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Why Do You Need a Business Plan?

B A FERA AR5 ?

If you want to raise money to finance a new business, the operation or expansion of an existing
business or to buy an existing business — you need a business plan. Sources of capital, investors
and lenders, will not even consider provided money to your business unless you have a plan —
and it must be a plan that shows you have really thought about and through what you are
proposing.
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If you want to manage and organize your business effectively, you need a business plan. A
good plan helps to focus on markets for your product or service, anticipate future needs,
monitor progress and be a proactive-not reactive-manager. It is a very valuable management
tool.
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If you want to know where you are, where you’re going, and how you’re going to get there, you
need a business plan. A good business plan is a road map for your business.
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If you have never prepared a business plan before, work with a resource partner like the NYS
Small Business Development Center to help you get started. An objective source can help
analyze the strengths and weakness of you business proposal and can work with you to
complete your plan so that you will have a useful tool for running your business or raising
capital.
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Business Plan Narrative - Outline

B b vl 35 B AR KA

Executive Summary

TRE

We recommend that you pay special attention to the Executive Summary. The executive
summary should keep investors/lenders interested in learning more about the business. If they
become disinterested they would not read the rest.

TATE BB ERE T EPATIREE . AT IR EE VAL B2 E /DT R L 55 1% & >
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It should not be longer than 2 or 3 paragraphs.
TG, PATRERZ AN IZHEE 2 53 BT .

First paragraph(s) should include an overview of the entire narrative that briefly describes and
the company’s location, target market; products/services offered, management,
ownership structure among others.

’éﬁ*%&&@%%’l\fr%ﬂ?{ pufierel, T RIENHARKAME. Birmm. RO mn/k
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The last paragraph should be a financial summary, that includes annual sales projected for year
one, two, growth rate and capital needs.

BeJa BN ATE M SR, WA R S T ERUHE SR B ICRRTEAT K,

I. Marketing Analysis

LEHAT

e Number and extent of products and/or services offered

7= i A BRSO SR AN B (R

e Who is your target market?

& B E?

e Marketing strategy

B R
o Packaging 3%
o Positioning &/
o Pricing %
o Advertising and/or promotion J 45 #E)

e What is the market potential? Include numbers, data

W S RAT A7 R B SR
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e How and where do you purchase your product/service? Suppliers, operations.

AR AERIR HL SR IR 7 il /I 55 7 BEDER, Ja 8 =0

) Channels of distribution

Il Industry/Competitive Analysis

[0 X b= b
The Industry  E VS &1

e Size of Industry - include dollar and/or unit volume

PV - (LHE SR/ S i

e Sales trends - are they increasing/decreasing? Why?

WEBH - W/ A

e How is the company positioned to exploit the structure and trends of the industry?

AL I CREEININROT: Ay ARg: W 3T k2

Competltlon RN TFoNT

Who are your current or potential competitors? - List them by name

W H AT BB AL SE o T2 - FIH AT 44 7

e What is the market share and/or potential market share of each competitor?

BEASSE S AT BT I 0 R BB AR (K T S 03 50

o How will you differentiate yourself from the competition?

WATRAR B CGER P . (R 5 S840 TR RIZE IS LD 2

e What are your competitors' strengths and weaknesses?

PRI 554X TR 5 55 52

e What are the opportunities and threats faced by the business?

23wl /b 55 B T RO LA R B ?

Management &
e Briefly list the experience and skills of the management team and key personnel

i 0] 1 A B B BA R OB N 5% ) 22 6 A 43 i

° What are each manager’s responsibilities? -- E.g. Marketing, Finance, etc.

EHEWTT? -, WmER, W%

e What other resources are needed? - i.e. Accountant, Lawyer

ETHEAT A TATEEH? - B, SiH0E, R
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Checklist for Loan Package for

PR RIE

Actual:
SR (BRI
______Business Plan Narrative
F PRI ROR
______ Current (or Beginning) Balance Sheet (less than 90 days old)
R (BRI o ik (AN 90 KO
_____ Current Income Statement
SRS
Two previous years Balance Sheets and Income Statements
Y A 58 7 DUt R A9 2t
Business Federal Income Tax returns (most recent three years)
S T A B 4B Fp R e (deds = 4F)
Aging of accounts receivable/payable
N/ AR H 3T TH
Certificate of Incorporation or Business Certificate
ANV BN S E VERURIE Bylaws, Stock Certificates and
Stockholders Agreements
T, REER AR B
Lease/Contingent Lease Agreement
A5/ AH 55 Ppid
_______Resume(s) of Principal(s)
=EYN) ]
Contracts, legal documents, letters of intent, articles, advertisements

Al A R SR, T

Equity Investment AR &

At least 30% of total investment should come from shareholders-
members

B A /D 30% MK H IR B

For each principal with a minimum of 20% ownership:

BAE 20%5L DL Ly 1 R IE R -
Personal Federal Income Tax returns (most recent three years)
AN N T AR gh Bt Fii % (el = 4F)
Personal Financial Statement

N &
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Personal Credit Report (a free credit report can be obtained at
www.annualcreditreport.com, or by calling 1-877-322-8228)

A NAE RS (2 (5 H 345 7T T ww.annualcreditreport.com,
oY B 1-877-322-8228)

Projections: F 355l -
Assumption Sheet for Projected Financial Statements
FE B 25 Rk sk
______ltemized Start-up Costs
AN HEAS LT
Leasehold Improvements Estimates
ity &SP Tk
_____ Machinery & Equipment Estimates
BB A e 2% T
Sources and Applications of Funds
B AR Aliz ]
Income Statement & Cash Flow Projections month by month for 36

months
36 N H 14 a2 S Bk H B0 4 0 2 i

U.S. Small Business Administration forms (available at www.SBA.gov):

EH/PREIEHEFFE®KR (FF www.SBA.gov TH) :
Personal Financial Statement (each principal) (SBA Form 413)
PN 5L (BEASFETTEAE)  (SBA &% 413)

______ Statement of Personal History (each principal) (SBA Form 912)
AN CREANFTETEAR)  (SBA FKH% 912D

_______Request for Copy or Transcript of Tax Form (SBA Form 4506)
ﬁi%ﬁ% fl 'ﬁ%% (SBA %1% 4506)
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The Six C’s of Credit
KTEHB 6C

Character. The first thing that loan officers look for when reviewing a proposal is evidence of your
trustworthiness. Your loan application can be rejected without even reviewing your proposed business
idea if loan officers find any evidence in your background indicating lack of integrity. They would ask
guestions such as "Who are you? How long have you lived where you live? How long have you been in
business? Do you live up to your obligations? What is your standing in the community?" The answers to
these questions will normally come from your business plan and references.

