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[bookmark: _Toc501378772]Executive Summary
The executive summary is an overview for the entire plan. Hint: write this section last. The summary acts as the first impression of your presentation. If it doesn’t give the lender a good impression of what’s to come, it will be that much more difficult to gain funding.
[bookmark: _Toc501378773]Objectives
The objective is to lease a site at 555 West Blue Plum Lane. We will need to remodel the interior according to the Franchisor's design. We plan to duplicate and massage the successful formula used by Franchisor. We will use our own personal strategies and skills to create our own success in our 4 Moons Pizzeria. We plan to train our crew to ensure outstanding results in quality food and customer service. Our objectives are as follows.
· Be the first 4 Moons Pizzeria in Nevada
· Provide the highest quality product, duplicating Franchisor's successful pizzerias in Oregon
· Give top notch service in a quick and efficient manner
· Keep our menu simple to maintain low food cost
· Maintain the competitive, fast-casual dining at the mid-range price point
· Use marketing strategies to build volume quickly
· First year sales over $677,000 with a 6% growth yearly
· Maintain and expand an outstanding reputation as being the best neighborhood pizzeria
[bookmark: _Toc501378774]Company Overview
· This is designed to provide more information about the company, including when and how it was formed, its business model and its strategy and direction.
[bookmark: _Toc501378775] Business Offering
· [bookmark: _GoBack]This section outlines why the company is in business, its competitive advantage and also what it sells, whether that is a product or a service. The business offering should also provide information on manufacturers, distributors and inventory. You should also include any new product or service lines you are planning to introduce in the future.
· 
Read more at http://www.franchisebusiness.com.au/news/the-six-elements-you-need-in-your-business-plan#79Js54h5lK0IF188.99
[bookmark: _Toc501378776]Mission
Our mission is to bring to market the tastiest and healthiest fast food in Ashland, at a slight cost premium over other fast food restaurants.   Our high standards of quality and cleanliness will establish our reputation as the cleanest fast food restaurant in Ashland. 
Our community is as important to us as making a profit. We will devote 2% of profits to a local women's shelter, and 1% to a local environmental conservation fund. This company is founded on the concept that good works and good deeds not only serve the needs of the community, but will also keep our company healthy and committed to the success of its customers.
[bookmark: _Toc501378777]Keys to Success
Our policy of being operating managing members is to make sure we pass by every table to greet, visit with, or at least send a smile to our guests.
· We will visit any table or answer to any phone call that has feedback, positive or negative. We will use every means available to satisfy our customers.
· We will be committed to the success and happiness of our staff.
· We will be committed to providing quality food and beverage at all times.
· We will consistently follow the franchisor's proven methods.
[bookmark: _Toc501378778]Buying A Franchise
Buying a franchise gives you the right to run an established business and sell its products and/or services for a specified period. Before you buy a franchise, consider the same issues as when purchasing or starting any other business, along with issues specific to franchising such as what happens if the franchise or franchisor fails.
[bookmark: _Toc501378779]Market Analysis
Use this section to prove to the potential lender that you are not jumping into a business venture before doing your research. Concentrate on the specific area (market) in which the franchised business will be located. The territory description in the FDD (Item 12) will help you to a point. Give a brief discussion of the following:
· How big is your market?
· What kind of people (demographically and financially) make up this market?
· Is the market underserved in regards to this service/product?
· If there is competition, who are your competitors and what is your competitive advantage?
· Discuss what experts are forecasting for the service/product in terms of trends and growth possibilities for your specific market (can include demographic, legislative or environmental factors).
[bookmark: _Toc501378780]Financing
Regardless of the source of funding for the new business (even if all funding is coming from your savings), you should always prepare a section of the business plan related to financing needs. This section involves a complete analysis of all startup costs related to the new business, including sufficient working capital to cover initial marketing plans and operating losses until the projected breakeven point for the business. The process of carefully detailing this information, even if you're not borrowing anything from an outside source, will better prepare you for whatever might happen as you get the business set up and operating.
[bookmark: _Toc501378781]Budget 

The last section of your plan will break down the projected expenses of your store. Your budgeted plan will include estimated gross margins and key expenses such as marketing, rent, payroll, utilities and other categories.
[bookmark: _Toc501378782]Marketing Plan
· The [Company Name] Brand
· Promotions Strategy
· Pricing Strategy
The Marketing Plan describes the type of brand [Company Name] seeks to create and the Company’s planned promotions and pricing strategies.
The [Company Name] Brand
The [Company Name] brand will focus on the Company’s unique value proposition:
· Offering organic, high-quality food items including baked goods, sandwiches, soups, salads and more
· Offering a convenient location that offers both eat-in or take-out options
· Providing excellent customer service
[bookmark: _Toc501378783]The Market
This is probably the most important section of the whole Plan - without a clearly defined market your business will not succeed. If you can show that you have 'done your homework' in this section, you will gain credibility for the whole Business plan. Your franchisor will also have research in this area.
