade of goods, services, or both to customers. Businesses are prevalent in capitalist economies, where most of them are privately owned and provide goods and services to clientele in exchange for other goods, services, or money. Businesses may also be not-for-profit or state-owned. A business owned by multiple individuals may be referred to as a company. XE "A business, also known as an enterprise or a firm, is an organization involved in the trade of goods, services, or both to consumers. Businesses are prevalent in capitalist economies, where most of them are privately owned and provide goods and services to customers in exchange for other goods, services, or money. Businesses may also be not-for-profit or state-owned. A business owned by multiple individuals may be referred to as a company." \t "Arthur Sullivan"  
1.2 Business plan
McKeever (1999) states business plan is a written declaration that describes and analyzes a business and gives detailed projections about its future. A business plan also covers the financial aspects of starting or expanding business—how much money is needed and how it is going to be paid back.

“With careful and detailed planning, one can win, with careless and less detailed planning, one cannot win. How much more certain is defeat if one does not plan at all! From the way planning is done beforehand, we can predict victory or defeat.” (Sun Tzu, The Art of War, c. 400 BC)

This citation from old Japanese war book can be applied to our time by changing word victory for profit and defeat for loss.
1.3 Why is business plan important? 

Ryan ( 2003) explains that the business plan is the key to building up a company. This instrument, which is always being adapted to the latest developments, makes it possible to proceed with a systematic plan of action, to recognize problems in their early stages so that the proper corrective measures can be taken in plenty of time. It can also be used to determine the feasibility of a business idea.
Previos paragraph is backed-up by McKeever (1999) while he says that most lenders or investors require a written business plan before they will consider entrepreneur’s proposal seriously. Even some landlords require a sound business plan before they lease space. Before making a commitment to someone, they want to see that they have thought through critical issues facing them as a business owner and that they really understand their business. Landlords also want to make sure the business has a good chance of succeeding.
Gleeson (2014) in his most recent publication on this topic states that business plan helps a company assess future opportunities and commit to a particular course of action. By committing the plan to paper, all other options are effectively marginalized and the company is aligned to focus on key activities. The plan can assign milestones to specific individuals and ultimately help management to monitor progress. Once written, a plan can be disseminated quickly and will also prompt further questions and feedback by the readers helping to ensure a more collaborative plan is produced.

Gleeson (2014) further explains that careful management of cash flow is a fundamental requirement for all businesses. The reason is quite simple–many businesses fail, not because they are unprofitable, but because they ultimately become insolvent (i.e., are unable to pay their debts as they fall due). While the break-even point–where total revenue equals total costs–is a highly important figure for start-ups, once a business is up and running profitably, it becomes less important.
Before writing the actual business plan it is essential to assess strong and weak points of entrepreneur´s nature.
1.4 Financing

Every newly created business needs starting capital to put it into work. In most of the cases loan is needed. These are some of elements which might help getting it:
Entrepreneurs credit history

Burell (2007) clarify that credit is the capability to borrow money and the obligation to pay fees and interest on that borrowed money. Lenders or creditors issue credit to individuals based on information provided on one´s credit report. Many private companies exist for the purpose of monitoring public records and creating and maintaining databases of clients with and without public records. Creditors, primarily credit card companies, purchase databases of listing with customers who have no public records. The existence of public records, or the lack thereof, is one of the standards that these creditors use in determining credit worthiness. 
Collateral

Assets which entrepreneur is willing to risk for the success of his business. Entrepreneur may be asked to use his liquid assets as collateral. The amount and type of collateral he provides usually shows commitment to his company and removes risk on the part of the lender or investor.

Ability to meet lenders/investors financial goals

In this thesis financial point of business plan will be covered by combination of banky products so from this point investing will not be mentioned.

Pinson (2008) states that lender wants to know that the company can repay the loan plus interest and, for the period of the loan, maintain a positive cash flow that will allow owner to operate his business.

If the loan is to increase assets, any asset he wants to finance must last at least as long as the loan period. The asset should generate the repayment of funds. Show in his financial projections that the object of the loan will increase sales, increase efficiency, or cut costs and will, in turn, generate added revenue for payment of the loan plus interest. If the loan  is for working capital, show how the loan plus interest can be repaid through cash (liquidity), generally during the next year´s full operating cycle. 

Demand for company´s product/service

Creditor will be concerned about future demand of debtor´s product/service. New company can demonstrate customer´s acceptance of its product/service through test market results, questionnaire and survey data, and  testimonials. 

Well prepared marketing plan 
Marketing plan is written document which contains set of marketing tools and strategies. It is prepared for purposes of creating consumer´s interest in company´s product/service and therefore demand which in final means profit for company.  
Marketing strategy
“Marketing strategy is the comprehensive approach business will take to achieve its business objectives.” (Pinson, 2008, p.44)
This reference is needed to be extended by adding that this comprehensive approach
consists of activities involved in marketing, advertising, sales, public relations and networking. 

1.5 Parts of Business Plan

1.5.1 Cover Page & Table of Contents  

Cover page is the first page which reader is going to see and that means it should make the right first impression and maintain his interest in reading. It should contain following information:

· Company name

· Company address 

· Company phone number

· Web address

· Logo

· Names, titles, addresses, and phone numbers of the owners

· Month and year in which plan is issued

· Name of the preparer

· Number of the copy

· Confidentiality statement (optional) (Pinson, 2008)
Table of Contents

The table of contents not only enhances the appearance of the plan but also eliminates the reader´s need to search through the plan to find specific topics. The table of contents should be located immediately after the title page. (Art DeThomas, 2008)
1.5.2 The executive summary

The summary is written last although it goes at the beginning of the plan. It is the most important part of the business plan.

Pinson (2008) states that the executive Summary is the abstract of business plan. It summarizes who the owner is, what the company does, where it is going, why it is going where it is going, and how it will get there. If an entrepreneur is seeking funding, it specifies the purpose of the funding and justifies the financial feasibility of his plan for the lender or investor.

It is best to write it as a last part of business plan even though it is placed among first pages of document. This part summarizes whole plan so it is essential that everything else is prepared before writing it. Later sections should back up information stated in executive summary and clarify them further.
Parts of Executive summary:

Introductory Overview

· Owner

· Location

· Nature of business

· Date of establishment

· Uniqueness of company 

Market Opportunity

Content of this part should be written after conducting SWOT analysis. It describes company´s opportunities at the market and how they will be used.

Capital Requirements

Statement of how much capital company needs.

Breakdown of Use of Funds

Provide a breakdown of how and when the company is planning to utilize loan or investment funds. (Pinson, 2008)
Loan Repayment

Loan Repayment section describes the type of loan looked-for, frequency and volume of payments, starting date and length of debt.