In addition, banks will rely heavily on your credit history. They would want to know if you have always
repaid your obligations. If there are noticeable blemishes in your financial, professional, or personal
background, your chances of getting a loan are significantly reduced. So expect questions such as "What
do your suppliers say about you? What about your personal credit history? How will your credit history
reflect on your credit future?"

Character $£34iF

FE SRR AR, B0 TR 0T (5% (SR . 24055 R IUAT A

IR 75 0 s B RHEZ A L T A58 TR pop AP T 7 e
RS RDIAR R . (505 B TR SR F IR R MY [ T o S A

LT 7 BMOEA FE BR[O IR IR (e K R AT
L2 S 20K FLUT N R0 RS R

BEAh, HRATAS AR KRR E A RO f T A A [ 5 — BRI RS AR 1

0%, MRS, GALsA ATY B AT IBE, TSR IAL A K KRS, BTLL
R BT T S BER B TE A 42 A A B 2 003
TR AT AR MRS ? 7

Capability to Manage the Business. Banks need to be sure that the person/people making the
business decisions know what they are doing. Mismanagement is the foremost reason for the failure of
new businesses, and banks naturally want to avoid that. Loan officers would want to know the
professional background, previous business experience, relevant education, and level of success of the
business owner. If you have limited experience, you will have a greater chance of getting a loan if you
are a franchisee of an established business, or if you bring in someone with more solid experience.

Capability to Manage the Business 3= % (g 17

WAT T E IR A PSR T F A S bIaE . BB Hr Al R v 2R A, AR AT
F AR Ay B et X P DR A ﬁ?ﬁ)\ﬁﬁ%ﬁ%ﬂiﬁﬁﬂk%*ﬁﬂ@%ﬂk%‘%, DEERINIE
280 MR EMRIIZ . AR EFORIA IR, HEFrpg]—- feb hpohiss f3%, 5t
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Capacity. If the bank feels that confident about your personal background and your ability to make
good judgments when making business decisions, the next step for them is to determine the capability
of your business to turn a profit. They will now ask, "What is your ability to repay the loan? How will
the loan proceeds to be used? How will they be repaid?" Banks are particularly interested in (a) how
soon you can generate a positive cash flow; (b) when you will show a profit; (c) how large will it be; (d)
whether your profit will last; and (e) whether various assets will be financed via debt or equity. The
answers to these questions come from a review of your financial statements, particularly your cash flow
statements, profit and loss statements, and personal and corporate tax returns.

Capacity (#F)) 8871

AR TR RS NS AL G5 D SACPIT RE A5 0, ARATTI T 200 2 e S b 2541
TOREMIRE ). AR ), A AR BRI R DR ? B B A P ORER 2 ey
B e AL ? " BATX TR 5 R R (a) ARAEUN A i PR AB AT IE B0 (b))
EREAT A BRI, (o) FREIECH 22D, (d) ARIGARIEZE SRFFEE (o) A%
7 TR I 5 55 BB R o 3K [ (1 25 S T LU S ) S N U S5 R S, e
SEARIBL R ER . AR DU AT AL i

Collateral and Guarantees. Your collateral is important, but banks put more premiums on the
potential profitability of your business proposal. Your collateral represents an "escape hatch" for your
bank, and banks normally want it to be large enough to be able to cover their losses (if any) and be
easily convertible to cash. From your projected cash flow and list of assets, bankers will ask, "How can
you be sure of your ability to repay the loan? What can you offer the bank as an alternative source of
repayment?" In most instances, the bank will require the personal guarantees of all principals. Besides
providing another source of repayment, it also shows your commitment to the business.

Collateral and Guarantees X3 F13H {5

SRR A FEE Y, EARATIE S 2 I DR S AR RS B L T R P R AR BRI RE T o S AR
an AR IEHUT BB R 117, BT R Ay B o S S AL Rl T RE LR, IF
A NI G NI IR 58 5, AT “REARHE EIRA L1
RIBE T AR ELIEDERR? IR AR A A BAGE ORI ? "ERZHBRT, RITHERNE
AT NER B 7RO —FE PRI, X e BRI 55 A&

Context of the Business. No business exists in a vacuum, and loan officers would look at a
number of factors that may potentially affect your kind of business. They would pay particular
attention to potential economic, legal, employee, supplier, or environmental problems. Expect
guestions such as "What is the state of the economy? Are there environmental issues to be concerned
about? How could these affect the financial condition of your business?" Loan officers tend to consider
loan applications more favorably if (a) you are introducing a new product or service for which there is an
obvious demand; (b) there is little competition; (c) your market is composed of small independent
businesses; and (d) lower rate of failure in your type of business.

Context of the Business. i WV 15

BEA R IS AR AE, A5 IE A — LU REL MR g R R o AT TS v i v e
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Conditions or Terms of Loans. The nature of your loan request is another important factor that
could affect the results of your application. Banks would want to know three important things:
"How much money are you requesting? What will it be used for? For how long will it be
needed?" Banks often times prefer to approve loans for items that can be identified, have
lasting value, and can be repossessed and sold if things fail. Author: Isabel M. Isidro. Copyright
2000.

Conditions or Terms of Loans. B¥aX I &K .

