Food Co-op Business Plan Template
	1. FOOD CO-OP DETAILS

	Main contact:
	

	Name of food co-op:
	

	Address:
	

	Postcode:
	

	Telephone no:
	

	E-mail:
	

	Website:
	

	Date started:
	

	Legal status:
	

	Main activities:
	

	2. OBJECTIVES

	Add details about the food co-ops overall objectives, for example increasing access to fruit and vegetables or making local produce more easily available.


	3. PEOPLE 
Write details about the people involved in your food co-op – including names and numbers of volunteers, committee members and any paid staff, their specific work roles and previous experience or related skills.

	Steering group or committee members

	

	Volunteers
	

	Paid staff
	

	4. PROMOTION

	Our customers



	 Our business is/will be selling to:

	Add details about the particular types of customers you are trying to target e.g. families with young children or older people, or everyone living in a particular area.

	Number of customers we expect to have and how much they will spend:

	


	PRODUCE - Our products or services



	Our products or service
	Proportion of sales
	What are their features and benefits?

	
	
	Features
	Benefits

	E.g. £3 veg bags

	50%
	4 or 5 different varieties based on what’s in season
	Good value, easy to order and bag up

	
	
	
	

	
	
	
	

	How we will prove the benefits to our customers



	E.g. we will carry out a customer satisfaction survey once a year – we will also try to assess any changes in diet of people using the food co-op.

	Any disadvantages or weaknesses with our products or services and our food co-op

	E.g. customers do not get a choice about what’s in their bags which is not so good for people who don’t like all vegetables.

	Our competitors Add names and addresses of other outlets selling the same produce in your local area e.g. supermarkets, convenience stores, box schemes, etc.


	Our major competitors
	Strengths
	Weaknesses

	E.g. Tescos
	Open 24 hours, sells wide range of foods. Often has food on special offer.
	Is not within walking distance, food is not local and is over packaged

	
	
	

	
	
	

	
	
	

	How our food co-op is better than or different from our competitors’



	

	Results of needs assessment or market research or other evidence



	

	Pricing - How we calculate our prices

	


	How our prices compare with the competition

	Product / Service
	Our price
	Competitor price

	
	£
	£

	
	£
	£

	
	£
	£

	
	£
	£

	
	£
	£

	
	£
	£

	Reasons for the differences between our prices and competitors’ prices



	


	Marketing objectives – sales by value (£s) or volume (00s)



	Customer type:



	Product Group:
	Year 1


	Year 2
	Year 3

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	TOTAL
	
	
	

	Marketing plan


	Action
	By when
	By whom?
	Expected result
	Cost

	E.g. print and distribute leaflets
	
	
	
	£100

	Send out press release
	
	
	
	£0

	
	
	
	
	£

	
	
	
	
	£

	
	
	
	
	£

	
	
	
	
	£

	
	
	
	
	£

	
	
	
	
	£

	
	
	
	
	£

	5. SALES Total sales over of each of the next 3 years

	
	Total expected sales
	Notes

	Year 1
	£
	

	Year 2
	£
	

	Year 3
	£
	

	TOTAL SALES
	£
	

	Sales during the first year



	Month 1
	£
	Month 5
	£
	Month   9
	£

	Month 2
	£
	Month 6
	£
	Month 10
	£

	Month 3
	£
	Month 7
	£
	Month 11
	£

	Month 4
	£
	Month 8
	£
	Month 12
	£


	6. DISTRIBUTION

	Product/item to transport
	How often
	Special requirements
	Cost

	
	
	
	£

	
	
	
	£

	
	
	
	£

	
	
	
	£

	
	
	
	£

	
	
	
	£

	7. SUPPLIERS  Our key suppliers

	Supplier


	Produce bought


	Payment terms

	E.g. Bob’s farm
	Vegetables
	Cheque on delivery

	
	
	

	
	
	

	
	
	

	
	
	

	Alternative suppliers

	We have checked out other suppliers
	Yes  FORMCHECKBOX 
    No  FORMCHECKBOX 



	They meet our requirements 

	Yes  FORMCHECKBOX 
    No  FORMCHECKBOX 


	8. PRACTICAL RESOURCES Things we need to buy or lease

	Resource
	When
	Cost
	How funded

	E.g. electronic scales
	
	
	

	Cash till
	
	
	

	Baskets
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	9. INFORMATION TECHNOLOGY (IT)

	Hardware, software and training
	Support
	Cost

	
	
	£

	
	
	£

	
	
	£

	
	
	£

	10. PREMISES

	Details and cost of premises, including future needs

	Give details of the type of premises you are going into or already occupy, for example, community centre, school, office, shop, warehouse or yard, and why they are suitable. State the size, rental or lease terms, and what services are provided, such as gas, electricity, and water.


	11. STAFFING



	Role
	Total cost (salary, 

NIC, etc.)
	What experience do they need to have?
	What skills do they need to have?

	
	
	
	

	
	
	
	

	
	
	
	

	12. LEGAL REQUIREMENTS

	Permits, licences, insurance, policies, etc.

	

	Health and safety requirements

	

	13. FINANCIAL INFORMATION  - Existing Food co-ops


	How long have you been trading?
	

	Financial information for the last three years


	

	Year

	Sales
	Gross profit
	Margin
	Net Profit
	Margin

	
	£
	£
	%
	£
	%

	
	£
	£
	%
	£
	%

	
	£
	£
	%
	£
	%

	Attach your accounts to the business plan where available.




	14. FINANCIAL INFORMATION  - Start- up FOOD CO-OPS


	Our total start-up costs

	Our contribution to these costs

	Financial projections (Your financial projections should to be calculated on an annual basis.)

Calculate your annual gross profit

	Projected sales
	
	£

	Less direct costs


                                      Produce
Packaging

                                      Volunteer expenses
	£

£
£
	

	Total direct Costs
	
	£

	Gross Profit
	
	£

	Calculate your gross profit margin
	

	(Gross profit £ /Sales £) x 100 = %
	

	Calculate your annual projected overheads


	

	Indirect costs
	£

	Salaries
	£

	Produce
	£

	Rent
	£

	Utilities
	£

	Equipment
	£

	Telephone
	£

	Insurance
	£

	Maintenance
	£

	Marketing and promotion
	£

	Other expenses
	£

	Total overheads
	£

	Calculate the annual turnover required to break even
	

	(Overheads £ /  Gross Profit margin %) x 100 = £
	

	Calculate the monthly turnover to break-even
	

	(Break-even sales £ / 12 months = £)
	

	Calculate your estimated profit
	

	Projected annual sales
	£

	Less break-even sales
	£

	
	£ x % (Gross profit margin)

	= Profit
	£

	Key risk areas
	

	Contingency for key risk areas
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