
Business Plan

Hearth & Table
A 70-seat neighborhood bistro with seasonal American cooking at weeknight

prices.
Prepared by September 2026

Hearth & Table

@  Email

hello@example.com

 Phone number

(555) 010-0000

  Website

https://www.example.com

  Location

200 Example Avenue
00000 Your City
United States

This is a sample business plan made with Cuttles. The business, people and contact details are fictional, and all figures are illustrative. Use it as a starting point for your

own plan.
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01 Concept

Introduction

Hearth & Table is a 70-seat neighborhood bistro in Riverside, opening in April 2027.

We cook a short, seasonal American menu over a wood-fired hearth, pour local beer and a focused wine list, and price dinner for a weeknight. We serve dinner Tuesday to Sunday, brunch on weekends,
takeout every evening, and private events for up to 20 guests.

This is a sample business plan. The business, people and address are fictional, and the figures are illustrative.

Mission Statement

Honest, seasonal cooking and warm service, at a price you can enjoy every week.

We want to be the place neighbors choose on a Tuesday, not just on their anniversary.

Vision Statement

In five years, Hearth & Table is Riverside's favorite table and a proven concept ready for a second neighborhood.

We get there by running one restaurant very well: consistent food, a team that stays, and numbers that let us reinvest.

02 Opportunity

Problem

Riverside has grown faster than its restaurants.

No sit-down dinner in the neighborhood. The choice is fast casual on the highway strip or a sports bar.

Downtown is expensive and far. The two good restaurants cost $75+ a head, need reservations weeks out, and mean a drive and parking.

New households, no local place. 1,400 apartments on the river have been completed in three years, with no restaurant in walking distance.

Nowhere for small groups. Local businesses and families have no private room for 15 to 20 people nearby.

Solution

A neighborhood bistro built for weeknight dinners.

Short seasonal menu: 6 starters, 7 mains and 3 desserts, cooked over a wood-fired hearth and changed four times a year.

Weeknight prices: mains from $19 to $32, wine by the glass from $10.

Bar for walk-ins: 10 seats and a bar menu, so a table is never the only option.

Brunch, takeout and a private room to use the kitchen and space beyond the dinner peak.

Unique Value Proposition

Chef-driven food at neighborhood prices, 5 minutes from home.

Fast casual is cheap but not a night out, and downtown is a night out but not cheap or close. Hearth & Table sits in between, with a menu people can eat every week and a room that feels like theirs.

03 Market

Dining out is a large and steady part of American spending. The National Restaurant Association forecasts about $1.55 trillion in restaurant sales in 2026, with 15.8 million jobs, and reports that
demand stays strong even as costs rise.

Our local market:

About 22,000 residents in Riverside, median household income above the city average.
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1,400 new households in the river apartments, mostly couples and young professionals.

About 4,000 daytime workers in offices and the medical campus nearby, for lunch events and group bookings.

Dinner on Thursday to Saturday and weekend brunch will bring about two thirds of our sales.

Market Size

Illustrative figures for this sample plan.

Addressable market: 9,500 Riverside households spending about $3,500 a year on dining out is roughly $33 million a year.

Serviceable market: full-service dinners and brunch, about 40% of that, or $13 million.

Our target: $863k in the first full year, about 7% of the serviceable market, or about 75 guests a night.

Market Validation

Six pop-up dinners in a local brewery sold out in under a day each: 240 guests at $55 a ticket.

900 people joined the waitlist for opening news.

Survey of 310 residents: 78% would eat at a sit-down neighborhood restaurant at least twice a month at $30 to $40 a head.

Three local businesses have asked about the private room for holiday parties.

04 Product

Dinner (Tuesday to Sunday, 5 to 10 pm): seasonal starters, hearth-cooked mains, vegetables and desserts. Vegetarian and gluten-free options on every course.

Weekend brunch (10 am to 2:30 pm).

Bar: local draft beer, 20 wines, non-alcoholic drinks and a bar menu.

Takeout: a reduced menu that travels well, ordered online.

Private room for up to 20 guests with set menus.

Price

Illustrative prices.

Item Price Target food/beverage cost

Starters $9 to $15 28 to 30%

Mains $19 to $32 30 to 33%

Desserts $9 25%

Wine by the glass $10 to $15 25%

Draft beer $7 to $8 22%

Private dinner menu $55 per guest 30%

We expect guests to spend about $34 each including drinks at dinner, and about $24 at brunch.