TS DEFOE KT R T e S S &5 ) ) — N EEN R . ST EE = A E
WEZ: “WEAEZ /D% E? o HEMLEH 7?2 TEHZA? 7 W BTt
AESE IR SN . A KARIMERS, — B AR H RIS B0 T yn] LU
A [ET AT H B2 EYE . Author: Isabel M. Isidro. Copyright 2000.

Important Websites

HEM I,

New York State Small Business Development Center www.nyssbdc.org

LML AL

New York State’s Online Permit Assistance and licensing WWW.nys-permits.org

S04 JN HITE S VP TR SR B AL UE

New York State Department of Taxation www.tax.state.ny.us

AL IHBL S TN SR

New York State Department of State -
Division of Corporations www.dos.state.ny.us/corp/corpwww.html

New York State Workers Compensation Board www.wcb.state.ny.us

AL TNIEER

New York City Dep’t of Small Business Services www.nyc.gov/html/sbs/html/about/about.shtm
AT /RN RSB

U.S. Small Business Administration www.sba.gov
EE/DEEERRF

U.S. Social Security Administration WWW.SSa.80V
EEHSREEHR

U.S. Dep’t of Commerce — Patent and Trademark Office www.uspto.gov

REREW- EAMEITHLZE
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U.S. Copyright Office www.copyright.gov

RERRAIPAZE

U.S. Dep’t of Labor - Employment & Training Administration
Unemployment Insurance www.workforcesecurity.doleta.gov/unemploy

REFTL - L RHNER, KRR

U.S. Dep’t of the Treasury - Internal Revenue Service WWW.irs.gov

5% [ A BOHT - B B R 55

New York City Dep’t of Consumers Affairs —Licenses =~ www.nyc.gov/html/dca/html/licenses/licenses.shtml

AL RE B BEWE

More information about corporations can be found at: www.bizfilings.com

KT AN 25 B AT OB I XA M AR

Another source of information about corporations is WWW.companycorporation.com

B RANFERHE BRI 7 — R

Standard legal documents may be obtained at: www.legalzoom.com

FRAE IR RSO AT LRI LR AR

Articles on Starting and Growing a Business may be found at: www.bizinfolibrary.org

BN BRA R 22 7] B SCE AT DA B R

Actual business plans and related documents may be found www.businessplanarchive.org

56 25 5 B R M3l 3 BB SR ST A AT AR KA Y it A 4R 3

Uniform Product Code www.uc-council.org

FEREBT RS

Credit Reporting Agencies {8 R &5HLKY

Equifax www.equifax.com
Experian www.experian.com
Trans Union www.truecredit.com
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Pearl Restaurant

EERIYS

Client assisted at Pace SBDC.

PACE K2 SBDC & )7

STATEMENT OF PURPOSE

= E

Rebecca Charles, a chef with over twenty years of experience, and Mary Redding, a chef with
ten years of experience, have recently formed Powerful Katinka Inc., which will own and
operate a seafood and oyster bar named "Pearl" in lower Manhattan. Pearl's Greenwich Village
location recently housed Pamela D'Orazio Catering and many of the kitchen fixtures have been
left in place. Pearl will offer area residents a casual comfortable place with a moderate pricing
philosophy.

Rebecca Charles(ij 1452 /k#7), &M 20 ZEMLKMEIT, Wy —%HA 10
LK BT Mary Redding Y41 - T it A7 T Powerful Katinka A ). 1X KA v KA
I — AL T A0 BT 3 DL SR AEBE S e, A CIIERBOE”. o BIERIR
S TR B YA R T, JRJE T Pamela D'Orazio Catering (fi BELF7SCBRIK) , F2 5
b HAMR BEAE IR bk . BHERTROE B ZESE 0 Y 3t o I it —AMRIN &V & e i@ i

Ms. Charles, who is investing $42,000 of equity, will own 60% of the company and serve as
President. Ms. Redding, who is investing $8,000 in the project, will own 40% of the corporation
and serve as Vice President. As the total requirements necessary to make leasehold
improvements, purchase equipment, pay for start-up costs and provide sufficient operating
cash amounts to $110,000, Powerful Katinka, Inc. is presently seeking $60,000 in five-year SBA
term financing.

LTS 42000 K ITIH Ms. Charles B /R i +t:, K4 A Al 1 60% A AT S 8. #
% 7$8,000 £ IG[Y Ms. Redding (F5 T 22t , KA 2w 40% ) BT A BUOFHIAT EILE K -
FE R H DB LRSS . W E R A ST I S AR AL 2 8 15 i 2
Powerful Katinka 24 @] H 75 £ 4£ 9% $110,000 3£ 76, WAl 1 H #1 IE£E 52K $60,000 3 7t 1 H.4F
SBA Ji I %

EXECUTIVE SUMMARY

PATRE

Pearl, which will be located at 18 Cornelia Street in Greenwich Village, will offer the community
a seafood and oyster bar featuring an American menu with strong New England accents, the
only seafood establishment on a block of very successful restaurants. The goal is to provide
counter-style seafood bar where patrons can stop in for oysters and beer, or sample heartier
selections like chowders, pans roasts, shore dinners, and other main courses.
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WAL TR AR 18 BHYEFI VAT (18 Cornelia Street in Greenwich Village) [y “BHER”,
R DLHAT RS A e 22 LR S S o s (0, 0t X R - (R BRI AL W e, XAy
FE BRSSP Bl M — SRR BRI IS R U . JATTIY H A PR AR £ 2 A
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P AEAR A 3235

The restaurant expects to carve out a profitable niche as a sought after alternative to the
existing French and Italian restaurants that serve the same neighborhood, with selections
priced from $5.50 to $16-00. Ms. Rebecca Charles, an accomplished chef who among other
things has served as an Executive Chef at New York's Cascabel and as a Sous Chef at New York's
Arcadia, will be Pearl's Executive Chef and primary owner. Ms. Charles' business partner, Mary
Redding, is also an accomplished chef whose credits include New York's Bolo restaurant. Ms.
Charles and Ms. Redding worked side by side in helping to establish Cascabel.

