1.0 Executive Summary


‘Fantastic Steak Buffet’, unlike any other restaurant emphasize on value pricing to the growing demand of steak lovers in Kuching city. It caters for the public who wish to enjoy the pleasure of steak-dining with affordability and enjoyment. 


Currently, Kuching is ‘infested’ with much growing Western food cafe. The dining of steak has been a trend for the locals. However, our ‘Fantastic Steak Buffet’ differs as it offers in a buffet style with much selection of cooking method. The pleasure of watching steak preparation and the process of displaying grilled steak would enhance the dining experience. The all-you-can-eat concept would certainly enhance value for customers money.


The purpose of this business plan is to get finance and investment from those who is interested. It can also be used to obtain loans from local financial institutions. The financing is essential as such business concept require much initial capital injection. It would cover the process of kitchen design, architectural plans, and manual and recipe books, rents, equipments and also to cover operating expenses in the first year of business.

1.1 Objectives


Fantastic Steak Buffet objectives for the first 3 years are :

· To survive 

· To achieve nett profit of sales more than 5% annually

· To reduce staff turnover targeting maximum 3 workers per year 

· To maintain value pricing despite the potential entrants of rivals

· To have sufficient funds to set up a new branch

1.2 Mission / Vision


Fantastic Steak aims to be the pioneer and the leading company in the Western steak market in local settings. We want our customers to enjoy the most spectacular dining experience. We would like to offer our customers the privilege of having quality food with affordable prices and fun atmosphere. 


Customer satisfactions will our utmost priority. We will strive for the providing the best value and respect for customers. Fantastic Steak would be the main dining location appealing to everyone.


Human resource assets would be also our main concerns. The company will develop its human resource. We want them to be part of our success. ‘Service With A Smile’ would be our main employee commitment.

1.3 Keys to Success


The key success factors in Fantastic Steak Buffet are :


1. The creation of value pricing for customers in steak dining


2. The top-notch quality food and steak


3. The ambient environment in dining the buffet style


4. Up-to-date cost control monitoring in every departments


5. Hiring and developing the best staff to be efficient in the daily operations. 

2.0 Company Overview

· Ambient environment – Marble tiles on flooring and carpeted seated area would be provided. Full air conditioning with air-ionizer purifier and Ambi-Pur Lavender scent would fill the air. 

· Demonstration – The restaurant would feature display cooking of the sirloin steaks over a self-turning grill. Preparation of the steak which include hand cutting , flipping the steak and  garnishing would be clearly visible by customers through glass windows.  

· Quality food – It will only serve tender and juicy steak. Most of the food would be obtained from certified local vendor to ensure its ‘halal’ status. Some exquisite fish such as salmon would be imported from Japan. Our cook would be carefully selected to ensure highest quality of food preparation.  

· Variety – Although steak is the main food, the restaurant also serves cold juices, omelets, bakery products, salads and soups. All these would applying self-service concept. Occasionally, we would tailored our food variety to festive season, such as ‘curry’ steak during Deepavali and ‘rendang’ steak for Hari Raya. 

· Efficient employee – Its staff would always be alert to customers needs. They would clean up tables, offering new plates, eatery utensils even before customer would ask for it. Staff would be wearing uniform for easier recognition. Employee would remember every order of special steaks to every customers. ‘Service With A Smile’ would be their motto of work.  

· Special value – For a mere price of RM 65, customers can enjoy the privilege of dining a steak buffet. Discount pricing is given if customers dine-in more than 10 times per year. Children under 12 years old would be charged half the price. For a group of eight, RM 30 discount would be given.

2.1 Company ownership


Fantastic Steak Buffet is a partnership of five persons with 20% equity possession each. They are:

· Mr Chai Ming Poh – A business degree holder from Hertfordshire University, UK, previously has working experience for 1 years in Jollibee, Singapore as branch supervisor.

· Miss Ruth Lai – – A business degree holder from Hertfordshire University, UK with 1 years working experience in Mambo King, a local Western café.

· Miss Karen Hii – A business degree holder from Hertfordshire University, UK with 1 year previous sales experience in Everise Supermarket

· Miss Jocelyn Leong – A business degree holder from Hertfordshire University, UK with experience in direct marketing of woman apparels. 

· Mr Douglas Chia – A fresh graduate of Hertfordshire University, UK with experience in direct marketing in CosWay.     

2.2  Start-up Summary


The business covers wide area of start-up costs. The budget of start-up costs cover a period of 3 months. It consumes large amount of money. Thus, justification of each item is explained below

· Location – The location would be situated in Medan Pelita Complex. The anchor business there is the Star Cineplex. The complex also provides ample parking spaces. The location is also perfect as it is high traffic area. It is also in walking distance from the Waterfront, Main Bazaar (popular tourist attraction), Riverside Majestic, Hilton and Harbour View Hotel.

· Architectural design –A specialized interior designer would be engaged. He/ She would consult the team on lighting, colour media, setting of furniture and flooring. This is important as ambient environment as one of the key success factors.

· Menu, Recipes – Colourful pictures of steak would need to be created and digitalized into a menu book for easier customers’ references. 

· Marketing – Advertisement on newspaper and color catalogue would b needed to introduce our dining concept to the community. A soft grand opening would be launched with refreshment and pastry offered to the public. 

