
NEW TENANT
BUSINESS PLAN

Great People Run Great Pubs



Successful businesses need targets and goals to aim for. Buisness plans are useful because they document 
these targets and goals, and allow you to assess your ambitions in ‘black and white’ and ultimately provide 
you with a tool to ensure you have the best chance of achieving success. 

This plan should be the result of careful consideration, research and planning. It will provide the foundation 
for your future partnership with Iona Pub and will help you decide if this truly is the business for you.

If you have any queries relating to the completion of this document , please do not hesitate to contact your 
Business Development Manager.
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In this section, please describe the pub and the surrounding area to the best of your ability.

SECTION 1: The Pub & The Marketplace

3.

The Condition
External:

Internal:

The Facilities
Please highlight the facilities it has below:

Car Park

Play Area

Beer Garden

Sky Sports/BT Sport

Accommodation

Function Room

Catering Kitchen

Live Music

Skitles/Darts, etc

Other (please specify)

Location

Residential

High Street

City Centre

Drive to Destination

Seaside Location

Other (please specify)

Local Development
Please indicate whether there are any plans in the area for new developments such as shopping centres, 
retail parks, cinemas or other businesses opening.



SECTION 1: Continued...

4.

Will this have a positive or negative effect on your business?

Surrounding Buisnesses
Please indicate the surrounding businesses in your area

Cinema

Restaurants

Bars

Attractions

Local Businesses

Other

Take a look at the local clientele and your potential customers and identify the following factors:

Age Range

Dominant Gender

Occupation

Wealth

Housing Types

Families/Couples/Young People?

SECTION 2: Demographics



SECTION 3: Competitor Analysis

5.

Please supply information on four of your main surrounding competitors. This will help to compare to your 
own business and what you should do in order to compete. If there are more key businesses you would like to 
include, please continue on a separate sheet.

Name of Business 1

Type of Business

Location & Distance

Describe the customer base

Where does their pricing sit?

What is the venue famous for?

Name of Business 2

Type of Business

Location & Distance

Describe the customer base

Where does their pricing sit?

What is the venue famous for?

Name of Business 3

Type of Business

Location & Distance

Describe the customer base

Where does their pricing sit?

What is the venue famous for?

Name of Business 4

Type of Business

Location & Distance

Describe the customer base

Where does their pricing sit?

What is the venue famous for?



SECTION 4: Business Analysis

6.

Now you have to look at your competitors, it is important to gain a thorough understanding of your 
business in terms of how it is able to perform, but also consider the hurdles you may be faced with and how 
you will overcome them. Try to consider the strengths and weaknesses as something that will affect you and 
your business personally, then your opportunities and threats will be factors from the market place that will 
impact on your business.

In the boxes below, you must cross examine the factors you have listed above. This will allow you to
formulate a plan to make the most of your strengths and weaknesses to the best of your ability, but also 
minimise or eliminate the weaknesses and threats.

Strengths Weaknesses

Opportunities Threats

Strengths & Opportunities

Weaknesses & Threats
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SECTION 6: Your Offer

8.

In this section, you need to be clear on your plans for all aspects of your business. You need to sell your 
ideas for each sector. Over the next few pages, you will supply detailed information on your unique selling 
points, target customer base, products and pricing offers, Please bear in mind the previous sections you have 
completed, including your business and competitor analysis.

What will your pub be famous for?

How will this differentiate from your competitors?

Over what period of time would you like your ideas to be implemented?



9
.

S
E

C
T

IO
N

 7
: D

ri
n

k
s 

O
ff

er

O
n

 t
h

is
 c

h
ar

t,
 p

le
as

e
 d

e
ta

il
 t

h
e

 c
u

rr
e

n
t 

d
ri

n
k

s 
ra

n
g

e
 a

n
d

 y
o

u
r 

p
ro

p
o

se
d

 d
ri

n
k

s 
ra

n
g

e
. I

n
 t

h
e

 t
o

o
ls

/t
ra

in
in

g
 c

o
lu

m
n

, p
le

as
e

 s
p

e
ci

fy
 w

h
at

 h
e

lp
 y

o
u

 w
il

l 
re

q
u

ir
e

 i
n

 
o

rd
e

r 
to

 f
u

lf
il

l 
y

o
u

r 
p

ro
p

o
se

d
 o

ff
e

r 
th

at
 I

o
n

a 
P

u
b

 P
ar

tn
e

rs
h

ip
 c

o
u

ld
 p

ro
vi

d
e

.