LTS T Ay SR REAE 2 BLA OV B MR R4 T LA R T S B 3 SO, S TR i
SENLMS 5.50 £$ 16 HLIeATF.  “WIZR“HIATBUS B ™ = i A & i IR AR B g —
ASHHI T, BRI, ﬁ’@.&ﬁ[’féﬂé@ Cascabel /T (AT BUR B AL LB Rl Y. Arcadia
HUE B . AR BT LRI RDNE AR, BT T 2 — ik BTl JEf i, W'ﬁ&ﬂﬂ?éﬂé"]
[¥) BOLO &4 IT . Al 1% 4% T- 4257 T Cascabel %)7 .

MARKETING ANALYSIS
EEZ i

Village area residents are expected to make up the core clientele at Pearl. Pearl is aimed at
patrons with an educated palate and an eye for value. The primary age bracket will be
individuals thirty and over with incomes of at least $35,000. According to the 1990 U.S. Census,
the population of Greenwich Village was estimated at 53,000, with a median income of
$48,000. The area is home to people with backgrounds in art, publishing, entertainment, law,
and fashion, among others.

frﬁﬁ%ﬁf*,ﬁ%i&ﬁ@% FOR 22 “HHER7 IO R . “CIIER7 N B bR & 5 5 3RO
WSS PESR IOREAR . SRIGAE 30 S DL L, SR A /S 35,000 T, i 1990 FEEE AL
Wy, RHEARTIA DA THE 53000 A, IS 48,000, MK AT K RAES
AR HAR B SR IS,

Movie theaters in the neighborhood include the Waverly, a first-run feature film house, Film
Forum, famous for it's eclectic mix of art films and documentaries, and the Angelika. With six
screens and unique programming of first-run independents, foreign and domestic, the Angelika
is arguably Manhattan’s most popular-downtown movie theater.

FUC AT SZBE AR T I A Waverly, SEfEHEE s FIHREZRIGE, HEZIRIE SR~
Angelika, DN &E SRR ML F R A o 8 AN DRI, LR )
ERALHIVEE A, B T S N R A T I L B
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Live theater also thrives in the Village, Circle Rep, Actors Playhouse, and Sullivan Street
Playhouse. Minetta Lane, Cherry Lane, Lucille Lortel, and Players Theaters are all within easy
walking distance to Cornelia Street.

I)Qiﬁ}di%l]B%&Eﬁﬁ%if]ﬁii/l\iﬁgi%?ﬂﬁ@, Circle Rep, Actors Playhouse, Fl Sullivan
Street Playhouse. Minetta Lane, Cherry Lane, Lucille Lortel, and Players Theaters, iﬁﬁﬁﬁlﬁl‘]}%ﬂ
B ERLERHE R4 Cornelia street 2PATER 2 N .

Another vital aspect of Village nightlife is music. For serious jazz enthusiasts there is historic
clubs like The Blue Note. The Village Vanguard and Sweet Basil. Scores of cabarets and
nightclubs featuring live music in and around the nearby Sheridan Square.

FEARBIAR A BTG B 5 — DN RS R . XAy AN B AR EARES, el
W5 {090 5% Blue Note, 2 BF - ARIEME U224k, The Village Vanguard il Sweet Basil. i B
%] 3% Sheridan Square P ITiA A VF 2 M) T RIS 25

Pearl expects to cull a significant number of patrons from the aforementioned entertainment
venues, like the previous restaurants for which Ms. Charles has served as chef, Pearl expects to
be able to generate a significant amount of press coverage helping to make it a destination spot.
Initially, it's expected that the restaurant will make minimal use of paid advertising - one or two
ads a month, focusing on downtown publications like Time Out, Paper, New York Press, Art
forum, and Playbills from some of the theaters. To try to reduce cash outlays for some of it's
advertising Pearl will attempt to enter into barter agreements with some of these publications.
Finally, the chef/owners have a mailing list of almost four hundred patrons gathered from their
previous restaurant tenures, many of whom are eagerly awaiting Pearl's opening.

BULHT B R 0 e AR T R AR 0, BHERR B AR PR K FIR BRI . Bk
REfS AR K OB s, FOeRy 8 —AME RS . BT AL T e A AR A £
W - —MNH—=WAT S, E TR R, W Time Out, Paper, New York
Press, Art forum, F1—2EJIEE/ Playbills.  “BHER” Hf2lH [LLTR By TR o 4 X L8 H i
3K e BT ks SRR B T AR I I S

fwJris BHM/MEEE - ST T ERAGIE DY 7 £ B0 R 7 e JEh PR N IE#
DIMWEER A “HIZR” K.

INDUSTRY/COMPETITIVE ANALYSIS
ATV /54 ST

According to The Bureau of labor Statistics, in 1994 annual household restaurant expenditures
rose to an average of $1,700. The December 1996 edition of Meal Consumption Behavior
Magazine states that the average American eats out more-than 4 times per week, while The
National Restaurant Association's Revenue Forecast for 1997 is predicting year-to-year growth
of 4.2% for the Industry.

WRPEDT THET R, 1994 F NS BE = B & T S0Pl 78] 1,700 6o, 1996 4 12
R RE B 24T 2% 3% Meal Consumption Behavior Magazine $5i, & [E A\ FH4&EFEfE &
JTWEGE T 4 R, TIIRIEE 1997 44 E AR & U T The National Restaurant
Association's Revenue Forecast 1 THE AT AFER K 4.2%,
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The area surrounding Cornelia, Bleecker and West Fourth Streets has historically been littered
with tourist shops and restaurants. Most recently, on Cornelia Street, a little oasis of fine
restaurants has sprung up. In 1994 Po and Home opened their doors to a receptive public,
bringing West Village residents back to an area long overrun with tourists. In 1996 Le Gigot
joined what is becoming a lively restaurant scene. Pearl expects to complete the picture, filling
the last unoccupied store on the one-block-long street. This little restaurant row (none of these
establishments seats more than thirty) is very diverse. Po is Italian, Le Gigot, French, and Home
is regional American. Pearl, as the only seafood restaurant on the block, fills a distinct niche
while complimenting the other cuisines.

