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1.0 Executive Summary.

1.1 Concept
The area of Saint John is an ideal place to start a restaurant business. There is an increase in the number of international students, especially the Saudis & Arabs along with their families. They are here for 4 years to complete their education and this transient customer base shall continue. There is a big opportunity to cater to these families as well as the diverse population in the area.
1.2 Service & Products
· In House Dining will be provided specializing in authentic Saudi Arabian and Middle Eastern cuisine.

· This will be supplemented with a suitable Arabian atmosphere and dress code of the staff.

· Frozen dishes (prepared in advance lunch and family sizes that can be cooked at home, work or school)
1.3 Management
It will be a family-run business with all key positions and departments being under the family control. 

1.4 Objectives

· Achieve a modest growth rate in the first 12 – 15 months.

· Maintain a healthy gross margin.

· Develop a business model that is able to expand or franchise.
· Deliver on operational objectives
1.5 Mission

Customer satisfaction is our mission. We will meet the highest standards of excellence through superior customer service providing value and convenience as well as a warm and family-oriented place to relax and enjoy good food. We seek to keep the restaurant financially healthy and ensure continued growth and development. We aim to fairly compensate owners and investors for their risks and reward employees for their hard work and loyalty. We also want to provide employees with opportunities for growth and development through hands-on experience and formal training.

2.0 Company Summary
2.1 Business Description
The business is an entirely family owned venture, which caters to the food needs of the Middle Eastern students who are scholars at the University. This customer base will remain constant as more students from Middle East arrive for higher education.

The concept of the restaurant combines Arabic atmosphere, variety, competent and well-trained staffs that will assist to create and reach our goal of overall value in the dining experience. The food items offered will be fresh food as well as frozen food.

2.2 Company Ownership
Initially it will be a completely family owned business model, however, the firm plans to expand on and use Franchise arrangement.
2.2 Start up Summary
	Start Up Cost’s Summary

	Required start-up cost 
	$400,000.00

	Bank Loan (60%)
	$240,000.00

	Founder’s Equity (40%)
	$160,000.00


3.0 Market Analysis

3.1 Market Segmentation

The market segmentation has been done on the following basis: 

	Segmentation

	Geographic
	· Students coming from different parts of the world

· Local Population

	Demographic : Age
	· Students and their families (both School & College students)
· Local Populations & Local Business

	Tourism
	


3.2 Target Market

A target market is the portion of population most likely to buy what we will sell. For this we have divided the customer base briefly as follows:

· Local population in the adjoining areas.

· College and university students

· Local business

· Kids from Schools

· Tourists

The food concept and product image of the restaurant will attract the above mentioned target customers which can be divided in following profiles.

Profile 1 - The student 
All from Colleges, Universities & schools who have developed healthy eating habits.

Profile II - The health conscious persons of any age and any gender. 

This will include persons with restricted or prescribed diet.

Profile-III - Curious and open minded customers 

This is a larger base consisting of persons who believe in “If you try it you will like it”. 

To keep in sync with the fact that “target market picks you, you don’t pick it”, we will further focus on following aspects:

1. Type of persons most likely to enjoy what we dish out.

2. Designs are communication to target existing and prospective customers.

3. Target the customers of our competitors after assessing what draws a customer to a particular food joint.

Out of the various segments identified, the following have been zeroed in:

	The Saudi students and Arabs living with their families and tourists.



3.3 Competitor Analysis

The major competitors are:

· Olive & Spice 

· Sahara  



· Thandi
Comparison with Competition can be summarized in the following table

	FACTOR
	WEST COAST
	STRENGTH
	WEAKNESS
	OLIVE &SPICE
	SAHARA
	THANDI
	IMP TO CUSTOMER

	Product
	1
	*
	
	2
	5
	1
	2

	Price
	3
	*
	
	2
	2
	5
	2/3

	Quality
	1
	*
	
	1
	5
	1
	1

	Service
	1
	*
	
	3
	5
	3
	2

	Expertise
	3
	
	*
	3
	4
	1
	2

	Company Reputation
	5
	
	*
	4
	2
	1
	2

	Location
	1
	*
	
	1
	1
	1
	1

	Appearance
	3
	
	*
	5
	5
	1
	3

	Sales Method
	2
	*
	
	2
	1
	4
	1

	Advertising
	2
	*
	
	3
	3
	2
	2

	Image
	3
	*
	
	2
	4
	1
	2


4.0 Strategic Analysis
4.1 Product and Competitive advantages
· Family business, therefore, better coordination and more commitment.

· Old traditional grandmother’s recipes.

· Well trained and highly motivated staff.

· Advantage of selling frozen dishes prepared in advance for working families.

· Value for money.