· Operating expenses –  This include three month of operation such as electricity, water, telephone, employee salary

· Setting up – This include furniture, tables, eating utensils, air conditioning, carpets, flooring and kitchen hardware.


Each partners would contribute RM 97,320 which totaled RM486,600. RM420,000 would be deposited in bank as cash reserve and the remaining RM66,600 would be used  for business. Bank loan of RM82,000 would be obtained. 

2.3 Start-up Costs

Initial start-up cost










 RM

Architectural design ( consultation fees)



 5,000

Menu, recipes







 1,000

Marketing for initial promotion




 5,000

Setting up (Fixed assets)

· Furniture, tables



50,000

· Eating utensils




  3,500

· Air conditioning



  1,000

· Carpets




  2,000

· Marble Flooring



10,000

· Kitchen hardware ( grills, machine) 

80,000

· Computer technology



  1,500
          148,000

License / Payment for partnership set-up



     100


Total Initial Start-up Costs




          159,100

Initial operating costs (the first 3 months)

Fixed operating expenses / month

· Insurance


         1,000

· Wages of owners (2,000 x 5)         10,000 

· Rent at Medan Pelita

         8,000

· Office supplies


200
(19,200 x 3)
57,600



Variable operating expenses / month 

· Water


                       100

· Phone, Internet access
          
           200

· Electricity


        1,000

· Employee salary  (2,000 x 10 )     20,000


   

· Operating inventory (steak)
       96,000    (117,300x 3)    351,900

Total initial operating costs




          409,500

TOTAL START-UP 




          568,600

Funding

Partnership members (97,320 x 5 )



          486,600


Bank loan







82,000









          568,600

3.0 Services


Fantastic Steak would open from 10am to 10pm daily. It would be operating throughout the year even during public holidays. All meals will be self-service buffet style except being specially requested by customers. The blueprint of the dining experience is in Appendices 13.

3.1 Competitive comparison


It will offer great deals for price as we promote variety of food, create a wonderful dining experience and friendly employees to cater for customer needs. Here are some of the competitive values against the popular major food outlets in the local settings

As compared to the fast food outlets such as Mc Donalds and Sugarbun,

· it have all their side orders such as mashed potatoes and French fries

· it provides variety of steak with one fixed price

· it provides unlimited self service drinks

As compared to the Western food steak café

· it offers buffet concept for a reasonable price

· it has specially made-to-order steak upon request without additional charges

· its surrounding would be more appealing

· it displays our steak preparation

· it will be available during lunch serving ‘lighter’ steak meal as most local steak café open only at night

· there will be less confusing menu board as customers can take much variety of food without any hesitation and price considerations in mind  

As compared to the local café serving local food such as noodles and laksa

· a growing trends among small family to dine steak as much growth is anticipated in Western steak café

· it has also provide hot beverages such as coffee, Milo and tea with unlimited consumptions

· air-conditioning environment, marble flooring and exquisite interior design exhibits a modern, dynamic look than a traditional, ‘low-class’ café.

3.1.1 The strategy clock


The strategy clock is used to map our positioning in the food industry in Kuching. By mapping it, the business is actually pursuing a clear differentiation strategy. 
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3.2 Technology


The restaurant will be using the latest computer software in business management. It would use computers to print receipt (billing), check inventory, creating employee schedule and registering accounting data. 


Internet would also be subscribed from TM Net. It is used for online-booking seats and also to deals with suppliers. It also helps in information gathering on the latest recipe of preparing quality steak from around the world.

3.3 Future services


We are so confident of this project after 3 years that we would look beyond the future services that could be offered. 


First, we would provide delivery ‘steak’ service upon request. The price would be comparable or not lower than being offered the local steak café. SMS booking could also be made available.


Second, we would offer membership club for regular customers. Members can enjoy special discount during festive holidays. Membership can help in creating customer database. Knowing our customer base would definitely help in serving them better.


Third, we will look into the possibility on catering special group request. For example, we provide home catering for steak lovers during birthday party. We would also extend our service into preparing steak for wedding anniversary, soft opening of a company or launching of a special product. 


We hope to achieve all these within the framework of 3 years or less.

4.0 Market Analysis

Kuching itself has a population of almost 0.5 millions in 2000. (Department Of Statistics Malaysia, 2005). Its urban area contains 0.42 millions as compared to rural area with only 0.07 millions. This indicates that 85.5% of its population resides in the urban area. Thus, our restaurant location in the middle city area is strategic.


From the census conducted in 2000 , the average annual growth from 1991 to 2000 is 3.24 %. (Department Of Statistics Malaysia, 2005). We do not have the latest data but we are assuming such growth rate is healthy for our market in addition with the positive public trend towards steak consumption.


There are 3 main races in the local Kuching settings namely the Chinese, Malays and Dayaks. The Chinese, Malays and Dayaks contributed to 40%, 36% and 22% of the Kuching populations. (Department Of Statistics Malaysia, 2005). Thus, beef and chicken would be our main food ingredients in the steak menu. Pork would not be served as to respect the 36% Malays which is mostly Muslims. If we only cater for the non-Muslims, we would definitely lost out the 36% share, which is the second highest percentage.


