EXECUTIVE SUMMARY


ZAIKA Restaurant, is a new medium-sized 120-seats restaurant located in the neighborhood of Johar Town, unlike a typical restaurant it will provide a unique combination of excellent Pakistani & Indian food at value pricing with a fun and entertaining atmosphere. The public wants value for everything that it purchases, is not willing to accept anything that does not meet its expectations, and wants entertainment with its dining experience. Zaika is the answer to an increasing demand


In today's highly competitive environment, it is becoming increasingly more difficult to differentiate one restaurant concept from another. Zaika does this by being the only traditional fast food restaurant that feature Pakistani dishes. With our fast food fast service concept, there will be no waiting for a food. No other national chain has tapped this market. With fast food fast service increasing in demand today, we believe that this feature will ensure our success.


Plan is prepared to obtain financing from PICIC Commercial Bank for the initial launch of this concept. The financing is required to begin work on kitchen design, architectural plans, manuals and recipe books, site selection, equipment purchases, and to cover expenses in the first year of business. Additional financing will need to be secured for the two subsequent units anticipated in July 2007 and January 2008. Our positive cash flow will help to offset some of this burden.


The restaurant will start out as a simple partnership, owned by its founders. The financing, in addition to the capital contributions from the owners, will allow Zaika to successfully open and maintain operations through year one. The initial capital investment will allow Zaika to provide its customers with a value driven, entertaining dining experience. A unique, mid-scale, innovative environment is required to provide the customers with an atmosphere that will encourage Lahorie to bring family and friends to dine and socialize.

➢ Services:

Zaika will provide a unique combination of excellent Pakistani & Indian food at value pricing with a fun and entertaining atmosphere. To add value in our services offering steps will be taken to reduce the customer’s waiting time, which ultimately enhance the customer’s satisfaction about our product and services offerings. Direct customer relation will be build up to improve our services.


➢ Customers:

Zaika believes that the market can be segmented into four distinct groups that it aims to target. The first group is 

the rich that number 400,000 people. The second group that will be targeted is young students, which are growing at rapid rate with 150,000 potential customers. The third & the largest group, which is particularly interested DESI food in the menu's 350,000 in the area. Our customer turnover rate is 70%. Customer traffic pattern for dinnertime is high as compare to Nastha and Lunchtime. 80% customer dines in and 20% take out the foods

➢ Management:

The founders of the company are Shehmir Shahid, Ali Mobin, Shoaib Hassan, Bilal Nasir and Ali Shabbir.

Shoaib and Shehmir have extensive management experience of hotel and restaurant in local and international organizations ranging from six to 45 people. In the end we are quite confident that he has the ability to assemble a strong management team and successfully manage the operation.

Ali Mobin, Ali Shabbir and Bilal Nasir have extensive experience in information technology and computerized point of sales systems, accounting and payroll systems and inventory management systems.

Our chef, Tanveer Ahmed, currently Chef of Ziafat, has over 12 years of experience and is already known for its professionalism. We will also be looking to find young energetic order takers and waiters to make sure we add the edge that makes Zaika so trendy.


















COMPANY SUMMARY


ZAIKA Restaurant, is a new medium-sized 120-seats restaurant located in the neighborhood of Johar Town, unlike a typical restaurant it will provide a unique combination of excellent Pakistani & Indian food at value pricing with a fun and entertaining atmosphere. The public wants value for everything that it purchases, is not willing to accept anything that does not meet its expectations, and wants entertainment with its dining experience.

➢ Objectives:

• Sales of 23,400,000.00 first year and more than 30 million in the second year.
• Personnel costs less than 19,422,000 the 1st year, less than 24,949,800 the 2nd year.
• Profitable in year two, better than 7.5% profits on sales by year three.

➢ Mission Statement:

Zaika provides a unique combination of excellent Pakistani & Indian Desi food at competitive price with a fun and entertaining atmosphere for families and young students in Lahore. Plan to expand this nation wide capitalizing on this unique cuisine concept, quality control, fastens order processing, high-quality service using high tech modern equipments. We want fair profit for the owners, economical entertainment for the public and a rewarding place 

to work for the employees.

➢ Company Ownership:

Company will star out as partnership, owned by its founders. The founders of the company are Shehmir Shahid, Ali Mobin, Ali Shabbir, Bilal Nasir and Shoaib Hassan.

