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CHARLES WELLS PUB COMPANY

FIRST CHOICE FOR CUSTOMERS AND CONSUMERS

BUSINESS, FINANCE & MARKETING PLAN

Your Business, Finance & Marketing Plan is the foundation of your application for the pub, and should you be successful, will be a key document for yourself and your Retail Development Manager to consult during business reviews.

Name of Pub:

Address:

Applicants Name:

Company Name (if applicable):

Correspondence Address:

Email Address:

Contact Tel No:
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PLANNING – THE KEY TO BUSINESS SUCCESS

This document provides you with a clear structure by which to develop the operational, marketing and financial plan that will be an essential part of your business. It will also allow Charles Wells to make sure that both the pub and yourself are ideally suited.

It is worth remembering though that your business plan will need to change and evolve as your business does, and you will need to re-visit it on a regular basis.

It is your plan, and will allow your ideas and creativity to deliver the profit and prosperity within your business. 

Please note: This plan does not represent commitment from Charles Wells to accept your application.  It does not represent any offer, expressed or implied of any appointment. 

MARKETING

The next pages will ask you to cover the following activities:
1. Target Market – Who, What, When, Where, Why, How?

2. Perform a SWOT Analysis on the pub

3. Competitor Analysis

4. Detail your “Retail Offer”

IMPORTANT - The completion of these key marketing activities will form the main content of your Pub Marketing Plan, that you will follow to help make your business a success, should you be successful in your application for this pub. 

TARGET MARKET

Your whole business plan and pub offer needs to be centred around your Customers. Everything you do you need to have them in mind and you need to understand them and know what they want if you are to be successful.

· Segment your customers using Demographics (age, gender, income, couples, families, single, occupation, geographic area, etc).

· Use www.upmystreet.co.uk to get a FREE full neighbourhood profile on the pub’s postcode.

· Why do the existing customers use the pub now? What is the pub currently offering that satisfies their needs and attracts them in?

· When you are clear on the existing customers, think about the potential target market that you want to attract, again use segmentation by demographics.

· How can you get to this potential market? Where are they?

· What do you need to change about the pub offer to match their needs and attract them in?

· What is your Unique Selling Point (USP) going to be? What will make you stand out from your competitors? Why will your target market pick you over another pub nearby?
· What is the main leading characteristic of your Trading Style? Community Led? Food Led?
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SWOT ANALYSIS – 

Strengths, Weaknesses, Opportunities & Threats
Look at the pub and consider each of the categories below and how they apply to it. Once you have identified these areas, it will help you complete the following sections.

	Strengths – protect & promote

List all the benefits of your business compared to your local competitors, eg, location, product, garden etc.


	Weaknesses – recognise & remove 

List any negative factors that will impact on the business, eg, poor decoration, no signage, poor customer care etc.



	Opportunities – maximise & market

Opportunities are where you can exploit your strengths and minimise your weaknesses. These could be within the market place or internally, eg, new housing development, training, improving standards simply by keeping things clean.


	Threats – manage & minimise 

Threats should be removed or reduced if possible. Look at things that might stop plans from working, eg, competitors, local authority, bypasses, lack of money etc.





COMPETITIOR ANALYSIS
Who are your key competitors? You will need to know who they are, what they do and why people go there. Ask yourself what are other retail outlets and pubs in the area doing to attract customers? 

By finding out what they offer, you will get a much better idea of how to develop your offering, and the type of customer that you may want to attract. 

Don’t forget to also consider clubs, sports centres, restaurants, cafes, etc. – all could be considered to be competitors. 

	Competitor

1. Pub / Business:

2. Pub / Business:

3. Pub / Business:

4. Pub / Business:

5. Pub / Business:


	Describe their operation

Give information on the keys areas of Products, Price,  Place (where are they in proximity from your pub?), Promotions, Staff, Customer Service, Processes (i.e. how do you order food?), What state the premises is in, etc.
	How does this impact on your business?




YOUR RETAIL OFFER
Now you have:
· Defined your potential/target market and decided why and when you want them to visit your pub and how you will get them there

· Identified the pub’s Strengths, Weaknesses, Opportunities and Threats
· Analysed who the competition are, understood why and how they attract their customers and judged how much of a threat they are to your pub
You can now detail your Retail Offer, in to the following key areas on the chart below. Describe what you intend to offer in order to attract your potential/target market. Be specific and show why you think this offering would make customers want to come to your pub and how you are going to let them know about it.

