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Executive Summary

{SUMMARY OVERVIEW: The Executive Summary should be written last, after you have completed the other components of the plan. It should be a one to four page section that gives the reader a quick summary of the bare essentials contained in each of the business plan components to follow. Use this narrative to capture the reader’s interest, and as a sales tool for your business plan. Avoid too many details in this section. Details will be addressed later. Remember, some readers never make it past this part of the business plan. A well-written summary can convince the reader to thoroughly explore the rest of the plan. Optionally, a confidentiality statement may precede the Introduction.
Related Links: Download New Restaurant Opening Manual
This summary overview should be deleted from your working copy after you have completed the text in this section.}

CONFIDENTIALITY STATEMENT: Information contained in this business plan is strictly confidential and is being presented to specific persons with the understanding that those persons will maintain confidentiality and not disclose or distribute any part of this plan to third parties without the prior written permission of the author(s). Information includes any data, reports, schedules, or attachments that may be contained in or referred to in this document.
[The Executive Summary should be presented in the following order and include a short introduction. The introduction should introduce the name of the restaurant with a brief one or two line description. It should also include a Statement of Purpose, outlining the intentions of this plan such as to secure investment, financing, or a suitable location for the concept.]

Introduction/Statement of Purpose [Example: Blue Water Grill is an exciting new casual theme concept offering fresh Gulf seafood served amid a slightly upscale ambiance. The creator(s) of this concept, [enter names], are seeking to raise investment capital, obtain financing and secure an ideal location for the restaurant.]
Company Description [Summary of the section]
Business Concept [Summary of the section]
Management Team [Summary of the section]
Market Analysis [Summary of the section]
Marketing Strategy [Summary of the section]
Operations [Summary of the section]
Investment Analysis [Summary of the section]
Growth/Exit Plan [Summary of the section]
Financial Projections [Summary of the section]
Company Description

{SUMMARY OVERVIEW: Describe the ownership, location, and capitalization of the proposed restaurant.

This summary overview should be deleted from your working copy after you have completed the text in this section.}

Organization

{SUMMARY OVERVIEW: This section should be a brief description of the type of organization the restaurant is a part of. If the name of the restaurant is a d.b.a. then it should be stated as such. It should include the legal name and whether it is a sole proprietorship, Limited Liability Company; partnership, or private corporation. This section should also include a brief description of the ownership/partnership structure, including percentage of ownership.

This summary overview should be deleted from your working copy after you have completed the text in this section.}

 [Name of restaurant] will be owned and operated by [Company name] [legal name of the ownership entity (company)], a [sole proprietorship; limited liability company; partnership of (list the partners); a limited partnership with the General Partner being (name of the General Partner); a joint venture between (list participants); a Sub S corporation with the primary shareholders being (list shareholders) and the Board of Directors and Officers being (list the board and officers of the corporation); etc.]. [Continue with an explanation of the ownership structure and percentage of ownership of each participant. Since there are literally hundreds of ways to structure ownership, it is not feasible to include a pre-worded template for this section.] [Here is an example of how to word this section for a limited partnership wherein the General Partner owns 50% and the Limited Partners (sometimes known as Silent Partners) own the other 50%]

[Example: Blue Water Grill will be owned and operated by BWG, Ltd., a Texas limited partnership consisting of John Smith, the General Partner, and ten limited partnership shares. The General Partner will own 50% of BWG, Ltd., and the Limited Partners will own the other 50%, with each of the ten limited partnership shares representing 5%. 

Specifics of the partnership can be found in the partnership agreement, a copy of which is included in the Appendices.] 

Location

{SUMMARY OVERVIEW: If a definitive site has not yet been chosen, list the area or city the restaurant is to be located. This section can be updated if needed once a site has been selected. Describe the type of facility the proposed restaurant is to be located in and whether the facility will be leased (include the terms of the lease) or purchased. Use this section to disclose any special property ownership. An example of special property ownership might be where the general partner or owner owns the property and building but will be leasing it back to the organization that owns the restaurant.

Related Links: Leasing Essentials For Restaurant Operators: What you need to know to protect your business & get the best terms; Avoid a Leasing Horror Story 
This summary overview should be deleted from your working copy after you have completed the text in this section.}

 [Name of restaurant] will be located at [a location to be decided; list the actual address if known. Include the city, state and zip code.]. [Company name] will maintain a corporate office at [list actual address; the same address as the restaurant; a location to be decided].

The facility for the restaurant is a [lease space in a thriving shopping center; free-standing building on approximately [# of acres or square footage] [acres; square feet of property]. [Describe any special property ownership arrangements.] [Briefly describe the area where the restaurant will be located. Include major streets, intersections, or known geographical areas.]
Capitalization

{SUMMARY OVERVIEW: Give a brief overview showing the estimated capitalization needed to open the restaurant and the planned sources for funding it. Keep this section brief. Detailed projections and investment requirements will be explained in the Investment Analysis and the Financial Projections sections of the business plan. 
Related Links: Download Restaurant Startup & Feasibility Model – Table Service; Download Restaurant Startup & Feasibility Model – Quick Service
This summary overview should be deleted from your working copy after you have completed the text in this section.}

The proposed restaurant will cost an estimated [$ amount] to open. A detailed cost breakdown is provided in the Financial Projections section of this business plan. Funding for the venture will be provided by [partners; owners; contributions from the partners and proceeds from bank financing; a variety of sources]. The proposed sources of funds are as follows:

	Source of Funds

	Amount

	[General Partner]
	[$200,000]

	[Limited Partners]
	[$400,000]

	[Bank Loan]
	[$100,000]

	[Equipment Leasing]
	[$100,000]

	[Total]
	[$800,000]


[The [Operating Agreement; Partnership Agreement; Articles of Incorporation; etc.] provides specific details of the investment role for each [partner; shareholder; owner; etc.].]
Please refer to the Investment Analysis section for a detailed explanation of investor roles and expected returns.

[Loans & Equipment Leases – Provide an overview of each loan or equipment lease that is planned. Investors and financial institutions will want to see the amount of the loan or lease, the payback period, the assets to leverage it, and the estimated payments.]
Business Concept

Concept Description and Statement 

{SUMMARY OVERVIEW: This section is used to describe your restaurant concept in a fashion as to project a visual image to the reader. It should explain the service style, size of restaurant, seating capacity, décor and furnishings, operating hours and meal periods, atmosphere, general menu theme, and related products and services the restaurant may offer such as catering, delivery, retail, etc. 

This summary overview should be deleted from your working copy after you have completed the text in this section.}

[Name of restaurant] will be a [moderately priced; inexpensive; medium to expensive], [casual-theme; fine dining; quick service; buffet; cafeteria; family style; etc.] style restaurant serving [fine steaks and seafood; high quality fast food; southwestern cuisine; authentic Mexican fare; etc.] The service style of the restaurant will be [a table service featuring a professional wait staff (more description is encouraged); a counter service style concept where the customer will order from the counter and the food will be delivered to the table; a quick serve restaurant that will serve the guest immediately after ordering; a buffet style concept with courteous wait staff to serve water and beverages; a take out only style restaurant with no dining room, etc.]. 

[Alcohol Service optional]

The décor for [Name of restaurant] can be described as [art-deco; southwestern theme; contemporary; reminiscent of the 50’s and 60’s; etc.]. The furnishings will reflect the projected image of the décor and restaurant concept. The [dining room; guest waiting area; customer lobby; entry;] [give a brief description of the dining room, lobby area, etc.].

Unique selling points of the restaurant include [list anticipated points of difference that this concept offers such as ‘All You Can Eat Stone Crab’ or ‘Fresh Seafood Market’, ‘Roaming Live Entertainment’, unique décor or design, Famous ½ lb burgers, etc.].

The restaurant will have approximately [number of seats] seats in the dining room [and another [number of seats] seats in the bar]. [Additionally, [Name of restaurant] will have banquet facilities to seat [number of seats] guests for private functions.] [Other services will include catering and delivery as well as a take out room available with a separate entrance.] 

This concept requires a [free standing building; or a lease space; located in a mall, etc.] of approximately [minimum square footage] square feet to [maximum square footage] square feet. The restaurant should have a minimum of [number of parking spaces] parking spaces available to meet the demands of anticipated customer traffic.

[Name of restaurant] will be open [number of days] days a week. The restaurant anticipates serving [continuously] during the [breakfast, lunch and dinner, etc.] meal periods. The expected hours of operation are as follows:

	
	Breakfast
	Lunch
	Dinner

	Monday
	[Not open]
	[11:00am-3:00pm]
	[3:00pm-10:00pm]

	Tuesday
	[Not open]
	[11:00am-3:00pm]
	[3:00pm-10:00pm]

	Wednesday
	[Not open]
	[11:00am-3:00pm]
	[3:00pm-10:00pm]

	Thursday
	[Not open]
	[11:00am-3:00pm]
	[3:00pm-10:00pm]

	Friday
	[Not open]
	[11:00am-3:00pm]
	[3:00pm-11:00pm]

	Saturday
	[9:00am-1:00pm]
	[11:00am-3:00pm]
	[3:00pm-11:00pm]

	Sunday
	[9:00am-1:00pm]
	[11:00am-1:00pm]
	[Not open]


The restaurant should be perceived as a [casual-theme; fine dining; quick service; buffet; cafeteria; family style; etc.] establishment appealing to [adults; families; business clientele; diners of all ages; business and residential customers; college students and; multiple demographic segments; etc.] The atmosphere at lunch will be [describe ambiance, casual, upscale, entertainment, lighting, etc.]. Average meal prices for lunch will run [low price range] to [high price range]. The average length of the dining experience at lunch is anticipated to be [time in minute or hours and minutes].

