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BUSINESS PLAN

Taking on a Just Add Talent Agreement can be a challenging yet hugely rewarding venture. In order to ensure your business 
will be a success, it is important that you have fully thought through what you will need to do and how you will go about it.

INTRODUCTION

This document has been developed to 
make the planning of your business as 
simple as possible. It is set out to get you 
thinking about the pub, its environment, 
the competition and opportunities.

As well as assessing whether your business 
will be able to achieve the rewards you 
desire, your business proposal will become 
the blueprint for the way the business will 
operate. Accordingly, our pre-entry training 
programme will focus on your individual 
proposal and get into the detail of how you 
will bring it to life. As you complete your 
proposal, think about where you and your 
team will need training and advice from us 
to help you deliver your offer.

Information you need to 
complete this proposal
In order to complete this proposal you will 
need the following documents:

• Shadow P&L
• Food & Drink Menus
• Template Staff Rota spreadsheet
• List of current promotions
• Template Profit & Loss spreadsheet
• Cask sediment report
• EPC
• Demographics report
• Premises license
• Supplementary Information Document

Receiving independent 
advice
We require that you seek independent 
advice from a Licensed Trade Accountant 
when your proposal is finalised. We will ask 
that you and the advisor sign a form to 
confirm this has occurred.

You are of course free to use your own 
Licensed Trade Accountant to obtain this 
advice, but if you do not have one, a panel 
of advisors can be found in Appendix 2 of 
this document.

What happens next?
Once your plan has been completed, get 
in touch with your Business Development 
Manager (BDM) who will arrange a meeting 
to go over it with you.

This will be an opportunity to ensure 
your proposals match what we believe 
the pub can achieve and discuss any 
support required from us to help you 
deliver your plans.

Assuming we’re both happy to proceed, we 
will then move forward to arrange training, 
finalise the agreement and arrange for you 
to take over the pub.



05

OUTLET ANALYSIS

Explain what your plans are for operating the pub to our prescribed food, drink and marketing offer.

BUSINESS OPERATIONS 
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OUTLET ANALYSIS

Describe the team you intend to put in place to manage this business, how many bar staff and 
kitchen team will you employ, will you have an Assistant Manager? How will you recruit them? 
What training will you provide? How will you ensure they deliver the offer consistently?

YOUR PUB TEAM
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OUTLET ANALYSIS

You will be responsible for cash and stock management, describe what 
measures you intend to put in place to ensure this is done.

CONTROLLING YOUR BUSINESS
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OUTLET ANALYSIS

Online presence is essential. Star Pubs & Bars will ensure you have a webpage and a Facebook account. 
What content will you post? How frequently? Check the pub’s web presence, what would your approach 
be to comments and customer feedback? Which other social media channels will you use?

MARKETING YOUR BUSINESS
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MAIN 
COMPETITOR

WHO ARE THEIR
CUSTOMERS?

WHAT DO THEY OFFER  
TO ATTRACT CUSTOMERS?

COULD/SHOULD WE ATTRACT THEIR 
CUSTOMERS AND IF SO HOW?

RETAIL SELLING PRICE OF STD. LAGER, 
STD. BITTER PACKAGED LAGER, HOUSE 
WINE AND KEY MENU ITEMS.

MAIN 
COMPETITOR

WHO ARE THEIR
CUSTOMERS?

WHAT DO THEY OFFER  
TO ATTRACT CUSTOMERS?

COULD/SHOULD WE ATTRACT THEIR 
CUSTOMERS AND IF SO HOW?

1 2

RETAIL SELLING PRICE OF STD.LAGER, 
STD. BITTER PACKAGED LAGER, 
HOUSE WINE AND KEY MENU ITEMS.

COMPETITOR ANALYSIS
Following from the previous section, list out your competitors, who their customers are, how they 
attract these customers through their offer, whether their customers should be your target market 
and if so how will you target them.
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COMPETITOR ANALYSIS
Following from the previous section, list out your competitors, who their customers are, how they attract these customers 
through their offer, whether their customers should be your target market and if so how will you target them.

MAIN 
COMPETITOR

WHO ARE THEIR
CUSTOMERS?

WHAT DO THEY OFFER  
TO ATTRACT CUSTOMERS?