Mission

A mission statement is an explicit statement of values of an organization. It generates:

· The principles in accordance with which the organization acts

· The standards against which it is willing to be judged. (Talbot, 2003)
Abrahams (2013) explains another way of perceiving what a mission is all about: Consider mission as part of the set of fundamental principles by which a business operates. The rest of the set could include a vision, goal, slate of operating principles, ethics statement, an environmental policy, and a basic business philosophy – among many other statements.

“Thinking of a mission statement as part of a company´s overall blueprint for success – and communicating that to employees, customers and the public – gives a company a head start on achieving that success.” (Abrahams, 2013, p.3)
Description of Management

This section provides information about members of management i.e. name, title, phone number, e-mail address and brief profile about their experience.
Financial Projections

Provides a summary of income statement projections for next three years. Include expected revenue, expense, and net profit projections for the three-year period. (Pinson, 2008)
Business Description

The business description is another summary, but it focuses more directly on the business concept itself by giving a brief yet informative picture of the history, the basic nature, and the purpose of the business. It should state clearly what the business objectives are and why the business will be successful. (Anon., 2007)
Finch (2013) describes that the purpose of this section is to get the key factors over quickly and to paint a broad picture so that readers will then be able to understand and assimilate the detail that is in the body of the plan.

The purposes of the business description are to:

· Express clearly owner´s own understanding of the business concept

· Share owner´s enthusiasm for the venture

· Meet reader´s expectations by providing a realistic picture of the business venture (Anon., 2007)
These are the features which should be covered in the business description:
Strategy

“Company´s short-term and long-term objectives and plan how to realize them. A strategy is a plan of action designed to achieve a particular goal that has been established.” (Pinson, 2008, p.32)
Legal Issues

Abrams (2003) claims that in forming a business there are many critical legal issues to be addressed. One of the first is which type of legal entity to choose for company. Business often starts as a sole proprietorship or a partnership. This has the advantage of being easy, since there may be no papers to file with the state. Being incorporated, on the other hand, provides owner and his investors with much greater protection from personal liability. Most investors (and some lenders) are usually more comfortable dealing with an incorporated entity. 
Management summary
Abrams (2003) states that people are the heart of every business. Overwhelming, the quality of the people determines the success of the business. Many investors base their investment choices almost entirely on the strength of the people involved in the enterprise. They know that the experience, skills, and personalities of the management team have a greater impact on the long-term fortunes of a company than the product or service provided. 

The management summary is chance to let the reader know how each of the team members will work to form an effective and successful team, which, in turn, will result in a successful and profitable business. Show how this is the right team to manage the risks and to capitalize on the opportunities by affirming the team´s strengths and acknowledging and addressing the team´s perceived weaknesses. (Anon., 2007)
Key employees/principals
Abrams (2003) makes clear that usually, the most important person in a business is the founder or founders, especially if the company is a start-up. In start-ups, the founders usually serve as the top and exercise day-to-day control over affairs. For this reason, the first person to evaluate in your management assessment is the founder, even if it is yourself.
List should continue with all of the key employees. In restaurant business those are Chef, restaurant manager and other employees who play important role in restaurant´s performance.

The Organizational Plan 

This is first of major sections of business plan. It addresses the organizational details of business. It begins with description of business and its products and/or services. The remainder of the organizational plan is devoted to administrative setup – or how the business is put together in order to function in an efficient and cost-effective manner.

By using short, descriptive statements it explains following areas. If there are other key factors important for industry they should be included as well.

-Summary of the Business (Business model, Strategy, Strategic Relationships)

-Products and/or Services

-Administrative plan (Location, Legal Structure, Management and Personnel, Accounting and Legal, Insurance, Security)

Summary of Business

Description of Business helps to see it in conceptual terms. It is crucial to understand vision of the business – what does it want to accomplish and how it is going to be achieved. Based on the vision there will be determined the strategy and strategic relationship that will help to reach company´s goals and objectives.

Pinson (2008) says that business model should be described and explained why is it unique to the industry. A business model is the method of doing business by which a company can generate revenue and sustain itself.

The next description gives an overview of the company´s strategy – its short-term and long-term objectives and how to realize those objectives. A strategy is a plan of action designed to achieve a particular goal that has been established. (Pinson, 2008)
If company has any strategic relationships, this is where it is describes who they are and how they will benefit the company. A strategic relationship is a mutually beneficial formal contractual alliance established between two or more organizations. (Pinson, 2008)

Products/Services
This section of business plan describes company´s products/services, how they are developed from raw materials to finished item. The development of a flow chart or time line can help to identify the various stages of research and development. (Pinson, 2008)

Legal Structure

“Describe the legal structure you have chosen and explain why it is the most advantageous for you business. Name the owners, highlight their strengths and weaknesses, and include resumes of each one in the Supporting Documents section of your business plan.”  (Pinson, 2008, p.38)
Accounting

Accounting section explains company´s accounting department, what accounting system will be used and why it was chosen. Then it further describes what portion of accounting will be done internally and if company will be using an outside accountant to maximize its profits. (Pinson, 2008)

1.5.3 The Marketing Plan
“Marketing chapter describes a very comprehensive list of marketing plan components. These components represent a full spectrum of marketing possibilities.” (Pinson, 2008, p.43)
Fullen (2005) further explains that it is more than just how you will advertise your restaurant. Marketing covers everything from the number of people who might visit your restaurant, to your competition to your pricing and charitable activities. Your marketing plan will define your industry, discuss trends, outline the need you will fill, create a target customer, and examine your competition´s weak spots.
Market analysis

A marketing analysis looks at issues such as food and health trends, competitive influences, economic conditions and population characteristics that affect your sales volume. Analysis is really a series of questions you ask and answer through research that supports your claims.

Marketing strategy

Pinson (2008) describes marketing strategy as the comprehensive approach business will take to achieve its business objectives.

This reference is needed to be extended by adding that this comprehensive approach

consists of activities involved in marketing, advertising, sales, public relations and networking. 

SWOT analysis
Schnaars (1998) explains that SWOT analysis is setting objectives that maximize the fit between a firm´s resources and the environment. SWOT is an acronym for strengths, weaknesses, opportunities, and threats. The idea is to identify a firm´s strengths and weaknesses and then design a strategy that matches those strengths against market opportunities and competitor´s weaknesses. If done correctly a firm can highlight its strengths and minimize its weaknesses to pursue opportunities and avoid threats.
Internal Factors

The examination of internal factors takes a close look at the organization, laying out core competencies and areas in which a business has a competitive advantage. It also looks at areas in which a business has a lack of certain strengths. (Pinson, 2008)
External Factors

An examination of external factors takes a look at the marketplace in which a business operates and helps to identify new areas in which the business can grow and niche markets that can be pursued, all which will ultimately lead to greater profits for the business. It also looks at changes and trends in the marketplace that may affect a company´s business operations. (Pinson, 2008)
Marketing mix

After conducting restaurant´s SWOT analysis the right marketing mix comes to place. 