The atmosphere for dinner will vary from lunch by offering [describe ambiance, casual, upscale, entertainment, lighting, etc.]. Meal prices for dinner are expected range from [low price range] to [high price range]. The dining experience at dinner will be approximately [time in minute or hours and minutes].

As mentioned earlier, the menu will feature [fine steaks and seafood; high quality fast food; southwestern cuisine; authentic Mexican fare; etc.]. Signature dishes include [list 2 or 3 featured menu items]. The menu will encompass several selections from each of the following categories:

[Appetizers – A selection of 4 to 8 appetizers will be offered. They will be items that are quick to prepare, most in under 3 minutes. Presentation will be emphasized in a manner that is consistent with the image we are trying to project.]

[Soups and Salads – There will be two soups of the day, a house salad and 4 to 5 entrée style salads.]

[Sandwiches – We will offer 6 to 8 signature sandwiches served on sour dough French hoagies.]

[Pastas – Ten to twelve past entrees will be offered featuring a variety of pasta styles and sauces, char-broiled and sautéed seafood, pan grilled fish, etc.]

[Desserts - [Name of restaurant] will offer 2 to 3 prepared desserts available from our suppliers.]

The restaurant will offer additional services including [takeout; drive-thru window; catering; delivery]. [Provide any important aspects pertaining to any related services or products the restaurant may offer]
Sample Menu

{SUMMARY OVERVIEW: Use this section to display a sample menu if you have one prepared. A well written and attractively designed menu sample can help to sell your concept. Refer to the related links regarding menu engineering. 

Related Links: Menu Engineering Basics; Sharpen Your Menu IQ; Online Seminar: Menu Format & Design Techniques
This summary overview should be deleted from your working copy after you have completed the text in this section.}

Design/Layouts

{SUMMARY OVERVIEW: Architectural drawings, floor plans, and artist renderings will also help to sell your concept. Include visual components of the concept in this section if available.

Related Links: 26 Concept and Design Items You may be Overlooking; How to Design Your Restaurant’s Floorplan; How to Design a Seating Capacity of a Dining Room
This summary overview should be deleted from your working copy after you have completed the text in this section.}

Management Team

{SUMMARY OVERVIEW: This section of the restaurant business plan is intended to convey the background and experience of the managing partners or owners as well as key management personnel that will operate the business. You should include a résumé type summary for each of the management or owner/management persons or entities such as a Management contractor. The summary should begin with the name of the person and a brief description of the role they will have in the management of the business. You may also choose to insert actual résumés in this section or list them in the Appendices section of the business plan.

You should change the titles of the management positions as needed. It is not essential to use the titles as listed; only that you list key management personnel. Other titles might include Director of Operations, Vice-President, Area Manager, Bar Manager, Entertainment Director, Banquet or Catering Director, etc.

Related Links: Download Job Descriptions from RestaurantOwner.com
This summary overview should be deleted from your working copy after you have completed the text in this section.}

Managing Partner/Owner - [Name of Owner/Partner]
{SUMMARY OVERVIEW: The primary owners/managing partners should be listed first. Change the title of this section as needed (i.e. Sole Proprietor; Managing Partner(s); General Partner; etc.) It is acceptable to include multiple partners in this section. Explain the management role the individual will have in running the business and give a brief description of the individual’s experience and qualifications to occupy this role. A résumé may be included here or listed and included in the Appendices section.

This summary overview should be deleted from your working copy after you have completed the text in this section.}

[Name of Owner/Partner] has enjoyed a successful career for over [# of years] years in the restaurant industry. [Mr./Ms.] began [his/her] career at [name the establishment] as a [name the position]. Since then [he/she] has excelled in the industry, having worked at [name other places of importance; list former positions held; summarize any successes; add sentences as needed].
General Manager - [Name of General Manager]
{SUMMARY OVERVIEW: The General Manager is a crucial position to the success of a restaurant. You may omit this section if one of the managing owners will be filling the General Manager’s role (be sure to note this on the managing owner’s role summary.  A résumé may be included here or listed in the Appendices section.

Related Links:  Download General Manager Job Description
This summary overview should be deleted from your working copy after you have completed the text in this section.}

[Name of General Manager] is uniquely qualified as the General Manager for [Name of restaurant]. [He/She] has been in the restaurant industry for over [# of years] years. Previous experience includes [list former positions held; summarize any successes; add sentences as needed].
As the General Manager [he/she] will oversee and coordinate the planning, organizing, training and leadership necessary to achieve stated objectives in sales, costs, employee retention, guest service and satisfaction, food quality, cleanliness and sanitation.

Kitchen Manager/Chef - [Name of Kitchen Manager]  
{SUMMARY OVERVIEW: The Kitchen Manager or Chef is another essential position. Explain the role this position will have in the operation of the restaurant. Give a brief summary of the experience and unique qualities of the individual that will help the operation to be successful. A résumé may be included here or listed in the Appendices section.

Related Links: Download Kitchen Manager Job Description
This summary overview should be deleted from your working copy after you have completed the text in this section.}

The Kitchen Manager for [Name of restaurant] will be [Name of Kitchen Manager]. [He/She] has an extensive background in the restaurant industry. [His/Her] [previous/current] position [was/is] the [list position] for [Name of restaurant/business]. Other experience includes [list former positions held; summarize any successes; add sentences as needed].

As Kitchen Manager, [Name of Kitchen Manager] will be directly responsible for all kitchen functions including food purchasing, preparation and maintenance of quality standards; sanitation and cleanliness; training of employees in methods of cooking, preparation, plate presentation, portion and cost control and sanitation and cleanliness.

Management Agreements

{SUMMARY OVERVIEW: Management agreements, though not mandatory, may be used to lay out the expectations of the manager, the incentive plans, if any, and a termination strategy. You should disclose if there are to be any management agreements in place between the company and owners, hired employees, or third party management company. Include a copy of the management agreement if available either here or in the Appendices section of the plan. It is also acceptable to state that while a management agreement will be in place, none has been drafted as of yet. You should consult with your attorney before implementing a management agreement. 

Related Links:   Restaurant Management Contracts; Download Employment Agreement Template
This summary overview should be deleted from your working copy after you have completed the text in this section.}

Management Agreements will be executed between the company and [list all parties that will execute a management agreement]. The purpose of these agreements is to define the expectations of both parties, establish an incentive structure, and define the grounds under which the agreement may be terminated.

These agreements have been reviewed by the private counsel of [name the law firm that drafted or reviewed the agreements].

Sample agreements can be found in the Appendices section.

Confidentiality Agreements

{SUMMARY OVERVIEW: This section assures investors, bankers, and prospective partners that the company will be proactive in the protection of trade secrets and confidential information that could harm or threaten the success or growth of the restaurant and its owners.

Related Links: Download Confidentiality Agreement
This summary overview should be deleted from your working copy after you have completed the text in this section.}

[Name of restaurant] will enforce that all employees sign a confidentiality agreement. Confidentiality agreements with our employees and partners will protect our recipes, operating systems, policies and procedures. Having a confidentiality agreement in place is essential to protect the company’s trade secrets, and show our employees that we take our business seriously.

A sample agreement can be found in the Appendices section.

Market Analysis

{SUMMARY OVERVIEW: The Market Analysis section should reveal several factors about the potential market for your concept. This section has been designed to educate the reader about the restaurant market in general and how that relates to your particular concept. It begins with an overview of the state of the restaurant industry. The next step is to evaluate the target market that your concept best appeals to and how that relates to the overall restaurant market with respect to diner demographics, preferences, and habits. The next component, the Location Analysis, should describe the market conditions that exist in the location you have selected. It should also compare the location statistics to your anticipated target market. Finally, it should include a competitive analysis that depicts the area competition and how that will affect your concept. There are several companies, as well as software aids, that specialize in location and demographic statistical data and feasibility analysis. Real estate brokers in particularly have access to much of the information needed to complete a comprehensive market analysis.

This summary overview should be deleted from your working copy after you have completed the text in this section.}

Industry Assessment

{SUMMARY OVERVIEW: This section is used to describe the state of the restaurant market in general. The National Restaurant Association publishes their annual Restaurant Industry Forecast each year and makes it available for purchase. This makes a great appendix for a business plan. This business plan template includes a summary of some key statistics found in this report and other publications issued by the NRA.

Related Links: 2007 Restaurant Industry Forecast
This summary overview should be deleted from your working copy after you have completed the text in this section.}

Stronger Sales

According to the National Restaurant Association, industry sales for 2007 are expected to reach a record $537 billion dollars in the U.S. That figure is a whopping 5% increase over 2006 sales and represents the sixteenth consecutive year of real sales growth for the industry.  Restaurant industry sales account for 4% of the GNP for the United States.

Positive economic indicators and increases in consumer’s disposable income give rise to expectations that 2007 will be another record year for the industry. The total number of locations is expected to top 935,000 in this year and reach 1 million locations by the year 2010.