MAIN 
COMPETITOR

WHO ARE THEIR
CUSTOMERS?

WHAT DO THEY OFFER  
TO ATTRACT CUSTOMERS?

3 4

COULD/SHOULD WE ATTRACT THEIR 
CUSTOMERS AND IF SO HOW?

RETAIL SELLING PRICE OF STD.LAGER, 
STD. BITTER PACKAGED LAGER, HOUSE 
WINE AND KEY MENU ITEMS.

COULD/SHOULD WE ATTRACT THEIR 
CUSTOMERS AND IF SO HOW?

RETAIL SELLING PRICE OF STD.LAGER, 
STD. BITTER PACKAGED LAGER, HOUSE 
WINE AND KEY MENU ITEMS.
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AM

COMPETITOR ANALYSIS
For your pub, now profile existing and target customers, who they are and why they will visit morning, afternoon and 
evening. For target customers, focus on ones that will increase your trade and maximise profit.

PM EVENINGEXISTING

Who are the pub customers? 
Why do they use your pub?

AM PM EVENINGTARGET

Who should the target market  
be to increase and maximise  
the trade and profit?
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YOUR BUSINESS

Now you have completed your competitor review and your target market, what steps will you take 
to make sure your pub is the heart of your local community? How will you get in front of the local 
teams and clubs? What about parent groups and societies?

ENGAGING WITH YOUR LOCAL COMMUNITY
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YOUR BUSINESS

Review our standard promotions, which of these will you use? 

PROMOTIONS 
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YOUR BUSINESS

JAT offers, what local events and activities will you introduce to drive footfall? Look at 
the standard JAT promotions. Which will you use and when?

SALES RHYTHM OF THE WEEK

DAYTIME 
ACTIVITY

EVENING 
ACTIVITY

MONDAY

TUESDAY

WEDNESDAY

THURSDAY

FRIDAY

SATURDAY

SUNDAY
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COMPLETE YOUR DRAFT 
FINANCIAL FORECAST MODEL
Use the supplied template to build up the financial model for your pub. The template is 
self-explanatory but, if you need any help getting started, please contact your Business 
Development Manager.

WHAT TO DO NOW?
Now that you have drafted out your plan, you need to take this document to your nominated Licensed Trade Accountant for advice and 
finalisation. Your advisor will examine your ideas and help set realistic financial projections and targets. Details of Star Pubs’ nominated Trade 
Accountants are set out in Appendix 2. You may use your own Licensed Trade Accountant but they must produce financial forecasts including: 
• A detailed Profit & Loss for the first 12 months of trading, showing your break-even and target sales figures.
• A detailed outline of your weekly rota, showing how much you spend on staff.
• A sensitivity analysis showing the effect of Net Profit if: turnover and wages increase or decrease by 5% or 10% (as per example).
• Any other costs
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APPENDIX 1
EXAMPLE FINANCIAL PROJECTIONS

PPrroojjeecctteedd Projected PPrroojjeecctteedd Projected
AAnnnnuuaall Weekly AAnnnnuuaall Weekly Projected
SSaalleess Sales SSaalleess Sales Sales 

EExxccll  VVAATT Excl VAT IInncc  VVAATT Inc VAT Mix
PPRROOJJEECCTTEEDD  SSIITTEE  SSAALLEESS £ £ £ £
Total Wet Sales 722,887 13,902 867,464 16,682 84%
Total Food Sales 138,028 2,654 165,634 3,185 16%
Accommodation Sales 0 0 0 0 0%
TToottaall  SSiittee  SSaalleess 886600,,991155 1166,,555566 11,,003333,,009988 1199,,886677 100%

OOPPEERRAATTOORR  IINNCCOOMMEE  £
Operator Income % applied to projected annual site sales 25.00%
OOppeerraattoorr  IInnccoommee  ((EExxccll  VVAATT)) 221155,,222299

OOPPEERRAATTOORR  BBOONNUUSS  PPOOTTEENNTTIIAALL
Operator Bonus % 20.00%
Forecasted Site Profit After Rent & Machines (Adjusted FMOP see below) £77,518
OOppeerraattoorr  PPootteennttiiaall  BBoonnuuss  ((EExxccll  VVAATT)) ££1155,,550044