➢ Start up Summary:

The company will start operating from 1st of January 2006. We have rent out a 10 Marlas building in Johar Town near Gourmet Bakers. The place is already equipped as a restaurant so we plan to come up with a total of Rs. 1,600,000 in cash capital, plus a Rs. 3,500,000 in loan, to start up the company.

Copy of personal bank statement is attached to prove cash capital investment of Rs. 1.6 million from the founder. Loan will be secured PICIC Commercial bank taking advantage of its new “ Tourism Loan “ offer of approximately 70/ 30 (debt-to-equity ratio) percentage in project financing.




|STARTUP COSTS                                                         |
|                                         |                             |
|Requirements:                             |Rs.                         |
|                                         |                             |
|Start-up Expenses                         |                             |
|Legal                                     |25,000                       |
|Stationery etc.                           |20,000                       |
|Security                                 |500,000                     |
|Inventory                                 |185,000                     |
|Total Start-up Expenses                   |730,000                     |
|                                         |                             |
|Start-up Assets Needed:                   |                             |
|                                         |                             |
|Cash Balance on Starting Date             |300,000                     |
|Other Current Assets                     |500,000                     |
|Total Current Assets                     |800,000                     |
|                                         |                             |
|Long-term Assets                         |3,550,000                   |
|Total Assets                             |4,350,000                   |
|                                         |                             |
|Total Requirements                       |Rs. 5,080,000               |



|FUNDING                                                                   |
|                                                 |                         |
|Investment:

                                    |Rs.                     |
|Investor 1                                       |320,000                 |
|Investor 2                                       |320,000                 |
|Investor 3                                       |320,000                 |
|Investor 4                                       |320,000                 |
|Investor 5                                       |320,000                 |
|Total Investment                                 |Rs.1,600,000             |


|SETUP LIABILITIES                                                       |
|                                                 |                       |
|Current Liabilities:                             |Rs.                     |
|Accounts Payable                                 |70,967.00               |
|Current Borrowing                               |0.00                   |
|Other Current Liabilities                       |0.00                   |
|Current Liabilities                             |70,967.00               |
|                                                 |                       |
|Long-term Liabilities:                           |3,500,000.00           |
|Total Liabilities                               |3,570,967.00           |
|                                                 |                       |
|Loss at Start-up                                 |100,000.00             |
|Total Capital                                   |1,500,000.00           |
|                                                 |                       |
|Total Capital and Liabilities                   |Rs.5, 070,967           |


➢ Project Financing:

The core activity of project finance division (PFD) is to analyze, appraise, and scrutinize the potential industrial proposals in detail for long-term finance facilities. It functions within the parameters as set by State Bank of Pakistan through its rules and regulations for DFIs and the lending policy compiled by the concerned authority. The Board of Directors reviews the lending policies and established practices from time to time to ensure its compliance with the said regulations. PFD has never limited itself to a certain sector; instead it proactively diversifies its portfolio and captures new businesses in various sectors. PFD maintains a substantial portfolio comprises of mainly the textile sector, but it also branches out to sugar, chemicals & pharmaceuticals, paper & pulp, food & allied industries etc.

The construction and hotel industry

in the miscellaneous sector are the distinguished ones. It has also extended financial assistance to projects for debt swapping and for acquisition of economically and commercially viable projects. PFD has taken on a new venture of financing of tourism package to encourage tourism industry in Pakistan. PFD has always been committed to expedite the pace of industrial development by facilitating its customers and providing better solutions to them.

Thus PICIC’s proactive approach of financing for various purposes to all types of businesses will make it more competitive results in the form of new clients for long-term financial assistance. PICIC has emerged as a customer friendly institution and has renewed its commitment to expedite the pace of industrial development of all sectors taking place in the country.

➢ Major terms and conditions:

Financial charges: Competitive mark up rates linked to the basis of operational and financial performance of the Company.

➢ Security:
1. 1st charge on all the assets (except inventories)
2. All the directors of Private Limited Company shall provide personal guarantee to the entire satisfaction of PICIC (mains sponsor’s personal guarantee is required in case of public limited company).

➢ Tenure:
The tenure of the loan would be term 5 years (60 months) i.e. we would finance our business for 5 years.