Eating places, defined as full-service, limited service, cafeterias, social caterers and snack bars by the NRA, contribute the bulk of industry food and drink sales. Of that segment, full-service restaurant sales for 2007 are projected to reach $182 billion, a growth rate of 5.1% over 2006. Quick-service sales are also set to increase by 5% and topping $150 billion in 2007
Ethnic Diversity

Restaurants have long been considered among the most diverse workplaces with foreign-born employees making up roughly 25% of the workforce. This diversity ratio spills over into restaurant ownership as well, with one in four eating and drinking establishments being owned by African- Americans, Hispanic-Americans or Asian-Americans — a ratio that is higher than the national average. Furthermore, the number of minority-owned restaurants is growing faster than the industry as a whole.
Leading Employer

The restaurant industry is the nation’s largest private-sector employer with approximately 12.8 million workers in 2007 representing almost 9% of the total U.S. workforce. According to the National Restaurant Association, the industry has created, on average, approximately 250,000 jobs per year for the last ten years and is slated to add 2 million new jobs during the next ten years. 

Nevertheless, the industry remains far behind other retail segments, posting $61,000 in annual sales for every full time equivalent employee.  Furthermore, and even though the labor shortage is not as severe as it was in the mid to late 1990s, a sizeable proportion of restaurant operators report that the lack of labor is causing problems. 

In a National Restaurant AssociationSurvey, forty-six percent of quickservice operators and roughly one-third of fullservice restaurants reported that they were seeing fewer applicants for hourly positions than they had two years before. Restaurant operators reported an even greater decline in the number of qualified job applicants. Sixty-eight percent of quickservice operators and nearly half of fullservice operators surveyed said that they were seeing fewer qualified job applicants than two years earlier. Many restaurateurs say it’s taking longer to fill job vacancies than it did two years ago.

Operators, in their effort to combat labor shortages, are expected to dedicate more resources to employees training, offer health benefits, and take measures to step up recruiting. 
Meeting Challenges

In addition to labor concerns, operators report that rising wholesale costs, energy cost, healthcare insurance and liability insurance costs have negative impacts on their business. As a result, the National Restaurant Association has slated these issues as part of their public policy agenda. They have pledged to take an active role in affecting commodity prices and trade and support current legislation for healthcare reform. They also support an effective energy policy and are in favor of legal reform to reduce frivolous lawsuits against the industry.

Consumer Trends

Approximately 47% of all food dollars spent by consumers is spent in eating and drinking establishments. That figure is up dramatically since 1955 in which only 25% of all consumers spending for food and drink went to restaurants. 43% of adults are of the opinion that eating away is as cost effective as cooking at home and cleaning up. 

Expenditures on food away from home rise dramatically for households with income before taxes of $30,000 or more. Household incomes of greater than $75,000 have increased to 28%. Higher income households tend to spend more of their food dollar in meals away from home. 

According to the National Restaurant Association’s Restaurant Spending the typical American household spent $2,634 on food away from home, a per capita expenditure of $1054. Households in metropolitan areas tend to spend more than households in non-metropolitan areas. Households with income over $70,000 spent an average of $4,544, $1,466 per capita on food away from home. Other trends noted in the report showed that adults between 35 and 54 spend more on food away from home as a result of their higher incomes. Of that group, households headed by 35-44-year-olds spent an average of $3,234 for food away from home. 

Flourishing economic growth, changing lifestyles and a diverse ethnic population have contributed to the variety of cuisine and restaurant concepts, making the U.S. a world leader in restaurant innovation. Ethnic cuisines have mingled with traditional restaurant fare resulting in varied menus at every industry segment. 

The baby boomer population, the demographic segment that has the most significant impact in terms of marketing and menu mix, is getting older. By the year 2010, 19% of the population will be between the ages of 50 and 64. The changing dining habits of this group will greatly influence menus and restaurant concepts in the coming years.

Statistics show that the average adult purchased a meal 5.3 times per week in 2004. Public awareness of health issues continues to prompt operators to provide more health conscious menu items. Entrée salads saw the most significant increase across all industry segments. Low-carb items, healthful options for children, and locally produced foods and produce have become more prevalent.

Operators expect to see continued interest in ethnic foods, high flavor items such as bold and spicy foods, sandwiches and seafood.

Beverage trends were characterized by the continuing popularity of bottled water, specialty coffees and iced tea, and increasing wine sales at full service restaurants. 69% of quick service operators reported that bottled water sales had significant increases.

A federal survey released in September 2004 revealed that Americans spend 73 minutes a day eating and drinking. They spend approximately 5.1 hours per day on other leisure activity such as watching television, exercising or socializing. 

Travel and tourism is again on the rise with an expected 2% increase in domestic travel and a 5.6% increase in tourism from abroad. Tourism is expected to increase closer to pre 9/11 levels by the year 2007.

Operation Trends

Greater use of technology and more reliance on staff training will be used to increase productivity and gain higher revenues. More than two-thirds of restaurant operators say they are more productive than they were two years ago. Nearly thirty percent of food-service operators say they are increasing their budget for technology spending.
Nearly two thirds of all restaurants now have websites including 9 out of 10 fine dining restaurants. In addition to posting information such as menu and location, an increasing number are expected to offer other services such as reservations, delivery and takeout ordering.

Menu prices for 2007 are expected to increase at a rate of 2.9%, slightly lower than the 3.1% growth seen in 2005 and 2006. The expected increase is due in part to increased commodity and energy costs, as well as the increase in the minimum wage.
Gift cards and gift certificates in restaurants continue to be the number one preference by consumers as compared to other retail industries. Gift card (and gift certificate) sales account for roughly 5% of annual restaurant sales. Expect a continued increase in the number of restaurants offering gift cards in 2008. 
Banquet, catering, delivery and takeout continue to be on the rise in full service restaurants as operators take advantage of assets already in place. Half of family- and casual-dining operators and two thirds of fine-dining operators now offer catering. Nearly 40% of operators surveyed by the NRA say that takeout sales are a larger proportion of revenue than it was two years ago.

Menus will be strongly influenced by the health-conscious diners as well as the adventurous. The growing sophistication of American diner’s palates as well as the ethnic diversity in the U.S. will continue to challenge operators to roll out new menu items and ingredients.

Information Sources

For more information about current trends and statistics, visit the National Restaurant Association website at www.restaurant.org.  

2007 Restaurant Industry Forecast; National Restaurant Association

National Restaurant Association’s Restaurant Spending 

October 2006 Survey, National Restaurant Association

U.S. Department of Labor

U.S. Census Bureau

Target Market

{SUMMARY OVERVIEW: Careful evaluation should be used to determine  the preferred target market that your concept best appeals to and how that relates to the overall restaurant market with respect to diner demographics, preferences, and habits. Use this section to describe the ideal (targeted) customer profile for the concept, including demographics (head of household age, income, household size, ethnicity, single or multi-family housing); preferred market size of residential and business population; preferential residential and business proximity; traffic count preferences; preferred industry of market (if applicable) such as tourism; seasonal market characteristics; preferred diner categories (care-free, health-conscious, traditional, adventurous); lunch and dinner trade factors.

Related Links: Spending Patterns by Age; 

This summary overview should be deleted from your working copy after you have completed the text in this section.}

We anticipate that [Name of restaurant] will appeal to a broad base of consumers. While we expect to be frequented by all types of diners in both the residential and business community, the concept should be particularly suited to specific demographic and market conditions. The location selected for [Name of restaurant] should contain characteristics similar to the targeted market for the restaurant. 

The menu, service style and ambiance of [Name of restaurant] has been created to appeal primarily to [adventurous; carefree; health-conscious; traditional] diner while also appealing heavily to [adventurous; carefree; health-conscious; traditional] diners as well. The concept should especially attract [low; middle; high] income diners with a [predominance; blend] of [single households; family households; single and family households]. 

The market should be inhabited by a [large; moderate; small] population, providing a sufficient customer base of which to draw from. The immediate surrounding area should have a [predominance; blend] of [single family housing; multi-family housing; single and multi-family housing]. Preferably, the area should include a [moderate; heavy] industrial market. The concept [depends on; lends itself to] the [tourism; manufacturing, travel; general business] [industry; community]. [Lunch; Dinner; Lunch and dinner] traffic will be directly affected by the size of the business community. 

Preferable demographic and market characteristics for [Name of restaurant] have been identified and summarized in the following table. [Note: There are many variables by which to determine market preferences for a particular concept. The following table is just one example.]

