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J W  L E E S  B U S I N E S S  P L A N

A P P L I C A T I O N  F O R M

Name of pub

Name

Contact number

Email address

Date

Signature

APPLICANT 1 APPLICANT 2

Address of pub

Home address
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J W  L E E S  B U S I N E S S  P L A N

A B O U T  Y O U R S E L F

You/your experience and skil ls

Key members of your team and their experience and skil ls
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J W  L E E S  B U S I N E S S  P L A N

A B O U T  T H E  P U B

D E V E L O P M E N T S

How are things now?
Give a clear view of what
the pub is like at present

• Describe the pub, its facilities
and any outside trading areas

• Describe what condition the pub
is currently in

• Describe the immediate area in
which the pub is located

• Describe the current trading
operation

• Describe any relevant trading
history

Are there any potential
developments in the area
which could influence
trade?

• Is the local area on the up or
in decline?

• Are there any businesses opening
or closing?

• Are there any planning
applications that could
affect trade?

• Are there any significant events
under threat or gaining in
importance?
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J W  L E E S  B U S I N E S S  P L A N

D E M O G R A P H I C S

L O C A L  M A R K E T

What is the area like?

Who lives near your pub?

What do they like?

Where do people eat and 
drink in the local area? 
Please provide any relevant 
maps as an attachment. 
(Please also note competitor
profile section overleaf)

• Who are the main competitors?  
 Which are the most successful  
 and why?

• Is there a circuit (if relevant for  
 your pub type). Where does the  
 pub fit in it?

• Are there any notable gaps you  
 could exploit? 
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J W  L E E S  B U S I N E S S  P L A N

C O M P E T I T O R S

Name

Location and distance
from your pub

What do they offer to 
attract customers?

Will you try to attract their
customers? If so, how?

Price of a pint of 
standard lager?

Price of a evening meal?

Opening hours?

How do you rate this 
competitor out of 10?

Reason why?

/10 /10 /10

Who are their customers?

Retail style
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J W  L E E S  B U S I N E S S  P L A N

T H E  C U R R E N T  R E T A I L  O F F E R

What are the strengths and 
weaknesses of the current 
offer?

• Consider each of the following  
 elements:

- Product range

- Pricing

- Menus

- Customer service

- Facilities

- Entertainments/events

- Staffing levels

- Standards
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J W  L E E S  B U S I N E S S  P L A N

Y O U R  R E T A I L  O F F E R

Describe what you plan to 
offer in order to grow the 
business. 

Explain how this will attract 
the people you want to 
come to the pub.

What is the unique selling 
point of the pub?

• What sort of pub is it going to be?

• How will you position the wet  
 offer? What will make it stand out  
 from the competition?

• What will the food offer be? How  
 big will the menu be? How will  
 it be presented? How will the food  
 offer change during the day?

• Attach any draft menus

• Will entertainment be part of the  
 offer? If so, what form will it take  
 e.g. games, quizzes, charity  
 nights, promotions?

• Describe any other parts of the  
 offer, e.g. accommodation.

• How will you tell people about  
 what is on offer?

Please attach additional pages  
if required.
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J W  L E E S  B U S I N E S S  P L A N

S A L E S  R H Y T H M  O F  T H E  W E E K :  K E Y  E V E N T S  T O  D R I V E  F O O T F A L L  I N  T H E  P U B  E A C H  W E E K

MONDAY

TUESDAY

Daytime activity Evening activity Pricing strategy &  
promotional activity Opening hours

WEDNESDAY

THURSDAY

FR I DAY

SATURDAY

SUNDAY
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J W  L E E S  B U S I N E S S  P L A N

Y O U R  T E A M

Staffing
• What employees will be taken  
 on over the next three years, with  
 which skills, in which areas of the  
 business?

• How will you find these  
 employees?

• Where do you expect these  
 employees to come from?

Training Plans
• What training will be undertaken  
 in order to build and maintain a  
 skilled team?

• How will training address future  
 market developments?

Reward & Recognition
• How will you motivate and retain  
 your team?

Communication
• What methods will you use to  
 communicate with your team?

• How often?

Your Role
• Are you going to work in the  
 business day to day?

• What will your role be?
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J W  L E E S  B U S I N E S S  P L A N

S U M M A R Y

Briefly summarise in a few 
sentences what you are 
trying to achieve. 

Constantly ask yourself : 
“Why am I doing this?” to 
make sure all decisions fit 
with your plan.

Please try to be specific 
with targets if relevant.
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J W  L E E S  B U S I N E S S  P L A N

T H E  M O N E Y  R E Q U I R E D

Outline the overall cost of starting the business and if you have not already done so state the intended investment including VAT.

C O S T S

S O U R C E  O F  F U N D S

Fixtures & fittings

Cash

Training

Overdraft

Deposit

Secured loans

Stock on valuation

Other please state

Investment capital Inc VAT

Brokers fee

Unsecured loans

Working capital

TOTAL

TOTAL
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J W  L E E S  B U S I N E S S  P L A N

F I N A N C I A L  P R O J E C T I O N S

It is essential that you forecast how much money you are likely to make. This should be the major factor in deciding whether you want to 
proceed with your business plan.