OOPPEERRAATTOORR  EEXXPPEENNSSEESS
Staff Wages (per Staff Wages Rota) 17.78% 153,094
Insurance (P/L & E/L) 1,287
Accountancy 1,100
Legal & Professional Fees 500
Mobile Telephone 420
Stationery & Postage 102
Other 0
Bank Charges 120

TToottaall  OOppeerraattoorr  EExxppeennsseess 115566,,662233

OOppeerraattoorr  FFoorreeccaasstt  PPrrooffiitt  BBeeffoorree  BBoonnuuss 5588,,660066

OOppeerraattoorr  PPootteennttiiaall  BBoonnuuss 1155,,550044

OOppeerraattoorr  FFoorreeccaasstt  TToottaall  PPrrooffiitt 7744,,111100

AAnnnnuuaall  SSiittee  SSaalleess  RReeqquuiirreedd  TToo  BBrreeaakk  EEvveenn  ((EExxcclluuddiinngg  VVAATT)) = ££662266,,449900

WWeeeekkllyy  SSiittee  SSaalleess  RReeqquuiirreedd  TToo  BBrreeaakk  EEvveenn  ((EExxcclluuddiinngg  VVAATT)) = ££1122,,004488

WWeeeekkllyy  SSiittee  SSaalleess  RReeqquuiirreedd  TToo  BBrreeaakk  EEvveenn  ((IInncclluuddiinngg  VVAATT  )) = ££1144,,445577

Impact on Projected
Operator Increase/ GP % Per Projected Site Profit

Rent Model Forecast (Decrease) Rent Model Site Profit FMOP
£ £ £ £ £

FFoorreeccaasstteedd  SSiittee  PPrrooffiitt  ppeerr  RReenntt  MMooddeell  ((FFMMOOPP)) 8844,,007722
Projected Wet Sales 736,917 722,887 (14,030) 45.5% (6,384)
Projected Food Sales 148,417 138,028 (10,389) 60.4% (6,275)
Projected Accommodation Sales 0 0 0 100.0% 0
Projected Total Site Sales 885,334 860,915 (24,419)
Projected Total Site Wages at 25% of Sales 221,334 215,229 (6,105) 6,105
NNeett  IImmppaacctt  oonn  PPrroojjeecctteedd  SSiittee  PPrrooffiitt ((66,,555544))
FFoorreeccaasstteedd  SSiittee  PPrrooffiitt  ppeerr  RReenntt  MMooddeell  ((AAddjjuusstteedd  FFMMOOPP))  7777,,551188

OOPPEERRAATTOORR  AANNNNUUAALL  SSAALLEESS  FFOORREECCAASSTT

OOPPEERRAATTOORR  AANNNNUUAALL  PPRROOFFIITT  FFOORREECCAASSTT

OOPPEERRAATTOORR  BBRREEAAKK--EEVVEENN  AANNAALLYYSSIISS

FFOORREECCAASSTTEEDD  SSIITTEE  PPRROOFFIITT  AAFFTTEERR  RREENNTT  &&  MMAACCHHIINNEESS  ((AAddjjuusstteedd  FFMMOOPP))

EXAMPLE
EXAMPLE

EXAMPLE

EXAMPLE
EXAMPLE

EXAMPLE

Please note these figures are for example  
purposes only and do not relate to your site.
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APPENDIX 1
EXAMPLE FINANCIAL PROJECTIONS

SSTTAAFFFF  WWAAGGEESS  RROOTTAA

HHoouurrllyy TToottaall CCoosstt CCoosstt
NNaammee RRaattee SSttaarrtt FFiinniisshh SSttaarrtt FFiinniisshh HHrrss SSttaarrtt FFiinniisshh SSttaarrtt FFiinniisshh HHrrss SSttaarrtt FFiinniisshh SSttaarrtt FFiinniisshh HHrrss SSttaarrtt FFiinniisshh SSttaarrtt FFiinniisshh HHrrss SSttaarrtt FFiinniisshh SSttaarrtt FFiinniisshh HHrrss SSttaarrtt FFiinniisshh SSttaarrtt FFiinniisshh HHrrss SSttaarrtt FFiinniisshh SSttaarrtt FFiinniisshh HHrrss HHoouurrss eexxcc  NNII iinncc  NNIICC