MANAGEMENT SUMMARY



The founders of the company are Shehmir Shahid, Shoaib Hassan Ali Mobin, Ali Shabbir and Bilal Nasir.

As mentioned earlier Shehmir and Shoaib have extensive management experience of hotel and restaurant in local and international organizations ranging from six to 45 people.   In the end we are quite confident that he has the ability to assemble a strong management team and successfully manage the operation.

While Ali Mobin, Ali Shabbir and Bilal Nasir have extensive experience in information technology and computerized point of sales systems, accounting and payroll systems and inventory management systems.

➢ Skills Audit:
• Shoaib Hassan: CEO and Director of Sales and Marketing. Mr. Shoaib is responsible for providing leadership, direction, and control for all aspects of the company's activities in order to realize optimum profits compatible with the best long- and short-term interests of the shareholder, employees, consumers, and public. He completed his undergraduate degree at the Lahore school of economics and then earned his MBA from the Imperial College of business studies.

• Shehmir shahid: CEO of Finance and Administration.

Mr. Shehmir is responsible for guiding and directing financial and control activities of the company in a manner designed to protect assets, meet reporting requirements, and effectively plan for and audit the financial needs of the firm. Mr. Shehmir completed his undergraduate and MBA degree at the Imperial College of business studies.

• Mr. Bilal Nasir: Director of Sales and Marketing. Mr. Bilal is responsible for providing leadership, direction, and control for all aspects of the company's activities in order to realize optimum profits Mr. Bilal completed his undergraduate and MBA degree at the Imperial College of business studies.
• Mr. Ali Mobin: Director of Human resource management. Mr. Ali would be responsible for recruiting trained and specialized moderator who will provide training and wellness facilities to customer. Mr. Ali Mobin completed his undergraduate and MBA degree at the Imperial College of business studies.

• Mr. Ali Shabbir: Director of Finance and Administration. Mr. Umar will also be responsible for guiding and directing financial and control activities of the company. Mr. Ali Shabbir completed his undergraduate and MBA degree at the Imperial College of business studies.

➢ The gaps of Management team:
    • Lack of experience in the fitness industry.
    • Minimal expertise in areas of finance and accounting.
    • Strong desire for financial prosperity immediately with little patience for minimal profitability.























PERSONNEL PLAN


As the personnel plan shows, we expect to invest in a good team, fairly compensated. We think the planned staff is in good proportion to the size of the restaurant and projected revenues.

|                                                                                                                   |
|PERSONNEL PLAN                                                                                                     |
|                           |No.       |Pay/Month           |Monthly                 |Yearly                           |
|                           |           |                   |                       |                                 |
|                           |           |Rs.                 |Rs.                     |Rs.                             |
|Manager                     |1         |25,000             |25,000                 |300,000                         |
|Chef                       |1         |18,000             |18,000                 |216,000                         |
|Asst.

Chef                 |1         |10,000             |10,000                 |120,000                         |
|Cooks                       |2         |6,000               |12,000                 |144,000                         |
|Helper Cooks               |3         |3,000               |9,000                   |108,000                         |
|Order Takers               |2         |4,500               |9,000                   |108,000                         |
|Cashier                     |2         |3,500               |7,000                   |84,000                           |
|Waiters                     |8         |3,000               |24,000                 |288,000                         |
|Cleaners                   |2         |2,600               |5,200                   |62,400                           |
|Other                       |           |0                   |0                       |0                               |
|Total People               |22         |                   |                       |                                 |
|Total Payroll               |           |                   |Rs. 119,200             |Rs. 1,430,400                   |




















MARKETING ANALYSIS

Because of the founders' connections and background, we have an excellent feel for the area and its core group of customers. They will all share something alike, which is a feeling of being in the "good crowd" and having "gotten it" in life. We do plan to raise menu rates as the restaurant gets more and more crowded, and to make sure we are charging a premium for the feeling of being in the "in crowd."