C
a

te
g

o
ry

C
u

rr
en

t 
P

ro
d

u
ct

s

C
a

sk
 A

le

S
ta

n
d

a
rd

 
L

a
g

er

P
re

m
iu

m
 

L
a

g
er

&
 C

id
er

C
a

sk
 A

le

C
u

rr
en

t 
P

ri
ci

n
g

P
ro

p
o

se
d

 P
ro

d
u

ct
s

P
ro

p
o

se
d

 P
ri

ci
n

g
T

o
o

ls
/T

ra
in

in
g

 R
eq

u
ir

ed



10
.

S
E

C
T

IO
N

 7
: C

on
ti

n
u

ed
...

C
a

te
g

o
ry

C
u

rr
en

t 
P

ro
d

u
ct

s

S
p

ir
it

s 
&

L
iq

u
eu

rs

W
in

e
(b

y
 g

la
ss

&
 b

o
tt

le
)

S
o

ft
 

D
ri

n
k

s

O
th

er

C
u

rr
en

t 
P

ri
ci

n
g

P
ro

p
o

se
d

 P
ro

d
u

ct
s

P
ro

p
o

se
d

 P
ri

ci
n

g
T

o
o

ls
/T

ra
in

in
g

 R
eq

u
ir

ed



11
.

C
a

te
g

o
ry

C
u

rr
en

t 
M

en
u

B
re

a
k

fa
st

L
u

n
ch

A
ft

er
n

o
o

n
(e

g
 c

o
ff

ee
&

 c
a

k
e)

C
u

rr
en

t 
P

ri
ci

n
g

 &
 O

ff
er

P
ro

p
o

se
d

 M
en

u
P

ro
p

o
se

d
 P

ri
ci

n
g

 &
 O

ff
er

T
o

o
ls

/T
ra

in
in

g
 R

eq
u

ir
ed

S
E

C
T

IO
N

 8
: F

o
o

d
 O

ff
er

P
le

as
e

 c
o

m
p

le
te

 t
h

e
 b

e
lo

w
 c

h
ar

t 
w

it
h

 t
h

e
 c

u
rr

e
n

t 
fo

o
d

 o
ff

e
r 

an
d

 y
o

u
r 

p
ro

p
o

se
d

 f
o

o
d

 o
ff

e
r.

 P
le

as
e

 c
o

n
si

d
e

r 
y

o
u

r 
ta

rg
e

t 
m

ar
k

e
t 

w
h

e
n

 l
o

o
k

in
g

 a
t 

p
ri

ci
n

g
  a

n
d

 d
o

n
’t

 
fo

rg
e

t 
to

 t
ak

e
 i

n
to

 a
cc

o
u

n
t 

w
h

at
 y

o
u

r 
co

m
p

e
ti

to
rs

 o
ff

e
r.

 I
n

 t
h

e
 t

o
o

ls
/t

ra
in

in
g

 c
o

lu
m

n
, p

le
as

e
 d

e
ta

il
 w

h
at

 a
ss

is
ta

n
ce

 y
o

u
 m

ay
 n

e
e

d
 t

o
 f

u
lf

il
 y

o
u

r 
p

ro
p

o
se

d
 o

ff
e

r.



12
.

C
a

te
g

o
ry

C
u

rr
en

t 
M

en
u

E
v

en
in

g
(d

in
n

er
 

ti
m

e)

L
a

te
 

N
ig

h
t

O
th

er

C
u

rr
en

t 
P

ri
ci

n
g

 &
 O

ff
er

P
ro

p
o

se
d

 M
en

u
P

ro
p

o
se

d
 P

ri
ci

n
g

 &
 O

ff
er

T
o

o
ls

/T
ra

in
in

g
 R

eq
u

ir
ed

S
E

C
T

IO
N

 8
: F

C
on

ti
n

u
ed

...



13
.

