BUSINESS PLAN
Applicant
Pub
BDM
Date
Taking on a pub is a serious decision. It is important that you have thought hard about why you want to
take such a step and have planned exactly what you will need to do to ensure your venture will be a
success. Only then can you judge whether you are likely to be able to achieve the income and rewards that
you desire.
ABOUT BUSINESS PLANNING
St Austell Brewery Ltd also wants to be convinced that you know what to do and why and that your plans
are right for both you and the pub in question. For these reasons we ask all applicants to complete a
business plan for the pub they are applying for.
A business plan can help you to:
•
•
•

Consider all aspects of the business.
Decide the best course of action to take things forward.
Have a clear understanding of the pub and how you can make it work.

Please complete each section in as much detail as possible; guidance is available should you need it from
the Business Development Manager for the pub.
By completing this business plan form St Austell Brewery Ltd does not commit itself to accept your
application and for the avoidance of doubt, it does not constitute any offer, expressed or implied, of any
appointment, lease, tenancy or business opportunity.
The Site
Provide a description of the pub, its facilities and trading history. Also talk about the immediate area
surrounding the pub, focusing on possible sources of customers.
•
•
•

Are any areas suitable for alternative use or redevelopment?
Describe the existing building - shape, facilities and condition including the exterior and outside
areas
What is the immediate area like? Residential, businesses, shops, roads, etc.

Demographics
Describe what sort of people live, work, or visit the area. Mention things such as age, occupation,
wealth, housing, etc. This is your chance to show that the people that you intend to attract are around.
•
•
•
•
•

Have you driven or walked around the area and talked to future customers, competitors and local
businesses?
The people who live nearby – how wealthy or poor are they? Are they old or young? Do they have
families - old or young? What sort of houses do they live in? What condition is the housing in?
How many people own a car? What do they do as jobs – work in an office, have a skilled trade,
manual workers, unemployed? Do students live in the area?
Who comes into the area WHY AND WHEN? Shoppers during the day? Office workers? Young
people at night?
Think about which people will be your ‘target market’

Developments
Indicate whether there are developments in the area that may influence trade.
•
•
•

Ask around, speak to the council, find out what is happening in the area. Look in the local paper for
licensing or planning applications
Is the area doing well or is it in decline? Are shops opening or closing? Are houses selling? Is new
housing being built?
What specific future events might impact on trade - good or bad? e.g. the building of a shopping
centre or the closure of a factory

Local Market
Show an understanding of where people drink, eat and also take part in other leisure activities
(cinemas, retail parks). Talk specifically about the competition and why people chose to go to these
places. If there is a “circuit” describe it - both for day and night trade. Attach any relevant maps to the
Business Plan.
Have you visited and talked to local competitors?
Where are these venues in relation to your pub? Could/does it fit into the circuit?
How successful is the competition? Why are they successful - what do they offer customers? Describe the
major competitors.
Is there anything missing from the circuit that people might look for?

Main Competitors
(Venue and Brand)

Who are their
customers?

What do they offer to
attract their
customers?

Could/should we
attract their customers
and if so, how?

Customer Profile
Am
Existing
Who are your existing
customers? Why do they
use your pub?

Potential
Are there customers you
could move from your
competitors, or aren’t
catered for in the area?

Target
What should your target
market be to increase
and maximise your trade
and profit?

Pm

Pm/Late

Your Offer
Describe what you intend to offer in order to attract custom. Make specific mention of drink, food,
music, entertainment, promotions, games, etc. Show reasons why the people that you want to attract
would want to come to your pub. What is the unique selling point of the pub? Also how you intend to
market the offer.
General
What sort of pub is it
going to be? How will it
differ during the day?

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

Food
What sort of food is
going to be on offer?
How big will the menu
be? Give some sample
menu items. What will
the price of the meals
be? How will the food
offer change during the
day? What will make
your food offer stand out
from your competitors?
Attach any draft menus

Music
How will music be
provided? What sort of
music will it be? How will
it change throughout
the day?

Entertainment,
Promotions & Games
Etc
Will entertainment play
a part in your offer?
What sort of
entertainment? What
else - pub games,
quizzes, charity nights,
promotions, etc? How
much additional income
would you expect to
generate from
entertainment activities?
Other
Describe any other key
parts of the offer

Marketing
How will you tell people
about what is on offer?
Adverts, flyers, radio, Aboards, direct mail, etc?