	YOUR RETAIL OFFER
	COST (£) 

* If Applicable
	BY WHEN

	General

· What sort of pub is it going to be? (Community focus? Food focus? Etc.)

· How will it differ during the course of the day?

· What will be your Unique Selling Point (USP)? What will make you stand out to your target market from the competition?

Drink

· Is business going to be driven by cask ales, standard draught lagers, premium draught lagers, bottled beers, spirits, wine?
· What will make your wet offer stand out from your competitors?
Food

· Describe what type / style of food you will be doing?

· Who will be doing the cooking? What experience do they have and what training might they need?

· Your menu – have you thought about what pricing point you are going for? 

· How will you promote awareness of the food offer in your pub? Will you have printed menus, blackboards or both?

· Kitchen facilities – can they cope with the menu that you plan to use?

· Service style – how will you deliver food to your customers? Will it be ordered from the bar or will you provide ‘full table service’?

· Please attach any sample/draft menus.
AMBIENCE & ATMOSPHERE

· Lighting – have you thought about levels of lighting? The effect the lighting will have? 

· Bric a Brac – what little extras will you need to add to the pub to make it feel homely and inviting? E.g. pictures, chalkboards, “nik naks” and finishing touches?

· Music - how will music be provided? What sort of music will it be? How will it change throughout the day?
ACTIVITIES
· Live Entertainment - will entertainment play a part in your offer? What sort of entertainment will you provide, i.e. karaoke, bands, quizzes, charity events, family fun days, etc?
· Satellite TV – will you be investing in Sky TV, or any other satellite channel? How will you ensure you get a return on investment from this?

· Team Games – will you be inheriting or encouraging team games, such as pool, darts, dominoes, skittles, etc?

· Garden / Outside Area - how would you maximise the potential of this key trading area? What additional trade would you expect to generate?
Marketing & Promotions

· How will you connect with your target market? - consider what your key mechanics will be, ie, Web site & e marketing, social networking, loyalty schemes, newsletters, adverts, flyers, radio, A-boards, direct mail, etc?

· What key dates do you plan to promote – i.e. Valentines Day, Mother’s Day, St George’s Day, Halloween, etc.

· How will you monitor and evaluate the success of your Promotions & Marketing campaigns?

· Re-Launch - how will you tell customers about the change in licensee, ie, you? Is the pub going to need a ‘re launch’, if so, how will you go about this?

Staffing & Service

Refer to our “Retailer’s Academy”, sent to you when you applied to Charles Wells.

· What training needs do you have?

· Consider who will be your key staff and what training they might need? 

· What style of Staff Uniform do you plan to enforce?

· How do you plan to ensure the best Customer Service is given by your staff? – i.e. Staff Incentive Schemes, Staff Briefings, Mystery Shopping Visits, Customer Comment Cards, etc?

Operational Standards

· What measures will you have in place to ensure you adhere to the relevant laws and regulations (i.e. licensing, trading standards, health & safety, etc.)?

· What procedures will you put in place to ensure general cleanliness of the pub and housekeeping – internally and externally?

Other

· Describe any other key parts of your Retail Offer

	
	
	


TOTAL COST OF YOUR RETAIL OFFER


  £

FINANCES

It is essential that you forecast how much money you are likely to make, how much investment will be required and the level of return that can reasonably be expected.

In this section you will find the following:

· A twelve month profit and loss forecast
· A twelve month cash flow forecast
· Statement of capital required
· Analysis of source of funds
If requested to provide a Business Plan, you must take Professional Advice.  We will arrange for specialist Accountancy firm to contact you to complete both Profit and Loss accounts and Cash Flow forecasts.  Included are both examples which you may wish to complete prior to the meeting the prescribed accountants.  You will discuss both of these at second interview.
Please also complete the section on Capital Required and Sources of Funding.  It is imperative that the latter is completed accurately and truthfully, as proof of funding will be required if you are offered the pub.
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	Profit and Loss
	
	
	
	
	
	
	