The city dwellers spend about 10.5% of their monthly household expenditure on outside food and drink . (Department Of Statistics Malaysia ,2002).  This represents a large amount of disposable income. This report was based on household expenditure survey conducted in 1999. With the time lapse of 16 years into year 2005, this percentage would be higher as there is less people cooking at home due to amount of time spend in the office, the growing trend of eating outside and the much available choices of eatery outlets booming in the city. Thus, we would not want to miss to grab such abundant wealth from the disposable income on outside food.


The group with age of head of household between 35 too 44 years old had the highest percentage of their monthly expenditure spent on outside food and drinks.  (Department Of Statistics Malaysia ,2002). This is probably due to their time spend much in working places making them inconveniences to cook at home. With this fact, our restaurant offers much variety of foods and drinks. This makes them enjoying many foods in just one places. The next group is between 45 to 64 years old. This is probably due to the fact that they are in their prime or pinnacle of their career which makes them more affordable to eat outside. As such group is more affluent; we offer minimal extra charge on special request order of certain exquisite steak or original fruit juices.  


4.1 Target Market Segment Strategy

The steak buffet concept would become the pioneer in the food industry. It is the first kind offered in Kuching. As a first-mover in the concept, we would like to grab as much maximum market share of steak lovers. Thus, we had set our target segment into:

· age – teenagers and baby-boomers would much welcome such dining concept

· family unit – small family unit with 2 wage earners would find our concept affordable and valuable

· gender – mostly male due to their natural requirement for higher calories. However, we also try to influence women to dine in through marketing strategies to get both share of the market.

· income level – we targeted middle income level and higher because of their higher purchasing income

· occupation – blue-collar workers which has higher income level

4.2 Market Needs


There is an increasing trend that Kuching population has a tendency to eat outside. This can be seen with large booming numbers of fast food chains such as KFC and McDonalds and Pizza Hut. There is also increasing numbers of local café in the city area. Eating outlets caters for steaks are also growing such as West Wing, West Wood and Richmond. 


Fantastic Four would target such market needs which seeks

· high value for money

· variety and flavour of food

· speeds of service

· ambient and wonderful dining experience

· friendly, attractive and helpful staff

4.3 Marketing Strategy 


We would set allocation of RM2000 per month for our marketing efforts. Initial marketing of RM5,000 would be budgeted to create awareness of our restaurant existence around the city area.


However, we are still convinced with ‘words of mouth’ marketing. We believe by giving quality, value pricing and amazing dining experience would sustain us in the business for longer term. 

4.3.1 Marketing Objectives


We would like to lay out our marketing objectives which would guides us further into our marketing programs. These are:

· to create awareness of our dining steak concept within 2 weeks of initial operations

· to achieve average 80 persons per day after one months operations

· build customer loyalty through membership cards

· able to focus on customer complaints and rectifying them within 2 days to enhance service quality

4.3.2 Marketing Programs


Soft opening of the restaurant would be held. A light reception would be held in conjunction to welcome interested customers. Advertisement would also be published in local popular newspapers such as Sarawak Tribune and Borneo Post. We would engage with the Medan Pelita management to help us promote the place as well by letting us to exhibit a giant poster. 


The following marketing programs would focus mainly on sustaining awareness of the public perception of our restaurant. This also includes advertisement in introducing new recipe flavor of steak, giving free vouchers annually in a lucky draw, collaborating with Star Cineplex (other tenant)  in ‘bundling’ strategy such as free one pass movie for every dine-in buffet. Newspaper advertising is done at end of months from 28-30 because then many customers would have receive their monthly salary. 


We would also provide and distribute customer complaints forms to evaluate their satisfactions. Their feedback is essential to enhance our marketing value and service quality. 


Membership cards are given to customer so that they can be involved in our lucky draws during our promotional periods. However, this special card is only given for regulars who had been to our place 3 times or more. Our lucky draws would usually in the form of free pass entry to our restaurant. Membership cards are given freely and each would be entitled 50% discount after every 10 meals. Thus, this would also track their returns and frequency to our restaurants. Moreover, this also shows our appreciation for those who had been supporting our business.   


Below are the estimated costs annually for our marketing programs.

	Marketing Budgets
	
	
	
	
	

	
	Frequency  (x / month)
	Cost / item
	Costs / month
	Total costs /  year
	Percentage

	
	
	(RM)
	
	
	

	
	
	
	
	
	

	Local newspapers
	1 x 4 local newspaper
	200
	800
	9600
	40

	
	
	
	
	
	

	Lucky draws (free pass)
	10
	65
	650
	7800
	32.5

	
	
	
	
	
	

	Free pass movie
	10
	10
	100
	1200
	5

	
	
	
	
	
	

	Memberships cards
	800
	0.5
	400
	4800
	20

	
	
	
	
	
	

	Feedback forms
	500
	0.1
	50
	600
	2.5

	
	
	
	
	
	

	
	
	
	2000
	24000
	100
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5.0 Location (include layout)  + Product (include supplier) !!

