|

5 -
3 #
£ §
b ]
5 g
i b
e =
H =
% 5
8 5
- 3
%

3

-

VoL .

=3

A
PR E .

L ERSN WL T ve

2R L REiaht e tdet

\
J 3 S S S




CONTENT

e e e R e e G £ ARSI BT e S e L A O e . i-iv
BRI SUIRIMBRES T iherevessassrrasssrdssssaaspiasaesssaasns ol v
1. INTRODUCTION 223
1.1.INDUSTRY VIEW 1-3
1.2.PURPOSES ..3-4
1.3.FIRM BACKGROUND ...4-5
1.4.LOCATION O
1.4.1. OFFICE LOCATION %

1.4.2. SHOP LOCATION ..5-6
1.5.PATNERS BACKGROUND ...6-7

2. ADMINISTRATION PLAN )
2.1.VISION, MISSION, OBJECTIVE o i
2.1.1. VISSION o
2.1.2. MISSION B 4
2.1.3. OBJECTIVE e

2.2. ORGANIZATION FORMATION 7-10
2.3.ORGANIZATION STRUCTURE Y
2.4. ORGANIZATIONAL PLAN SRR R A Al e A Sl T
2.5. SCHEDULE OF TASK AND RESPONSIBILITY..........c.coovevveeiiiiiinenne. 13
2.5L15T OF ADMINISTRATION PERSONNEL........c...cco it iaiiniis 14
2.7.0FFICE LAYOUT 14-16

S ERDIRSTFRATIONBEOUDGET — cudacasasiasihasniii i 17-21

3. MARKETING PLAN o
3.1.MARKETING OBJECTIVE S
3.2.PRODUCT & SERVICE DESCRIPTION 23-24
3.3. TARGET MARKET SR LA Nl
3.3.1. COMMON BASES FOR SEGMENTATION.........ccccoeiiiiniieininnnenn 25-26

S0 MIARKE T TRETID BB RIEE . cieiss v sianeosss s samkssasrenarens 26
3.4.1. MARKET TREND v

3.4.2. MARKET SIZE 27-28

3.5.COMPETITION



l 08y
RESBAURANT

3.5.1. COMPETITOR PERREO PP SRR ) o [
3.5.2. MARKET SHARE FORECAST RO S DR
S N IR S FIOURSY - it peias e s wes s 30
3.5.4. SOLUTION TO OVERCOME THE WEAKNESSES AND THREATS
AATRISPTRRUE - < T e T e AN R e N 30-31
3.56.5. STRATEGY TO INCREASE MARKET SHARE..........cccccceiiiiieninnnnn. 31
3.6.SALES FORECAST et is kS A v A e e S W P S
3.6.1. SALES FORECAST (MONTHLY = YEART).....cceeiiiiiiiiie s 31-34
3.6.2. SALES FORECAST (YEAR 2 AND YEAR 3)...........ceinnsrarensnares 34-35
883! STRATECY TOINGREABE ' SRLES . 5 Ll v comrmvirsamvaniin 35
o TP RIS O RIRAE o © " iiena s e we s e IR 35-36
ity PERRUOLEEIRIRERINY - i st st 36-37
BRZAPRICHIE STRATEGY = . ccovsmiin e sasominss searsasnnth 37
S RBREERTION SHRATEGCY = . oo somssmrsnssioissaseas 38-40
SARNEENCEPIIINRTRISY . o liasessnwensins sel s bR ens e o 40
3.8.MARKETING BUDGET R i M At e LT e A
B R NS SBEIR 00T "o L bRl s e s e 41
S EENSRIEARIERLICE | i i s Ao R RS 41
9.8.9. OTHERMARKETINGEXPENSES ' ..........ooiviviiemvvnsnicnisoncnnsasdanes 41
SRR INRRIEBEIET N U051 | rrmssssmnsnmsissumsssgvives vve drisshis 42
e T e A U S rAAO S vl o 43
s st N A o SIS R DU S P A4
L e e e P NSRS L i SRt 44
L e e st L P B I T R S 45
4.2. OPERATION LAYOUT bt G e i U e .
CEO s s St e gl e S W A e S A S R 46
s I R o e o e A s 46
4.2.3. DESCRIPTION FOR KITCHEN EQUIPMENT ..........ccooiiiiiiii 47-48
CRCE L TR s I e e S A Rty AR RS 49
431 RECOOERTIIISFLAININIG. R i s s 49-59
B DNEMREEEEIIPEIIEE © e G G s v 60
4.4 MATERIAL AND EQUIPMENT PLANNING..........c.oooiiiiii e 61
81 CISTOERRWRIRVEIIBED i aiias e nerashe s 61
4.42. MATERIAL REQUIREMENT SCHEDULE.............c.cviiiiininnnn 62-63
4.5.EQUIPMENT AND MACHINE PLANNING ..............ccooii ... B4
4.5.1. EQUIPMENT PLANNING O M A SRS,
4.5.2. MACHINE PLANNING B Y S o 74 AP R
B e R O i SO Ay SPYRTE e 4 66
ST DOFERNMONARGMRIRT ' i e ssanes s nies usnses 66
48270157 O OFERATION PERBONNELw....... 5o immmsmssassioin 66