Distribution

Dine-in by reservation and walk-in, with about a third of seats kept for walk-ins.

Takeout ordered on our website, with pickup at the bar.

Delivery through one delivery app on weeknights only, with prices that cover the commission.

Private events booked by email and on our events page.
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05 Business Strategy

Business Model

A full-service restaurant makes money on volume and cost control.

Food is about two thirds of sales, with a food cost target of 31%.

Beer and wine are about a fifth of sales and have a lower cost (about 24%), so the drinks program matters for margin.

Takeout and private events use the kitchen outside peak hours.

The biggest lever is prime cost: food, beverage and labor together. We plan to keep it around 65% of sales, and we review it every week.

Key Resources

The space: a 3,000 sq ft corner unit that was a restaurant before, with hood, grease trap, walk-in cooler and restrooms.

The hearth: a wood-fired grill that defines the menu and the room.

People: an experienced chef-owner, a GM and a trained kitchen and floor team.

Suppliers: two local farms, a broadline distributor and local breweries.

Key Activities

Menu development and seasonal changes, with recipe costing for every dish.

Daily prep, service and closing to written standards.

Purchasing, receiving and weekly inventory counts.

Scheduling staff against forecast covers.

Guest relations: reservations, reviews and private-event sales.

Weekly numbers meeting: covers, average check, food, beverage and labor cost against targets.

Key Metrics

Covers per night and per week (target: about 75 guests a night).

Average check per guest (target: $34 at dinner).

Food cost % and beverage cost % (targets: 31% and 24%).

Labor % including management (target: under 38%).

Prime cost % (target: about 65%).

Table turns on Friday and Saturday, and online rating.

Key Partnerships

Two local farms for seasonal produce, on agreed weekly orders.

A broadline food distributor for staples.

Local breweries and a wine distributor.

Apartment buildings on the river: resident welcome offers.

SWOT Analysis

STRENGTHS

Experienced chef-owner and GM who have worked together before. Second-generation
space with hood and walk-in, which cuts build-out cost and time. Proven demand from

sold-out pop-up dinners. Beverage sales with a higher margin than food.

WEAKNESSES

New brand with no track record. High fixed costs and thin margins typical for full-service
restaurants. Dependence on the chef in the first year. Limited parking on busy nights.

OPPORTUNITIES

1,400 new households on the river. Private dining for local businesses and celebrations.
Weekend brunch and takeout to use the kitchen outside peak hours. A seasonal patio from
May to September.

THREATS

Rising food and labor costs. Staff shortages for experienced cooks. New restaurants opening
nearby. Slow months from November to January, and economic downturns that cut dining
out.
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Equipment service company on a maintenance contract for the hood and refrigeration.

06 Competitors

Competitive Landscape

Residents choose between four options today:

1. Fast casual chains on the highway: cheap and quick, but no table service or drinks.

2. Upscale restaurants downtown: great food, but $75+ per person and a drive.

3. A sports bar nearby: casual, but basic food and loud.

4. Delivery and cooking at home: convenient, but not a night out.

Competitive Advantages

Location: the only sit-down, chef-driven restaurant within walking distance of 1,400 new households.

Price: about half of downtown for a comparable dinner.

Kitchen: a chef with a following from the pop-up dinners and a hearth that sets the menu apart.

Flexibility: bar seats for walk-ins, brunch, takeout and a private room.

Competitors

07 Customers

Couples and friends (28 to 55) eating out once or more a week, mostly Thursday to Saturday.

Families for early dinner and weekend brunch.

Groups and local businesses for the private room and holiday parties.

Takeout regulars on weeknights.

Most guests will live or work within 10 minutes of the restaurant, and we expect a large share of sales to come from regulars who visit at least twice a month.

Customer value

A great dinner close to home, without the drive, parking or downtown prices.

Food worth coming back for: a menu that changes with the seasons.

A place to celebrate small occasions in the private room.

A night out that fits a weeknight budget, for couples and families alike.

Fast casual chains

Burger, bowl and pizza chains on the highway strip
F

Upscale downtown restaurants

Two chef-led restaurants 15 minutes away
U

Neighborhood sports bar

Bar and grill 0.5 miles away
N

Delivery apps

Delivery from restaurants across town
D
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Personas

08 Marketing

Marketing Channels

Pre-opening: window signage and the 900-person waitlist, then friends-and-family nights in the last week.