FFrroonntt  ooff  HHoouussee
Team 1 £7.20 12.00 20.00 8.00 12.00 20.00 8.00 12.00 20.00 8.00 12.00 20.00 8.00 12.00 20.00 8.00 0.00 0.00 40.00 £288 £306
Team 2 £7.20 0.00 0.00 0.00 0.00 12.00 20.00 8.00 12.00 20.00 8.00 12.00 20.00 8.00 24.00 £173 £175
Team 3 £7.20 0.00 0.00 0.00 19.00 23.00 4.00 19.00 23.00 4.00 20.00 23.00 3.00 20.00 23.00 3.00 14.00 £101 £101
Team 4 £7.20 20.00 23.00 3.00 20.00 23.00 3.00 20.00 23.00 3.00 20.00 23.00 3.00 0.00 0.00 0.00 12.00 £86 £86
Team 5 £7.20 19.00 23.00 4.00 19.00 23.00 4.00 0.00 0.00 20.00 23.00 3.00 20.00 23.00 3.00 20.00 23.00 3.00 17.00 £122 £122
Team 6 £7.20 0.00 0.00 0.00 0.00 20.00 23.00 3.00 20.00 23.00 3.00 20.00 23.00 3.00 9.00 £65 £65
Team 7 £7.20 0.00 0.00 0.00 0.00 19.00 23.00 4.00 19.00 23.00 4.00 0.00 8.00 £58 £58
Team 8 £7.20 0.00 0.00 0.00 0.00 19.00 23.00 4.00 19.00 23.00 4.00 0.00 8.00 £58 £58
Team 9 £7.20 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 £0 £0
Team 10 £7.20 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 £0 £0
Team 11 £7.20 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 £0 £0
Team 12 £15.00 0.00 0.00 0.00 18.59 23.59 5.00 18.59 23.59 5.00 18.59 23.59 5.00 0.00 15.00 £225 £234
Door Staff £15.00 0.00 0.00 0.00 18.59 23.59 5.00 18.59 23.59 5.00 18.59 23.59 5.00 0.00 15.00 £225 £234
Manager £0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 £0 £0
Assistant Manager £288.46 0.00 0.00 0.00 0.00 0.00 0.00 20.00 21.00 1.00 1.00 £288 £307

KKiittcchheenn
Chef/Cook £300.00 0.00 0.00 0.00 0.00 0.00 0.00 20.00 21.00 1.00 1.00 £300 £320
2nd Chefs £7.20 10.00 18.00 8.00 10.00 18.00 8.00 0.00 0.00 0.00 10.00 18.00 8.00 0.00 24.00 £173 £175
2nd Chefs £7.20 18.00 22.00 4.00 18.00 22.00 4.00 18.00 22.00 4.00 0.00 0.00 18.00 22.00 4.00 18.00 22.00 4.00 20.00 £144 £144
KP's £7.20 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 £0 £0
Other £7.20 0.00 0.00 0.00 0.00 0.00 12.00 15.00 19.00 22.00 6.00 12.00 15.00 19.00 22.00 6.00 12.00 £86 £86
Other £5.30 0.00 0.00 0.00 12.00 15.00 19.00 22.00 6.00 12.00 15.00 19.00 22.00 6.00 0.00 0.00 12.00 £64 £64

FFuunnccttiioonn  RRoooomm
Staff 1 £7.20 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 £0 £0
Staff 2 £7.20 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 £0 £0

HHoouusseekkeeeeppiinngg
Team 1 £7.20 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 £0 £0
Team 2 £7.20 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 £0 £0
Team 3 £7.20 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 £0 £0
Team 4 £7.20 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 £0 £0

CClleeaanneerr £7.20 8.00 10.00 2.00 8.00 10.00 2.00 8.00 10.00 2.00 8.00 10.00 2.00 8.00 10.00 2.00 8.00 10.00 2.00 8.00 10.00 2.00 14.00 £101 £101