	
	Oct-
	Nov
	Dec
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Year
Budget
£
	Total
£

	SALES
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Wet Sales
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Food Sales
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Machine Sales
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Accommodation
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total SALES
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	DIRECT COSTS
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Wet Sales
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Food Sales
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Machine Sales
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Accommodation
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total DIRECT COSTS
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Gross Profit
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	OVERHEADS
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Staff Wages
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Staff Benefits
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Business Rent
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Insurance
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	National Non Domestic Rates
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Artistes/ Entertainment
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Electricity
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Gas
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Telephone
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Water and Sewerage
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Waste Collection
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Stationery
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Equipment Maintenance
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Premises Renewals
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Premises Repairs
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cleaning Materials
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Window Cleaning
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Pest Control
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Bank Charges
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Motor Costs
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Accounting Costs
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Loan Interest
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Loan Interest
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total OVERHEADS
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Operating Profit
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Profit
	
	
	
	
	
	
	
	
	
	
	
	
	
	


CASH FLOW

The cash flow projection tracks the flow of money in and out of your business on a monthly basis.  It should portray your plans for how much the business will take and when.  It will take into consideration any peaks and troughs of your business, especially at seasonal times.  The majority of the items will be identical to your profit and loss projections but note that the profit and loss does not include VAT whilst the cash flow does – including the quarterly payment to the VAT officer!

By breaking down your forecast daily drinks and food sales, you will be able to build up a full picture of your monthly takings.  It will also allow you to focus on exactly how much income you expect to make from each customer and how much of that will be profit.

Note:  The “closing bank balance” is carried forward each month to the next month.  You will then need to add your current months “Income less expenditure” to your “Balance brought forward” which will provide you with the new “closing bank balance” and so on.  This will occasionally be a negative figure which is not uncommon but does tell you when you need to arrange an overdraft facility with your bank.

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	Cash Flow
	
	
	
	
	
	
	

	
	Oct
	Nov
	Dec
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Year

Budget
£
	Total
£

	Receipts
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Wet Sales
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Food Sales
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Machine Sales
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Accommodation
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other Sales
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other Non VAT Non P&L Receipts
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other Non VAT Non P&L Receipts
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other Non VAT Non P&L Receipts
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Receipts
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Payments
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Costs
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Drawings/Directors Loans/Top Slice
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Capital Repayments
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other Non VAT Non P&L Payments
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other Non VAT Non P&L Payments
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	VAT Liability Account
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Payments
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Cash Flow
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Opening Bank Balance
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Closing Bank Balance
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	ENTER THE GROSS SALES ON LINES 5 TO 9 - INCLUDING VAT 
	 
	 
	 
	
	
	
	
	
	
	
	

	VAT PAYMENT QUARTER FORMULA MAY NEED CHANGING - SET TO PAY IN  MONTH 4 (LINE 20) 
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Enter percentage gross profit
	
	
	
	
	
	
	
	
	
	
	
	
	

	Wet Sales
	 
	
	
	
	
	
	
	
	
	
	
	
	
	

	Food Sales
	 
	
	
	
	
	
	
	
	
	
	
	
	
	

	Machine Sales
	 
	
	
	
	
	
	
	
	
	
	
	
	
	

	Accommodation
	 
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other
	 
	
	
	
	
	
	
	
	
	
	
	
	
	

	Enter percentage Wages
	 
	
	
	
	
	
	
	
	
	
	
	
	
	


	THE CAPITAL REQUIRED

	Predict the costs of starting the business and remember VAT charges where applicable.



	COSTS

	Fixtures & Fittings/ Premium
	

	Deposit
	

	Solicitors Fees
	

	Training
	

	Stock on Valuation
	

	Survey (lease only)
	

	Working capital
	

	Investment Capital Inc. VAT
	

	TOTAL
	

	
	

	SOURCE OF FUNDS
	

	Cash
	

	Secured Loan
	

	Unsecured Loan
	

	Overdraft
	

	Other please state
	

	TOTAL
	


Useful Information

WEBSITES

www.upmystreet.com – provides information on local areas based on postcodes

www.camra.org.uk – Campaign for Real Ale

www.businesslink.gov.uk – practical advice on setting up and running a business

www.charleswells.co.uk – information about Charles Wells, our pubs, brands and support available for licensees.