➢ Target Market:

Combining several key demographic factors, we arrive at a profile of the primary customer as follows. The market can be segmented into following target populations:
• Individuals: people that dine in by themselves.
• Families: a group of people, either friends or a group of nuclear relatives from upper middle class dining together.
• Take out: people that prefer to eat desi food in their home or at a different location than the actual restaurant.
• Youth: Young professionals and students of colleges and universities

➢ Product/Service Type:

Zaika will provide a unique combination of excellent Pakistani & Indian food at value pricing with a fun and entertaining atmosphere. To add value in our services offering steps will be taken to reduce the customer’s waiting time, which ultimately enhance the customer’s satisfaction about our product and services offerings.

Direct customer relation will be build up to improve our services.

➢ The Menu:

The menu is going to be extremely simple but changing every month. We will keep a small group of constants on the menu and then feature a chef's recommendation that we plan to have 85% of meals ordering. This will help us to reduce waste and plan ingredients and purchasing.   Our chef will have great latitude in designing and producing menu offerings from Pakistani and Indian culture. We will endeavor to procure all the traditional, authentic ingredients necessary to hold true to these varied and interesting cultural recipes.


|NASHTA COMBOS                                                                                                           |
|                                                                                           |             |               |
|Halwa Puri Combo:                                                                         |             |Rs 100         |
|Allu chanay, achar, meetha pura, suji, halwa, qeema tiki, puri & lassi                     |             |               |
|                                                                                           |             |               |
|Nihari Combo:                                                                             |             |Rs 100         |
|Nihari, garinshing of corinder, lemon and spices, khameeri roti(2 pc) & lassi                           |               |
|                                                                                           |             |               |
|Pai Combo:                                                                                 |             |Rs 120         |
|Pai , Kulcha(2 pc), garnishing & lassi                                                     |             |               |
|                                                                                           |             |               |
|Omelette Paratha Combo:                                                                   |             |Rs 100         |
|Omelete, paratha(2 pc), qeema, dahi, achar & lassi                                         |             |               |
|                                                                                           |             |               |
|NASHTA                                                                                     |             |               |
|                                                                                 

          |             |               |
|Puri with chanay                                                                           |             |Rs 10           |
|Phenion, Doodh or Chai                                                                     |             |Rs 55           |
|Baqarkhani, doodh or chai                                                                 |             |Rs55           |
|Halwa suji                                                                                 |             |Rs195/kg       |
|Meetha pura                                                                               |             |R10             |
|Qeema Tiki                                                                                 |             |Rs 35           |
|Achar                                                                                     |             |Rs 15           |
|Sada chanay, Anda                                                                         |Rs 65         |Rs 110         |
|Mug Chanay, Anda                                                                           |Rs 110       |Rs 150         |
|Omelette                                                                                   |             |Rs 35           |
|Nihari                                                                                     |Rs 95         |Rs 180         |
|Nali                                                                                       |             |Rs 25           |
|Magazh                                                                                     |             |Rs 50           |
|Pai                                                                                       |Rs 135       |Rs 220         |
|                                                                                           |             |               |
|TANDOOR SE                                                                                 |             |               |
|                                                                                           |             |               |
|Sada Nan                                                                                   |             |Rs 10           |
|Roghni Nan                                                                                 |             |Rs 15           |
|Khameeri roti                                                                             |             |Rs 8           |
|Allu Naan                                   

                                              |             |Rs 20           |
|Sada Paratha                                                                               |             |Rs 20           |
|Achari Paratha                                                                             |             |Rs 25           |
|Qeema Wala Paratha                                                                         |             |Rs 30           |
|                                                                                           |             |               |
|MEETHA                                                                                     |             |               |
|                                                                                           |             |               |
|Kulfa Falooda                                                                             |             |Rs 45           |
|Kulfi                                                                                     |             |Rs 20           |
|Firni                                                                                     |             |Rs 30           |
|Kheer                                                                                     |             |Rs 30           |
|Rasgullay Pani Waley                                                                       |             |Rs 30           |
|Rusmalai                                                                                   |             |Rs 35           |
|Garam Gulab Jaman                                                                         |             |Rs 30           |
|Shahi Tosh                                                                                 |             |Rs 45           |
|Nirala Ki Dukan se                                                                         |             |Rs 30           |
|                                                                                           |             |               |
|CHAI/ PANI                                                                                 |             |               |
|                                                                                           |             |               |
|Lassi(Meethi namkeen)                                                                     |             |Rs 30           |
|Lassi, Pairai Wali                                                                         |             |Rs 40           |
|Lassi,