Local search: Google Business Profile, reservation platform listing and review requests after every visit.

Instagram: the hearth, the farms and the team.

Neighborhood: welcome cards in the river apartments and a monthly neighborhood night.

Events: outreach to 50 local businesses for private dining.

Local press for opening and each seasonal menu.

Priya and Tom, the weeknight regulars

Live in one of the new river apartments and eat out twice

a week.

Age: 36

Job title: Pharmacist and teacher

Family: Married, no children

Education: Graduate degrees

Industry: Healthcare / Education

 Traits/Personality

Loyal, book through the app, bring friends.

 Goals

Good food and a glass of wine close to home, without dressing up or spending $150.

 Challenges

Nothing in walking distance except fast casual. Downtown means parking and a long evening.

P

The Garcia family

Eats out as a family on Friday or Sunday, and orders

takeout once a week.

Age: 42

Job title: Project manager

Family: Married, two children (8 and 11)

Education: Bachelor's degree

Industry: Construction

 Traits/Personality

Price-aware, values friendly service, reviews on Google.

 Goals

A relaxed early dinner that works for the kids and the adults.

 Challenges

Kids' menus are usually an afterthought; chains feel noisy and rushed.

T

Karen, the events booker

Books team dinners, client lunches and holiday parties

for a 60-person firm nearby.

Age: 51

Job title: Office manager

Family: Married

Education: Associate degree

Industry: Professional services

 Traits/Personality

Plans ahead, rebooks what works.

 Goals

A private room with a set menu and one invoice.

 Challenges

Few local options with a private room; downtown venues want high minimums.

K
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Customer Relationship 

We remember regulars and their preferences in the reservation system, answer every review personally within a day, and follow up on every private event with a call. A regulars' card gives a free dessert
on the 10th visit, and our email newsletter announces each new seasonal menu first to the people who come most often.

Brand Positioning

For Riverside neighbors who want a real dinner out, close to home. Hearth & Table is warm, seasonal and unpretentious: good cooking, a glass of wine and the feeling of being known.

The room, the menu and the service all say the same thing: a place for every week, not only for special occasions.

09 Financials

Expenses

Illustrative figures for this sample plan. Build-out runs from January to March 2027; the startup costs below are one-time.

Startup cost Amount Notes

Renovation & leasehold improvements $130,000 Second-generation restaurant space: hood, walk-in and restrooms in place

Kitchen equipment $85,000 Range, fryer, flat-top, ovens, prep tables, dish machine (part used)

Runway

Monthly burn rate

$76,382

Monthly earn rate

$63,295

 Break-even

16 months Feb 2028

 Runway 

Never-ending

Total capital

$600,000

Total revenue

$2,278,619

Total expenses

$2,749,769
= Net income

-$471,150
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Startup cost Amount Notes

Dining room furniture, fixtures & lighting $45,000

Bar & beverage equipment $18,000

China, glassware & smallwares $15,000

POS, network, sound & security $12,000

Architect, design & permits $20,000

Beer & wine license and other licenses $6,000 Varies widely by state and city

Lease deposit $10,000

Opening food & beverage inventory $14,000

Pre-opening payroll & training $30,000 Chef and key staff 4-6 weeks before opening

Pre-opening marketing & friends-and-family nights $8,000

Legal, LLC formation & insurance deposit $6,000

Contingency (10%) $40,000

Total $439,000

Running costs in the first full year of operation (2028):

Cost Year 2028 Share of sales

Food & beverage cost $255,656 30%

Staff incl. management and payroll taxes $323,245 37%

Rent, CAM and utilities $91,248 11%

Other operating costs (card fees, delivery commissions, linen, marketing, insurance, repairs, software, accounting) $104,869 12%

Loan repayment $56,673 7%

Expenses Dashboard

Total expenses

$2,749,769

Monthly burn rate

$76,382

 Runway 

Never-ending

Top expenses category

Staff ($911,882)
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Revenue

Illustrative figures for this sample plan. Sales start at 70% of the established level when we open and build up over the first 12 months, then grow 3% a year with menu prices.