4.2 Sales Strategy
Our sales strategy will include hiring employees who enjoy their jobs and will have two weeks of training to ensure benchmarked customer service. The employees will evaluate the food choices of our customers for popularity and will help us to keep customer’s favorites on the menu. On the other hand, our marketing strategy will offer weekly, monthly and seasonal specials. Moreover, culture collection, comprehensive art and Arabian music will deliver unforgettable atmosphere. In addition, our strategy is to attract new customers, educate them and then establish a loyal customer base. The attraction of the new customers will be also through flyers, highly visible signage, print media ads and online social networking sites.

4.3 Sales forecast
	 
	Year 1
	Year 2
	Year 3
	Year 4
	Year 5

	Sales
	20000
	60000
	130000
	195000
	250000

	Cost of Sales
	7000
	21000
	45500
	68250
	70000

	Gross Profit
	13000
	39000
	84500
	126750
	180000



4.4 Milestones
2012 

· Celebrates day/night on every Friday

· Lucky customer’s prizes launched.

· 8$ unlimited meal launched.

· Kid’s meal launched.

2013

· Indian cuisines special

· Vegetarian delight

4.5 Risks and Mitigation Strategies
	RISK

	Market Risk

	· The size of the market for the product and services offered may reduce

· Procurement of supplies may be difficult at times



	Operating Risk

	· Contingency funds will be established

· Operating cost overrun should be managed

	Financial Risk

	· Inflation Rate

· Economic Slowdown / Recession

· Limited purchasing power of students

	Health & Environment Risk

	· People in charge of operations should be knowledgeable enough about food handling procedures and hygiene

· All ill employees should be restricted from handling food

· Employees that prepare food have to wash their hands when required

· Employees that prepare food should  restraint from touching food that is ready to eat with their bare hands

· All raw meats should always be cooked to a safe temperature

· Food made ahead of time should always be reheated rapidly

· Cross contamination between uncooked and ready-to-eat foods should be avoided

· Any equipment or utensils that come into direct contact with food should be duly cleaned and sanitized.

· Label cleaners and other toxic chemicals have to be used properly




4.6 SWOT Analysis


	S
	W
	O
	T

	Strength
	Weakness
	Opportunities
	Threats

	External Factors
	External Factors
	
	

	Large customer base (17 million customer a day)
	Tough competition
	Growing customer base
	Existing competition

	Significant range of choices for foodies
	Absence of economies of scale in the beginning
	Possibility of expanding market
	Potential or future competition

	Option for frozen as well as hot meal
	
	Go global
	New entrants

	All age group of customers can be tapped.
	
	Easy availability of finance from the Banks.
	

	Internal Factors
	Internal Factors
	
	

	Dedicated team
	High start-up costs.
	
	

	High potential individuals
	
	
	

	Caliber to define and cater to customer needs
	
	
	

	Large knowledge base and high caliber staff
	
	
	

	Better coordination due to closely held business
	
	
	


4.7 Exit Plan
Exit plan will be based on e-curve and application of a disciplined portfolio strategy. The e-curve will be segmented into four stages being 

· Inception/Start-up

· Expansion

· Growth

· Maturation

Which will lead to transition or exit? At this point it will be time to indulge into intelligent wealth management and diversification of assets by harvesting the success of business.

5.0 Marketing Plan

5.1 Product
The West Coast restaurant will specialize in authentic Saudi Arabian and Middle East cuisine made using old traditional family recipes with a variety of international and North American recipes. The concept of the restaurant combines Arabic atmosphere, variety, competent and well-trained staffs that will assist to create and reach our goal of overall value in the dining experience. We will cook fresh every day and serve hot meals directly to customers in our full-service restaurant. We will also look to sell frozen dishes, prepared in advance lunch and family sizes that can be cooked at home, work or school. Our products will be complemented by an assortment of fresh salads and drinks. In addition, free samples of Arabic coffee will be available in store. We will offer value for the money in dining out. Also, Halal meat will be served.

5.2 Price
	Item
	Daily Amount
	Daily Cost

	Onion
	3 heads
	1.5

	Flour
	1200 gms
	3

	Spice
	10 gms
	1

	Tahinah
	350 MI or 15 OZ
	5

	G Beef
	2 KG
	10

	Parsley
	2
	4

	Total
	-
	24.5+3(oven use)

	# of Slices
	Sell Target
	Total Selling Target

	24 Slices
	Each $4
	$96

	Item
	 Amount/Day
	Daily Cost

	Rice
	8 KG
	15

	Spice
	50 gms
	2

	Onion
	5 KG
	5

	Oil
	5 litres
	4.5

	Salt
	500 gms
	1

	Chicken
	10
	100

	Beef
	5 kg
	50

	Chicken(with Edam)
	5
	50

	Veggie(with Edam)
	3kg
	14

	G Beef
	2kg
	19

	Tomato Sauce
	3 cans
	7

	Pita Bread
	2 bags
	6

	Total
	-
	263.5


5.3 Promotion
Through flyers, highly visible signage, print media advertisement and on-line social networking sites. 

5.4 Place
I propose this restaurant will be located in a place of demand. Two areas come to mind. One area is the downtown Saint John because it has a good established customer base from all the workers that are employed there. The Milledgeville area, located in the north end of Saint John is another place of demand. This area is highly populated with international students and their families.