Marketing  mix constantly engages in fashioning creatively a mix of marketing procedures and policies in an effort to generate a profitable enterprise. They are expressed as five ´Ps´:

Product

Price

Promotion

Place

Packaging

With the growth of the service industry in its entire dimension, marketing pundits have created another three ´Ps´ that improves the marketing effort:

Process 

Physical Evidence 

People  (Andrews, 2007)
“The objective of a marketing mix is to establish the successive and simultaneous actions to influence the consumer´s or user´s purchasing decision. Whenever we define a marketing mix we need to understand the minimum steps to produce the critical mass in the purchasing process.” (Belohlavek, 2008, p.11)

To achieve the objectives at a least cost we need to know which activities persuade the consumer´s mind. Only through the understanding of the purchaser´s decision process one can think about the marketing mix. The knowledge of the marketing mix is basic to the planning of commercial actions. (Belohlavek, 2008) 

Belohlavek (2008) further explains product, or service, is the element which satisfies the client´s needs. The product or service generates two types of relationships with the prospect: a functional and a linking one. The functional refers to the product´s use value. Product´s usefulness is called the “use value”.
Belohlavek (2008) described price as a conditioning element to the purchase. In general, except for commodities, price only conditions but does not determine. The monetary value of a given good or service, which includes the payment conditions, makes the good accessible or not, in accordance with the purchaser´s income. The price determines if the product chosen, as first option, is the one desired. Should it be inaccessible, the next one then replaces it and so on until the price barrier is overcome in operational terms, and the last stage in the purchasing action is reached.
1.5.4 Operations plan
The operations plan gives an overview of the flow of the daily activities of the business and the strategies that support them. There should be enough information to show the reader that you understand and have planned for the daily execution of the business, but the plan should not be too technical or so comprehensive that the reader is either unable or unwilling to plow through it. The primary purpose of the operations plan section is to show that you are focused on the critical operating factors that will make the business a success.

Operations is the work of the business, it is the transforming of the idea or the raw materials into products or services to be sold to the customer. The operations plan has to be as dynamic as the process of production itself. To continue as a vital guide for the action of the company, this internal plan can never lie quietly on some dusty shelf. It should be developed and used and modified as often as needed. (Anon., 2007)
1.5.5 Financial plan

Financial documents are those records used to show past, current, and projected finances. In this section I will cover the following major documents that you will want to consider and include in your Business Plan. They will consist of both pro forma (projected) and actual financial statements. Your work will be easier if these are done in order presented.
· Summary of Financial Needs

· Dispersal of Loan Funds Statement 

· Cash Flow Statement (Budget)

· Break-Even Analysis

· Balance Sheet

· Profit & Loss Statement  (Pinson, 2008)
The financial documents included in your plan are not just for the purpose of satisfying a potential lender or investor. The primary reason for writing a business plan is so that it will serve as a guide during the lifetime of your business. It is extremely important that you keep it updated frequently. This means examining your financial statements on a periodic basis, measuring your actual performance against your projections and revising you new projections accordingly.

If yours is a new business and you are going to seek a lender or investor. 
Include the Application of Loan Funds and the Loan Fund Dispersal Statement.

You will also include all of the pro forma statements. You have no financial history and cannot include actual performance statement. Financial Statement analysis will be based on projections only and will utilize your three-year profit & loss (income) projection. (Pinson, 2008)
Summary of Financial Needs
 If entrepreneur is seeking investors, this is where he will indicate how much cash he needs to begin operations. Then describes how these funds will be used. How much will have to be spent on computer equipment, office furniture, etc? He can break these down into "operating projections" or "capital needs" or whatever makes the most sense based on his needs and what he is seeking. Also, he should remember to have documentation to back up this information.

Dispersal of Loan Funds Statement

This statement is prepared only if entrepreneur is seeking financing. It describes in details how he intends to disperse loan funds. Supporting data should be prepared to back up this statement. 
Cash Flow Statement

The cash flow statement is concerned with the flow of cash in and out of the business. The statement captures both the current operating results and the accompanying changes in the balance sheet. As an analytical tool, the statement of cash flows is useful in determining the short-term viability of a company, especially its ability to pay bills.
Balance Sheet
A balance sheet reveals a company's assets, liabilities and owners' equity (net worth). The balance sheet, together with the income statement and cash flow statement, make up the cornerstone of any company's financial statements. The balance sheet is divided into two parts (assets and liabilities) that must equal each other, or balance each other out.
Breakeven point

The financial section of the business plan should give the reader the critical success factors affecting how the company creates value. The most important of these factors is the breakeven point – that is, the point at which sales equal operating costs. The breakeven point determines how many units of the product or service must be sold to break even, to cover the cost of producing the offering, so that the following units will produce a profit. Breakeven identifies the point at which the business will begin to make money. (Anon., 2007)
2. Business plan of La Dolce Vita Restaurant
2.1 The executive summary

Owner of restaurant is not specified because this business plan is prepared for fictional restaurant and its main purpose is to show the importance of preparing such document before starting restaurant business. 
La Dolce Vita is restaurant which offers mostly Italian dishes and drinks and its main aim is to become one of the most recognizable restaurants in Prievidza city. This will be achieved by: 

·  Targeting mostly young working people and students in order to satisfy their demand for quality and healthy food. 

· Pragmatic planning used during setting up the restaurant.

· Council from the manager of one of the leading catering companies on the city
· Council from private banker of Tatrabanka, one of the biggest commercial banks on Slovakia, which provided information and possibilities of using their banking product for financial purposes.

Justification of financial feasibility is shown in financial section of this study. To be as close to reality as possible there has been developed three possible financial solutions of starting restaurant without any previous experience.
2.2 The Organizational Plan

La Dolce Vita is a medium size Italian restaurant situated in the centre of city Prievidza, specifically at the Liberty square. Its main goal is to provide customers with memorable experience of traditional Italian food, especially freshly made pasta dishes and other original Italian food and drinks. With its location and affordable prices it is perfect choice have to spend your business lunch, romantic date or any kind of celebration.
La Dolce Vita restaurant will focus on producing its own fresh pasta, choosing the ingredients of highest quality from suppliers and offering dishes made according to traditional Italian recipes. Menu will consist of Antipasti (appetizer), Primi (first courses), Secondi (main dishes), Dolci (desserts) and Menu of the day. 
Location

The Restaurant will be situated at the Liberty square, the centre of Prievidza city. It is one of the best possible locations for placing this kind of restaurant because Liberty square is business centre of the city. In this area is a lot of banks, offices, shops and schools. With this comes opportunity to offer daily menu during lunch time for people passing by or working in this area.

Legal Structure
For purposed of establishing La Dolce Vita restaurant was chosen s.r.o. (Limited Liability Company) legal structure. The main reason for choosing this option is high level of risk involved while being in restaurant business. Cost of setting up s.r.o. is 500 €.