Conclusions
Briefly summarize what you are trying to achieve. Constantly ask yourself “Why am I doing this?” to
make sure there is a measurable cash benefit to any action or investment decision.
In a few words describe
• Who the customers are now and whether you intend to change them, attract different people as
well, or build on this existing base?
• How this fits into the opportunity in the area?
• How you will attract these people by changing the look of the pub, the food you offer, etc.?

FINANCES
It is essential that you forecast how much money you are likely to make. This should be the major factor in
deciding whether you want to proceed with your business plan.
If you are unsure how to do this yourself, seek the assistance of an accountant or another independent
professional advisor.
In this section please complete the following forecasts:
•

A twelve-month profit and loss forecast - This predicts how profitable the business is likely to be.

•

A twelve-month cash flow forecast - This will provide you with information on the actual flow of
money into and out of the business. It will highlight the capital needs of the business, especially the
working capital required.

•

The money you will require - This will ensure you have a full view of the costs associated with
starting your business.

•

Source of Funds - This will provide a detailed account of where you will obtain the finance needed.

Your decision to take a St Austell Brewery Ltd Agreement should be influenced by these forecasts.
Therefore, every effort should be made to ensure the greatest accuracy possible.
CASH FLOW
The cash flow projection is a support for your ideas for the pub and an aid to help you take an objective look
at the financial aspects of the business. It will ensure that you have enough working capital or banking
facilities to enable you to operate effectively throughout the first and most difficult year of trading.
Most of the items covered in this projection will match your profit and loss projection. However, it is worth
mentioning that the profit and loss does not include VAT and the cash flow does include VAT.
You must try and project each month in turn thinking about how much money you intend to take and
what expenses you may have in each month. For instance, you will probably project taking more money in
December than January. You can do this by thinking about your likely drinks sales for each day of the week,
adding this together for a weekly total and multiplying for the month. The same can be done for food, by
working out how many meals you intend to serve and how much cash you intend to generate from each
customer.
NB: Closing bank balance is carried forward each month to balance brought forward. Therefore, the
calculation in the second month will be total income less expenditure plus balance brought forward equals
closing bank balance. This figure may on occasions be a minus figure. This would therefore tell you when it
would be necessary to arrange an overdraft facility or that you will need extra working capital.

12 Months Profit & Loss Forecast
Sales
Drink sales
Food sales
Machine takings
Accommodation
Other (specify)
Total Sales
Purchases
Drinks purchases
Food purchases
Other (specify)
Total Purchases
Gross Profit
Drinks
Wet GP%
Food
Dry GP%
Machine takings
Accommodation
Other (specify)
Total Gross Profit
GP% (2)
Weekly Breakeven Sales Calculator
Total Costs (1)
GP% (2)
Divide (1) by (2) and multiply by 100
Multiply by 1.2 to add VAT
Divide by 52 to give weekly breakeven point

Operating Costs
Rent
Business rates
Wages inc. NI
Insurance
Utilities (gas, electric, water)
Bank charges
Accountancy fees
Machine rental
Entertainment
Promotions
Staff uniforms
Travel and transport
Telephone and postage
Cleaning materials
Glassware and crockery
Stocktaking fees
Legal fees
Licences
Repairs and decorations
Training courses
Sundries
Loan repayments
Other (specify)
Total Costs (1)

CASH FLOW PROJECTION
Capital Introduced
Drink Sales
Food Sales
Machines
Other Income
Total Income
Drinks Purchases
Food Purchases
Rent
Business Rates
Licenses
Insurance
Utilities, Gas, Electric, Water
Cash Repayments
Entertainment
Stocktaking
Wages Inc. NI
Travel and Transport
Telephone
Cleaning Materials
Accountancy Fees
Stocktaking Fees
Legal Fees
Surveyors' / Valuers' Fees
Repairs and Decoration
Training Courses
Fixtures Purchased
Rent Deposit
Drawings
VAT Payments
Other
Other
Other
Total Expenses
Income less Expenditure
Balance Brought Forward
Closing Bank Balance

Jan

Feb

Mar

Apr

May

Jun

Jul

Aug

Sep

Oct

Nov

Dec

Totals

The Money Required
Outline the overall cost of starting the business and if you have not already done so state the intended
investment including VAT.
Costs
Fixtures and fittings
Deposit
Solicitors
Training
Stock on Valuation
Survey
Working capital
Investment capital inc. VAT
Total Required
Source of Funds
Cash
Secured loan
Unsecured loan
Overdraft
Other (specify)

Total

SWOT Analysis – summarise your thoughts
Strengths

Weaknesses

Opportunities

Threats

Additional Information
The following area allows you to include any further information you feel may be appropriate to include in
your business plan.