www.wellsandyoungs.co.uk – information about Wells & Youngs brand portfolio.

www.portmangroup.org.uk – organisation whose aim is to promote responsible drinking 

SOME PROFIT CALCULATING FORMULAE

1. TO ADD VAT TO A SELLING PRICE

Selling price (ex.VAT) x 1.175

2. TO DEDUCT VAT AND OBTAIN NET FIGURE

Selling price (inc. VAT) / 1.175

3. TO DETERMINE AMOUNT OF VAT IN AN INCLUSIVE FIGURE

Selling price (inc. VAT) / 1.175 x 0.175

4. BASIC GROSS PROFIT CALCULATION (£)

Selling price (excl VAT) – cost of product = GP£

5. TO CALCULATE GROSS PROFIT CALCULATION (£)

Gross profit (£) / Sales (Excl. VAT) x 100 = GP%

OTHER USEFUL FORMULAE
1. COSTING A PRODUCT TO ACHIEVE A CERTAIN GROSS MARGIN & REACHING SELLING PRICE

Cost of product (excl. VAT) / (100 – desired GP) x 100 = £………. X 1.175 = £……….


Selling price inc. VAT
2.
CALCULATING WAGE COSTS AS A PERCENTAGE OF YOUR TOTAL SALES

(Total Wage + NI) / Sales ex VAT x 100 Wage (%)

3.
TO CALCULATE EXTRA SALES REQUIRED TO BREAK-EVEN FOR SAY, ENTERTAINMENT COSTS.

Total extra costs x 1.175 / Margin

PROFIT AND LOSS ACCOUNT – CONVERSION FACTORS
FROM VOLUME TO CASH SALES
1. BEER

Barrels x 288 x selling price per pint less VAT

2. WINE

Gallons x 36 x Retail price per glass.

(use highest selling wine on average if many wines sold)

3. SPIRITS

Gallons x 182 x Retail price per measure

(Use Vodka, Gin and Whiskey price).

4. CIDER

Gallons x 8 x Retail price per unit

(use draught dry cider, e.g. Strongbow which usually has the higher volume).

5. SOFT DRINKS

Gallons x 40 x Retail price per mixer.

(This is a very rough calculation, as the sales will depend on the ratio of postmix (draught) and bottles of soft drinks, and which particular products sell well).

Note: it is stressed this is a rough and ready guide, rather than an accurate measure of cash sales, since there are hundreds of products sold in pubs.  However, since trade in all pubs varies from year to year for these purposes it is probably better to get an average indication.

GROSS PROFIT PERCENTAGES

We suggest that you liaise with the local Business Development Manager or current licensee to ascertain the gross profit percentages within the particular outlet.  The following are a rough guide only.  Price variations will affect gross profits but these figures will help:

Item  /  Description
Common GPs - %

Food average
60 – 65

Drink average
47 – 52

Draught beers and cider
48 – 50

Bottled beers
48 – 50

Spirits
65 – 70

Wine
60 – 65

Minerals
70 – 80

Sundries
25

Accommodation (b&B)
100

Notes:

For accommodation your gross profit will account for 100% of income – any costs are taken out of your net profit calculation.

Your AWP machines and pool table profit should be 50% of income less rental costs.

LICENSING OBJECTIVES
The new licensing laws state that each pub must strive to achieve four licensing objectives. Please state how you would try to achieve these: -

1. The Prevention of Crime and Disorder (i.e. Pubwatch, Door staff, training etc)

2. Public Safety (i.e. First Aid, Disability Access Policy)

3. The Prevention of Public Nuisance (i.e. Complaints procedure, customers leaving quietly)

4. The Protection of Children from Harm (i.e. Controlled Area, specific hours)

ADDITIONAL NOTES
Use this page to add any addition information that you feel is relevant. Eg future development of the business.
What does this SWOT tell you? What are the key issues and opportunities you can see from this SWOT to build in to this plan?





EXISTING CUSTOMERS (think What, When, Where, Why, How? - consider the demographics and use the previous page of prompts)











TARGET MARKET (think What, When, Where, Why, How? - consider the demographics and use the previous page of prompts)
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