	Market Characteristic
	Preference

	Population – City
	[50,000+]

	Residential population – 1 mile radius
	[10,000+]

	Residential population – 3 mile radius
	[20,000+]

	Head of household age
	[35-45]

	Household size
	[2.3 or more]

	Ethnicity
	[Anglo; Hispanic; African-American; Asian]

	Location traffic count – lunch
	[800 cars/hr]

	Location traffic count – dinner
	[500 cars/hr]

	Household income
	[75,000+]

	Per capita income
	[35,000+]

	Primary diner trait
	[adventurous; carefree; health-conscious; traditional]

	Secondary diner trait
	[adventurous; carefree; health-conscious; traditional]

	Major Industry base
	[n/a]

	Businesses – 1 mile radius
	[Multiple office buildings; at least 1 large employer such as plant or manufacturing facility]

	Businesses – 3 mile radius
	[n/a]

	Alcoholic Beverage Service
	[No restrictions]

	
	

	
	


Location Analysis

{SUMMARY OVERVIEW: Some business plans, probably most, are created before a site has been selected. Therefore, the location analysis may be limited to the general area or city for the proposed concept. Site selection though is often considered the most crucial aspect of the business planning cycle. The Location Analysis should describe market conditions that exist in the location (or general area) you have selected. It should also compare the location statistics to your anticipated target market. Information gathered and displayed here should include demographic statistics, description of local industry and economic outlook, location traffic counts, residential and business population and proximity. You should also draw comparisons between market conditions for the selected location, and the targeted market characteristics of the concept. List the surrounding neighborhoods, points of interest, and area businesses. Demographic and other information about a specific market can be found through various sources, including websites. Contact the local Chamber of Commerce, the U.S. Census Bureau, the Department of Labor (U.S. and state), and the Secretary of State for your state, the Comptroller’s Office or the County Clerk. The most useful information though will come from your real estate broker. They have access to demographic information that is more specific to the immediate area surrounding the location. They can provide you with reports for 1, 3, and 5 mile radiuses.  Real estate broker oftentimes subscribe to services such as Claritas that collect more targeted data than is publicly available.

Related Links: U.S. Census Bureau; Dept. of Labor; MapInfo Website; How to Conduct a Market Survey; Claritas Website; 

This summary overview should be deleted from your working copy after you have completed the text in this section.}

The location for [Name of Restaurant] was selected because of the market similarities that exist between the proposed location and the target market for the concept.  The city of [name of city] has a population of [# of population] according to [the U.S. Census Report; the local Chamber of Commerce; report provided by your real estate broker; other source].  Leading industry segments include [list the main industries in the area]. [Describe how each industry contributes to the local economy and the number of jobs it adds to the economy. Describe also how a particular industry may be beneficial to your restaurant concept. Example: Tourism is a major part of the local economy. The tourist market in [name of city] brings 200,000 visitors annually, contributing $50,000,000 to the local economy. The industry provides approximately 10,000 jobs making it the leading job provider for the community. [Name of restaurant] should benefit handsomely from the tourist trade due to the unique concept intended to attract visitors.] 

The residential population in the immediate area (within a one mile radius) is comprised of a [predominance of; mixture of] [single family; multi-family] housing. Key [neighborhoods; housing developments] that are considered vital to the success of [Name of restaurant] include [list the neighborhoods or housing developments and the size]. The average household income in the immediate area is [$$] as compared to the city average household income of [$$]. 

Surrounding businesses include [list some of the major employers or businesses in the immediate area that you will depend on for a portion of your sales revenue. Emphasize businesses that should have a significant impact and explain why]. The employment population within a one mile radius is reported to be [# of employment population]. The number of businesses in the area is [# of business], [# considered office space or industrial] of which are office space or industrial.

The following chart shows the market characteristics for the selected site.

	Demographic & Business Characteristics
	1 mile 
	3 mile
	5 mile

	Residential Population
	[8,900]
	[24,500]
	[19,800]

	# of Households
	[3880]
	[11,070]
	[9,011]

	Avg. household size
	[2.3]
	[2.2]
	[2.2]

	Avg. age – Head of household
	[38]
	[34]
	[39]

	Single family dwellings
	[2,440]
	[10,560]
	[5,150]

	Multi-family dwellings
	[1,430]
	[13,967]
	[3,870]

	Ethnicity – Hispanic
	[19%]
	[21%]
	[23%]

	Ethnicity – African-American
	[11%]
	[10%]
	[11%]

	Ethnicity – White
	[55%]
	[55%]
	[49%]

	Ethnicity – Asian
	[12%]
	[11%]
	[14%]

	Ethnicity – Other
	[3%]
	[3%]
	[3%]

	Household income
	[$48,551]
	[$38,774]
	[$35,338]

	Per capita income
	[$21,189]
	[$17,554]
	[$16,025]

	Total # of businesses
	[247]
	[601]
	[489]

	Office Bldg/Industrial Parks
	[23]
	[62]
	[45]

	Traffic Count – Lunch
	[867 cars/hr]
	[n/a]
	[n/a]

	Traffic count – Dinner 
	[324 cars/hr]
	[n/a]
	[n/a]

	
	
	
	

	
	
	
	

	
	
	
	


	Primary Residential Clusters
	# of Dwellings
	Single or Multi-family
	Proximity to restaurant

	[Tanglewood Estates]
	[620]
	[Single-family]
	[½ mile]

	[The Meadows]
	[325]
	[Single-family]
	[1/4 mile]

	[The Harbor on the Lake]
	[260]
	[Multi-family]
	[½ mile]

	[Greenwood Gardens]
	[410]
	[Single-family]
	[1 mile]

	[Tallowood Townehomes]
	[600]
	[Multi-family]
	[1 mile]

	[Frontier Heights]
	[590]
	[Single-family]
	[1 ½ mile]

	
	
	
	

	
	
	
	


	Primary Business Centers
	# of Workers
	Type
	Proximity to restaurant

	[Harnden Office Building]
	300
	[Offices]
	[½ mile]

	[Igloo Manufacturing]
	450
	[Plant]
	[1/4 mile]

	[3 Corners Industrial Park]
	425
	[Industrial]
	[½ mile]

	[Greenwood Mall]
	300
	[Retail]
	[1 mile]

	[Clearview Manufacturer’s Outlet]
	250
	[Retail]
	[1 mile]


Competitive Analysis

{SUMMARY OVERVIEW: Use this section to describe local competition in terms of proximity and similarities to your concept. The competitive analysis should show the extent of market saturation, the type of other restaurants in the area, and specific restaurants deemed to be in direct competition with your concept. List the unique aspects of your concept that give you a competitive advantage over each.

Related Links: Download Competitor Review Form; 

This summary overview should be deleted from your working copy after you have completed the text in this section.}

The proposed location for [Name of restaurant] is occupied [by several; by few; by many; largely by older restaurants; by a combination of both older and newer restaurant concepts]. The majority of existing restaurants is comprised [predominantly of; by a mixture of; of few] [fast food; new establishments; chain based restaurants; casual theme concepts; etc.] Restaurants that could be considered in direct competition with our concept include [list the restaurants].

The following chart displays restaurants within approximately a [one; three] mile range. It includes all restaurants of significance including both limited service and full service establishments.

	Area Restaurants within a 1 Mile Range

	Name
	Type
	Brkfst;Lunch;Dinn
	Direct Competition

	[McDonald’s]
	[Fast Food]
	[B,L,D]
	[No]

	[Luby’s]
	[Cafeteria]
	[L,D]
	[No]

	[Blue Water Grill]
	[Casual Full Service]
	[L,D]
	[Yes]

	[Hugo’s]
	[Fine Dining]
	[D]
	[Somewhat]

	[Pizza Hut]
	[Pizza-Delivery]
	[L.D]
	[No]

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


Restaurants that might be considered direct competition for our target market customers are listed in the next table. It is important to note that the restaurants listed are not necessarily similar concepts to [Name of restaurant]. However, we feel that we are competing for a similar customer base.

	Name
	Theme
	B; L; D
	Check Average
	Proximity

	[Blue Water Grill]
	[Casual theme table service featuring seafood and steaks]
	[L,D]
	[Lunch - $10-$12; Dinner - $18-$25]
	[Less than 1 mile]

	[Hugo’s]
	[Fine dining serving French cuisine]
	[D]
	[ Dinner - $40-$60]
	[Less than 1 mile]

	[Chili’s]
	[Casual Theme table service featuring burgers, salads, and southwestern fare entrees]
	[L,D]
	[Lunch - $10-$12; Dinner - $14-$16]
	[1-3 miles]

	[TGI Friday’s]
	[Casual Theme table service featuring burgers, salads, American and cross culture fare entrees]
	[L,D]
	[Lunch - $10-$12; Dinner - $16-$18]
	[3-5 miles]

	[Tortugas Cantina]
	[Full service serving Tex-Mex fare]
	[L,D]
	
	[3-5 miles]

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


[Name of restaurant] should be considered unique to its competition because of [Explain the unique qualities or distinct points of difference the restaurant concept has. Differences can be food related, atmosphere, service style, location, or other unique selling proposition]. 

Marketing Strategy

{SUMMARY OVERVIEW: A comprehensive business plan includes a sound marketing plan. Owner, investors and bankers want to know you have a proactive plan to grow your business. You can’t rely on instant popularity and simple word of mouth marketing just because some restaurants, but not many, open their doors to instant success. Use this section to paint a picture of your restaurant’s marketing strategy before and after you open the doors. Distinguish your marketing plans for Grand Opening as opposed to ongoing marketing. Add other marketing ideas as needed and delete those that don’t fit into your plan.

Related Links: Restaurant Marketing; Special Report: How to Turn New Movers into New Money for Your Restaurant; Audio: How to Turn New Movers into Regular Customers
This summary overview should be deleted from your working copy after you have completed the text in this section.}

Overview

{SUMMARY OVERVIEW: Give an introductory summary of the marketing philosophy that will guide your marketing program. This introduction should convince the reader that a well thought out, workable plan is in place. Use a descriptive, enthusiastic approach to verbalize the plan.