S
E

C
T

IO
N

 9
: E

n
te

rt
a

in
m

en
t

E
n

te
rt

ai
n

m
e

n
t 

co
u

ld
 b

e
 a

n
y

th
in

g
 i

n
cl

u
d

in
g

 l
iv

e
 m

u
si

c,
 p

u
b

 g
am

e
s,

 p
u

b
 q

u
iz

, s
p

o
rt

s 
e

n
te

rt
ai

n
m

e
n

t,
 S

k
y

 T
V

, e
tc

. I
n

 t
h

e
 b

e
lo

w
 c

h
ar

t,
 p

le
as

e
 d

e
ta

il
 t

h
e

 c
u

rr
e

n
t 

e
n

te
rt

ai
n

m
e

n
t 

ru
n

 b
y

 t
h

e
 v

e
n

u
e

. T
h

e
n

 d
e

ta
il

 y
o

u
r 

o
w

n
 i

d
e

as
 f

o
r 

e
n

te
rt

ai
n

m
e

n
t.

 I
n

 t
h

e
 t

o
o

ls
/t

ra
in

in
g

 c
o

lu
m

n
, p

le
as

e
 i

n
d

ic
at

e
 w

h
at

 a
ss

is
ta

n
ce

 y
o

u
 w

il
l 

re
q

u
ir

e
 t

o 
fu

lf
il

 y
o

u
r 

p
ro

p
o

se
d

 o
ff

e
r.

D
a

y

M
o

n
d

a
y 

&
 T

u
es

d
a

y

C
u

rr
en

t 
O

ff
er

 &
 P

ri
ci

n
g

T
o

o
ls

/T
ra

in
in

g
 N

ee
d

ed
P

ro
p

o
se

d
 O

ff
er

 &
 P

ri
ci

n
g

W
ed

n
es

d
a

y
&

 T
h

u
rs

d
a

y

F
ri

d
a

y
&

 S
a

tu
rd

a
y

S
u

n
d

a
y

T
y

p
e 

o
f 

E
n

te
rt

a
in

m
en

t



14
.

S
E

C
T

IO
N

 1
0

: E
v

en
ts

 O
ff

er

In
 t

h
e 

ch
ar

t 
b

el
o

w
, p

le
as

e 
n

am
e 

so
m

e 
k

ey
 e

ve
n

ts
 t

h
at

 t
ak

e 
p

la
ce

 o
ve

r 
th

e 
ye

ar
 t

h
at

 y
o

u
 t

h
in

k
 t

h
e 

b
u

si
n

es
s 

co
u

ld
 t

ak
e 

ad
va

n
ta

g
e 

o
f.

 F
o

r 
ex

am
p

le
, H

al
lo

w
e’

en
 in

 O
ct

o
b

er
. 

C
o

n
si

d
er

 t
h

e 
O

ff
er

 a
n

d
 t

h
e 

P
ri

ci
n

g
 s

tr
u

ct
u

re
 t

o
 g

o
 w

it
h

 it
. I

n
 t

h
e 

to
o

ls
/t

ra
in

in
g

 r
o

w
, p

le
as

e 
in

d
ic

at
e 

w
h

at
 a

ss
is

ta
n

ce
 y

o
u

 w
il

l r
eq

u
ir

e 
in

 o
rd

er
 t

o
 f

u
lf

il
 y

o
u

r 
o

ff
er

.

E
v

en
ts

P
ro

p
o

se
d

 
O

ff
er

 &
 

P
ri

ci
n

g
 

S
tr

u
ct

u
re

T
o

o
ls

 &
T

ra
in

in
g

 
N

ee
d

ed

Ja
n

F
eb

M
a

r
D

ec
N

o
v

O
ct

S
ep

A
u

g
Ju

l
Ju

n
M

a
y

A
p

r



15
.

S
E

C
T

IO
N

 1
1:

 A
cc

o
m

m
o

d
a

ti
o

n

T
h

is
 m

ay
 n

o
t 

ap
p

ly
 t

o
 e

ve
ry

 b
u

si
n

es
s 

b
u

t 
im

p
o

rt
an

t 
to

 c
o

n
si

d
er

 e
ve

n
 a

s 
a 

p
o

ss
ib

il
it

y.
 

In
 t

h
e 

to
o

ls
/t

ra
in

in
g

 r
o

w
, p

le
as

e 
in

d
ic

at
e 

w
h

at
 a

ss
is

ta
n

ce
 y

o
u

 w
il

l r
eq

u
ir

e 
in

 o
rd

er
 t

o
 f

u
lf

il
 y

o
u

r 
o

ff
er

.

