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THE GASTROPUB EXPERIENCE
FRANCHISE 



Of all the types of restaurants that have flourished in 

recent memory, the gastropub seems to have most 

thoroughly captured the public's attention, infiltrating ne-

arly every facet of international dining. 

A working definition of the contemporary gastropub can 

be “a casual establishment, usually boisterous, with a ne-

ar-equal emphasis on quality eating and drinking.” 

Even if gastropubs might be a little past their prime, new 

venues boasting great beer, wine and spirits selections 

and good food served in an upscale pub atmosphere, 

continue to open throughout the world. And that's a good 

thing. 

The gastropub has such a strong potential to be an entry 

point for ordinary people into a cuisine that comes from 

more humanely raised animals than they're used to, that's 

prepared with better technique than they're accustomed 

to, and that comes from hopefully better-paid cooks and 

waiters than they typically encounter. 

The gastropub is how we get more customers to care 

about food and to spend more on food.

EXECUTIVE
SUMMARY
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KEY
INFORMATION

Object: Developing the Gastropub Experience franchise

Total investment: € 2 500 000,-

Minimum investment: € 25 000,- 

Requirements for participation: Associated with LFCG  

Start date: 1. November 2019  

Project type: Joint venture 

Goal: Listing of the company within five years

Country of origin: GBR  
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EXPECTATIONS
FOR THE PROJECT

LFCG  expectations to project participants

Wants to be an active part of the project 

Has a genuine interest in the project 

Wants to utilize the end product in their own business 

Wants to grow into new markets

Will contribute to the project's success, when able.

Participants expectations to LFCG  

Transparency throughout the process

Great communication 

The extraordinary ability for implementation

The dual expectation for the project 

Let's make it a success

Let's make it a good experience 

Let's make it something we all want to do again  

LFCG
SECRET SAUCE

1. All our projects are developed together with our clients, partners, and stakeholders.

2. All our projects will be utilized by our clients, partners, and stakeholders.

3. All our projects have integrated all the services LFCG  provides, from the get-go.
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WHAT WE WANT TO CREATE WITH
THE GASTROPUB EXPERIENCE FRANCHISE

We want to develop an international attractive gastropub franchise 

We will have some of the best young chefs around

We want to use local foods and specialities 

We will have some of the best young bartenders around 

We want to use local spirits, cider, and beer

We will design each location to reflect the city it is at and its history in a modern frame. 

We will ensure the franchise is carbon neutral, we will also provide participants with certifi-

cates on the positive effects the franchise contributes to the green change

We will make the franchise high tech

We will make the franchise cost-efficient and thus 

attractive 

We will ensure all our locations are established in 

attractive areas.

We will ensure our data systems, working routines, 

ordering forms, design templates and such, are top 

of the line.  
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MARKET
DESCRIPTION

20-60-20, the modern market 

There is the top section which contains 10-20% of the company's, they are experiencing im-

mense growth at rates of 30-40% annually.

Then there is the midsection in the market which accounts for about 60% of the companies 

who are on a small but steady decline.  

And then there is the bottom section, which also accounts for 10-20%. They are basically on 

their way out and losing. 

 • Our service partners are working with clients from the top section and the once that 

aspires to get to the top section from the midsection. 
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Client Description

50-50, the clients

On the left side of the axes, we can find the innovators, early users, and early majority. These 

companies represent about 50% of the market. Their common traits are; knowledge about their 

needs, ambitions regarding their position in the market, always on the lookout on ways to improve 

as a company and willingness to pay for the right service. On the right side we find the companies 

whose common traits are that they buy a service because they have too, they don't really know 

what they are buying, price is the most important factor, they don't generate added sales and they 

don't really utilize the service do to a lack of basic understanding. 

Inovators
2,5%
Early users
12,5%

Early majority
35,0%

Lagdders
12,0%

Late majority
38,0%

 • Our service partners are working with clients on the left side of the diagram.
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20-80, the service providers 

We have found that 20% of the service providers serve the left side of the market, where 

there are money, ambitions, and references. The other 80% of service providers are dividing 

the other 50% of the market where there is a lack of knowledge, willingness to pay and buy-

ing is done on price and needs.

 • Our service partners are amongst the market leaders
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• In our R&D apartment, new areas for business is found constantly 

• Sometimes we find something that is extraordinary and has the potential to be a cash 

cow if utilized properly

• At that point, we define it as a premiss, as in what needs to be done to realize it as a 

project

• We do a survey with our stakeholders, meaning clients, partners, and others. We want 

to know if they see the potential we are trying to outline, see the potential we haven't 

identified and/or believe they would use it/invest in it, if we develop it.  

• Based upon those result we present a development case to those different service part-

ners in LFCG  who does development of those sorts. 

• Those developers give us an estimate on a price and timeline for the project

• Together with other relevant services or business partners in LFCG, we develop a busi-

ness case for the project.

• Then we present this business case to our stakeholders, to see whether they want to 

participate in such a venture. 