BHJeFi VA Cornelia Street, 7Fﬁﬂﬁd?Bleecker Street A4 VU4 West Fourth Street &K

ACLRAEIRZ A& SRR . B, " RHERIAE - Cornelia Street, —L8XH5UK
BRI S E A M. 1994 4F Po CEKFIEIT) and Home (GE[EHIART) Jhlk

, HPHAT West Village B H 2% . 1996 4F, Le Gigot (EEZT) I ikix B
jﬂ%lﬁﬂ “HIER” ORI PR S L AE, B TIXAMEDE RO AR X
MNNEITHE (B —XBTAEBEY 30 NMEAD ARV Z R L. Po 2 BERFEIT, Le
Gigot ZVEEZE)T, Home EFEMEEIEE)T, “HIER” 1E R IF=g7 FME—1)— ST X IH
AT AR T, RS AR S B A AR

For a closer look at the competition, at the end of this section is a compilation of reviews
reprinted from The New York Times restaurant reviews and $25 and under column.

In planning Pearl's financial projections, Mrs. Charles spoke separately with Mr. David Page,
Chef/Owner of Home and with Mr. Mario Batali, Chef/Owner of Po. Both have stated that
based on their own restaurant operations, Pearl's sales forecast is extremely reasonable.

TrAo AT i e, AEIRASF S (R 2 ALY IR T PP IR R 25 Socbh FiFie
LM/

R “WIER” ml 25 T, ARk NG R M58 2. Home (X B0/ DA+,
IS HLIE. Mario Batali JG4:, Po (BT FTA1 4 55 1] kﬂﬁﬁo fATIAS Ly iy [R] R AR s A
T ag ka1, WIERITE TSRS S 2

MENU STRATEGY
S MG

The menu will be mainly American, specifically New England but will incorporate dishes from
other regions of the country. With some French and Italian accents as well. Compared to
restaurants with food of similar quality, the price structure will be moderate, with first courses
from $5.50 to S8.00 and main courses from $8.00 to $16.00. Wines and beers will be typically
marked up at 100% to 150%, which again is moderate compared to similar restaurants.

SRR E R E DIBR, B R L X, AT A g Nk R R oAt X 36
W E . 5SS WEEAL, el E i, LB 5.50 3£J0E] 8.00 3
JCF M 8.00 FICH| 16.00 FETT. 4 AN LG [E bR AN 0 25 fRyi& 100% 31 150%, B
fEant, IXAERIARU X EE [A] ZRA TE th JE A A B
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OPERATIONS STRATEGY
2 TE R

Pearl will be open every day except Monday. Lunch or brunch will be served Tuesday through
Sunday from 12:00 PM to 3:30 PM, and dinner from 5:30 PM to 11:00 PM. The restaurant will
be closed for holidays on Christmas, Thanksgiving, Labor Day, and Memorial Day. In addition,
the restaurant will close for one week in August to refresh the space and make any necessary
repairs or renovations.

IR 7 B BRAMRER N BT = BEEAFIpOpT 12 %TU*J 3 30 R T Y
T, hNT 5:30 2Rk 11 %4ﬂﬁp¢i§ R TR TR R S5, BET O
A HRE. Ak, BITHAE 8 H 9%I7ﬂéﬁ\é,ﬁ\)@flﬂ%{z%mﬁﬂjEﬂm%ﬂﬁé&@j@
.

For it's fish, produce, and dry goods, Pearl will engage a group of purveyors used in the past by
both chef/owners at various establishments and known for their quality, reliability, and price.
This also extends to services such as refrigeration, wine and beer distributors, leasing
companies, etc. Good business relationships have previously been established with all the
necessary resources, and credit agreements can be acquired quickly. In order to ensure product
freshness and minimize working capital requirements, inventory will be kept at a minimum with
the exception of wine, which can be bought in case lots for substantial discounts. Fresh food
and dry goods will be delivered daily.

e, AR5, WIBRK R - Tk I %kaI_LjiF’?%ﬁﬂi‘_EAf’ELE’ﬁ?

Pl Iﬁlﬂﬁyﬁcwmuéﬁ TUE . A]EEPERINAS A %Ii&%ﬁkﬁ# EJ* VR, AR
AR 2R T . A F AR *“J%’TPH IRV e A (SR %, iF e s
5 A B R R N Eﬁi‘ﬂ’uk%F 7 ’Sﬁ‘f)}xﬁTuLﬁ;zﬁ o AT AR Il T
JERkAEIZ BTGl oK, PEAFRE AR FF AR B IR, 6 % 05 451 41, [ﬂt A LA K e S
B o0 T HOE Ry R OR W W K A R B kT IR

The restaurant will be run oyster bar style, with the service staff behind the counter. There will
be no need for a floor staff, though the dishwasher will come out of the kitchen periodically to
bus the wall counter, and the two front tables.

R T IO KRS 207, LB 55 A B AR o N 2 — BB
9 TN B, (BT A 252 17 R I L (0 S Py 3

LOCATION/RESTAURANT DESCRIPTION

b B /BT R

The site of the restaurant is a 500 square foot space on Cornelia Street in Greenwich Village.
The pre-war building, just West of Sixth Avenue, has excellent foot traffic, and is easily
accessible by both bus and subway.
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BT T A BHA R Greenwich Village PUBMJEFI AT Cornelia Street, (73 500 *F- 7
JER, R SRRT I, AR N KIE LAY, B RIFIRmE, oA AR
B, AR AEE T,

There is a small-vented kitchen at the back of the space, as well as a walk-in refrigerator. An old
stamped tin ceiling, wide pine plank floors, bathroom and basement provide an adequate
starting point for an old-fashioned oyster bar.