EXECUTIVE SUMMARY

This business proposal is about the business proposed by our partnership. It is about a
restaurant named Ummi Restaurant which will be located at Alamesra, Kota Kinabalu,
Sabah. The operation will be started on 1% January 2014. The business will provides service
and product. The service provided is serving hot malay dishes. The speciality is there are
choices of dishes which will be cooked with belacan and without belacan, depends on the
request from the customers. Furthermore, we also provide sambal belacan for every dishes
that we served as it is our main product.

First of all, in the administrative plan, it is all about the business background. There will be
the detail on the industry view of the business, purposes of the business, the business

background, the location of the shop and office, the formation of the business and last but
not least the administration budget.

Next, in the marketing plan, it is about the marketing strategy that will be used in order to
achieve the target market. Moreover, marketing is actually how the product and service of
the business will be market. This is important for the business in order to achieve the
objective of the business. In addition, we need to know the marketing budget in order to
finance the business smoothly.

However, in the operation plan, it is mostly about the quantitative data on the cost of
operation. Here, the flow of process planning on the service and product will be shown. In
this operation plan, there usually will show the flow of the business operation more detail.
Besides that, the final output of this process is the operational budget.

Lastly, it is the financial plan. Here is the process where the administrative, marketing and
operational budget are compiled together in order to prepare the cash flow, statement of
comprehensive income, statement of financial position and financial ratio analysis to be
done.
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1.0 INTRODUCTION

The business registered name is Ummi Restaurant. It is named Ummi because the chef is
actually the mothers of the partners. Furthermore, all of the dishes and sambal belacan is
made by the partners’ mother. As dedication to the mothers, thus, we have decided to
names the partnership as Ummi Restaurant. Ummi Restaurant is selling special home-
made sambal belacan as the product, and malay dishes served/ cooked with/ without
sambal belacan as the service provided by the restaurant. The business operation will be
started on 1% Jan 2014. This business plan is prepared for the panel of Fundamentals of
Entrepreneurship (ETR300) course. The partners of the business are Nazihah bt Mohd
Harun, Fazilah bt Ahmad, Nur Hamieza bt Mohamad and Nurul Atigah bt Anuwar. The
correspondence address of the business is at Alamesra, Kota Kinabalu, Sabah.
In a nutshell, this business has potential to go further in food industry because it has the
special home-made sambal belacan and malay dishes family's recipe. Moreover, we do
serve 2 spiceness of sambal belacan in order to fulfil the customer satisfaction as different
customer has different taste. Besides, we are not only offer dishes that cooked with sambal
belacan, we do offer other hot dishes without sambal belacan in order to fulfil customer
satisfaction that do not prefer sambal belacan. We are offering variety of dishes that is not
only for sambal belacan followers but in the same time we are trying to fulfil the non-sambal
belacan follower satisfaction too.

1.1 Industry View

The food industry in Malaysia has expanded each year. It is a type of service that
demanded by every human being as food is a necessity to us. We serve ‘Belacan’ as our
main product. ‘Belacan’ has been very popular in Malaysia- Peninsular and Sabah,
Sarawak since many ages ago. Our business will be located at Alamesra, Kota Kinabalu,
Sabah. There are many ethnic and races in Sabah. Not only Malay, other races also

consume ‘belacan’ as their everyday food. This will ease our food industry which our main