6.0 Management 


Basically, this restaurant is the brainchild of 5 key members which are full of experience respectively. The management is divided into 4 key areas namely:

· Financial –would be headed by our vigilant Miss Ruth Lai who is a certified ACCA 

· Human resource – would be under the supervision of our young capable Mr Chai Ming Poh

· Marketing – would be controlled by the gifted Miss Jocelyn Leong

· Production – would be managed by our talented  Miss Karen Hii

10 employees would be hired to run the business effectively. There would be 1 person working under financial department and marketing respectively. The rest would be trained as a waiter / waitress and assistant chef. 
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6.1 Milestones


The following figures would list important milestones, projected date, duty of each department and the datelines of implementations throughout one year operating periods.

	Department
	Jan
	Feb
	Mac
	Apr
	May
	Jun
	July
	Aug
	Sept
	Oct
	Nov
	Dec

	
	
	
	
	
	
	
	
	
	
	
	
	

	Marketing
	
	
	
	
	
	
	
	
	
	
	
	

	Initial promotion
	1-7
	
	
	
	
	
	
	
	
	
	
	

	Newspaper advertising
	28-30
	26-28
	28-30
	28-30
	28-30
	28-30
	28-30
	28-30
	28-30
	28-30
	28-30
	28-30

	Lucky draws
	1-7
	1-7
	1-7
	1-7
	1-7
	1-7
	1-7
	1-7
	1-7
	1-7
	1-7
	1-7

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Production
	
	
	
	
	
	
	
	
	
	
	
	

	New product introduction
	
	
	15-30
	
	
	15-30
	
	
	15-30
	
	
	15-30

	Duty

roaster
	1-4
	
	1-4
	
	1-4
	
	1-4
	
	1-4
	
	1-4
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Financial
	
	
	
	
	
	
	
	
	
	
	
	

	Pay roll
	29-30
	27-28
	29-30
	29-30
	29-30
	29-30
	29-30
	29-30
	29-30
	29-30
	29-30
	29-30

	Financial statement
	
	
	
	
	
	24-30
	
	
	
	
	
	24-30

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Human resource
	
	
	
	
	
	
	
	
	
	
	
	

	Staff training
	
	
	1-7
	
	
	1-7
	
	
	1-7
	
	
	1-7

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	


7.0 Financial Plan

We had made several assumptions to prepare such financial analysis. These include

· Sales – Fantastic Steak is operating on a fixed capacity. Our maximum capacity can have 40 customers at one particular time. However, we estimate average number of customers daily to be 80 persons. This is a very realistic low side numbers considering the strategic location in the city and its value pricing. Thus for one months, our sales revenue would be


RM 65 / pax   x  80 persons   x   30 days = 
RM 156 000
· Sales Forecast – In a fixed capacity, we forecast the same amount which is 80 persons daily for the first 3 years. We would like to be at the low side to be in the safer margin. However, upon expansion into new branch, we will forecast about total 160 persons per day for both operating units.

· Tax – Government tax on food and service would be charged on customers. Thus, it would not be accounted for in the financial analysis. 

· Bank loan of RM82,000 would be pay with the amount of RM 6840 monthly with interest of  7.3% per year. Thus, loan interest would be about RM500 monthly for one year.  The base lending rate of commercial banks is 5.98% (Bank Negara Malaysia in Multimedia Development Corporation)


Bank interest
7.3%  x  82,000  ÷ 12 months = 500 / month (approximate)


Bank loan 
82,000  ÷  12 months = 6840 / month (approximate)


· Expenses such as rent remains the same

· Utilities rates such as water, telephone and electricity  remains the same which is RM 1,300

· Depreciation is calculated on a 5% monthly basis. From the setting-up cost in the initial start-up cost, the total fixed asset is RM148,000 which include furniture, table, air conditioning, carpet, marble flooring, kitchen hardware and computers. 


Depreciation = 148,000  x  0.05  = 7,400/ month 

· We are assuming that each customer would consume 5 to 6 pieces of steak. Moreover, the body size of local customers is small as compared to Westerners. Thus, we are assuming that the cost of food and drinks for each customer is about RM 40. Thus, our cost / month would be


RM 40 / pax   x   80 persons   x   30 days = 
RM 96 000 

7.1 Pro Forma Profit and Loss 


The Pro Forma Profit and Loss Account 2007 is attached in Appendice 1. It takes into account of bank loan and its interest. The first year operating is 2007.


The second year profit and loss account is done quarterly. The difference is that bank interest are no longer calculated. Thus, this increases our net profit (percentage of sales) from 6.15% to 6.47% (Appendice 2)


The projected profit and loss of third and following year are estimated on a yearly basis. We expect the digits to be double in the 4th operating year due to our expansion into second branch. However, the percentage gross margin and net profit of sales remain the same.

7.2 Break-even analysis


The break even point is calculated based on the monthly projections. We assume of potential market of 80 persons /day which yields 2400 / months. Thus, variable cost per unit is total variable cost divided by 2400.