Kalkati Ludu wali                                                                   |             |Rs 30           |
|Rabri Doodh                                                                               |             |Rs 30           |
|Badam Sardai                                                                               |             |Rs 45           |
|Milk Shake                                                                                 |             |Rs 55           |
|Doodh Sooda                                                                               |             |Rs 30           |
|Fresh Fruit Juice                                                                         |             |Rs 45           |
|Carbonated Drinks                                                                         |             |Rs 25           |
|Mineral water                                                                             |Rs 25         |Rs 35           |
|Kashmiri Chai                                                                             |             |Rs 25           |
|Sada Chai                                                                                 |             |Rs 25           |
|Doodh Pati                                                                                 |             |Rs 25           |
|Masala Chai                                                                               |             |Rs 25           |
|Peshawari Qawa                                                                             |             |Rs 20           |
|Coffee                                                                                     |             |Rs 35           |
|Soft Drinks                                                                               |             |Rs 15           |


➢ Brand & Features:

ZAIKA Restaurant is a new medium-sized restaurant located in the neighborhood of Johar Town, unlike a typical restaurant it will provide a unique combination of excellent Pakistani & Indian food at value pricing with a fun and entertaining atmosphere. The public wants value for everything that it purchases and is not willing to accept anything that does not meet its expectations, and wants entertainment with its dining experience. Zaika is the answer to an increasing demand

In today's highly competitive environment, it is becoming increasingly more difficult to differentiate one restaurant concept from another. Zaika does this by being the only traditional fast food restaurant

that features Pakistani & Indian dishes. With our fast service concept, there will be no waiting for a food. No other national chain has tapped this market. With fast food fast service increasing in demand today, we believe that this feature will ensure our success.

➢ Price & Quality:

Aim will be to serve the quality food at reasonable price in entertaining environment. We plan to revise our product pricing strategy according to the demographics, and price elasticity and   place ourselves in high quality and medium price category.

➢ Outlets & Distribution:

We are targeting the upper middle class families and young college going class, which generally lives in urban cities. We will have our branches in major cities of Pakistan such as; Lahore, Rawlapindi/ Islamabad, Faislabad, Sialkot and Karachi.

➢ Promotion:

We have planned year around advertising and promotion campaigns.

a) Complete a Consumer Survey for our restaurant and tabulate its results.
b) Choose advertising and promotion variety after analyzing the results of the Consumer Survey.
c) Introduce the restaurant through street banner and pole banners in the surrounding area.
d) Launch marketing campaigns, sales blitzes. Distribute and flyers in the surrounding area houses, schools and colleges.
e) Advertise in the local newspaper in collaboration with a sponsor company. Advertise using space outside the local buses.
f) Issue frequent member cards and advertise special discounts for the Founder Members (first 500 members)
g) Prepare a calendar of sales blitzes to be launched throughout the year, offer special menus and discounts on special events such as;

        a. Independence day
        b. Eid days.
        c. Christmas day
        d. New year night

H). Stay informed of the franchised and non-franchised restaurants. Update, change procedures, processes, marketing and sales efforts to stay ahead of them.


h) Concentrate on customer base. Keep the exiting customers, find and keep new ones. Offer ‘ Event Management & Catering’ services on events like Basant, Birthdays, and Eid.

i) 11. On Special days, we will be inviting people to come up with their own recipes and can cook with our chefs.

j) 12. Theatre Dinners: Offer movie nights and allow customers to socialize and experience the fun and entertainment. Play famous Indian movies & Pakistani movies.

➢ Competition & Market Share:

Our direct competitors are Caspian Sea, Ravi Restaurant, Gourmet Restaurant and Bukhara. Our other competitors includes Salt n Pepper

“Village”, The Grill, Lahore Chatkahra and Village. Village has the highest market share due to its desi buffet concept and parent company’s brand recognition.


PRODUCTION


On site
Shifts = 2 (Day and Night)

Zaika Restaurant would rapidly become one of the regions popular restaurant and a significant recreational place at Main Boulevard for the peoples of Lahore. Being a new player in the business Zaika see many opportunities as well as many risks and threats. Following is a tentative plan, developed by the Management, which clearly defines our goals, milestones, responsibilities and our strategies to make our plan work. It also shows management’s flow of information and communication mechanism among Zaika’s team.