W
ee

k
n

ig
h

ts

W
ee

k
en

d
s

B
a

n
k

H
o

li
d

a
y

s

C
a

te
g

o
ry

T
o

o
ls

/T
ra

in
in

g
 N

ee
d

ed
P

ro
p

o
se

d
 P

ri
ci

n
g

P
ro

p
o

se
d

 O
ff

er
C

u
rr

en
t 

P
ri

ci
n

g
C

u
rr

en
t 

O
ff

er



16
.

S
E

C
T

IO
N

 1
1:

 C
on

ti
n

u
ed

...

C
o

rp
o

ra
te

 
M

em
b

er
sh

ip

C
a

te
g

o
ry

T
o

o
ls

/T
ra

in
in

g
 N

ee
d

ed
P

ro
p

o
se

d
 P

ri
ci

n
g

P
ro

p
o

se
d

 O
ff

er
C

u
rr

en
t 

P
ri

ci
n

g
C

u
rr

en
t 

O
ff

er

G
en

er
a

l 
H

o
li

d
a

y
s

(s
ch

o
o

l 
h

o
li

d
a

ys
)

O
ff

er
 T

ie
d

w
it

h
 F

o
o

d

O
th

er



17
.

S
E

C
T

IO
N

 1
2:

 C
u

st
o

m
er

 S
er

v
ic

e

W
e 

st
ro

n
g

ly
 b

el
ie

ve
 t

h
at

 I
o

n
a 

P
u

b
 P

ar
tn

er
sh

ip
 is

 t
h

e 
b

es
t 

ch
o

ic
e 

fo
r 

le
as

in
g

 in
 S

co
tl

an
d

. W
e 

al
so

 s
tr

o
n

g
ly

 b
el

ie
ve

 t
h

at
 e

xc
el

le
n

t 
cu

st
o

m
er

 s
er

vi
ce

 is
 k

ey
 t

o
 t

h
e 

su
cc

es
s 

o
f 

yo
u

r 
b

u
si

n
es

s.
 H

o
w

 a
re

 y
o

u
r 

st
af

f 
g

o
in

g
 t

o
 r

ep
re

se
n

t 
yo

u
r 

b
u

si
n

es
s?

 T
h

e 
b

el
o

w
 c

h
ar

t 
fo

ll
o

w
s 

a 
cu

st
o

m
er

 jo
u

rn
ey

 t
h

ro
u

g
h

 y
o

u
r 

b
u

si
n

es
s.

 P
le

as
e 

in
d

ic
at

e 
at

 e
ac

h
 s

ta
g

e 
h

o
w

 y
o

u
 p

la
n

 t
o

 m
an

ag
e 

th
e 

cu
st

o
m

er
 e

xp
ec

ta
ti

o
n

s.
 T

h
is

 c
o

u
ld

 b
e 

as
 s

p
ec

if
ic

 a
s 

w
h

at
 s

ta
ff

 w
il

l s
ay

, w
h

at
 t

h
ey

 w
il

l d
o

 a
n

d
 g

en
er

al
ly

 h
o

w
 t

h
ey

 t
re

at
 t

h
e 

cu
st

o
m

er
.

D
a

y

T
h

e 
cu

st
om

er
 h

as
 p

u
ll

ed
 u

p
 in

 th
e 

ca
r 

p
ar

k
 a

n
d

 is
 n

ow
 

en
te

ri
n

g 
th

e 
p

re
m

is
es

. H
ow

 w
il

l t
h

ey
 b

e 
gr

ee
te

d
?

C
u

st
o

m
er

 E
x

p
ec

ta
ti

o
n

T
h

e 
cu

st
om

er
 h

as
 o

n
ly

 c
am

e 
in

 fo
r 

a 
d

ri
n

k
, s

o 
w

ou
ld

 li
k

e 
to

 o
rd

er
 a

t t
h

e 
b

ar
. H

ow
 w

il
l t

h
ey

 b
e 

se
rv

ed
?

T
h

e 
cu

st
om

er
 is

 u
n

su
re

 w
h

at
 th

ey
 w

ou
ld

 li
k

e 
to

 d
ri

n
k

. 
H

ow
 w

il
l y

ou
 a

d
vi

se
 th

em
?