The breakdowns of variable and fixed cost are as follows:

	Fixed Cost
	RM
	
	Variable Cost
	RM

	
	
	
	
	

	Insurance
	1000
	
	Direct costs of sales
	96000

	Rent
	8000
	
	
	

	Stationary
	200
	
	Utilities bill
	1300

	
	
	
	Marketing expenses
	2000

	Employee salary
	20000
	
	
	

	Depreciation (5%)
	7400
	
	
	

	
	
	
	Total Variable Cost
	99300

	Management salary
	10000
	
	
	

	
	
	
	
	

	Bank loan
	6840
	
	
	

	Bank interest
	500
	
	Variable cost / unit
	41.375

	
	
	
	
	

	Total Fixed Cost
	53940
	
	
	



Break even point (BEP) is given by the formula :


BEP = Total Fixed Cost / ( Revenue per unit – Variable cost per unit)


BEP = 53940 / (65 – 41.375)


BEP = 2283.17 or 2284 customers.
	Break even table

	Break even  point
	Price ,P (RM)
	BEP  x  P (RM)
	Variable cost / unit  (RM)
	Total variable cost (RM)
	Fixed cost (RM)
	Total cost (RM)

	0
	65
	0
	41.375
	0
	53940
	53940

	500
	65
	32500
	41.375
	20687.5
	53940
	74627.5

	1000
	65
	65000
	41.375
	41375
	53940
	95315

	1500
	65
	97500
	41.375
	62062.5
	53940
	116002.5

	2000
	65
	130000
	41.375
	82750
	53940
	136690

	2500
	65
	162500
	41.375
	103437.5
	53940
	157377.5

	3000
	65
	195000
	41.375
	124125
	53940
	178065
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From the break even graph, break even point is taken when there is intersection between the line of total cost and total revenue. Here, we had the break even point of 2300 customers which is approximate to the calculation of the formula. The break even revenue is RM 149,500 (2300 x 65).

7.3 Pro Forma Cash Flow


For cash flow in the year 2007, allocation of no sales for the first 3 months is given. Initial start-up cost would be calculated before the operating year 2007 commences. Net cash flow improves in year 2 after payment of bank loan and bank interest. (Appendices 3 and 4) 


Cash flow for 2008 is done quarterly. Subsequently, cash flow is estimated yearly. There is an expansion of business unit in year 4. Funding for the new branch originated from our strong sufficient cash flow. An allocation of absent sales for 3 months is provided for the new branch. Cash balance in year 4 does not increase as expected as cash is used or expansion set up. However, sales, expenditure and profit are expected to double in year 4 (Appendices 5 and 6)

7.4 Pro Forma Balance Sheet


This can be observed form Appendices 7 and 8. Depreciation of fixed asset would finish at 20 months after purchase. Cash in bank expected to decline in year 4 of balance sheet because purchase of new fixed asset to accommodate new expansion. 

7.5 Payback period


The monthly net cash inflow
in Year 1 is RM10160. The cost pf project / investment which include allocation of 3 absence sales is RM 568600. 


The payback period (PP) formula is :

PP 
= Total Project Cost or Investment / Monthly Cash Flow

 
= 568600 / 10160


=55.96 months


=4.66 years


=5 years

7.6 Sensitivity / Scenario Analysis


Appendices 9 and 10 would look at possible scenario analysis of positive and negative 10% growth in sales. Those changes would affect

· Sales

· Direct cost of sales

· Gross profit

· Utilities bill

· Marketing expenses

· Net profit


Comparison to data of December Year 2007 of it Profit and Loss and Balance Sheet is used to determine this analysis.


An increase of 10% growth sales would see a difference of balance sheet.

Total Asset – (Total liabilities + Capital) = 539900 – 501870 = RM 38030


To accommodate such 10% growth, we look into the possibilities for:

a) getting more bank loans (external financing needed)

b) seeking financial assistance from relatives and closed friends


A reduction of 10% sales would also create difference in the balance sheet

Total Asset  - (Total liabilities + Capital) = 452500 – 490530 = RM -38030


To balance up, there are few possibilities such as :

a) reduce management salary 

b) cut down number of workers as to reduce workers paycheck
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Appendices

Appendices 1

	Pro Forma Profit and Loss

	Year 2007
	Jan
	Feb
	Mac
	April
	May 
	June
	July
	August
	Sept
	Oct
	Nov
	Dec

	
	
	
	
	
	
	
	
	
	
	
	
	

	Sales
	0
	0
	0
	156000
	156000
	156000
	156000
	156000
	156000
	156000
	156000
	156000

	Direct cost of sales
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000

	
	
	
	
	
	
	
	
	
	
	
	
	

	Gross Margin Profit
	-96000
	-96000
	-96000
	60000
	60000
	60000
	60000
	60000
	60000
	60000
	60000
	60000

	
	
	
	
	
	
	
	
	
	
	
	
	

	Gross Margin % (of sales)
	0
	0
	0
	38.7
	38.7
	38.7
	38.7
	38.7
	38.7
	38.7
	38.7
	38.7

	
	
	
	
	
	
	
	
	
	
	
	
	

	Operating expenses
	
	
	
	
	
	
	
	
	
	
	
	

	Insurance
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000

	Rent
	8000
	8000
	8000
	8000
	8000
	8000
	8000
	8000
	8000
	8000
	8000
	8000

	Stationary
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200

	
	
	
	
	
	
	
	
	
	
	
	
	

	Utilities bill
	1300
	1300
	1300
	1300
	1300
	1300
	1300
	1300
	1300
	1300
	1300
	1300

	
	
	
	
	
	
	
	
	
	
	
	
	