SUE PR A AR /N B G AL AR I SR L RN SR RSB RN g R A e
B TEASFAARMER, Ve A R, REECE N E G D2 IR e O T AL s
R A

The restaurant will have a seating capacity of approximately thirty. It will be outfitted with an
antique marble counter with stools, a long shelf on one wall with several barstools, and two
small tables in the front window.

BPRATRA =N RAL IXHURFAC S B B RCIAR A R i
SO AR, FIAS B AT AN T

The basement will house a small office, dry storage, and wine and beer storage.

Mo N R EIERVNI R R, TR, A A

MANAGEMENT
BEE (ER)

Rebecca Charles, Chef/Owner
W DR AR, i/ B

Ms. Charles has over 20 years experience the last eight of that have been spent in New York
City, including five years at the stoves of Arcadia under renowned Executive Chef Anne
Rosenzweig. As Sous Chef, Ms. Charles' duties included cooking, expediting, training, staff’s'
purchasing, hiring, and firing. Ms. Charles gained invaluable experience supporting Ms.
Rosenzweig at scores of events. In the owner's absence, Ms. Charles worked with the General
Manager to ensure the smooth operation of the restaurant.

BRI 20 SRR, Joh AL, JFE A4 KT I0 AT BUS
[ 2 G B AR IR I S U A RIBITG, AR L RS AR R, SRS, B
Ul GLAcHe, $HIS, FURES . BRI L7 SORFE AR YRS 2L (0 AR P8RS T 558
Zesy. (BRI T oL R, SRS s s R 2 5 [Ria T, LA ER I
AP (S

As Executive Chef of Cascabel in it's founding year of 1993. Ms. Charles played a key role in
establishing the operation of the business as well as performing the duties of Chef. The
restaurant received many favorable reviews in it's opening year, including one front New York
Magazine.

Y} Cascabel 4THURES, £F 1993Cascabel AZIIH—4F, £ /- 7 & AF L v 6k 1 48
B, DUAHATBHTIER DT B2 7O EH o 48T 7L BHE=pVER - = A DIPE, i

B KRR B
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During, the late eighties, Ms. Charles worked in the resort community of Kennebunkport,
Maine. In 1986 she was the Executive Chef of The White Barn Inn, and in 1987 she was the
Executive Chef and designer of Cafe 74. Both restaurants received four stars from the Portland
Press Herald, the area's leading newspaper, and favorable notices from New England Monthly
Magazine and other periodicals.

JNASEARK, R W e AU T AE P 48 1 JE FE 5e s Kennebunkport B FERALX . 7E
1986 4F, ﬁlﬁ%ﬂ{ﬁef&@?@ﬁ White Barn Inn AT BUR ST, T 1987 4F, Wb A ppyET4 pudT
LR 5t 2 :{}E;ﬁﬁlﬂ YRETE . PR THA BISR F S B = RIRATARRE 2E T  SE DK
4 RV, # SR 24 AL AR T 45 153X A T AR = B PEAT

As Chef/Owner of Pearl, Ms. Charles will oversee all operations including the creation of menus
and wine lists, bookings, purchasing, supervising staff, cooking, marketing, and public relations.

5 He IS R PT A &, AR L R s kg5, @%m$b@$w%ﬁ, o
K, WA, AR TER, TR AR

Ms. Charles is a member of the National Association of Women Business Owners. The
International Association of Women Chefs and Restaurateurs and The James Beard Foundation.

ARG A B A S e A0, 1) B L2 S i AR :r?ﬁ”}" 7RSI LK
%;%/ﬁ/\ﬂ’]ﬁ

Mary Redding, Chef / Owner
e T, /A

A graduate of the Culinary Institute of America at Hyde Park, New York. Ms. Redding has ten
years of experience at such reputable Manhattan restaurants as Arizona 206, Time Cafe, Chefs
and Cuisiniers Club, Cascabel and Bolo.

BeMb 07 A A R A T A B, T Lk AR AR M 206 ZEE, IOGIIHEL,
JE TSR, Cascabel MIHIS£EAEE 4 1K 2 Wi TR T 10 L%

In her current capacity as Sous Chef at Bolo, one of three restaurants owned by Executive Chef
Bobby Flay, Ms. Redding bears much of the responsibility, for keeping the restaurant running
seamlessly while Mr. Flay participates in charitable events, guest appearances on television,
preparing cookbooks for publication, and overseeing his other establishments. As a
consequence, Ms. Redding has acquired considerable experience in management as well as
culinary skills. At Pearl, she will be involved in all facets of the restaurant’s operation.

BT ke VAR B0 e et T = %%ﬁ%imﬁﬁﬁmﬁﬁﬁ PR
AT, (R ITRAEIET, (v BIEEE WS 5 AR, PRy, W
s, B S BIIE, T -l - CBUR  fE  oL T
£, (EMIBRARIT, WSS SR IT A AT
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SOURCES AND USES OF FUNDS

Bt SRIFEAHA g

SOURCES RJE

Owners' Equity Investment $50,000
IR ks 4

Bank Term loan 60,000
AT TADE K

Total S $110,000

USES Fii&

Leasehold Improvements
ke
Electrical $10,000

7

Plumbing 10,000

P EE

General Contractor 15,000

BRE

Stack to Roof, Ventilator 5,000

TR, A

Signage 1,000

Vi

Lighting 2,000

AT i

Air-conditioning/refrigeration (re- conditioning) 2,000

Y KA IR

$45,000

Equipment 47

Imperial Eight Burner/ 2 Ovens $1,000
BT 8 1UA/2 TR

Imperial two-foot grill 750
FEA P IGERS 7%

Two 40" Double Door Lowboys 1,200
P 40” XK | JIE e

40" Chest Freezer 250
40” k(oK

2 Bay Pot Sink 150
2 gk

2 Compartment Bar Sink 150
2 7K

Bar Refrigeration 650
I )7 FE
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40" Stainless Double-Tiered Slide
40" NEEIIXK=TE IR