· 350 € for registration of company.

· 150 € registration to Trade Licensing Office and Tax Office.
Management and Personnel

Due to the specialized High School of Business and Services in Prievidza market is filled with young educated people who are looking for work in hospitality sector. This school is specialized in training its students in regional tourism, gastronomy, hospitality and services. La Dolce Vita restaurant will employ graduated students as a workforce in kitchen area and restaurant area. Managerial position will be offered to someone with at least 2 years experience with managing restaurant and suitable social and professional skills. All of the future employees will pass through hiring process consisting of sending CV and motivation letter and passing through final interview. 
Accounting and Legal

Accounting and legal responsibilities will be taken care of by hired economist. Contract with this person will be for part-time employment or only for typing specific documents. Monthly pay for this position is 400 €.

2.3 The Marketing Plan

SWOT analysis

Strengths
· La Dolce Vita Restaurant will put great emphasis on marketing considering size of the restaurant. It is important to create awareness of this newly created business. To create demand for restaurant´s products management will use leaflets, coating of restaurant´s windows with brand logo, creation of website and daily updated information on popular social sites. 
· The restaurant will use modern restaurant software for faster and smoother dealing with customer´s orders and payments and also to minimize possibility of any mistakes.

· Cheapest option is usually not the best option. Management will carefully pick their suppliers in order to increase quality of the dishes served but still not overprize them.

· Restaurant dishes will be prepared accordingly to traditional and authentic recipes which can be advantage over competitors. These recipes are available online for instance video instructions on youtube.com. 
· Location is the restaurant´s strongest marketing tool.
· Modern and attractive interior of the restaurant.
· Technology which is used in kitchen. By using it kitchen staff can prepare innovative, modern dishes. 
· Menu selection is composed to attract target customers e.g. young people.
· Well prepared Business plan. 

Weaknesses
· With investing into restaurant business comes risk of not being able to pay back loans. The restaurant will depend on certain demand for their product until the end of payback period. 
· Menu selection. Older generation is probably not going to be interested in this kind of food.
· Entrepreneur´s lack of experience.
Opportunities

· Space in market to enter in form of traditional Italian restaurant. They are very popular in Slovakia and across the globe. In Prievidza there are many Pizzerias but pure Italian Restaurant is missing. With this finding comes opportunity to fill this space and create demand for Italian food. 
· Through general observation on social sites such as facebook.com and instagram.com it can be seen that is fashionable to eat healthy and fresh. This trend is mostly popular between younger population between 15 to 30 years old. La Dolce Vita will offer food prepared from ingredients of high quality and use only fresh products.
Threats

· Customer´s interest in purchasing restaurant´s product is uncertainty. Restaurant is placed in Liberty square which is business and gastronomic centre of the city. It is the best place for starting restaurant in terms of customers but on the other side it is the worst in terms of competition. There are many restaurants and coffee places.
· Location is restaurant ´s strongest marketing tool but it can backfire. Liberty square is the most attractive place in the city for setting-up a restaurant and with this comes future threat of new player at the scene.
· Fresh and healthy food is trendy now but it can change in couple of years. There can be a new trend and it can cause great problems to La Dolce Vita Restaurant.
· Change in rent conditions.
Marketing Mix
Product

Product of La Dolce Vita Restaurant are exceptional Italian dishes starting freshly made pasta dishes continuing risottos, pizza made in wood fired oven and variety of other Italian dishes and desserts. Drinks part of menu contains Italian wines, cocktails and high-quality coffee.  

Price

Probably the most important part of marketing mix is setting the right price. Level of restaurant´s prices will be set considering competition´s prices, quality level of offered dishes, current seasonal ingredients and special offers. Specific prices and particular number will be further explained in financial section of this thesis.

Promotion

Promotion will be done mainly through social websites such as twitter.com, facebook.com and instagram.com. Restaurant´s personnel will post photos of dishes from daily offered menu with description and prices. Personnel will also provide information about seasonal offers and special offers for example discount price for dish plus glass of wine. Restaurant will also promote itself by banners across the most visited parts of the city e.g. bus stations and in front of schools and office buildings.
People
Target customers of La Dolce Vita restaurant are people going through or working on Liberty square or near this area. These potential customers consists of especially young people which are working or studying in the centre of Prievidza. 
Place

Restaurant will be located at the most crowded place in the city. Almost all of the offices and schools are within this area and most of the people passing this area take a break for lunch or coffee. It is also commonly used for business meetings.
Physical Evidence
Restaurant´s crew will not focus on quality and taste of the dishes offered but also presentation will be one of their most important objectives. La Dolce Vita is not going to be only about food. Everything in the service area will be located to achieve calm and friendly atmosphere starting the general look of restaurant combing modern elements and traditional Italian accessories such as paintings, calm non-disturbing music and living elements such as herbs and flowers.
2.4 Financial documents
Information and data stated in this part of study is based on interviewing manager of BESPA-Strav Miloš Turčan and private banker of Tatrabanka, a.s Jarmila Tatarčiaková.  BESPA-Strav is owner of three restaurants in Prievidza with many years of experience and many loyal customers. Data e.g. amount of dishes sold per day or costs of running a restaurant is based on consulting with Mr. Turčan. Information regarding bank products stated in this section is the result of communication with Ms. Tatarčiaková. All data and information shown is based on reality and adjusted for purposes of restaurant which is new at the market. 
For purposes of this thesis there have been developed three possible options how to financially establish La Dolce Vita Restaurant. All three options are combination of entrepreneur´s own capital e.g. savings or personal loan and external resources in the meaning of various bank products such as loans or leasing. 
Everyone who wants to start new business needs some own resources. It can be savings, personal loan or other options. Minimum essential for opening restaurant business is 

50 000€ - 60 000€.  For example when purchasing restaurant for 150 000 € creditor, in this case bank, can provide loan for 50% to 70% of the amount of price. In this case it is 77% which means debtor has to pay 50 000 € from his own resources and will guarantee this loan with property. 

Starting next section of this study there are written and explained financial documents, for each of the options, which are necessary for valid business plan. It is essential to prepare these documents for each option separately even though there can occur some similarities in information or charts.  
Financial Option 1

First option is to purchase an existing restaurant. By choosing this option an entrepreneur would not have to pay any rent but on the other side he/she will need the biggest initial capital from all three options. Purchase of already functional restaurant would also minimize costs of equipment and would require only minor adjustments. 

