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Executive Summary

Location Target Customers Signature Offer

2253 Sunrise Building Primarily office workers Meal of the Day, a daily,
San Diego, Ca. and local businesses. discounted meal for patrons

Revenue and Cost Projections

Competitive Advantages

Price Differentiation: Value meals tailored to office workers' budgets.
Locally Sourced: Fresh, seasonal ingredients that support local farmers.

Sustainability Commitment: Eco-friendly practices from sourcing, preparation, and operations.
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Strategic Positioning: Easy access to customers being located at the heart of the city center. Year1(s)  Year2(s)  Year3(s)  Yeard(s)  YearS(s)

H Total Income M Total Cost of Sales @ Margins



Company Statements

Vision Statement

To serve affordable, sustainable meals using fresh local
ingredients, connecting our community with every dish

Mission Statement

Creating a future where every meal strengthens
the bond between local farming and our patrons,
aspiring to lead in sustainable dining with
unmatched culinary passion



Menu and Offerings

Located in a busy business hub, we serve as a haven for office workers and business owners seeking quality meals at

affordable prices.

Global Flavors, Local Touch: A
curated menu that merges
international tastes with local
preferences.

Daily Delight: A rotating '"Meal of
the Day' catering to the fast-paced
life of our clientele, ensuring both
variety and value.

Catering Excellence: Beyond dine-
in, we cater to events, big or small,
delivering the same unmatched
quality and service.

Eco-Friendly Dining: Through local
sourcing, we champion
sustainability, supporting
community producers while
ensuring freshness.



Market Analysis

Market Size

00
IHIH\ 5,000 H pm 800
Office Workers HH Business Establishments

0 Market Trend

 Rising demand for fast, healthy meals.

* Growing support for sustainability and local produce.

* Professionals leaning towards healthier food options.

(2] Competitive Landscape
* Presence of nearby restaurants, but our edge are high quality
meals and competitively priced 'Meal of the Day’ options.
€@ Pricing Sensitivity

» Office workers are often on a budget for daily meals but are
willing to pay slightly more for fresh & tasty options.

O Growth Opportunities

* Potential to add evening services due to business district
location.

* Opportunities for local business partnerships & loyalty deals.



Marketing and Sales Strategy

Digital Footprint Unique Selling Points (USPs) Strategic Collaborations

* Website: Seamless interface with * Loyalty Rewards: Points for * B2B Catering: Exclusive
interactive menus, online every dine-in experience, partnerships with neighboring
reservations, and sustainability redeemable for future businesses for events and
blogs. discounts. meetings.

* Social Engagement: Daily  Daily Deals: Highlight our 'Meal * Local Ties: Events spotlighting
updates on Instagram & of the Day' for those seeking our local farmers and suppliers,
Facebook - showcasing our daily variety and affordability. reinforcing our community
specials and sustainability commitment.
initiatives.




Marketing and Sales Strategy

Enhancing Dine-In Experience

* Theme Nights: Regular themed
evenings to add a fresh appeal.

* Customer Feedback: Digital
touchpoints for instant reviews,
ensuring we're always at the top
of our game

Sales Initiatives

Corporate Packages: Tailored
deals for offices — from bulk
orders to exclusive corporate
evenings.

Newsletters: Weekly digests
with the latest offers and
upcoming events, delivered
straight to the inbox.

Advertising Push

Local Outreach: Targeted ads in
local print and digital media,
honing in on our primary
audience.

Online Promotions:
Geotargeted online ads to
attract the business cluster
community.




Personnel Shift Plan

Morning Preparatory 8:00 AM -11:00

Team Composition

Responsibilities

Supply receiving, cooking

S AM b 6  preparations, cleaning,
setup
DaySIhift s 2 % o
“OF | Lunch Shift 11:00 AM - & & & & ; Serving lunch, managing
‘T 3:00 PM 4 peak hours
. 3:00 PM - S % 9 Preparations for dinner,
A
fternoon Shift 6:00 PM & & & 6 inventory, cleaning
® % % %
WD Dinner Shift 6:00 PM - & & & ;- 1 Serving dinner, managing
Ny 10:00 PM evening rush
‘,O\‘
Closing & Clean-up  10:00 PM - PP Wrapping up, deep
Shift 11:30 PM & & > cleaning
Special Event & e & Catering and handling
A @ 9
s per event & & 4 special events

Catering Crew

Staff will rotate shifts on a weekly basis; Cross-training will be provided for versatility.

2 Head Chef

2 Kitchen Head

2 Line Chef
Front-end cashiers
Servers
Kitchen Helper

2 Event Manager
Floor Manager
Front-end Personnel
Dishwasher

Cleaner



Staffing and Training Plan

Dynamic Team

Blend of culinary experts and
dedicated service staff.

Skill Enhancement

Regular culinary workshops
and customer service
masterclasses.

Safety Protocols

Routine drills and health
protocol updates

Continuous Improvement

Commitment to learning and
elevating our service
standards.
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BRAND ETHOS

Using Local Ingredients,
Championing Sustainability, and
Delivering Value




Commitment to Quality Excellence

Rigorous Standard Operating Procedures

v Training

Organize regular training sessions
for kitchen staff to ensure
adherence to SOPs.

v Audits

Conduct surprise checks and
evaluations to monitor the consistent
execution of the procedures.

Dynamic Feedback Channels

v Platform Integration

Incorporate feedback forms and
survey prompts within the
restaurant's mobile app or
website.

, Engagement Campaigns

Run monthly email campaigns
encouraging diners to share their
experiences and suggestions.

y Reviews

Periodically revisit and refine SOPs
based on evolving industry
standards & customer preferences.

v Feedback Analysis

Use analytics tools to aggregate and
analyze feedback, identifying areas
for improvement.