	Employee salary
	20000
	20000
	20000
	20000
	20000
	20000
	20000
	20000
	20000
	20000
	20000
	20000

	
	
	
	
	
	
	
	
	
	
	
	
	

	Marketing expenses
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000

	Depreciation (5%)
	7400
	7400
	7400
	7400
	7400
	7400
	7400
	7400
	7400
	7400
	7400
	7400

	
	
	
	
	
	
	
	
	
	
	
	
	

	Management salary 
	10000
	10000
	10000
	10000
	10000
	10000
	10000
	10000
	10000
	10000
	10000
	10000

	
	
	
	
	
	
	
	
	
	
	
	
	

	Bank interest
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	50400
	50400
	50400
	50400
	50400
	50400
	50400
	50400
	50400
	50400
	50400
	50400

	
	
	
	
	
	
	
	
	
	
	
	
	

	Net profit
	-146400
	-146400
	-146400
	9600
	9600
	9600
	9600
	9600
	9600
	9600
	9600
	9600

	
	
	
	
	
	
	
	
	
	
	
	
	

	Net profit % (of sales)
	0
	0
	0
	6.15
	6.15
	6.15
	6.15
	6.15
	6.15
	6.15
	6.15
	6.15


Appendice 2

	Pro Forma Profit and Loss

	Year 2008 (Year 2)
	1st Quarter
	2nd Quarter
	3rd Quarter
	4th Quarter
	
	Year 3
	
	Year 4
	Year 5

	
	
	
	
	
	
	('000)
	
	('000)
	('000)

	Sales
	468000
	468000
	468000
	468000
	
	1872
	
	3744
	3744

	Direct cost of sales
	288000
	288000
	288000
	288000
	
	1152
	
	2304
	2304

	
	
	
	
	
	
	
	
	
	

	Gross Margin Profit
	180000
	180000
	180000
	180000
	
	720
	
	1440
	1440

	
	
	
	
	
	
	
	
	
	

	Gross Margin % (of sales)
	38.7
	38.7
	38.7
	38.7
	
	38.7
	
	38.7
	38.7

	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	

	Operating expenses
	
	
	
	
	
	
	
	
	

	Insurance
	3000
	3000
	3000
	3000
	
	12
	
	24
	24

	Rent
	24000
	24000
	24000
	24000
	
	96
	
	192
	192

	Stationary
	600
	600
	600
	600
	
	2.4
	
	4.8
	4.8

	
	
	
	
	
	
	
	
	
	

	Utilities bill
	3900
	3900
	3900
	3900
	
	15.6
	
	31.2
	31.2

	
	
	
	
	
	
	
	
	
	

	Employee salary
	60000
	60000
	60000
	60000
	
	240
	
	480
	480

	
	
	
	
	
	
	
	
	
	

	Marketing expenses
	6000
	6000
	6000
	6000
	
	24
	
	48
	48

	Depreciation (5%)
	22200
	22200
	22200
	22200
	
	88.8
	
	177.6
	177.6

	
	
	
	
	
	
	
	
	
	

	Management salary 
	30000
	30000
	30000
	30000
	
	120
	
	240
	240

	
	
	
	
	
	
	
	
	
	

	
	149700
	149700
	149700
	149700
	
	598.8
	
	1197.6
	1197.6

	
	
	
	
	
	
	
	
	
	

	Net profit
	30300
	30300
	30300
	30300
	
	116
	
	242.4
	242.4

	
	
	
	
	
	
	
	
	
	

	Net profit % (of sales)
	6.47
	6.47
	6.47
	6.47
	
	6.47
	
	6.47
	6.47


Appendice 3

	Pro Forma Cash Flow
	Year 2006
	Year 2007
	
	
	
	
	
	
	
	
	
	
	

	
	Dec
	Jan
	Feb
	Mac
	April
	May 
	Jun
	July
	August
	Sept
	Oct
	Nov
	Dec

	Cash received
	
	
	
	
	
	
	
	
	
	
	
	
	

	Sales
	
	0
	0
	0
	156000
	156000
	156000
	156000
	156000
	156000
	156000
	156000
	156000

	Funding by partners
	66600
	
	
	
	
	
	
	
	
	
	
	
	

	Bank loan
	
	82000
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	66600
	82000
	0
	0
	156000
	156000
	156000
	156000
	156000
	156000
	156000
	156000
	156000

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Expenditure
	
	
	
	
	
	
	
	
	
	
	
	
	

	Initial start-up cost
	159100
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Operating inventory
	0
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Insurance
	0
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000

	Rent
	0
	8000
	8000
	8000
	8000
	8000
	8000
	8000
	8000
	8000
	8000
	8000
	8000

	Stationary
	0
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200

	Utilities bill
	0
	1300
	1300
	1300
	1300
	1300
	1300
	1300
	1300
	1300
	1300
	1300
	1300

	Marketing expenses
	0
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Employee salary
	0
	20000
	20000
	20000
	20000
	20000
	20000
	20000
	20000
	20000
	20000
	20000
	20000

	Management salary
	0
	10000
	10000
	10000
	10000
	10000
	10000
	10000
	10000
	10000
	10000
	10000
	10000

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Bank loan payment
	0
	6840
	6840
	6840
	6840
	6840
	6840
	6840
	6840
	6840
	6840
	6840
	6840