Summary of Financial needs
	Initial acquisition costs 
	Own resources / loan
	External resources / loans, leasing
	In total

	Purchase of existing restaurant
	      50 000,00 € 
	       100 000,00 € 
	 150 000,00 € 

	Necessary adjustments and equipment
	        5 000,00 € 
	-
	     5 000,00 € 

	Additional technology
	        5 000,00 € 
	         25 000,00 € 
	   30 000,00 € 

	Circulatory initial capital
	-
	         68 000,00 € 
	   68 000,00 € 

	IN TOTAL :
	      60 000,00 € 
	       193 000,00 € 
	 253 000,00 € 


Table #1 Summary of Financial needs for Option 1
Dispersal of loan funds statement

· Loan for property purchase in amount of 150 000 € with down payment of 33%      (50 000 €). Debtor guarantee return of borrowed money plus interest of 15% with property. 

· Loan/Leasing for technology purchase in amount of 25 000 €. Even with equipped restaurant kitchen there are needed some necessary adjustment e.g. wood fired oven and company car expenses for delivery purposes. Additional furnishing of restaurant will not be paid by external resources. 

·  Overdraft in amount of 65 000 € as initial circulatory capital. This overdraft is
needed for first month expenses such as salaries and supply purchase considering                                                  the restaurant has no income yet.
Cash Flow Statement
Option 1: Sales and costs (fixed and variable) are going to be explained in next charts for further understanding. Estimated volume of daily menu sold in this case is 200. Mr. Turčan recommended volume 300 dishes but since La Dolce Vita is new company at the market this number was decreased for purpose to predict real demand as close as possible and not overestimate future sales. Volume of drinks sold is in average 15% of dishes sold during 
lunch and during evening service it is 50%.
Table #2 Estimated sales volume Option 1

	SALES
	Daily menu
	Daily menu
	A la carte
	A la carte
	Daily sales
	Monthly sales

	 
	per day
	price
	per day
	price
	
	

	 Lunch service dishes
	200,00
	4,50 €
	30,00
	6,50 €
	1 095,00 €
	32 850,00 €

	 Lunch service drinks
	-
	-
	-
	-
	164,25 €
	4 927,50 €

	 Evening service dishes
	​-
	-
	150,00
	6,50 €
	975,00 €
	29 250,00 €

	 Evening service drinks
	-
	-
	-
	-
	487,50 €
	14 625,00 €

	IN TOTAL :
	
	
	
	
	2 721,75 €
	81 652,50 €


· Marketing costs is 100 € per month and it consists of payments for advertisement in magazines, production of leaflets and stickers, and maintenance of company´s website.
· Company has leasing for purchase of technology in amount of 15 000 € with a maturity of five years and interest of 15%. Monthly payment is 480 €.
· There are two more loans which have to be paid: 100 000 € for purchase of restaurant and 68 000 € overdraft. Interest is 15% in both cases. Monthly payment of both loans together is 3 220 €. Maturity is 5 years.
· Water, power and waste costs are 800 € per month.

· Restaurant will have seven employees. One chef, two kitchen personnel members, two waiters and one restaurant manager. Chef´s and manager´s salary is 1 750 € and other employees will receive 1 100 € per month. These figures are computed before paying any payments.

· Software, telephone, transportation costs and payment for economist are estimated on 3 000 €
	Working expenses 

(Fixed costs):
	 

	Marketing costs
	100,00 €

	Leasing payments
	480,00 €

	Loan repayment
	3 220,00 €

	Water costs
	200,00 €

	Power costs
	500,00 €

	Waste costs
	100,00 €

	Salaries ( 3+4+1)
	9 000,00 €

	software, telephone, transportation, economist
	3 000,00 €

	insurance of persons and property
	200,00 €

	revision, maintenance, repairs
	5 397,92 €

	In Total : 
	22 097,92 €


Table #3 Fixed costs Option 1
· Revision, maintenance and repairs are explained in following chart.
Table #4 Revision, maintenance and repairs
	Revision, maintenance, repairs
	Amount per month
	Price per 

year
	Monthly

	electrical and electronic equipment (EEE)
	0,04
	750,00 €
	31,25 €

	heating - boiler room
	0,04
	500,00 €
	20,83 €

	Chimneys
	0,08
	500,00 €
	41,67 €

	Fireproof
	0,04
	500,00 €
	20,83 €

	occupational health and safety
	0,08
	1 000,00 €
	83,33 €

	repairs fund 
	0,08
	24 000,00 €
	2 000,00 €

	property protection
	0,08
	2 400,00 €
	200,00 €

	other (unexpected costs)
	0,08
	36 000,00 €
	3 000,00 €

	In Total :
	-
	-
	5 397,92 €


· Costs of preparing lunch dishes are 75% of price which is 24 637,50 € per month and with drinks it is 50% (2 463,75 €)

· Percentage of costs is the same during evening service and it is 21 937,50 € for meals and 7 312,50 € for beverages.

Table #5 Variable costs Option 1
	Supply costs
	costs
	costs

	 (Variable costs):
	 day 
	month 

	Lunch service dishes
	         821,25 € 
	  24 637,50 € 

	Lunch service drinks
	           82,13 € 
	    2 463,75 € 

	Evening service dishes
	         731,25 € 
	  21 937,50 € 

	Evening service drinks
	         243,75 € 
	    7 312,50 € 

	In Total :
	      1 878,38 € 
	  56 351,25 € 


Budgeted Cash flow Statement for first three years:

Cash flow in and out of the company per month is captured in following table. It is clear that company has ability to pay its debts. 

Table #6 Budgeted cash flow Option 1
	Unit €:
	year 1
	year 2
	year 3
	end of year 3

	beginning cash balance
	68 000,00 €
	105 239,96 €
	142 479,92 €
	179 719,88 €

	from sales
	979 830,00 €
	979 830,00 €
	979 830,00 €
	2 939 490,00 €

	Cash inflow total
	1 047 830,00 €
	1 085 069,96 €
	1 122 309,92 €
	3 119 209,88 €

	payments
	-152 375,04 €
	-152 375,04 €
	-152 375,04 €
	-457 125,12 €

	purchases
	-676 215,00 €
	-676 215,00 €
	-676 215,00 €
	-2 028 645,00 €

	Wages
	-108 000,00 €
	-108 000,00 €
	-108 000,00 €
	-324 000,00 €

	marketing
	-1 200,00 €
	-1 200,00 €
	-1 200,00 €
	-3 600,00 €

	administration
	-4 800,00 €
	-4 800,00 €
	-4 800,00 €
	-14 400,00 €

	Cash outflow total
	-942 590,04 €
	-942 590,04 €
	-942 590,04 €
	-2 827 770,12 €

	ending cash balance
	105 239,96 €
	142 479,92 €
	179 719,88 €
	291 439,76 €


Break- Even Analysis 
P = price (Company has more than one product which means P in this case is average price) 
TFC = Total fixed costs

V = variable cost (Due to various prices V is average variable cost)
X = break-even point

TS (Total sales) = TC (Total costs)

P x X = TFC + V x X

P x X – V x X = TFC

(P – V) x X = TFC

X = TFC/P - V 

BEP = 22 097,92 / 3,6 – 2,48

Break- Even point will occur after selling 19 730 products.