TTOOTTAALL  HHOOUURRSS 29.00 29.00 17.00 33.00 52.00 55.00 31.00 246.00
TTOOTTAALL  CCOOSSTT  £2,556 £2,636

LLAABBOOUURR  MMOODDEELLLLIINNGG

SSTTAAFFFF  CCOOSSTTSS WWeeeekkllyy MMoonntthhllyy AAnnnnuuaall
WWaaggeess £2,556 £11,078 £132,936 ££115577 Primary Threshold (weekly)*
EEmmppllooyyeerrss  NNIICC £79 £343 £4,112 1133..8800%% Secondary Class 1 NIC*
HHoolliiddaayy  PPaayy  AAccccrruuaall £309 £1,337 £16,045 1122..0077%% Holiday Accrual %
TToottaall £2,944 £12,758 £153,094 * = Rates shown apply to 2017-18 i.e. 6th April 2017 to 5th April 2018

SSAALLEESS  SSUUMMMMAARRYY IInncc  VVAATT EExxcc  VVAATT WWAAGGEESS  %%
TToottaall  WWeeeekkllyy  SSaalleess £19,867 £16,556 Total Wages % 17.78% Inc Holiday Pay Accrual

WWeeeekkllyy  WWeett  SSaalleess £16,682 £13,902 Wet Wages % 14.84% Inc Holiday Pay Accrual
WWeeeekkllyy  FFoooodd  SSaalleess £3,185 £2,854 Food Wages % 30.88% Inc Holiday Pay Accrual
WWeeeekkllyy  AAccccoommmmooddaattiioonn  SSaalleess £0 £0 Accomm. Wages % 0.00% Inc Holiday Pay Accrual

BBBBPPAA  IInndduussttrryy  AAvveerraaggee  WWaaggeess  ((JJaann  1166))

PPuubb  TTyyppee RRuurraall RRuurraall CCoommmmuunniittyy CCoommmmuunniittyy TToowwnn  // TToowwnn

CChhaarraacctteerr CChhaarraacctteerr WWeett  LLeedd WWeett  LLeedd CCoouunnttrryy CCeennttrree

FFoooodd  LLeedd PPuubb//BBaarr

Wet : Dry split 50:50 50:50 90:10 90:10 30:70 70:30
Weekly Sales (ex VAT) £5k £8k £5k £8k £10k £10k
Avg weekly wages* £944 £1,882 £713 £1,190 £2,888 £1,581
Avg weekly wage % 19.30% 22.50% 14.30% 16.00% 24.80% 19.30%

* = Managers' salaries are not included.  Weekly sales comprises Wet & Catering sales only.

SSuunnddaayyMMoonnddaayy TTuueessddaayy WWeeddnneessddaayy TThhuurrssddaayy FFrriiddaayy SSaattuurrddaayy

EXAMPLE
EXAMPLE

EXAMPLEEXAMPLE

EXAMPLE EXAMPLE

EXAMPLE

Please note these figures are for example  
purposes only and do not relate to your site.
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APPENDIX 1
EXAMPLE FINANCIAL PROJECTIONS

1. Impact of Sales on the Profitability of the Operator

 The Business Plan expects the total annual site turnover (T/O) to be:- £860,915

BBeellooww  sshhoowwss  tthhee  eeffffeecctt  oonn  tthhee  pprrooffiittaabbiilliittyy  ooff  tthhee  ooppeerraattoorr  iiff  tthhee  aaccttuuaall  ssiittee  ttuurrnnoovveerr  aacchhiieevveedd  ddiiffffeerrss  bbyy  55%%::--

SSiittee  TT//OO  55%%  lleessss  tthhaann  BBPP SSiittee  TT//OO  aass  ppeerr  tthhee  BBPP SSiittee  TT//OO  55%%  mmoorree  tthhaann  BBPP
Operator Profitability* £47,845 £58,606 £69,368

* = Operator Forecast Profit Before Bonus

BBeellooww  sshhoowwss  tthhee  eeffffeecctt  oonn  tthhee  pprrooffiittaabbiilliittyy  ooff  tthhee  ooppeerraattoorr  iiff  tthhee  aaccttuuaall  ssiittee  ttuurrnnoovveerr  aacchhiieevveedd  ddiiffffeerrss  bbyy  1100%%::--