Restaurant Hygiene Program

Daily Cleanliness Protocols Equipment Sterilization

Assign tasks to staff for daily Regularly sterilize kitchen tools,
cleaning routines, ensuring all utensils, and appliances to
areas meet health standards. maintain a germ-free environment.

Monthly Audits Feedback Loop
Schedule internal hygiene Establish a system for staff to
checks and quarterly third-party report potential hygiene concerns
inspections to assess adherence or suggestions for improvements.

to hygiene protocols.



Commitment to Safety

Emergency Drill Schedule First Aid Training

Equipment Safety Protocols

T

Incident Reporting System

ol ®

@ @
\ 4 \ 4

Conduct regular first aid
training sessions,
making certain that
staff can handle minor
injuries.

Organize quarterly
emergency evacuation
drills, ensuring all staff
members are familiar
with exit routes.

@
\ 4

Ensure all equipment
has safety guidelines
displayed, and staff
members are trained to
use them properly

@
\ 4

Create a system where
staff can report any
safety concerns or
incidents, fostering a
proactive safety culture.



Sustainability Commitments

ol

=) - ‘ Y 3 8 v
Safety Environment Local Development

Safety is paramount; we ensure We pledge to adopt eco- Dedicated to local growth, we
a secure dining experience by friendly operations, reducing prioritize sourcing from local
adhering to the highest health our carbon footprint and producers and investing in

and safety standards minimizing waste. community-driven projects



Restaurant Business Startup Cost Projections

Lease & Renovation 0
i 120,000 4% Size & Layout

i ) . e Total Floor Area: ~2,500 to 3,000 sq ft
Kitchen Equipment & Appliances 90,000 22%
O ~2,000 sq ft for dining + kitchen

o ~500-1,000 sq ft for storage, staff area, restrooms

. NI o
Furniture & Interior Fit-out 50,000 2% e Seating Capacity: 60-80 guests

] ] e Number of Tables: 20-25 (mix of 2, 4, and 6 seaters)
Licenses, Permits & Legal Fees - 10,000 2% e Kitchen Size: Commercial-grade, ~800-1,000 sq ft
POS, Website, Software | i 0/e]0) 4% ®  staffing (Initial Headcount)

e Kitchen: 4-6 (chef, sous chef, line cooks)
Initial Inventory (Food & Beverages) 20,000 5% .

Front of House: 5-7 (servers, hosts, bussers)

e Management: 1-2 (manager + assistant or owner-

Hiring, Training & Uniforms 25,000 4% operator)

Marketing & Branding 20,000 3% 9 Location

Type: Lease in a secondary urban or suburban area

Professional Fees (Architect, Consultant) - 10,000 2% e Estimated Rent: $5,000-$8,000/month
e Renovation Needed: Moderate (partial build-out, not full
. shell space)
Insurance & Utilities Setup - 10,000 10%

Q" Concept

e Casual Dining: Affordable menu, dine-in focus, possibly
light takeout

Working Capital (3—6 months of operations) 110,000 18%

Contingency (approx. 4%) 20,000 24%




Operational Expenses

Lease Payments

Employee Salaries

F&B Cost

Utilities

Marketing & Advertising

Miscellaneous

Total

7,500

10,500

10,000

3,500

1,500

2,000

35,000

In USD

10,500

7,500

Employee Salaries
Lease Payments

10,000

F&B Cost

3,500

Utilities

1,500

Marketing & Advertising

2,000

Miscellaneous

Total




Revenue Projections

Year (in USD) 5-Year Profits
IE N N N

Total Income 600,000 630,000 661,500 694,575 729,304

Cost of Sales,
$2.2M, 40% 5-year
Gross Profit =

$1.85M otal Income,
$3.3M, 60%

Cost of Sales 420,000 432,600 445,578 458,945 472,714

Gross Margin 180,000 197,400 215,922 235,630 256,590



Restaurant 5-Year Cash Flow Projections

Inflows Outflows mmm Net Cash Flow =e=Cumulative Cash Flow
$0.80M
S0.60M .
$0.66M
$0.60M $0.63M
$0.60M ® ( 50.59m Total Inflows
Total Outflows
$0.47M
$0.42M $0.43M 20.45M . Startup Cost .$
: .5
$0.40M 5
@ $0.33Mm Net Cash
o
$0.20M $0.24M $2.2M
$0.00M $3.3M
Yr. 2 Yr. 3 Yr. 4 Yr.5
@ -s0.12M
-$0.20M

Assumptions:
@ -50.32Mm * Annual Revenue Growth — 5%

* Annual Operating Cost Growth —3%
-$0.40M



Investment Metrics Summary

NPV at Different Rates

Initial Investment $500,000 Startup cost
0.6M
° 5, 50.6M
. 2 years & 3 n

Payback Period - From cash flow recovery \.

$0.5M \_
Net Present Value (NPV) $379,603 At 7% discount rate over 5 years \l\

| ]

$0.4M \'\

Internal Rate of Return (IRR) 30.5% IRR > WACC = attractive investment '\&-4'\/'
WACC=7% "
NPV=Siene

$0.3M ~

Profitability Index (PI) $1.62 Pl > 1 indicates value creation ’ \.\So
.3M

Average Annual Net Cash Flow $217,108 Year 1-5 average gross inflows $0.2M

Break-even Sales

~$900,000/year

To cover operating and fixed costs

0% 1% 2% 3% 4% 5% 6% 7% 8% 9% 10% 11% 12%
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