Related Links: Restaurant Marketing; 10 Tactics for Driving Sales
This summary overview should be deleted from your working copy after you have completed the text in this section.}

The success of [Name of restaurant] will be achieved by serving great food, providing friendly service and employing an aggressive marketing plan to build customer traffic. Today’s market requires more than just good food and service to make a restaurant successful. At [Name of restaurant] we will constantly strive to enthusiastically win more customers by being proactive rather than reactive in our marketing efforts. 

Management will endeavor to create and maintain a positive, appealing image for the restaurant. This image will be consistently portrayed throughout all marketing channels and sales promotions. The following exemplifies some of the tactics we will use to drive more sales.

Customer Database

{SUMMARY OVERVIEW: Explain the method that will be used to build your customer database. List any software or tools such as your POS system that will be used to house the data gathered. Include an explanation of how you will get your customers to provide their personal information. It is suggested that you establish a Privacy Policy that can be presented to your customers. Include a copy here or in the Appendices.

Related Links: Download Customer Privacy Policy; Download Customer Database Template; 
This summary overview should be deleted from your working copy after you have completed the text in this section.}

[Name of restaurant] will aggressively seek to build a database of our guests. Guests will have an opportunity to be included in the database so they can participate in our promotions such as [list some promotions or marketing strategies you will use; birthday or anniversary cards; frequent diner program; email notification of upcoming specials; coupons; etc.]. The database will be gathered and maintained on [list the software or POS system you will use for the database; our POS system; our _______software].  We will gather names in a variety of manners including [list methods you will capture the names; staff requests; business card drop for free lunch; guests signup book with promotional signage; menu insert promotion; etc.].

[Name of restaurant] will respect our guest privacy by confidentially protecting personal information we collect. See Appendices for our customer Privacy Policy.

Frequent Diner

{SUMMARY OVERVIEW: Explain the basics of the Frequent Diner program you will be using, if any. Frequent Diner programs can be facilitated through your POS system or specialized card swipe terminals used by independent processors. You’ll want to have a good working knowledge about the compatibility of your customer database with a separate Frequent Diner program.

This summary overview should be deleted from your working copy after you have completed the text in this section.}

The restaurant’s marketing plan will include an active Frequent Diner program. The program will allow us to reward our guests for their continued patronage. The program shall have flexibility to allow us to be creative in our reward structure. Additionally, it should allow us to adapt to changing market trends.

We anticipate implementing a Frequent Diner program as a function of our POS (Point of Sale) system. Several of the major POS systems have this feature. Alternatively, there are several stand alone programs that the management team will review. The management team will thoroughly review each program to determine which system most effectively meets the requirements to make [Name of restaurant] successful.

Email Campaign

{SUMMARY OVERVIEW: Email as a marketing tool has been a growing phenomenon for a few years now. Unfortunately, spammers have infiltrated this market to the disdain of all. Nevertheless, email can be an essential part of your direct marketing plan. It’s inexpensive and promotions can be created quickly without the time and cost associated to produce mailers. Promotions can include monthly newsletters, specials, announcements, etc.

Related Links: Email Best Practices; How to Get Started in Email Marketing
This summary overview should be deleted from your working copy after you have completed the text in this section.}

We anticipate capitalizing on our customer database by instituting an effective email marketing strategy. We will give our customer the option to receive email communications from our restaurant. Customer’s privacy will be protected and we will not email our customers without their permission.

Our email marketing strategy will include an awareness not to inundate our guests with email. Promotional content will be developed with the goal of enticement versus quantity.

The program should incorporate tools to measure effectiveness and customer satisfaction.

Mailer campaign

{SUMMARY OVERVIEW: Direct mail remains a highly effective tool to reach new customers. It can also be very effective when used in conjunction with a well maintained customer database. Simple practices such as mailing birthday and anniversary cards to existing customers help to build customer loyalty. 

Related Links: How Coupons Create Customers; How to Get All the Customers You Will Ever Need
This summary overview should be deleted from your working copy after you have completed the text in this section.}

[Name of restaurant] will further take advantage of our customer database by also implementing a consistent direct mail strategy. This strategy will include promotions such as [list some promotional ideas; sending a birthday card to our guests; sending anniversary invitations with R.S.V.P.; monthly coupons; monthly or quarterly newsletter; catering promotions; etc.]. 

We will seek the use of [software or mailing service program] to assist us in the implementation of the campaign.

Community/Charity Involvement

{SUMMARY OVERVIEW: Community involvement helps build name awareness as well as loyalty. Diners tend to frequent establishments that give back to the community. Sponsoring charities has always been a great method to build support for your restaurant and provide help to others. Any good marketing plan will include charitable contributions. Contributions can be financial, your time or the use of your resources such as banquet hall for meetings or serving equipment for events. Use this section to explain how you will support local sports teams, churches, and fundraisers. List any clubs or organizations you will be a part of as well.

Related Links: Working With Local Charities to Build Business and Respect in the Community
This summary overview should be deleted from your working copy after you have completed the text in this section.}

The [title such as general manager; managing partner; etc.] will be responsible for identifying community organizations such as churches, sports teams and other clubs located in the market. [Name of restaurant] will have an active role in the promotion of these organizations through participation, donations and sponsorship. Representatives of [Name of restaurant] will be available from time to time to take active leadership roles when feasible.

Business Relationships

{SUMMARY OVERVIEW: Building solid business relationships can lead to big bucks for aggressive owners. You can build tourism traffic by establishing relationships with hotel concierges. A strategic relationship with a major employer can help to draw lunch traffic from employees or from executive entertainment. Catering revenue is enhanced when you know who books the catering. Delivery to area businesses at lunch helps the business guest and you. Summarize your business relationship ideas here.

Related Links: How to Tap in to the Growing Tourist Market; Building Strategic Business Relationships
This summary overview should be deleted from your working copy after you have completed the text in this section.}

The concept of [Name of restaurant] lends itself to obtain favorable benefits from strategic business relationships. Our appeal as a [moderately priced; inexpensive; medium to expensive] [casual-theme; fine dining; quick service; buffet; cafeteria; family style; etc.] positions us as a likely destination for [tourists; business lunch diners; workers during lunch; shoppers; clients or employees of a business such as members of a gym, movie theater, or entertainment complex]. Possible relationships include an affiliation with [name targeted affiliations such as hotel concierges to capture visitors; or specific businesses such as a major employer]. 

The [title such as general manager; managing partner; etc.] will actively pursue business relationships that will be beneficial to [Name of restaurant].

4 Walls Marketing

{SUMMARY OVERVIEW: In house marketing is one of the most effective tools you have to keep existing guests coming back. Briefly describe ideas you will incorporate to promote your restaurant from within such as table tents, menu inserts, displays or signage, suggestive sales tactics or frequent diner promotions. Suggestive sales, upselling, and the promotion of new menu items are examples of on premise marketing.

Related Links: How to Market From the Inside Out; The Power of Suggestion
This summary overview should be deleted from your working copy after you have completed the text in this section.}

In house marketing will be heavily promoted at [Name of restaurant]. Management will constantly find methods to promote the restaurant to our guests on a daily basis. 

Our staff will be trained for and encouraged to promote suggestive selling techniques. Upselling to our customers will be emphasized. 

We will also use [list examples of promotional ideas; table tents; indoor signage; menu inserts; business card drawings; announcements, staff conveyance, table visits, etc.] to further promote [Name of restaurant]. [Add any other ideas for in house marketing you may want to convey in the business plan.]
Public Relations

{SUMMARY OVERVIEW: An Effective Public Relations takes creativity and work. You may choose to handle this aspect of marketing yourself or, dependent upon the type of restaurant you have, you may hire a PR firm. Whichever method you choose, briefly describe how PR will be handled.

Related Links: The Value of PR; Public Relations vs. Advertising
This summary overview should be deleted from your working copy after you have completed the text in this section.}

The [title such as general manager; managing partner; etc.] will be entrusted with the task of generating positive PR for [Name of restaurant]. Likely solutions for advancing the restaurant’s public image may include the hiring of a public relations consultant or firm as deemed necessary by the [title such as general manager; managing partner; etc.]. Possible publicity opportunities include [the promotion of charitable events; press releases; newsworthy contests; columnist reviews; etc.]. 

Special attention will be given to connect our community and charity involvement with PR opportunities.

Advertising

{SUMMARY OVERVIEW: All restaurants advertise in one form or another. Simple signage with the name of your restaurant is advertising. Whether you are a proponent of advertising or not your plan should be described here. Some operators may choose to use this section to express a view against excessive advertising, choosing instead to bolster other marketing techniques. Either way, investors or bankers will be interested in your viewpoint.

Related Links: Picking and Choosing Media Advertising; Outdoor Signage; Tuning in Your Customers; Promoting Your Restaurant through Ad Specialties
This summary overview should be deleted from your working copy after you have completed the text in this section.}

The restaurant will adopt a [moderate; aggressive] advertising strategy. Outdoor signage for [Name of restaurant] will be [describe outdoor and window signage the restaurant will have if known (neon signs, changeable copy advertisement, elaborate design signage, etc.); dependent upon lease space restrictions; designed within allowable limits to achieve maximum exposure]. 

[Name of restaurant] [will; will not] utilize [traditional; non-traditional] methods of advertising. Management’s viewpoint on advertising is [state in your own words the philosophy the restaurant will adopt towards the use of traditional advertising such as radio, newspaper, billboards or television. This can be a pro or con assessment. If your viewpoint is pro advertising then state the mediums you plan on using for advertisement].
Operations

{SUMMARY OVERVIEW: The operations section of the business plan should convey a general description of how the restaurant will be operated on a day to day basis. It should include a summary of the staffing structure, training and customer service standards, and daily operations, production of menu, major suppliers, management controls and administrative systems. The operations section may be the most critical to the success of your restaurant; not so much from investor and banker’s perspective, but as a comprehensive plan to share with management and employees.