	Bank interest
	0
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	159100
	145840
	145840
	145840
	145840
	145840
	145840
	145840
	145840
	145840
	145840
	145840
	145840

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Net cash flow
	-92500
	-63840
	-145840
	-145840
	10160
	10160
	10160
	10160
	10160
	10160
	10160
	10160
	10160

	Cash b/d
	420000
	409,500
	345,660
	199,820
	53,980
	64,140
	74,300
	84,460
	94,620
	104,780
	114,940
	125,100
	135,260

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash balance
	327,500
	345,660
	199,820
	53,980
	64,140
	74,300
	84,460
	94,620
	104,780
	114,940
	125,100
	135,260
	145,420
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Appendices 5 

	Pro Forma Cash Flow
	Year 2 
	
	
	
	Year 3 (Dec)
	Year 4(Dec)
	Year 5 (Dec)

	
	1st Quarter
	2nd Quarter
	3rd Quarter
	4th Quarter
	
	
	

	
	
	
	
	
	
	
	

	Cash received
	
	
	
	
	
	
	

	Sales
	156000
	156000
	156000
	156000
	156000
	312000
	312000

	Funding by partners
	
	
	
	
	
	
	

	Bank loan
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	156000
	156000
	156000
	156000
	156000
	312000
	312000

	
	
	
	
	
	
	
	

	Expenditure
	
	
	
	
	
	
	

	Operating inventory
	96000
	96000
	96000
	96000
	96000
	192000
	192000

	
	
	
	
	
	
	
	

	Insurance
	1000
	1000
	1000
	1000
	1000
	2000
	2000

	Rent
	8000
	8000
	8000
	8000
	8000
	16000
	16000

	Stationary
	200
	200
	200
	200
	200
	400
	400

	Utilities bill
	1300
	1300
	1300
	1300
	1300
	2600
	2600

	Marketing expenses
	2000
	2000
	2000
	2000
	2000
	4000
	4000

	
	
	
	
	
	
	
	

	Employee salary
	20000
	20000
	20000
	20000
	20000
	40000
	40000

	Management salary
	10000
	10000
	10000
	10000
	10000
	20000
	20000

	
	
	
	
	
	
	
	

	
	138500
	138500
	138500
	138500
	138500
	277000
	277000

	
	
	
	
	
	
	
	

	Net cash flow
	17500
	17500
	17500
	17500
	17500
	35000
	35000

	Cash b/d
	180,420
	197,920
	215,420
	232,920
	547,920
	323,320
	743,320

	
	
	
	
	
	
	
	

	Cash balance
	197,920
	215,420
	232,920
	250,420
	565,420
	358,320
	778,320
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Appendices 7

	Pro Forma Balance Sheet 2007
	
	
	
	
	
	
	
	
	
	
	
	

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

	Asset
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Setting up (Fixed Asset)
	148000
	148000
	140600
	133200
	125800
	118400
	111000
	103600
	96200
	88800
	81400
	74000
	66600

	(Depreciation)
	
	7400
	7400
	7400
	7400
	7400
	7400
	7400
	7400
	7400
	7400
	7400
	7400

	
	
	140600
	133200
	125800
	118400
	111000
	103600
	96200
	88800
	81400
	74000
	66600
	59200

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Inventory
	
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000
	96000

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash in bank 
	
	178760
	179320
	179880
	336440
	337000
	337560
	338120
	338680
	339240
	339800
	340360
	341000

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	148000
	415360
	408520
	401680
	550840
	544000
	537160
	530320
	523480
	516640
	509800
	502960
	496200

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Liabilities and Capital
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Partnership fund
	486,600
	486600
	486600
	486600
	486600
	486600
	486600
	486600
	486600
	486600
	486600
	486600
	486600

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Bank loan
	82000
	75160
	68320
	61480
	54640
	47800
	40960
	34120
	27280
	20440
	13600
	6760
	0

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	568,600
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Preoperating losses
	
	
	
	
	
	
	
	
	
	
	
	
	

	License
	100
	
	
	
	
	
	
	
	
	
	
	
	

	Architecture design
	5000
	
	
	
	
	
	
	
	
	
	
	
	

	Menu, recipes
	1000
	
	
	
	
	
	
	
	
	
	
	
	

	Initial marketing
	5000
	
	
	
	
	
	
	
	
	
	
	
	

	First 3 months losses
	409500
	
	
	
	
	
	
	
	
	
	
	
	

	
	420600
	
	
	
	
	
	
	
	
	
	
	
	

	Retained profit
	
	-146400
	-146400
	-146400
	9600
	9600
	9600
	9600
	9600
	9600
	9600
	9600
	9600

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	148,000
	415360
	408520
	401680
	550840
	544000
	537160
	530320
	523480
	516640
	509800
	502960
	496200


Appendices 8

	Pro Forma Balance Sheet Year 2-5
	
	
	

	
	
	2008
	2009
	2010
	2011

	
	
	Year2
	Year3
	Year 4
	Year 5

	Asset
	
	
	
	
	

	
	
	
	
	
	

	Setting up (Fixed Asset)
	
	0
	0
	148000
	0

	(Depreciation)
	
	0
	0
	88800
	0

	
	