Balance Sheet 

Table #7 Budgeted Balance sheet Option 1
	Assets
	
	Liabilities
	

	Restaurant
	150 000,00 €
	Common stock equity
	131 610,00 €

	Equipment
	25 000,00 €
	P/L from previous periods
	62 313,50 €

	Vehicle
	5 000,00 €
	payables to the employees
	108 000,00 €

	Bank account
	62 313,50 €
	bank loan
	23 000,00 €

	Overdraft account
	68 000,00 €
	lease
	5 750,00 €

	Reserve fund
	36 000,00 €
	overdraft payment
	15 640,00 €

	
	346 313,50 €
	
	346 313,50 €


Financial Option 2
The second option of possible way of financing is to rent an existing restaurant. This option would require smaller amount of initial capital compared to the first option. Rented restaurant need some necessary changes such as interior adjustments or additional technology in kitchen area. 

Disadvantage of this option is cost of monthly rent and dependency on rental agreement. 
Summary of Financial needs
Table #8 Summary of financial needs Option 2
	Initial acquisition costs
	Own resources / loan
	External resources / loans, leasing
	In total

	Rent transposition of existing restaurant
	         35 000,00 € 
	-
	  35 000,00 € 

	Necessary adjustments and equipment
	         10 000,00 € 
	-
	  10 000,00 € 

	Additional technology
	         10 000,00 € 
	            10 000,00 € 
	  20 000,00 € 

	Circulatory initial capital
	-
	            65 600,00 € 
	  65 600,00 € 

	IN TOTAL :
	         50 000,00 € 
	            75 600,00 € 
	125 600,00 € 


Dispersal of loan funds statement

· Marketing costs is 100 € per month and it consists of payments for advertisement in magazines, production of leaflets and stickers, and maintenance of company´s website.

· Monthly rent for restaurant is 1200 € which is computed 800 € rent for premises plus 400 € rent for using of built-in technology in kitchen area.
· Company has leasing for purchase of additional technology in amount of 10 000 € with a maturity of five years and interest of 15%. Monthly payment is 191,66 €.

· There is one more loan which has to be paid: 65 600 €for overdraft with interest of 15%. Monthly payment for loan is 1 257,33 € with maturity of 5 years.

· Water, power and waste costs are 800 € per month.

Cash Flow Statement

Option 2: Sales and costs (fixed and variable) are going to be explained in next charts for further understanding. Estimated volume of daily menu sold in this case is 200. This number was made up for purpose to predict real demand as close as possible and  not overestimate future sales. Volume of drinks sold is in average 15% of dishes sold during 
lunch and during evening service it is 50%.

Table #9 Estimated sales volume Option 2

	SALES
	Daily menu
	Daily menu
	A la carte 
	 A la carte
	Daily sales
	Monthly sales

	 
	   per day
	price 
	    per day
	    price 
	
	

	 Lunch service dishes
	200,00
	4,50 €
	30,00
	6,50 €
	1 095,00 €
	32 850,00 €

	 Lunch service drinks
	-
	-
	-
	-
	164,25 €
	4 927,50 €

	 Evening service dishes
	-
	-
	150,00
	6,50 €
	975,00 €
	29 250,00 €

	 Evening service drinks
	-
	-
	-
	-
	487,50 €
	14 625,00 €

	IN TOTAL :
	
	
	
	
	2 721,75 €
	81 652,50 €


· Marketing costs is 100 € per month and it consists of payments for advertisement in magazines, production of leaflets and stickers, and maintenance of company´s website.

· Company has leasing for purchase of technology in amount of 10 000 € with a maturity of five years and interest of 15%. Monthly payment is 191,66 €.

· Overdraft in amount of 65 600 € with monthly payment of 1257,33 € and maturity of 5 years. 

· Water, power and waste costs are 800 € per month.

· Restaurant will have seven employees. One chef, two kitchen personnel members, two waiters and one restaurant manager. Chef´s and manager´s salary is 1 750 € and other employees will receive 1 100 € per month. These figures are computed before paying any payments.

· Software, telephone, transportation costs and payment for economist are estimated on 3 000 €
· Table #10 Fixed costs Option 2
	Working expenses 

(Fixed costs):
	 

	Marketing costs
	100,00 €

	Leasing payments
	191,66 €

	Overdraft repayment
	1 257,33 €

	Rent for premises + equipment
	1 200,00 €

	Water costs
	200,00 €

	Power costs
	500,00 €

	Waste costs
	100,00 €

	Salaries ( 3+3+1)
	9 000,00 €

	software, telephone, transportation, economist
	3 000,00 €

	insurance of persons and property
	200,00 €

	revision, maintenance, repairs
	5 397,92 €

	In Total :
	21 046,91 €


· Costs of preparing lunch dishes are 75% of price which is 24 637,50 € per month and with drinks it is 50% (2 463,75 €)

· Percentage of costs is the same during evening service and it is 21 937,50 € for meals and 7 312,50 € for beverages.

Table #11 Variable costs Option 2

	Supply costs
	costs
	costs

	 (Variable costs):
	 day 
	month 

	Lunch service dishes
	         821,25 € 
	  24 637,50 € 

	Lunch service drinks
	           82,13 € 
	    2 463,75 € 

	Evening service dishes
	         731,25 € 
	  21 937,50 € 

	Evening service drinks
	         243,75 € 
	    7 312,50 € 

	In Total :
	      1 878,38 € 
	  56 351,25 € 


Budgeted Cash flow Statement for first three years:

Cash flow in and out of the company per month is captured in following table. It is clear that company has ability to pay its debts. 

Table #12 Budgeted cash flow Option 2
	Unit €:
	year 1
	year 2
	year 3
	end of year 3

	beginning cash balance
	65 600,00 €
	115 452,08 €
	165 304,16 €
	215 156,24 €

	from sales
	979 830,00 €
	979 830,00 €
	979 830,00 €
	2 939 490,00 €

	Cash inflow

 Total
	1 045 430,00 €
	1 095 282,08 €
	1 145 134,16 €
	3 154 646,24 €

	payments
	-139 762,92 €
	-139 762,92 €
	-139 762,92 €
	-419 288,76 €

	purchases
	-676 215,00 €
	-676 215,00 €
	-676 215,00 €
	-2 028 645,00 €

	Wages
	-108 000,00 €
	-108 000,00 €
	-108 000,00 €
	-324 000,00 €

	marketing
	-1 200,00 €
	-1 200,00 €
	-1 200,00 €
	-3 600,00 €

	administration
	-4 800,00 €
	-4 800,00 €
	-4 800,00 €
	-14 400,00 €

	Cash outflow 

Total
	-929 977,92 €
	-929 977,92 €
	-929 977,92 €
	-2 789 933,76 €

	ending cash balance
	115 452,08 €
	165 304,16 €
	215 156,24 €
	364 712,48 €


Break- Even Analysis 

P = price (Company has more than one product which means P in this case is average price) 