2027 (9 months) 2028 2029

Sales $519,488 $863,421 $895,710

Gross profit $365,670 $607,766 $630,494

Operating profit (before loan and startup costs) -$45,648 $88,404 $95,112

Cash flow after loan repayments (excl. startup costs) -$102,321 $31,732 $38,439

Established monthly sales of $73,000 come from dine-in food ($48,000), beer, wine and drinks ($14,000), takeout and delivery ($7,500) and private events ($3,500). The business covers its monthly costs
from February 2028. Sales are seasonal: spring and summer are strong, Mother's Day and December holiday parties are peaks, and November to January is usually the slowest stretch.

Capital

Illustrative figures for this sample plan. The business needs $600,000 before opening.

Source Amount Terms

Owners' equity $250,000 Founders' savings and a family investor

SBA 7(a) loan $350,000 10 years at an illustrative 10.5%, about $4,723 a month

Total $600,000

$439,000 goes to renovation, kitchen and dining room equipment, licenses and pre-opening costs. The remaining $161,000 is working capital for the months before opening and the first year, when
sales are still growing. At the lowest point, in January 2028, the plan keeps about $59,000 in the bank.

Revenue Dashboard

Total revenue

$2,278,619

Monthly earn rate

$63,295

 Break-even

16 months Feb 2028

Top revenue category

Sales ($2,278,619)
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10 Roadmap

Milestones Start date End date Status Priority

Before opening

Sign lease and secure SBA loan 01 Oct 2026 31 Dec 2026 To do Critical

Apply for beer & wine license 01 Nov 2026 31 Mar 2027 To do Critical

Renovation and equipment 01 Jan 2027 31 Mar 2027 To do Critical

Inspections and certificate of occupancy 01 Mar 2027 31 Mar 2027 To do Critical

Hire and train the team 01 Feb 2027 31 Mar 2027 To do High

First year

Friends-and-family nights and opening 01 Apr 2027 30 Apr 2027 To do High

Weekend brunch and patio 01 May 2027 30 Sep 2027 To do Medium

Private room and holiday parties 01 Oct 2027 31 Dec 2027 To do Medium

Growth

75 guests a night, prime cost about 65% 01 Jan 2028 30 Jun 2028 To do High

Second seasonal menu cycle and wine dinners 01 Mar 2028 31 Dec 2028 To do Medium

Capital Dashboard

Total capital

$600,000

Current cash balance

$0

Top capital category

Funding ($600,000)
= Net income

-$471,150
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11 Risks & Challenges

Slower ramp-up. Mitigation: working capital for the first year, the waitlist, and staffing tied to forecast covers.

Food cost inflation. Mitigation: seasonal menu changes, recipe costing and weekly supplier price checks.

Hiring and keeping cooks. Mitigation: fair wages, predictable schedules, tip sharing and a chef people want to learn from.

Renovation overruns. Mitigation: second-generation space, fixed-price bids and a 10% contingency.

Licensing delays. Mitigation: apply for the beer and wine license as soon as the lease is signed; open with non-alcoholic drinks if needed.

Thin margins. Mitigation: weekly prime cost review and a beverage program that lifts the average check.

12 Team

All names in this sample plan are placeholders.

Sofia Reyes, Chef-owner: 12 years in professional kitchens, five as sous chef in a busy farm-to-table restaurant.

James Carter, Co-founder & GM: 10 years in front of house, three as general manager. Runs service, the bar, hiring and the numbers.

Chef de cuisine (hired before opening) runs the line day to day.

About 16 staff: line cooks, prep, dishwashers, servers, bartender and hosts.

Advisors: a restaurant accountant and a retired restaurateur who mentors the founders.

Team

Team member

13 Traction

Letter of intent on a second-generation restaurant space with hood and walk-in.

Six sold-out pop-up dinners with 240 guests.

900 people on the waitlist.

Supplier terms agreed with two local farms and a broadline distributor.

Chef-owner and GM committed full-time from January.

Founders

Sofia Reyes

Chef-owner

12 years in professional kitchens, five as sous chef in a farm-to-table restaurant. Menu, kitchen team and purchasing. (Placeholder name.)

S

James Carter

Co-founder & General Manager

10 years in front of house, three as GM. Service, bar, hiring, scheduling and finance. (Placeholder name.)

J

Family investor

Minority investor

Silent investor with a 10% share. (Placeholder.)

F

Chef de cuisine

Chef de cuisine (hire before opening)

Runs the line day to day, so the chef-owner can manage the business.

C

Kitchen and floor team

About 16 full- and part-time staff

Line cooks, prep, dishwashers, servers, bartender and hosts.

K
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