T
h

e 
cu

st
om

er
 w

ou
ld

 li
k

e 
to

 h
av

e 
a 

m
ea

l a
n

d
 a

sk
s 

fo
r 

a 
m

en
u

. H
ow

 w
il

l y
ou

 g
o 

ab
ou

t a
d

vi
si

n
g 

a 
ta

b
le

?

T
h

e 
cu

st
om

er
 h

as
 b

ee
n

 r
ea

d
in

g 
th

e 
m

en
u

 fo
r 

5 
m

in
u

te
s.

 
H

ow
 w

il
l y

ou
 a

p
p

ro
ac

h
 th

em
? 

W
il

l y
ou

 u
p

se
ll

 s
id

es
?

T
h

e 
fo

od
 is

 n
ow

 r
ea

d
y 

- h
ow

 w
il

l t
h

e 
ta

b
le

 b
e 

se
rv

ed
. 

A
re

 th
e 

ta
b

le
s 

al
re

ad
y 

d
re

ss
ed

?

T
h

e 
cu

st
om

er
 h

as
 b

ee
n

 e
at

in
g 

fo
r 

5 
m

in
u

te
s 

- h
ow

 w
il

l 
yo

u
 c

h
ec

k
 e

ve
ry

th
in

g 
is

 o
k

?

T
h

e 
cu

st
om

er
 h

as
 n

ow
 fi

n
is

h
ed

. H
ow

 w
il

l y
ou

 c
le

ar
 th

e 
ta

b
le

? 
W

il
l y

ou
 o

ff
er

 a
n

 a
d

d
it

io
n

al
 c

ou
rs

e?

T
h

e 
cu

st
om

er
 h

as
 fi

n
is

h
ed

 d
in

in
g 

an
d

 h
as

 a
sk

ed
 fo

r 
th

e 
b

il
l. 

H
ow

 w
il

l t
h

is
 b

e 
p

re
se

n
te

d
 to

 th
em

?

T
h

e 
cu

st
om

er
 w

is
h

es
 to

 p
ay

 b
y 

ca
rd

. H
ow

 w
il

l y
ou

 ta
lk

 
th

em
 th

ro
u

gh
 th

e 
tr

an
sa

ct
io

n
?

T
h

e 
cu

st
om

er
 is

 n
ow

 v
is

it
in

g 
th

e 
to

il
et

 fa
ci

li
ti

es
. H

ow
 w

il
l 

th
es

e 
b

e 
k

ep
t?

 W
H

at
 fa

ci
li

ti
es

 s
h

ou
ld

 b
e 

av
ai

la
b

le
?

T
h

e 
cu

st
om

er
 is

 n
ow

 le
av

in
g 

th
e 

b
u

il
d

in
g.

 
H

ow
 w

il
l y

ou
 s

ee
 th

em
 o

ff
?



SECTION 13: Finances

18.

It is essential that you forecast how much money you are likely to make. This should be a major factor in 
deciding on your future plans for the business. It is advised that you seek the assistance of an accountant or 
another professional advisor.

Please complete the separate Excel documents and return them with this Business Plan.

SECTION 14: Executive Summary

This is an overview of the business that you wish to start and should be a summary of the key points of your 
entire plan. The purpose of this summary is to explain the basics of the business that both informs and 
interests the reader. Please continue on a separate sheet if necessary.

Decleration
The below is a decleration and confirmation of your loyalty to the business plan and setting up a partnership 
with Iona Pub Partnership. Both parties should sign to declare that they have read and understood the plan.

Applicants Signature

Print Name

Date

BDM Signature

Print Name

Date



SECTION 15: Business Plan Review

19.

It is important that you measure the business against your plan regularly. Your Business Development Manager 
will regularly review your business plan with you as part of a structured business development meeting.

Initial Review (within one month of handover)

Date of Meeting:

Attendees:

Achievements:

Revised Action:

Training Required:

6 Month Review

Date of Meeting:

Attendees:

Achievements:

Revised Action:

Training Required:



SECTION 15: Business Plan Review

20.

It is important that you measure the business against your plan regularly. Your Business Development Manager 
will regularly review your business plan with you as part of a structured business development meeting.

1 Year Review

Date of Meeting:

Attendees:

Achievements:

Revised Action:

Training Required:

2 Year Review

Date of Meeting:

Attendees:

Achievements:

Revised Action:

Training Required:
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