SSiittee  TT//OO  1100%%  lleessss  tthhaann  BBPP SSiittee  TT//OO  aass  ppeerr  tthhee  BBPP SSiittee  TT//OO  1100%%  mmoorree  tthhaann  BBPP
Operator Profitability* £37,083 £58,606 £80,129

* = Operator Forecast Profit Before Bonus

2. Impact of Wages on the Profitability of the Operator

  The Business Plan expects the wages of the operator to be:- £153,094

BBeellooww  sshhoowwss  tthhee  eeffffeecctt  oonn  tthhee  pprrooffiittaabbiilliittyy  ooff  tthhee  ooppeerraattoorr  iiff  tthhee  aaccttuuaall  wwaaggeess  iinnccuurrrreedd  ddiiffffeerr  bbyy  55%%::--

WWaaggeess  55%%  lleessss  tthhaann  BBPP WWaaggeess  aass  ppeerr  tthhee  BBPP WWaaggeess  55%%  mmoorree  tthhaann  BBPP
Operator Profitability* £66,261 £58,606 £50,952

* = Operator Forecast Profit Before Bonus

BBeellooww  sshhoowwss  tthhee  eeffffeecctt  oonn  tthhee  pprrooffiittaabbiilliittyy  ooff  tthhee  ooppeerraattoorr  iiff  tthhee  aaccttuuaall  wwaaggeess  iinnccuurrrreedd  ddiiffffeerr  bbyy  1100%%::--

WWaaggeess  1100%%  lleessss  tthhaann  BBPP WWaaggeess  aass  ppeerr  tthhee  BBPP WWaaggeess  1100%%  mmoorree  tthhaann  BBPP
Operator Profitability* £73,916 £58,606 £43,297

* = Operator Forecast Profit Before Bonus

SENSITIVITY ANALYSIS

EXAMPLE
EXAMPLE

EXAMPLE

EXAMPLE
EXAMPLE

EXAMPLE

Please note these figures are for example  
purposes only and do not relate to your site.
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APPENDIX 2
LICENSED TRADE ACCOUNTANTS

When contacting the Innside Track suppliers please ensure you let them know 
that the pub you are applying for is a Star Pubs & Bars outlet. 

More information about the Innside Track programme can be at 
starpubssupport.co.uk

Coverage: National Innscribe
Specialist Accountants to the Leisure Industry
Tel: 0845 890 2270
Fax: 01274 727272
Email: admin@innscribeuk.com
Web: www.innscribeuk.comINNSCRIBEINNSCRIBE

THE SPECIALIST ACCOUNTANTS TO THE LEISURE INDUSTRY

Coverage: Northern England and Scotland
RS Hospitality Solutions
Tel: 01228 904904
Email: mail@rshs.co.uk
Web: www.rshospitality.co.uk

Coverage: North and Central Regions
David Jones Accountants Ltd
Professional Licensed Trade Accounting Services
Tel: 01937 581 356
Fax: 01937 587 991
Email: info@drjaccountants.co.uk
Web: www.drjaccountants.co.uk

Coverage: National Roslyns
A new vision in accounting (it’s not what we do it’s the way 
that we do it!)
Tel: 0114 213 8330
Fax: 0114 249 3656
Email: enquiries@roslyns.co.uk
Web: www.roslyns.co.uk



20

Coverage: England South East, South West, Midlands and Wales
CMS Pub Accountancy Services
Tel: 0121 730 2269
Email: enquiries@cmspubaccountancy.co.uk
Web: www.cmspubaccountancy.co.uk

Coverage: London and Home Counties 
PLS Management Services
Tel: 0208 977 6255
Email: office@pls.uk.com
Web: www.pls.uk.com

Coverage: South and South West
Melrose Pubcare
Consultants to the Licensed Trade
Tel: 01454 419262
Fax: 01454 850903 
Email: melrose@pubcare.co.uk
Web: www.pubcare.co.uk

APPENDIX 2
LICENSED TRADE ACCOUNTANTS
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APPENDIX 3
RENTAL VALUATION ADVISORS

Fleurets
4 Roger Street
London
WC1N 2JX
Tel: 0207 280 4700

Christie & Co
Whitefriars House
6 Carmelite Street
London
EC4Y 0BS
Tel: 0207 227 0700
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