➢ Organizational Chart:

Following chart shows Zaika restaurant structure.

Costumer Service:

1. Costumer dealing.
2. Costumer Feedback
3. Cultural Surveys.

Accounts Officer:

1. Receive cash.
2. Pay utility bills.
3. Arrange funds.


Head Chef:

1. In charge of kitchen.
2. Inspects cooking process.
3. Inspects food hygiene.
4. Instructs miscellaneous staff.
Procurement Officer:

1. Purchase Raw Material
2. Inspection of Material
3. Order of supplies


Communication Mechanism:

A typical communication mechanism works as shown in the following chart. We want this branch being related to business of restaurant an autonomous one. All the decision will be taken from by Branch manager and his lower subordinates.

HR ISSUES:

Staff Hiring:

We will hire new staff according to following checklist.

1. Maximum 30 years old
2. Initially on 4-month contract
3. Educate and train for best services
4. Give incentives to hardworking staff members.

















FINANCE


Most important to us is our financial success, but we believe this will be achieved by unique concept and philosophy. The market and financial analyses indicate that with a start-up expenditure of Rs. 5,080,000, Zaika can generate Rs. 23,400,000 in sales by year one.


|SALES FORECAST – YEAR 1                                                                                                             |
|Unit Sales                     |Daily                     |Monthly                         |Annual sales                               |
|                               |                           |                               |                                           |
|                               |Rs.                       |Rs.                             |Rs.         

                              |
|Meals                         |52,000                     |1,560,000                       |18,720,000                                 |
|Drinks                         |12,500                     |375,000                         |4,500,000                                 |
|Other                         |800                       |24,000                         |288,000                                   |
|                               |                           |                               |                                           |
|Total Unit Sales               |Rs. 65,300                 |Rs. 1,959,000                   |23,508,000                                 |




|SALES FORECAST – YEAR 2                                                                                                             |
|                                                               |                                                                     |
|Quarter                                                       |Quarterly Sales                                                       |
|                                                               |                                                                     |
|                                                               |Rs.                                                                   |
|1st Quarter                                                   |6,644,162                                                             |
|2nd Quarter                                                   |7,275,939                                                             |
|3rd Quarter                                                   |7,955,100                                                             |
|4th Quarter                                                   |8,685,199                                                             |
|                                                               |                                                                     |
|Total Unit Sales [Annually]                                   |30,560,400                                                           |



|SALES FORECAST SUMMARY                                                                                                               |
|                               |                   |                   |                     |                     |                     |
|Unit Sales                     |Daily             |Monthly           

|Year 2006           |Year 2007           |Year 2008           |
|                               |                   |                   |                     |                     |                     |
|                               |Rs.               |Rs.               |Rs.                 |Rs.                 |Rs.                 |
|Meals                           |52,000             |1,560,000         |18,720,000           |24,336,000           |28,716,480           |
|Drinks                         |12,500             |375,000           |4,500,000           |5,850,000           |6,903,000           |
|Other                           |800               |24,000             |288,000             |374,400             |441,792             |
|                               |                   |                   |                     |                     |                     |
|Total Unit Sales               |65,300             |1,959,000         |23,508,000           |30,560,400           |36,061,272           |
|                               |                   |                   |                     |                     |                     |
|Direct Cost of Sales           |                   |                   |2006                 |2007                 |2008                 |
|                               |                   |                   |                     |                     |                     |
|                               |                   |                   |Rs.                 |Rs.                 |Rs.                 |
|Meals                           |                   |                   |2,620,800           |3,407,040           |4,020,307           |
|Drinks                         |                   |                   |1,725,750           |1,462,500           |1,725,750           |
|Other                           |                   |                   |2,880               |3,744               |4,418               |
|                               |                   |                   |                     |                     |                     |
|Subtotal Direct Cost of Sales   |                   |                   |4,349,430           |4,873,284           |5,750,475           |


➢ Assumptions:

• We will be able to make a daily profit of 52,000 per day in the first year.
• Sales will increase by 30% in the second year and by 18% in the third year.
• We will be able to sell about 150 soft drinks per day.
• Direct cost of sales would approximately about 25% of sales in first three years
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