Related Links: Download Restaurant Operations Checklists
This summary overview should be deleted from your working copy after you have completed the text in this section.}

Overview

Management will establish sound operating guidelines by which to conduct the day to day operations for [Name of restaurant]. Policies, systems and procedures will be adopted and documented using the combined resources of RestaurantOwner.com and the previous experiences of the management team. Our membership at RestaurantOwner.com provides the management team with valuable, up to date resources to assist in the startup and operation of [Name of restaurant]. The site contains hundreds of articles, downloadable tools and other resources packed with practical insights on marketing, customer service, restaurant startup, business management, menu promotion, staffing and much more. Management will have at their disposal the expertise of thousands of other operators through a member forum. 

Staffing 

{SUMMARY OVERVIEW: This section should list the staff positions, the number people needed for each position and the average rate of pay for the position. List any recruiting plans or services you will use to hire your staff. Describe the hiring standards and interview process that will be used. This is not intended to be a labor cost projection. That will be addressed in the Financial Projections section of the business plan.

Related Links: Download Job Descriptions from RestaurantOwner.com; How to Identify Great Hourly Workers; Hire Better Employees; Download Interview Rating Form; Download Employee Performance Evaluation; Hiring Customer-Friendly Staff
This summary overview should be deleted from your working copy after you have completed the text in this section.}

[Name of restaurant] is expected to employ from [minimum # of employees] to [maximum # of employees] employees. Management has adopted an effective interview process designed to staff the restaurant with highly qualified people for each position. Each applicant will be rated and evaluated according to a pre-defined set of standards adopted for each position. [Background checks [will; will not] be utilized for designated positions.]

Recruiting efforts will include [list the methods you will use to recruit your staff;  jobsite employment trailer; placing ads in the local paper; recruiting field trips to competitors; changeable copy signage posted at the jobsite; referrals and recruiting from previous employment of the management staff; securing the services of a local restaurant recruiting agency]. 

Expected staffing levels for both full and part time positions for the restaurant are shown in the following table:

	Position
	Full Time #
	Part Time #
	Pay Range

	[General Manager]
	[1]
	
	[$40,000-$50,000/yr]

	[Assistant Manager]
	[2]
	
	[$28,000-$32,000/yr]

	[Kitchen Manager]
	[1]
	
	[$30,000-$35,000/yr]

	[Line Cooks]
	[5]
	[2]
	[$9-$12/hr]

	[Prep Cooks]
	[3]
	[1]
	[$7-$9/hr]

	[Dishwashers]
	[4]
	
	[$6-$7/hr]

	[Hostess]
	
	[5]
	[$7-$9/hr]

	[Servers]
	[12]
	[6]
	[$3/hr +tips]

	[Bartenders]
	[3]
	[3]
	[$5/hr+tips]

	[Bussers]
	[3]
	[3]
	[$4/hr+tips]

	[Cashiers]
	[3]
	
	[$7-$9/hr]

	
	
	
	

	
	
	
	


Training

{SUMMARY OVERVIEW: Provide an overview of the training programs that the staff will undergo. Include in house training as well as 3rd party training such as state mandated Alcohol Awareness Program servers may have to attend. Make references to employee manuals and training tools. List them in the Appendices section.

Related Links: Download Training Manual Templates; Download Server Training Checklist ; Download Alcohol Management Program; 

This summary overview should be deleted from your working copy after you have completed the text in this section.}

A thorough training program will be adopted for every position in the restaurant. Highly qualified people filling those positions will be provided training materials and personal instruction. They will learn the [Name of restaurant] method of how to operate a successful restaurant.

Newly hired personnel will be instructed in customer service, safety, and health laws in addition to the job functions of their respective positions. Training manuals for each position will be edited to reflect the unique requirements of [Name of restaurant].

[Servers will undergo an in house Alcohol Management Program that teaches the importance of responsible alcohol service. Additionally, The state of [state you are in] mandates that servers of alcoholic beverages be certified in a state approved course.]

Daily Operations & Production

{SUMMARY OVERVIEW: This section should describe in summary the day to day operations of the restaurant from opening to close. It should convey to the reader that management has a sound plan for operating the restaurant. Briefly explain operational issues such as scheduling, departmental job functions, ordering and receiving, menu production, service, general safety procedures and maintenance.

Related Links: Download Restaurant Operations Checklists
This summary overview should be deleted from your working copy after you have completed the text in this section.}

[Name of restaurant] will be opened [# of days] days a week for [breakfast; lunch; dinner] necessitating [multiple; a single; staggered shifts]. Schedules will be written by departmental managers and posted every [time interval between schedules; monthly; weekly; every two weeks, etc]. The schedules will be written in a manner that allows management to increase or decrease hourly labor according to sales volume in order to maintain a consistent labor cost control.

Designated management [and kitchen staff] will report for work [# of hours before opening; a few hours before opening; in sufficient time before opening; etc.] to prepare for opening. 

The menu [has been; will be] created in a manner to allow the preparation of many recipe ingredients to be done ahead of time. Proper labeling and rotation techniques, accompanied by ample storage facilities will ensure that high quality prepared product will be sufficiently available to meet the demands during peak business hours. Replenishment and ongoing preparation will continue during off peak business hours.

[Management; departmental managers; kitchen manager; designated managers] will be responsible for ordering, receiving and maintaining sufficient inventory to meet production demands. Ordering schedules will be staggered with perishable products being ordered multiple times per week to preserve freshness. Standard grocery and supply orders will be ordered less often, according to a predetermined schedule and storage capacity.

[Service staff; front of the house; terminology depends on what type of service style the restaurant will use] will arrive at staggered intervals, allowing sufficient time to prepare for anticipated customer traffic.

Management will adopt the use of operational checklists to verify that each work shift has been properly prepared for and to insure the operational standards are followed before, during and after work shifts.

The [table service; quick service; counter service; etc.] service style of [Name of restaurant] is by design intended to complement the guests overall perception of the restaurant, creating a designed guest experience. The restaurant layout, including the dining room, design [, bar or lounge layout; if applicable] kitchen and serving line, [will be; has been] designed for efficiency and flexibility to accommodate the fluctuation in customer traffic and peak meal periods.

The production of our menu and servicing of the guest begins with the arrival of the guest. [Use this section to describe how guests will be greeted, seated, have their order taken, how the order turned in to kitchen or bar, how it will be processed in the kitchen or bar, how it will be then delivered back to customer, how the customer will pay, etc.; This explanation should help the reader to visualize the entire guest experience. Because it is impossible to offer suggestions for every conceivable service style, we have provided an example for a table service concept.]
[Example: The production of our menu and servicing of the guest begins with the arrival of the guest. The guest should be greeted by a seating hostess promptly. Depending upon seating availability the guest will either be seated immediately or asked to wait in the lobby or bar until their table is ready. Awaiting guests will be able to order refreshments in the bar (lounge). Once their table is ready, the guest will have the option to either pay their tab or have it transferred to their table via the POS system. 

Once seated, the guests should be quickly acknowledged by a member of the service staff. Beverage orders will be requested and ordered through the POS system. A service bartender will receive the order via of a designated order printer. Once prepared, the server will deliver the drinks to the guests.

The primary server will then inform the guests of our specials and then suggest selections from our appetizer menu. Appetizer orders will be entered into the POS system and printed at the appropriate stations in the kitchen including the expeditor station.

The expeditor will ensure that the targeted production time of 3 to 5 minutes for appetizers is met for each order. Available servers will deliver the appetizers to the table and serve according to the designated guest positions. The primary server will then request salad and entrée orders. Again, all orders received will be entered into the POS system and orders will print out at the appropriate kitchen or bar station. The expeditor will ensure ticket times are kept within the 10 to 15 minute acceptable time parameters for entrée service, 3 minutes for salad service.

Available servers will deliver the food according to the designated guest position. Constant monitoring of the table by all staff will ensure that dirty dishes are cleared promptly and drinks refilled regularly.

The primary server, upon the clearing of all completed dishes, will request dessert or after dinner drink orders. Orders will be processed accordingly and within the acceptable time parameters. The server will monitor the table to determine the proper time to present the guest check. The customer will be given a few moments to review and prepare payment to the server. The server will make change or process credit cards as required and return the authorized card voucher to the guest. 

Once the guest has left the table, the service staff will immediately clean the table and prepare it for the next seating.]

The kitchen preparation line has been designed to be operated by a minimum staff of [# of line cook/servers] line [cooks/servers] and a maximum of [# of line cook/servers] line [cooks/servers]. This design allows line staffing to be adjusted to the business volume.

Shift changes for all staff will entail cleanup, restocking and preparation. All monies will be settled at the end of each shift. The closing shift will involve designated closing duties that will leave the restaurant clean and fully prepared for the next day opening crew.

Customer Service

{SUMMARY OVERVIEW: Use this section to explain procedures addressing customer service. Describe plans for establishing service attitudes and policies. Include an overview on how customer complaints will be handled and how the restaurant will go about getting customer feedback such as surveys or through mystery shoppers.