	
	
	59200
	0

	
	
	
	
	
	

	Inventory
	
	96000
	96000
	192000
	192000

	
	
	
	
	
	

	Cash in bank 
	
	506600
	506600
	477400
	536600

	
	
	
	
	
	

	
	
	602600
	602600
	728600
	728600

	
	
	
	
	
	

	
	
	
	
	
	

	Liabilities and Capital
	
	
	
	
	

	
	
	
	
	
	

	Partnership fund
	
	486600
	486600
	486600
	486600

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	Retained profit
	
	116000
	116000
	242000
	242000

	
	
	
	
	
	

	
	 
	602600
	602600
	728600
	728600


Appendices 9

	Scenario Analysis
	
	
	
	

	
	
	
	Increase of 10% sales
	Reduction of 10% sales

	Profit and Loss
	
	Dec-07
	
	

	
	
	
	
	

	Sales
	
	156000
	171600
	140400

	Direct cost of sales
	
	96000
	105600
	86400

	
	
	
	
	

	Gross profit
	
	60000
	66000
	54000

	Gross margin profit (%of sales)
	38.7
	38.5
	38.5

	
	
	
	
	

	Operating expenses
	
	
	

	Insurance
	
	1000
	1000
	1000

	Rent
	
	8000
	8000
	8000

	Stationary
	
	200
	200
	200

	
	
	
	
	

	Utilities bill
	
	1300
	1430
	1170

	
	
	
	
	

	Employee salary
	
	20000
	20000
	20000

	
	
	
	
	

	Marketing expenses
	2000
	2200
	1800

	Depreciation (5%)
	
	7400
	7400
	7400

	
	
	
	
	

	Management salary 
	10000
	10000
	10000

	
	
	
	
	

	Bank interest
	
	500
	500
	500

	
	
	
	
	

	
	
	50400
	50730
	50070

	
	
	
	
	

	Net profit
	
	9600
	15270
	3930

	Net profit % (of sales)
	6.15
	8.9
	2.8
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	Scenario Analysis 
	
	
	Increase of 10% sales
	Reduction of 10% sales

	Balance Sheet
	
	Dec-07
	
	

	Asset
	
	
	
	

	
	
	
	
	

	Setting up (Fixed asset)
	66600
	66600
	66600

	(Depreciation)
	
	7400
	7400
	7400

	
	
	59200
	59200
	59200

	
	
	
	
	

	Inventory
	
	96000
	105600
	86400

	
	
	
	
	

	Cash in bank 
	
	341000
	375100
	306900

	
	
	
	
	

	
	
	496200
	539900
	452500

	
	
	
	
	

	
	
	
	
	

	Liabilities and Capital
	
	
	

	
	
	
	
	

	Partnership fund
	
	486600
	486600
	486600

	
	
	
	
	

	
	
	
	
	

	Retained profit
	
	9600
	15270
	3930

	
	
	
	
	

	
	
	496200
	501870
	490530
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Figure: A horizontal view of the location at Medan Pelita Complex

Appendices 12

Figure: A verticval view of the location at Medan Pelita Complex

Apendices 13

BluePrinting of The Steak Buffet Experience 
	
	Process


	Make reservation
	Parking
	Welcome greeting 
	Dining experience
	Payment

	
	Service Standard
	· Response time (< 3 ringing tones)

· Script for taking reservation
	· Adequate parking space
	· Friendly smile

· Welcoming gesture and greeting


	· Helpful staff

· Always on the ‘look-out’ for  used plates

· Ambient environment
	· Payment term- credit card acceptable

	Frontstage
	Physical evidence
	· Sound and tone of voice (friendly, soft)
	
	· Smart dress employee

· Automatic door
	· Carpet floor

· Glass window kitchen

· Constantly refill food
	· Bill

· Cashier

	
	Contact person
	· Accept reservation, confirm date, time

· Check availability, insert booking
	
	· ‘Stamping’ parking coupon for discount

· Membership form

· Escort guests to table

· Help seat
	· Replacing new plates, eating utensils

· Quality food, beverage preparation
	· Validate credit card

· Give receipt

· Return correct balance

· Receive  feedback if any

· Membership form received

	Backstage
	Support process
	· Maintain reservation system
	· Discuss with tenor –provide sufficient  parking 
	· Prepare table, eating utensils earlier

· Maintain seating plan
	· Maintain adequate supply of food 
	· Maintain credit card facilities, adequate money denomination for balance payout

	
	Internal process 
	· Capacity / Reservation
	
	· Billing system
	· Efficient inventory control
	· Customer database


8 assistants





1 assistant





1 assistants





Production (Karen Hii)





Human Resource (Chai Ming Poh)





Marketing (Jocelyn Leong)





Financial (Ruth Lai)





Chief operating officer ( Douglas Chia)





High





High





Low





Perceived use value





Price





No frills – self-owned local ‘kopitiam’, 





Low value





High price – McDonalds, SugarBun





Focused differentiation – Western café eg Richmond, Memories





Differentiation – Fantastic Steak Buffet. Hartz Buffet





Low price -    established local kopitiam eg Siang Siang, Thompson 





High price, low value





Hybrid – Singapore Chicken Rice, Hui Sing stalls