TFC = Total fixed costs

V = variable cost (Due to various prices V is average variable cost)

X = break-even point

TS (Total sales) = TC (Total costs)

P x X = TFC + V x X

P x X – V x X = TFC

(P – V) x X = TFC

X = TFC/P - V 
BEP = 21 046,91 / 3,6 – 2,48

Break- Even point will occur after selling 18792 products.
Budgeted Balance Sheet
Table #13 Budgeted balance sheet Option 2

	Assets
	
	Liabilities
	

	technology
	20 000,00 €
	Common stock equity
	13 780,00 €

	Equipment
	10 000,00 €
	P/L from previous periods
	95 609,50 €

	Vehicle
	5 000,00 €
	payables to the employees
	108 000,00 €

	Bank account
	95 609,50 €
	lease
	2 300,00 €

	Overdraft account
	65 600,00 €
	overdraft payment
	13 120,00 €

	Reserve fund
	36 000,00 €
	
	

	
	232 509,50 €
	
	232 509,50 €


Financial Option 3
Third possible financial option for La Dolce Vita restaurant is to rent premises and furnish them. This possibility is best in terms of capital because it requires the smallest amount of money. 

Summary of Financial needs

Table #14 Summary of financial needs Option 3
	Initial acquisition costs
	Own resources / loan
	External resources / loans, leasing
	In total

	Rent premises acquisition 
	-
	-
	-

	Necessary adjustments and equipment
	        30 000,00 € 
	-
	     30 000,00 € 

	Additional technology
	        30 000,00 € 
	         70 000,00 € 
	   100 000,00 € 

	Circulatory initial capital
	-
	         65 600,00 € 
	     65 600,00 € 

	IN TOTAL :
	        60 000,00 € 
	         135 600,00 € 
	   195 600,00 € 


Dispersal of loan funds statement

· Loan/Leasing for technology purchase in amount of 70 000 €. Additional 30 000 € will be paid by entrepreneur´s personal capital. Amount of capital is higher in comparison to other options because premises did not have previous equipment.

· Overdraft in amount of 65 000 € as initial circulatory capital with interest of 15% and maturity of 5 years.
· Marketing costs is 100 € per month and it consists of payments for advertisement in magazines, production of leaflets and stickers, and maintenance of company´s website.

· Monthly rent for restaurant is 1200 € which is computed by: 800 € rent for premises plus 400 € rent for using of built-in technology in kitchen area.

· Water, power and waste costs are 800 € per month.

· Restaurant will have seven employees. One chef, two kitchen personnel members, two waiters and one restaurant manager. Chef´s and manager´s salary is 1 750 € and other employees will receive 1 100 € per month. These figures are before taxation.
· Software, telephone, transportation costs and payment for economist are estimated on 3 000 €
Cash Flow Statement

Option 3: Sales and costs (fixed and variable) are going to be explained in next charts for further understanding. Estimated volume of daily menu sold in this case is 170. This number was made up for purpose to predict real demand as close as possible and not to overestimate future sales. It is lower in comparison to previous options because of the people´s initial unawareness of newly furnished restaurant. Volume of drinks sold is in average 15% of dishes sold during lunch and during evening service it is 50%.

Table #15 Estimated volume of sales Option 3
	SALES
	Daily menu
	Daily menu
	A la carte 
	 A la carte
	Daily sales
	Monthly sales

	 
	   per day
	price 
	    per day
	    price 
	
	

	 Lunch service dishes
	175,00
	4,50 €
	25,00
	6,50 €
	950,00 €
	28 500,00 €

	 Lunch service drinks
	-
	-
	-
	-
	142,50 €
	4 275,00 €

	 Evening service dishes
	-
	5,50 €
	135,00
	6,50 €
	877,50 €
	26 325,00 €

	 Evening service drinks
	-
	-
	-
	-
	438,75 €
	13 162,50 €

	IN TOTAL :
	
	
	
	
	2 408,75 €
	72 262,50 €


· Marketing costs is 100 € per month and it consists of payments for advertisement in magazines, production of leaflets and stickers, and maintenance of company´s website.

· Company has leasing for purchase of technology in amount of 70 000 € with a maturity of five years and interest of 15%. Monthly payment is 1 341, 67 €.

· Overdraft in amount of 65 600 € with monthly payment of 1257,33 € and maturity of 5 years. 

· Water, power and waste costs are 800 € per month. 

· Restaurant will have seven employees. One chef, two kitchen personnel members, two waiters and one restaurant manager. Chef´s and manager´s salary is 1 750 € and other employees will receive 1 100 € per month. These figures are computed before paying any payments.

· Software, telephone, transportation costs and payment for economist are estimated on 3 000 €

Table #16 Fixed costs Option 3

	Working expenses

(Fixed costs):
	

	Marketing costs
	100,00 €

	Leasing payments
	1 341,67 €

	Overdraft repayment
	1 257,33 €

	Rent for premises + equipment
	900,00 €

	Water costs
	200,00 €

	Power costs
	500,00 €

	Waste costs
	100,00 €

	Salaries ( 3+3+1)
	9 000,00 €

	software, telephone, transportation, economist
	3 000,00 €

	insurance of persons and property
	200,00 €

	revision, maintenance, repairs
	5 397,92 €

	In Total :
	21 996,92 €


· Costs of preparing lunch dishes are 75% of price which is 21 375 € per month and with drinks it is 50% (2 137,50 €)

· Percentage of costs is the same during evening service and it is 19 743,75 € for meals and 6 581,25 € for beverages.
Table #17 Variable costs Option 3
	Supply costs
	costs
	costs

	 (Variable costs):
	 day 
	month 

	Lunch service dishes
	           712,50 € 
	  21 375,00 € 

	Lunch service drinks
	              71,25 € 
	     2 137,50 € 

	Evening service dishes
	           658,13 € 
	  19 743,75 € 

	Evening service drinks
	           219,38 € 
	     6 581,25 € 

	In Total :
	        1 661,25 € 
	  49 837,50 € 


Budgeted Cash flow Statement for first three years:

Cash flow in and out of the company per month is captured in following table. It is clear that company has ability to pay its debts. 