Rolling Rack

H, it

Metro Shelves

LA

10-Ft. Stainless Hood, Ductwork, Ansul
10 JES NP, EE
System

R

6'x 8' walk-in

6'x 8' A/ =

6' Hanging Pot Rack

6" &

Ice Cream Freezer

China, Glass, Flatware

Zay, W, #HA

Fryer

THAE %

Miscellaneous Small Equipment
R DR

Counter, tables, chairs, backbar

WG, HZr, ., iR

Start-Up Costs/Security Deposits
TTIP T I 173K
First month’s rent and security
B s filgpLE
Con/ED Nynex-security deposits
CON / ED NYNEX 7777 i/ tiiit >
Beer and wine license
I IR 7 2 25 7 ] il
Logo, cards, bags, matches
L G, ST, KHE
Legal and Professional fees

LR W 72T

Opening Inventory
W45 B3
Operating Cash
Hiz 4

Total M

200
75
200
5,000
3,000
200
200
800
575
500
$15,000
$9,000
$9,000
1,500
500
3,000
11,000
$25,000
$4,000
$12,000
$110,000
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Projected Financial Statements

P 5K

Key Assumptions All figures are in 1997 dollars. The presumed inflation rate is 3.5%.

FER R P4 1997 SFISETTif. BB KA 3.5%.
Cost of Goods Sold
EE R mg /%A

Ingredient costs are presumed to represent approximately 32% of the total C.0.G.S.

JEURE A A E D 7 SR B A4 32%

Labor Costs account for approximately 68% of total C.0.G.S. and include annual base
salaries of $30,600 each for two line cooks.

T RALSEHEKELY 68% , 2REANMNEMEAL T 30,600 RTHEARTH.

Principals' Salary

ARG
First-year annualized salaries of'$30,000 each for Rebecca Charles and Mary Redding.
The principals will not draw salaries for the first two months of operation.

GO AT R ABIE |45 A5 40830, 000. [y 5t NSRBI,
T {1 AR 1 G T -

Employees' Salary

7 LHH
1 Dishwasher/Utility person (@ $7.00 per hour (517.136 annually).

1Yol LKA (R ARE/NI$7 9% (FF4F$17,136)) -

Payroll Taxes

L#p

Equal to 16% of principals' and employee salaries, including those of the line cooks
accounted forin C.0.G.S

AT DTN DL T B S 200 16%,  ALFG A vh A\ 85 B il J A (1) o U ) 357 7 o
Depreciation

I
Equipment, Leasehold Improvements and Furniture / Fixtures are all depreciated in
equal monthly installments over 5 years.

®E, HEVIRERRE/SEHRER! | 5 FEASHIIE.