6.0 Management Summary

6.1 Personal Plan
My concept combines Arabic atmosphere, variety, competent and well‐trained staff that will assist to create and reach our goal of overall value in the dining experience. Reasonable profits for investors and me will be offered by providing a warm and family-oriented place to dine for our customers and fantastic business for employees to learn and experience a new culture and the food as they work.

7.0 Financial Plan (5 years)

7.1 Assumptions
1. Initial heavy cost on advertising.

2. Cash balance to be maintained at $10000 at the opening of every period.

3. Restaurant expenses to be treated as additional variable cost

4. All available profit withdrawn to be used for wealth maximization purpose.

5. Minimal debtors have been assumed as restaurant sales are mainly on cash.

7.2 Break‐even Analysis

Break even is expected to be reached in year II with breakeven point sales at $51,667 approx.  The same are expected to be reached in the month of Sept -Oct 2013. 

Detailed:

	Sales
	60000

	Less cost
	21000

	Gross margin
	39000

	Less other variable costs
	3000

	contribution
	36000

	Contribution margin
	= 60%

	Fixed cost
	31000


Therefore break even sales will be equal to fixed cost upon contribution margin = 51667

7.3 Projected loss and profit
	 
	Year 1
	Year 2
	Year 3
	Year 4
	Year 5

	Sales
	20000
	60000
	130000
	195000
	250000

	Cost of Sales
	7000
	21000
	45500
	68250
	70000

	Gross Profit
	13000
	39000
	84500
	126750
	180000

	Advertising Expenses
	10000
	10000
	10000
	11000
	12000

	Salaries
	10000
	15000
	25000
	30000
	40000

	Restaurant Expenses
	2000
	3000
	6000
	8000
	8000

	Rent
	5000
	5000
	6000
	8000
	8000

	Other
	1000
	1000
	2000
	3000
	3000

	Operating Profit
	(-) 15000
	5000
	35500
	93750
	109000
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7.4 Projected Cash Flow

	CASH IN
	Year I
	Year II
	Year III
	Year IV
	Year V

	Cash at start
	400000
	10000
	10000
	10000
	10000

	Cash in Sales
	20000
	60000
	130000
	195000
	250000

	Marketable Section
	-
	-
	14000
	5000
	10000

	Debtors
	-
	300
	600
	600
	800

	Total
	420000
	70300
	154000
	210600
	270800

	CASH OUT
	
	
	
	
	

	Cost of sales
	7000
	21000
	45500
	68250
	70000

	Operating
	28000
	43000
	49000
	60000
	71000

	Plant & Equipments
	250000
	-
	-
	-
	-

	Fixtures
	75000
	25000
	25000
	25000
	-

	Marketable Section
	64000
	-
	-
	-
	-

	drawings
	2300
	5900
	22800
	31200
	77700

	Total 
	426300
	94900
	142300
	184450
	218700

	Opening cash
	10000
	10000
	10000
	10000
	10000

	Additional borrowings
	(16300)
	(34600)
	-
	-
	-

	Surplus
	-
	-
	1700
	16150
	42100

	Total
	420000
	70300
	154000
	210600
	270800


7.5 Projected Balance Sheet

	 


	Year 1
	Year 2
	Year 3
	Year 4
	Year 5

	Cash
	10000
	10000
	10000
	10000
	10000

	Marketable Sector
	64000
	64000
	50000
	45000
	35000

	Debtors
	300
	600
	600
	800
	900

	Plant and Equipment
	250000
	225000
	20000
	175000
	150000

	Fixtures
	75000
	100000
	125000
	150000
	150000

	Total Assets
	399300
	399600
	385600
	380800
	345900

	Creditors
	400
	1500
	2800
	4000
	7200

	Total Current Liabilities
	400
	1500
	2800
	4000
	7200

	other Liabilities
	400
	2500
	2800
	4000
	9200

	Drawings
	(2300)
	(5900)
	(22800)
	(31200)
	(77700)

	Equity (owned + borrowed)
	400000
	400000
	400000
	400000
	400000

	Total Liabilities & Equity
	399300
	399600
	385600
	380800
	345900
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