	Unit €:
	year 1
	year 2
	year 3
	end of year 3

	beginning cash balance
	65 600,00 €
	70 736,96 €
	75 873,92 €
	81 010,88 €

	from sales
	867 150,00 €
	867 150,00 €
	867 150,00 €
	2 601 450,00 €

	Cash inflow total
	932 750,00 €
	937 886,96 €
	943 023,92 €
	2 682 460,88 €

	payments
	149 963,04 €
	149 963,04 €
	149 963,04 €
	449 889,12 €

	purchases
	598 050,00 €
	598 050,00 €
	598 050,00 €
	1 794 150,00 €

	Wages
	108 000,00 €
	108 000,00 €
	108 000,00 €
	324 000,00 €

	marketing
	1 200,00 €
	1 200,00 €
	1 200,00 €
	3 600,00 €

	administration
	4 800,00 €
	4 800,00 €
	4 800,00 €
	14 400,00 €

	Cash outflow total
	862 013,04 €
	862 013,04 €
	862 013,04 €
	2 586 039,12 €

	ending cash balance
	70 736,96 €
	75 873,92 €
	81 010,88 €
	96 421,76 €


Table #18 Budgeted cash flow Option 3

Break-Even Analysis

P = price (Company has more than one product which means P in this case is average price) 

TFC = Total fixed costs

V = variable cost (Due to various prices V is average variable cost)

X = break-even point

TS (Total sales) = TC (Total costs)

P x X = TFC + V x X

P x X – V x X = TFC

(P – V) x X = TFC

X = TFC/P - V 

BEP = 21 996,92 / 3,625 – 2,72
Break- Even point will occur after selling 24 306 products.
Budgeted Balance Sheet
Table #19 Budgeted  balance sheet Option 3

	Assets
	 
	Liabilities
	 

	Technology
	100 000,00 €
	Common stock equity
	99 380,00 €

	Equipment
	30 000,00 €
	P/L from previous periods
	48 851,15 €

	Vehicle
	5 000,00 €
	payables to the employees
	108 000,00 €

	Bank account
	48 851,15 €
	lease
	16 100,00 €

	Overdraft account
	65 600,00 €
	overdraft payment
	13 120,00 €

	Reserve fund
	36 000,00 €
	-
	-

	 
	285 451,15 €
	 
	285 451,15 €


2.5 Risk Analysis 

Of course there are risks involved in operating a restaurant. First of all, the planned location will be probably not as good as predicted. Secondly, as mentioned in SWOT analysis, it is hard to predict willingness of customers to accept and like unique food since it doesn’t pre-existed in Prievidza so far which means the high possibility of low sales volume. Thirdly accidents like fire or others are also one of common risk restaurants face, which cause damage of property and even damage to personnel. Fourthly, it is also possible that there will be similar foods introduced by competitors before La Dolce Vita restaurant begins. Last but not least is threat of violation of health regulation which is more common than most of the restaurants would admit. Some risks are difficult to avoid, but there are still some methods to avoid some of the risks: such as getting insurance for company property and work staff to get compensation if some accidents happen inside of restaurant or more marketing input if there is not high effectiveness of previous marketing planning. 

3. Results

Summary and Comparison of all three financial possibilities will be for better understanding shown by table. 

Table # 20 Summary & Comparison of Options 1-3 

	
	Option 1
	Option 2
	Option 3

	Required finance
	253 000,00 €
	125 600,00 €
	195 600,00 €

	Estimated monthly sales
	81 652,50 €
	81 625,50 €
	72 262,50 €

	Fixed costs
	22 097,92 €
	21 046,91 €
	21 996,92 €

	Variable costs
	56 351,25 €
	56 351,25 €
	49 837,50 €

	Ending cash balance
	291 439,76 €
	364 712,48 €
	96 421,76 €

	Final profit/loss
	62 313,50 €
	95 609,50 €
	48 851,15 €


·  Required finance is computed by combination of entrepreneur´s own capital and bank products. Further description is shown at Tables 1, 8 and 14.

· Estimated sales, fixed costs and variable costs are result of consultation with Mr. Turčan.

· Ending cash balance was computed for the end of the third year of company´s performance at the market and it is result of cash flow statement.

· Final profit/loss = Ending cash balance minus 22% tax and entrepreneur´s own investment. Monthly entrepreneur´s repayment was estimated to 2000 € which means for first three years he/she will receive 36 000 €. 

Option 1 has the highest starting capital from all free options because of purchasing of already functional restaurant. On the one hand capital is disadvantage of this option but on the other hand there is no risk which would occur during renting premises in form of possible changes in rental agreement. Option 2 requires the lowest initial capital and also does not need much more additional changes to the restaurant. In terms of premises the most problematic solution probably would Option 2 even though it is not the most expensive one. It requires setting up a new restaurant and with that can come a lot of unpredictable factors.

Estimated monthly sales are the same for Options 1 and 2 because consumers are already used to see restaurant at this address. Option 3 is completely new restaurant and therefore new for consumers and it can take more time for being aware of it.

Fixed costs are at comparable level with all three options. Costs for energies and salaries are the same and each option has to repay loans which were necessary to start a business.

Variable costs are also very similar and they depend on level of sales.

After three year performance option 2 seems to be the most profitable and has biggest potential to be able repay debts and owner´s investment.
4.  Conclusion & Recommendations 
Business plan of La Dolce Vita restaurant was made without any major problems. Content of the thesis was based on combination of different resources. It consists of theoretical explanation of specific parts of business plan and implementation of this knowledge by applying it on fictional restaurant. Body of the work is divided to executive summary, organizational plan, marketing plan and financial documents. This thesis mainly focuses on financial viewpoint. In order to discover the best financial option of starting a restaurant there have been made three solutions. Purchase of already functional restaurant, renting of functional restaurant and renting premises in order to furnish and equip them. Preparation of financial documents was made for each option separately and results of this analysis can be found in section 3. Information stated in financial documents is based on communication with Mr. Turčan and Mrs. Tatarčiaková. Mr. Turčan´s council helped to adjust forecasted data to reality as much as possible. Some of the figures which he provided were decreased because restaurant chain for which he is working for has been running its business for almost 20 years. New restaurant such as La Dolce Vita cannot generate sales on that level. Mrs. Tatarčiaková as a representative of Tatrabanka assisted with choosing the right bank product for functional and productive performance of La Dolce Vita.
Final conclusion of this thesis is that by preparing business plan entrepreneur can partially predict company´s performance on the market and identify critical factors needed for successful business. 
This thesis has proved that La Dolce Vita restaurant would be profitable in real world. 

As for recommendation part the author would recommend financial option 2 because of its ability to generate biggest profit with combination of lowest costs. Disadvantage of this choice is firstly difficulty of finding an appropriate restaurant and secondly dependency on rental agreement. 

If for some reason option 2 would not be feasible option 3 is second best solution. Purchase of restaurant eliminates dependency on rental agreement but it requires high initial investment which means need for loans and lease. Advantage is that consumers are already aware that on this location is functional restaurant and therefore there would be required lower marketing costs.
Option 3 is the most risky financial solution. Renting premises and their adjustment to be a restaurant requires a lot of capital. This location would be totally new for consumers and company would have to invest more money on marketing to increase their awareness of it. Starting period at this location is great risk.
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