Related Links: The Value of Empowering Your Employees; Download Mystery Shopper Report; Excuse Me, This Wine Tastes Funny; Take the Mystery Out of Mystery Shopping; Tips From a Restaurant Reviewer; What Do Customers Want?; Service-The Real Product of Your Restaurant; Handling "Guests from Hell"; Cashing In on Complaints; 

This summary overview should be deleted from your working copy after you have completed the text in this section.}

Customer service at [Name of restaurant] will be given special emphasis throughout the operation. Customer surveys estimate that only 1 in 20 customers that have a problem in a restaurant will tell management about it. It will be our goal to provide a product in a manner that exemplifies highly responsive and proactive customer service.

Training programs will include specific material to teach our employees about service attitudes, customer perception and how to deal with guest complaints. Management will conduct periodic staff meetings intended to review policy, increase guest satisfaction and to keep a general line of communication between staff and management.

All guest complaints will be empathetically acknowledged by the staff and immediately referred to management. Programs will be in place to systematically deal with various types of guest complaints. More serious complaints will be documented and kept on file.

Customer feedback will be accomplished by [Include specific policy and procedures for monitoring guest satisfaction such as customer surveys or the use of mystery shoppers.]

Suppliers

{SUMMARY OVERVIEW: List the major suppliers you will use. You should also list suppliers for specialty products that make your business unique. It is advisable to show contingency plans for replacing key suppliers. If your concept relies on unique products like Florida stone crabs, Maine lobster, or specially imported items then you’ll want to have a backup plan readily available. You may also choose to designate the payment terms you will seek with each supplier.

Related Links: 7 Ways to Halt Receiving Losses; Download Prime Vendor Forms; Competitive Bidding; Seminar: Profitable Purchasing Practices; Download Approved Vendor List; Download Ordering Schedules and Worksheets
This summary overview should be deleted from your working copy after you have completed the text in this section.}

Management will establish relationships with qualified suppliers (vendors) that can provide reasonably priced product, delivered according to the schedule that benefits the restaurant. Alternate suppliers will be identified for use if the regular supplier cannot deliver the products needed. The following table illustrates the suppliers we plan on doing business with:

	Product
	Main Supplier
	Terms
	Alternate Supplier

	[Grocery, supplies]
	[Sysco Food Service]
	[15 days]
	[Ben E. Keith]

	[Meats]
	[Ditta Meat Co.]
	[7 days]
	[Texas Meat Purveyors]

	[Seafood]
	[Gulf Coast Seafood, inc.]
	[10 days]
	[Sysco Food Service]

	[Beverage]
	[Coca-Cola Bottling]
	[COD]
	[Restaurant Services, inc.]

	[Alarm Monitoring]
	[ADT]
	[Net 30]
	[N/A]

	[Linen Company]
	[Admiral Linen]
	[Net 15]
	[Roland Uniform Service]

	[Bakery]
	[Glass Bakery]
	[COD]
	[N/A]

	[Pest Control]
	[Rollins]
	[Net 30]
	[Integrated Pest Control]


Management Controls

{SUMMARY OVERVIEW: Describe specific management controls such as inventory procedures, checklists, ordering, software, POS systems, theft prevention, etc. that will be used to manage the restaurant, time and attendance tracking.

Related Links: Tracking Weekly Food Cost; POS Evaluation Worksheet; Weekly Report Every Restaurant Should Prepare; How to Choose a POS System; Download Restaurant Operations Checklists; Download Inventory Spreadsheet; Download Ordering Schedules and Worksheets
This summary overview should be deleted from your working copy after you have completed the text in this section.}

Management will practice sound management procedures in order to control costs, insure quality of product and provide friendly customer service. The following systems will be used by management:

POS System. Careful evaluation and dutiful research will be used in the selection of a POS (point of sale) system that best meets the needs of [Name of restaurant]. [The POS system will be configured with requisition printing, a process which forces food and beverage items to be registered in the system before the items can be prepared. Requisition printing has proven to reduce costs by as much as 3-5%.] The POS system will also be the control center to regulate the flow of service and item preparation. Built-in cash controls will help in tracking sales and receipts.

Time & Attendance System. The restaurant will use an [automated] time and attendance system. Management will evaluate systems that are integrated into the POS system as well as stand alone time clock systems. Hourly labor cost control and the ability to transfer information to our payroll processing will be key factors in system selection.

Scheduling System. Management will adopt a scheduling system that expedites the preparation of schedules, reflects anticipated labor budgets, and helps to regulate labor cost. 

Operations Checklists. The restaurant will be managed with the use of various checklists. Consistent use of checklists will help to maintain quality control while ensuring that established procedures are followed. Checklists will be used by various personnel for customer service, purchasing, receiving and storage, preparation, cleaning, shift changes, opening and closings.

Order Guide. The restaurant will use an item specific order guide to track order history and maintain designated levels of product in inventory.

Weekly Inventory. Management will conduct a weekly inventory to determine valuation for use in the preparation of weekly profit and loss reports.

Daily Inventory Tracking. Daily inventory will be taken on specific items. Movement will be compared to sales data to ensure designated products have been properly accounted for.

Cash Audits. Management will conduct periodic cash audits for all cashier stations. Surprise shift audits are an effective tool to determine cashier/bartender under ringing. 

[Video Surveillance. Video surveillance will be in place to monitor activities and deter crime.]

[Mystery Shopper. The restaurant will engage the service of a secret shopper service from time to time. The mystery (secret) shopper is an effective tool to get a customer’s perspective of the average guest experience. Feedback will help management to constantly improve customer service.]

Safety Reviews. Periodic safety assessments will be performed to ensure that employees and guests are not exposed to dangerous or harmful conditions or actions. 

Liability Reviews. Periodic assessments will also be done to evaluate the liability exposure of the restaurant. Alcohol awareness, employee relations and guest treatment will be scrutinized from time to time.

Administrative Systems

{SUMMARY OVERVIEW: List accounting systems, bookkeeping systems and policies, payroll processing, financial controls, etc. used in the administration of the restaurant.

Related Links: Download Daily Sales & Receipts; How to Select a CPA; Never Let the Bookkeeper Handle Cash; 4 Week Accounting Period; The Best Way to Format a P&L; Download Sales Report Templates; Quickbooks and 4 Week Accounting Periods; NRA's Uniform System of Accounts; How to Accrue Payroll in a Restaurant and Why it is the Most Important Monthly Task You are Ignoring; 

This summary overview should be deleted from your working copy after you have completed the text in this section.}

Daily Cash Control. Sales and receipts recorded by the POS system will be compared to actual cash and credit card deposits on a daily basis. Acceptable over/short amounts will be limited to [$5.00] per day. Discrepancies greater than [$5.00] will prompt management to conduct an immediate audit to account for the difference. Monthly totals will be compared to actual P&L statements for accuracy.

Cash, debit card and credit card receipts will be deposited in a deposit account that is kept separate from the general operating account. Transfers to the general operating account will be made as necessary. Separation of the two accounts is intended to aid in account reconciliation and cash flow management.

Weekly Prime Cost Report. The [bookkeeper; accountant; accounting service; designated manager] will prepare a weekly report that shows the gross profit margin after cost of goods sold and labor cost has been deducted from the sales revenue. The prime cost for this type of restaurant is expected to range from [55%; 58%; 60%] to [60%; 62%; 65%]. Proper control of the prime cost is the single most effective measure of management’s ability to operate the restaurant. Weekly monitoring allows for quick reaction to adverse cost ratios.

Purchasing Records/Payables. The [bookkeeper; accountant; accounting service; designated manager] will process and record invoices and credits daily. Reports detailing cash expenditures, payments by check, and accounts payable transactions will be readily available. Check disbursements will be prepared by [bookkeeper; accountant; accounting service; designated manager]. Check signing authority for the general operating account will be given to [bookkeeper; accountant; accounting service; designated manager; general manager; the managing partner, etc.] 

Accounting System/Service. Management will be responsible for the timely preparation of monthly financial statements, including monthly Profit & Loss and Balance sheet. To accomplish this task [Name of restaurant] will [employ; contract with] a [position such as accountant or bookkeeper; company such as a bookkeeping service or CPA]. 

Payroll Processing. Payroll checks will be issued [weekly; bi-weekly; semi-monthly; etc.]. The [bookkeeper; accountant; accounting service; designated manager] will run reports from the time & attendance system, make necessary adjustments, and prepare for transfer to the payroll system. Payroll will be processed by [in house accounting program; payroll processing service].
Investment Analysis

{SUMMARY OVERVIEW: The Investment Analysis should provide a detailed picture of the investment plan for the restaurant. It should incorporate the sources of funds as well as a proposed return on investment analysis (ROI).
 Related Links: 10 Common Restaurant Startup Mistakes (and how to avoid them)
This summary overview should be deleted from your working copy after you have completed the text in this section.}

Source of Funds

{SUMMARY OVERVIEW: Funding sources include loans, investment capital form partners or owners, funds from venture capitalists, etc.
Related Links: AUDIO: How to Improve Your Chances of Getting a Loan
This summary overview should be deleted from your working copy after you have completed the text in this section.}

Funding for the venture will be provided by [partners; owners; contributions from the partners and proceeds from bank financing; a variety of source]. The proposed sources of funds are as follows:

	Source of Funds

	Investment Type
	Amount

	[General Partner]
	[Capital contribution]
	[$200,000]

	[Limited Partners]
	[Capital contribution]
	[$400,000]

	[Bank Loan]
	[Loan or Lease]
	[$100,000]

	[Equipment Leasing]
	[Loan or Lease]
	[$100,000]

	[Total]
	
	[$800,000]


[Note: You may to choose to insert a spreadsheet that reflects the sources of funds instead of using the table provided. It is also a good idea to explain if loans or leases are to be guaranteed; how the investor is affected by it.]