· Describe the current conditions in the market place for your product or service.
· Detail any relevant facts and figures relating to the market sector(s) that you will be targeting - for example geographical location, size (in terms of people and money), expected growth, and the type(s) of potential customers for your product or service.
· Give details of your competitors and explain why your potential customers will choose your product or service rather than the competition.
This is the point where research pays off. You should make use of the wealth of business information that is available about markets, competitors and customers.
[bookmark: _Toc501378784]Promotions Strategy
[Company Name] expects its target market to be individuals working and/or living within a 15-mile radius of each of its store. The Company’s promotions strategy to reach these individuals includes:
[bookmark: _Toc501378785]Direct Mail
[Company Name] will blanket neighborhoods surrounding its locations with direct mail pieces. These pieces will provide general information on [Company Name], offer discounts and/or provide other inducements for people to frequent the fast food restaurant.
[bookmark: _Toc501378786]Public Relations
We will contact all local and area newspapers and television stations to tell them about the opening and unique value proposition of [Company Name].
[bookmark: _Toc501378787]Advertising
[Company Name] will initially advertise in local newspapers and sponsor community events in order to gain awareness.
[bookmark: _Toc501378788]Sampling
[Company Name] employees will initially give free food samples to passerby’s to enable them to taste the quality of our products and learn about us.
[bookmark: _Toc501378789]Ongoing Customer Communications
[Company Name] will maintain a website and publish a monthly email newsletter to tell customers about new events, products, and more.
[bookmark: _Toc501378790]Pre-Opening Events
Before opening the store, [Company Name] will organize pre-opening events designed for prospective customers, local merchants and press contacts. These events will create buzz and awareness for [Company Name] in the area.
[bookmark: _Toc501378791]Pricing Strategy
[Company Name]’s pricing will be moderate so customers feel they receive great value when patronizing the stores.
[bookmark: _Toc501378792]Financial Information
a) Introduction
Start with a summary of the key facts
· The forecast profit (or loss) for the year.
· Whether financing is required and if so, how much and where the money is to come from.
· The 'break even' sales for the business should be calculated and shown as a percentage of your anticipated sales.
· Details of the money you need to take out of the business to live on - your required income'.
A detailed schedule of your required income should be included in the Appendix.
[bookmark: _Toc501378793]Profit & Loss Forecast
Your forecast profit (or loss) should be based on your anticipated sales, minus your direct costs and overheads. The assumptions made in producing your forecast should be listed
· Include as much detail as possible to justify anticipated sales.
· Any direct costs (materials etc.) should be detailed
· Don't forget your overheads - it is just as important to show how they have been calculated.
[bookmark: _Toc501378794]Cash Flow Forecast
Cash will flow in and out of your business - often at different rates and times for example, you may have to pay for materials in advance, yet wait months for payment after you have sold your product or service.
Situations like this can lead to cash flow problems in an apparently profitable business.
· Loan applications
· Capital equipment and supply list
· Balance sheet
· Breakeven analysis
· Pro-forma income projections (profit & loss statements). Include three year summary; detail by month, first year; detail by quarters, second and third years; assumptions upon which projections were based.
· Pro-forma cash flow (follow guidelines for pro-forma income projections above)
· Tax returns of principals for last three years
· Personal financial statements (all banks have these forms)
· Copy of franchise contract
· All supporting documents provided by the franchisor
· Copy of proposed lease or purchase agreement for building space
· Copy of licenses and other legal documents
· Copy of resumes of all principals
· Copies of letters of intent from suppliers, etc.
One of the advantages in developing a franchise business plan is that a good deal of the information is provided by the franchisor. Much of the financial information is available in the Franchise Disclosure Document (FDD).
A franchise business plan has four areas:
1. Description of the business
2. Marketing plan
3. Financial management plan
4. Management plan
[bookmark: _Toc501378795]Marketing Plan
Franchises generally use the marketing strategy developed by the franchisor. Marketing and advertising should be covered in your franchise agreement. Marketing usually involves determining who your customers are, identifying their needs, and fulfilling those needs. Questions you need to answer include: Who is likely to buy your goods and services? What is your potential market share? How can you hold and expand your customer base? What is your pricing strategy?
[bookmark: _Toc501378796]Exit strategy
At some point you will exit your franchise agreement – that is a fact. The important thing is that you know this and plan for it from the moment you take on the business.
Whether it is because you have built up the firm to a satisfactory degree and want to sell it on, or that you have spent your whole life at the helm of the business and finally want to retire – at some point the time will come when you will want all your hard work to come back to you or your family in the form of a nice big cheque.
Just like any business, a franchise is an investment; you put money in to take on a brand and its business model in a bid to make an annual profit, as well as something more when you decide to let someone else take over your carefully cultivated organisation. Your exit will happen – and it will no doubt be an emotional moment.
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