If you are unsure how to do this yourself, seek the assistance of an accountant or another independent professional advisor.
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J W  L E E S  B U S I N E S S  P L A N

1 2  M O N T H  P R O F I T  A N D  L O S S  F O R E C A S T  -  Y E A R  1

SALES OPERATING COSTS

Total

RentDrink sales

DepreciationTotal sales (3)

Business ratesFood sales

Total fixed expenses (4)

Total purchases (1) Travel and transport

Loan interestMachine takings

PURCHASES Wages (incl. N I)

Telephone, postage 
and internet

Other

InsuranceAccommodation

Drinks purchases Util it ies, gas, electric, water

Total controllable expenses (2)

Total costs

Council taxOther (specify)

Advertising / promotionsOther (specify)

Food purchases Entertainment incl. music / tv

Cleaning materialGROSS PROFIT

Glassware and crockeryDrink sales

Stocktaking feesFood sales

LaundryMachine takings

Postage stationaryAccommodation

TrainingTotal gross profit OVERALL
GP% (2)

Repairs and decorationOther (specify)

WEEKLY BREAK EV EN SALES CALCULATION:
1) Add Total Purchases (1) to Total Controllable Expenses (2)
2) Divide by Total Sales (3)
3) Deduct the above from £1.00
4) Divide Total Fixed costs (4) by the above
5) Divide by 52 to give weekly break even point 

Machine rentalNet profit (before drawings)
(=GP-total costs)

Accountancy fees

Staff uniformsDrawings

SundriesNet profit after drawings



14

J W  L E E S  B U S I N E S S  P L A N

1 2  M O N T H  P R O F I T  A N D  L O S S  F O R E C A S T  -  Y E A R  2

SALES OPERATING COSTS

Total

RentDrink sales

DepreciationTotal sales (3)

Business ratesFood sales

Total fixed expenses (4)

Total purchases (1) Travel and transport

Loan interestMachine takings

PURCHASES Wages (incl. N I)

Telephone, postage 
and internet

Other

InsuranceAccommodation

Drinks purchases Util it ies, gas, electric, water

Total controllable expenses (2)

Total costs

Council taxOther (specify)

Advertising / promotionsOther (specify)

Food purchases Entertainment incl. music / tv

Cleaning materialGROSS PROFIT

Glassware and crockeryDrink sales

Stocktaking feesFood sales

LaundryMachine takings

Postage stationaryAccommodation

TrainingTotal gross profit OVERALL
GP% (2)

Repairs and decorationOther (specify)

WEEKLY BREAK EV EN SALES CALCULATION:
1) Add Total Purchases (1) to Total Controllable Expenses (2)
2) Divide by Total Sales (3)
3) Deduct the above from £1.00
4) Divide Total Fixed costs (4) by the above
5) Divide by 52 to give weekly break even point 

Machine rentalNet profit (before drawings)
(=GP-total costs)

Accountancy fees

Staff uniformsDrawings

SundriesNet profit after drawings



J W  L E E S  B U S I N E S S  P L A N
Ca

pi
ta

l I
nt

ro
du

ce
d

Dr
in

k 
Sa

les
Fo

od
 S

ale
s

Ma
ch

in
es

Ot
he

r I
nc

om
e

To
ta

l I
nc

om
e

Dr
in

ks
 P

ur
ch

as
es

Fo
od

 P
ur

ch
as

es
Re

nt
Bu

sin
es

s 
Ra

te
s

Lic
en

ce
s

In
su

ra
nc

e
Ut

ili
tie

s, 
Ga

s, 
El

ec
tri

c, 
W

at
er

Lo
an

s
En

te
rta

in
m

en
t

St
oc

kt
ak

in
g

W
ag

es
 In

c. 
NI

Tra
ve

l a
nd

 T
ra

ns
po

rt
Te

lep
ho

ne
Cl

ea
ni

ng
 M

at
er

ial
s

Ac
co

un
ta

nc
y 

Fe
es

St
oc

kt
ak

in
g 

Fe
es

Re
pa

irs
 a

nd
 D

ec
or

at
io

n
Tra

in
in

g 
Fe

e
Fix

tu
re

s 
Pu

rc
ha

se
d

Dr
aw

in
gs

VA
T 

Pa
ym

en
ts

Ot
he

r
Ot

he
r

Ot
he

r A
dv

er
tis

in
g

To
ta

l E
xp

en
se

s
In

co
m

ele
ss

 E
xp

en
di

tu
re

Ba
lan

ce
 B

ro
ug

ht
 F

or
wa

rd
Cl

os
in

g 
Ba

nk
 B

ala
nc

e

JA
N

FE
B

MA
R

AP
R

MA
Y

JU
N

JU
L

AU
G

SE
P

OC
T

NO
V

DE
C

TO
TA

L

CA
SH

 F
LO

W
 -

 Y
EA

R 
1



16

J W  L E E S  B U S I N E S S  P L A N
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J W  L E E S  B U S I N E S S  P L A N

A D D I T I O N A L  I N F O R M A T I O N

The following area allows you to include any further information you feel may be appropriate to include in your business plan.

By completing this application form, JW Lees Brewery does not commit itself to accept your application and, for the avoidance of 
doubt, it does not constitute any offer, expressed or implied, of any appointment, tenancy or business opportunity.