Capital Contributions (Investment Roles)
{SUMMARY OVERVIEW: Most plans will have only one type of investor such as partners or shareholders. However, in some cases there may be multiple types of investor roles. An ROI analysis should be presented for each separate investment role or group. Additionally, each investor role should have a brief description of the expected financial requirements, ownership percentage (if applicable), ROI, and an explanation of how that investment role could be affected by unexpected cash requests in the even they are needed.
This summary overview should be deleted from your working copy after you have completed the text in this section.}

Capital contributions required for the restaurant will come from [the owner; several sources; the General Partner and each of the limited partners; each of the owners; etc.] The amount required from each of these investment roles, as shown in the Source of Funds section, is dependent upon the successful acquisition of funds from each of the listed sources. The funds will be used to fulfill the projected capital budget requirements as explained in the Financial Projections section. Adjustments to the amount of funds needed by each source may be necessary in the event of unforeseen circumstances. Allowances for that possibility have been addressed in [the Operating Agreement; the Partnership Agreement; the Articles of Incorporation; other].
Return on Investment (ROI) Analysis

	Investment Role
	How many of each
	Amount of Contribution
	Expected ROI on Original  Investment
	Expected ROI after Original  Investment has been Recovered
	Maximum Liability

	[General Partner]
	[1]
	[$200,000]
	[$40,000/yr]

[33% of Cash Distributions]
	[50% of Cash Distributions]
	[No limit]

	[Limited Partners]
	[10]
	[$40,000]
	[$10,000/yr]

[6.7% of Cash Distributions]
	[5% of Cash Distributions]
	[$80,000]

	
	
	
	
	
	

	
	
	
	
	
	


Equity Analysis
	Investment Role
	How many of each
	Amount of Contribution
	Ownership %
	Cash Distributions %

	[General Partner]
	[1]
	[$200,000]
	[50% Equity]
	[50% of Cash Distributions]

	[Limited Partners]
	[10]
	[$40,000]
	[5% Equity]
	[5% of Cash Distributions]

	
	
	
	
	


These tables suggest the anticipated ROI and equity distributions.  They are intended to be a summary only and do not reflect unanticipated occurrences. Please refer to the [partnership agreement; Articles of Incorporation; other] for clarification of equity and cash distributions.

[Note: You may to choose to insert a spreadsheet instead of using the tables provided. RestaurantOwner.com may publish documents or spreadsheets from time to time that could be used in this section.]

Growth Plan/Exit Strategy

{SUMMARY OVERVIEW: Use this section to portray future expansion possibilities and opportunities. This section can also be used to explain exit options for investors that may want to cash out or remove themselves from ownership.
Related Links: 

This summary overview should be deleted from your working copy after you have completed the text in this section.}
Expansion Plans

[Name of Restaurant]’s appealing menu, comfortable atmosphere and reasonable prices will position the concept for broad customer appeal in a wide range of markets. 

The operating partner(s) will focus first and foremost on developing this concept to achieve a successful return on investment without the need for expansion. However, because of its broad appeal, the concept does lend itself to expansion opportunities. The comprehensive approach we’ve taken in the creation of the business philosophy, systems and controls will enhance our ability to deal with the expansion of the concept. 
Investor Exit Options

The [Operating Agreement; Partnership Agreement; Articles of Incorporation; By-Laws, etc.] has provisions to allow investor partners to sell or forfeit their interest in [Company Name].
[Provide an overview of the conditions pertaining to any buyout options or forfeit provisions that pertain to the investor partners.]

Investor Expansion Options
 [If you have definitive expansion opportunities for investors, convey them here. Otherwise, omit this section.]
Financial Projections

{SUMMARY OVERVIEW: For potential investors, the Financials are often viewed the heart of the business plan and chance are good that they will get lots of attention. This is where they have the opportunity to evaluate the financial viability of the venture and – all important – gain a sense of the risk and return on investment the venture offers. 

The chief things any investor will want to learn from the Financials section are:

· How much startup capital will the venture require and where it will come from.

· How profitable is the restaurant likely to be.

· How does this restaurant’s projected sales and expenses compare with actual restaurants.

· When can the investor(s) expect to get their investment back?
· What kind of ROI is this investment likely to generate.

Even though you may have years of hospitality experience and are an expert at operating a restaurant, lenders and investors also want to know you understand the financial side of the business. Showing knowledge of the numbers lets them know you see the big picture and are capable of not only running a restaurant but you have the skills to build a successful business as well.
Even though you may not have a financial background, you’ll need to understand the numbers on the various schedules and statements that make up the Financials section and be prepared to answer questions about the assumptions used to prepare them. Don’t be concerned or intimidated at the prospect of having to understand and even explain the numbers. As you’ll soon see, they’re basically just common sense and we’ve designed this section to be very straightforward and easy to understand so that as will as those who read your business plan will have a clear picture of the financial aspects of your venture. 

*************************************************************
This section requires the completion of the Restaurant Business Plan Financial Projections. The Financial Projections section is comprised of several sub-sections, each represented by a schedule or statement worksheet from within the workbook.

 The schedules and statements included in the Financial Projections section are:

Project Sources & Uses of Cash

Capital Budget (Start-up Cost Projections)
Sales Projection Worksheet

Hourly Labor Projection Worksheet

Detailed Statement of Income & Cash Flow Year 1

Summary Statement of Income & Cash Flow Year 1

Summary Statements of Income & Cash Flow Years 1-5
Break-even Cash Flow Projection
The Restaurant Business Plan Financial Projections download includes a preparation guide, Preparation Guide-Financial Projections, which explains each sub-section and provides instructions for completing the worksheets.
Once you have completed the worksheets, they can be inserted in the corresponding pages below. The pages in this section can be presented in the following methods.


Printed copy-
Option 1: Prepare and print the business plan, then insert each worksheet after the appropriate section title page. The title page should be kept as is since it is used to automatically generate a Table of Contents with page numbers in MS Word. 
Option 2: Advanced MS Word users may be able to insert the worksheet copy onto the corresponding section title page. Certain format changes will be required. Due to the tricky nature of integrating Excel spreadsheets with Word document, RestaurantOwner.com can not support this method.
E-mail copy-

Option 3: The section title page should include the reference: “Please refer to the “[Name of worksheet]” worksheet located in the attached Excel file entitled “Financial Projections”.
Related Links: Download Restaurant Startup & Feasibility Model – Table Service; Download Restaurant Startup & Feasibility Model – Quick Service
This summary overview should be deleted from your working copy after you have completed the text in this section.}

Project Sources & Uses of Cash
[Please refer to the “Project Sources & Uses” worksheet located in the attached Excel file entitled “Financial Projections”.]

[Note: Include the reference line above if you are sending a copy of the completed plan via email. Otherwise, insert the printed worksheet behind this page. ]
Capital Budget (Start-up Cost Projections)
[Please refer to the “Capital Budget” worksheet located in the attached Excel file entitled “Financial Projections”.]

[Note: Include the reference line above if you are sending a copy of the completed plan via email. Otherwise, insert the printed worksheet behind this page. ]

Sales Projection

[Please refer to the “Sales Projection” worksheet located in the attached Excel file entitled “Financial Projections”.]

[Note: Include the reference line above if you are sending a copy of the completed plan via email. Otherwise, insert the printed worksheet behind this page.]
Hourly Labor Projection
[Please refer to the “Hourly Labor” worksheet located in the attached Excel file entitled “Financial Projections”.]

[Note: Include the reference line above if you are sending a copy of the completed plan via email. Otherwise, insert the printed worksheet behind this page.]

Detailed Statement of Income & Cash Flow Year 1

[Please refer to the “P&L-Detail” worksheet located in the attached Excel file entitled “Financial Projections”.]

[Note: Include the reference line above if you are sending a copy of the completed plan via email. Otherwise, insert the printed worksheet behind this page.]

Summary Statement of Income & Cash Flow Year 1

[Please refer to the “Summary P&L” worksheet located in the attached Excel file entitled “Financial Projections”.]

[Note: Include the reference line above if you are sending a copy of the completed plan via email. Otherwise, insert the printed worksheet behind this page.]

Summary Statements of Income & Cash Flow Years 1-5

[Please refer to the “5 yrs P&L” worksheet located in the attached Excel file entitled “Financial Projections”.]

[Note: Include the reference line above if you are sending a copy of the completed plan via email. Otherwise, insert the printed worksheet behind this page. ]

Break-Even Cash Flow Projection
[Please refer to the “Break-Even P&L Summary” worksheet located in the attached Excel file entitled “Financial Projections”.]

[Note: Include the reference line above if you are sending a copy of the completed plan via email. Otherwise, insert the printed worksheet behind this page.]

Appendices

{SUMMARY OVERVIEW: Insert any appendices that you referred to in the previous sections.
This summary overview should be deleted from your working copy after you have completed the text in this section.}
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