Brooklyn Small Business Development Center @ City Tech i & s bk /N i b & g vty



Sic Code: 5812
SICAtig:. 5812

Income Data

O E75

Gross Profit

s=vil

Cost of Goods

Tl AR
Operating Expenses
B3
Operating Profit

B LA

Ratios

b

Current Ratio

msh

Quick Ratio / Acid Test
BB LA IR
Debt /Equity
AR LR

Dept Coverage Ratio
Bfoi b E
Return on Equity

i NEIE &

Sales and Assets
BRI LR
Return on Assets

B EHRE
Average Inventory
TR
Turnover

Days Supply of
Inventory

[NALEEDLEE Pt

Financial Analysis of Pearl Restaurant

AR IR I 55 70

RMA Benchmark
RIRTE A%
#He

58.60%
41.40%
54.40%

4.20%

0.7

4.4
2.9
26%
2.9
6%

28.2

13

1997-1998

57.13%

42.87%

36.00%

21.13%

10.96

10.51

0.29

10.62

69%

2.54

54%

42.82

8.41

Projected
Tt

1998-1999

57.13%
42.87%
40.51%

16.62%

19.83
19.36

0.13
9.87
39%
2.07
34%

48.04

7.49

1999-2000

57.13%

42.87%

42.73 %

16.80%

29.79

28.06

0.06

9.96

28%

1.65

27%

31.92

11.28
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1997-1998

INCOME STATEMENT
DEE
May June July August September October November December January February March April TOTAL
I H 2 H L H J\H 1.5 1-H 1 —H +_H —H _H —H JU1H S
Net Revenue/Sales 15,900 26,500 47,700 53,000 47,700 58,300 63,600 79,500 26,500 31,800 37,100 42,400 530,000 100.00%
BN/ BN
Cost of Goods Sold/Sales (%) 6,360 10,600 19,080 21,200 19,080 23,320 25,440 31,800 10,600 12,720 14,840 16,960 212,000 40.00%
P it B £ AR B RO (%)
GROSS PROFIT 9,540 15,900 28,620 31,800 28,620 34,980 38,160 47,700 15,900 19,080 22,260 25,440 318,000 60.00%
OPERATING EXPENSES
V=422
Principal(s) Salary (2) 5,000 5,000 5,000 5,000 5,000 5,000 5,000 5,000 5,000 5,000 50,000 9.43%
T NHM (2
Employee(s) Salary (1) 1,428 1,428 1,428 1,428 1,428 1,428 1,428 1,428 1,428 1,428 1,428 1,428 17,136 3.23%
BTH (1
Payroll Taxes (16%) 228 228 1,028 1,028 1,028 1,028 1,028 1,028 1,028 1,028 1,028 1,028 10,742 2.03%
LB (16%)
Rent 3,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000 36,000 6.79%
4
Utilities 600 600 600 600 600 600 600 600 600 600 600 600 7,200 1.36%
TKHL
Office Supplies 250 250 250 250 250 250 250 250 250 250 250 250 3,000 0.57%
IrA
Repairs & Maintenance 250 250 250 250 250 250 250 250 250 250 250 250 3,000 0.57%
EiRCEN
Telephone 225 225 225 225 225 225 225 225 225 225 225 225 2,700 0.51%
ERAT g
Business/Liability Insurance 350 350 350 350 350 350 350 350 350 350 350 350 4,200 0.79%
P/ TR LR B 9
Advertising & Promotion 800 800 800 800 800 800 800 800 800 800 800 800 9,600 1.81%
T EAL
Legal & Professional 396 396 396 396 396 396 396 396 396 396 396 396 4,750 0.90%
P E A7
Depreciation 1,150 1,150 1,150 1,150 1,150 1,150 1,150 1,150 1,150 1,150 1,150 1,150 13,800 2.60%
IRk
Miscellaneous 500 500 500 500 500 500 500 500 500 500 500 500 6,000 1.13%
He
TOTAL OPERATING EXPENSES 9,177 9,177 14,977 14,977 14,977 14,977 14,977 14,977 14,977 14,977 14,977 14,977 168,128 31.72%
HEET
OPERATING PROFIT (LOSS) 363 6,723 13,643 16,823 13,643 20,003 23,183 32,723 923 4,103 7,283 10,463 149,872 28.28%
BV _GRAD
INVENTORY BUILD-UP
EREE
Opening Balance 4,000 2,347 5,391 6,309 5,391 7,502 5,102 6,379 4,876 6,457 7,003 4,087
WA
(+)Purchases-materials 1,412 4,090 7,560 7,542 6,351 6,276 12,356 15,342 6,401 6,926 4,568 8,675
(+) RIEFEL
(+)Purchases-labor 3,295 9,554 12,438 12,740 14,840 14,644 14,361 14,955 5,780 6,340 7,356 10,560
(+) RIEF5 1
(-)Cost of Goods Sold (6,360) (10,600) (19,080) (21,200) (19,080) (23,320) (25,440) (31,800) (10,600) (12,720) (14,840) (16,960)
(=) TR RSl AR
(=) CLOSING BALANCE 2,347 5,391 6,309 5,391 7,502 5,102 6,379 4,876 6,457 7,003 4,087 6,362

) AR




CASH FLOW STATEMENT

I i v S—
Start-up
B¥
Month May June July August September October November December January February March April
—H iR N tH AR R +A +—A +=A —R s | =R LDz ]
OPENING CASH BALANCE 12,000 13,861 17,385 29,955 47,542 58,919 81,167 102,918 136,989 136,176 139,578 149,623
SEERA
CASH INFLOWS
ISP
Capital Contribution 50,000
TEABN
Revenues-Cash Sales 15,900 26,500 47,700 53,000 47,700 58,300 63,600 79,500 26,500 31,800 37,100 42,400
WL 6
Term Loan/Credit Line 60,000
IR SEER /A5 R
TOTAL CASH INFLOWS 110,000 15,900 26,500 47,700 53,000 47,700 58,300 63,600 79,500 26,500 31,800 37,100 42,400
2 N
CASH OUTFLOWS
P2
P & L Expenses
R
Operating Expenses 9,177 9,177 14,977 14,977 14,977 14,977 14,977 14,977 14,977 14,977 14,977 14,977
HIEWH
Non P & L Expenses
TRt S
Purchases 4,000 4,707 13,644 19,998 20,282 21,191 20,920 26,717 30,297 12,181 13,266 11,924 19,235
PR
Start-up Costs 25,000
1% 2
Capital Expenditures 24,000
PEANESC
Leasehold Improvements 45,000
HLSE L 2efs
Repayment of Term Loan/Credit Line 1,305 1,305 1,305 1,305 1,305 1,305 1,305 1,305 1,305 1,305 1,305 1,305
30 R DY 3/ A7 30
TOTAL CASH OUTFLOWS (98,000) (15,189) (24,126) (36,280) (36,564) (37,473) (37,202) (42,999) (46,579) (28,463) (29,548) (28,206) (35,517)
— R
OPENING CASH BALANCE 0 12,000 13,861 17,385 29,955 47,542 58,919 81,167 102,918 136,989 136,176 139,578 149,623
YIRS RB
(+)TOTAL CASH INFLOWS 110,000 15,900 26,500 47,700 53,000 47,700 58,300 63,600 79,500 26,500 31,800 37,100 42,400
(+) BHEHAN
(-)TOTAL CASH OUTFLOWS (98,000) (15,189) (24,126) (36,280) (36,564) (37,473) (37,202) (42,999) (46,579) (28,463) (29,548) (28,206) (35,517)
() BHLWH
(+)DEPRECIATION 1,150 1,150 1,150 1,150 1,150 1,150 1,150 1,150 1,150 1,150 1,150 1,150
(+) #rigsk
CLOSING CASH BALANCE 12,000 13,861 17,385 29,955 47,542 58,919 81,167 102,918 136,989 136,176 139,578 149,623 157,656
RIS KRB
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The information in this pamphlet has been obtained from various sources. Neither New York City College of Technology, The
New York State Small Business Development Center, nor the U.S. Small Business Administration guarantees its accuracy.

UL 17 B2 ZFERE TS AT FIREA S G277 A R i K RE 4025 56 [ I ! R
ARG 5155

SBDCs are a program supported by the U.S. Small Business Administration and extended to the public on a non-discriminatory
basis. SBA cannot endorse any products, opinions, or services or any external parties or activities.

PP B RJE 0 LT [ AP B 2E i S T B RSS2t d T RB
it Hipds IR LLE(TITE IS A 5755 /?/“/?7’0

This material is based on work supported by the U.S. Small Business Administration. Any opinions, findings, conclusions, or
recommendations expressed are those of the author(s) and do not necessarily reflect the views of the SBA.

LB RLEEFTEL | B I TR iy AEEHIERTR S T, AHIEH A
TCE ] - F it b1 2 o

Reasonable accommodations for person with disabilities will be made if requested at least two weeks in advance. Please contact
718 797 0187
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