• As soon as the project is funded to a minimum viable product, we start the necessary 

processes

• The organization meanwhile is built upon LFCG  services

• About 6 months before the finished article, we start sales and marketing activities

• When the six months are up, all property related to the product are phased into a 

company of its own owned by the project investors

• The project stays as a part of our portfolio and is offered to new stakeholders as LFCG  

keep penetrating new markets 

PROJECT
DESCRIPTION
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At LFCG, we pride ourselves in developing services and projects streamlined for creating sus-

tainable business growth together with and for our clients and partners.

An LFCG service or project is always developed upon the latest available research (a-journal) 

and tested upon new technology, global trends such as sustainable and a green shift, local poli-

tics, and interviews with people and companies in the industry. 

LFCG
BIOGRAPHY

LFCG
CORE VALUES

Mastering

Any LFCG partner knows their trade to the extent that they can find a way around any obstacle 

that arises.

Talent

All our professionals have unique expertise with the service they provide trough LFCG. Talent is 

an x-factor in the production which allows LFCG partners and clients to expect a little more and 

a little bit better than from anyone else.

Implementation

LFCG will always deliver accordingly to your expectations, what has been promised, and what is 

possible.

Communication

Good or bad, any deviation from terms, progress, or such. Will be communicated in such a way 

and time that alternative measures can be implemented.

Presence

We will dress, act, and behave accordingly to any reasonable expectation any of our stakehold-

ers might have for us.
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This Joint Venture Agreement (“Agreement”) is 
made and entered in this [insert date] day of [in-
sert month], 20[insert year], by and between LFCG 
Corporation, Inc., a [insert State of incorporation] 
corporation with its principal place of business at 
[insert Address] (“ABC”) and small business partners 
Corporation, Inc., a [insert State of incorporation] 
corporation with its principal place of business at [in-
sert Address] (“small business partners”) (collectively 
referred to as the “Parties”).

NOW, THEREFORE, in consideration of the covenants 
and agreements set forth in this Agreement, and for 
other good and valuable consideration, the receipt 
and sufficiency of which is hereby acknowledged, 
LFCG and small business partners hereby agree as 
follows:

1.0 Purpose. The purpose of the Joint Venture shall 
be to develop a gastropub experience franchise.

1.1 Name. To this purpose, LFCG and small business 
partners do hereby set forth in this Agreement the 
terms and conditions of their Joint Venture to be 
known as LFCG Joint Venture.  

2.0 Managing Venturer. LFCG is the Managing Ven-
turer of the Joint Venture.  

2.1 Project Manager. An employee of LFCG is the 
Project Manager of this Joint Venture. He/she is also 
responsible for the performance of the Contract, 
overseeing the job site, and reporting to and imple-
menting the instructions of the Joint Venture.  

3.0 Percentage Ownership. Each Venturer’s respec-
tive interest in the Joint Venture (hereinafter called 
“Percentage Ownership Interest”) as indicated below. 

LFCG has 80% ownership of the joint venture 

________ has 20% ownership of the joint venture 

3.1 The purpose of this joint venture is to develop 
the project stated above and eventually to list the 
company.

TERMS FOR
PARTICIPATION

4.0 Distributive Share. The net operating income and 
the net operating loss of the Joint Venture will be 
taken care of by LFCG. 

5.0 Bank Account. The operating account for this 
Joint Venture shall be set up at KLP Banken. The 
Operating Account shall be established in the name 
of the Joint Venture.

All payments due to the Joint Venture for perfor-
mance on the Contract shall be deposited into the 
Operating Account, and all expenses incurred under 
the Contract shall be paid out from the Operating 
Account.  

6.0 Resources. Major equipment, facilities, and all 
other resources will be provided by LFCG

7.0 Contract Oversight. As the Managing Venturer, 
LFCG is primarily responsible for Contract oversight. 
The Project Manager will be responsible for day-to-
day management and administration of the Con-
tract. Each Joint Venturer will have the right to visit 
the Contract site to evaluate contract performance.

8.0 Source of Labor. The Joint Venture will allow for 
a blended pool of labor employees of both parties. 
As the Managing Venturer, LFCG will have the first 
right to refuse employment during the performance 
phase of the Contract. The Joint Venturers will en-
sure that the Joint Venture and the small business 
partners to the Joint Venture will meet the perfor-
mance of work requirements set forth in 13 CFR 
125.8(c).

The work performed by LFCG will be more than ad-
ministrative or ministerial functions so that it gains 
substantive experience. The amount of work done 
by the Joint Venturers will be aggregated and the 
work done by the small business protégé partner 
must be at least 4% of the total done by the Joint 
Venture. All work done by the mentor and any of its 
affiliates at any subcontracting tier will be counted.
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9.0 Negotiating Small Business Contract. As the rep-
resentative of LFCG and Joint Venture Project Man-
ager, Mr. Arvid Madland Lyngnes will be responsible 
for negotiating the original contract. 

10.0 Ensured Performance. LFCG and the venture 
partner are obligated to ensure the performance of 
the Contract and to complete performance despite 
the withdrawal of any party to the Joint Venture. 

11.0 Administrative Records. Accounting and other 
administrative records including the books of the 
Joint Venture and any other records relating to the 
Joint Venture shall be kept and maintained at the 
office of LFCG.

Each Joint Venturer shall, during regular business 
hours, have access to and may inspect and copy any 
and all such books and records. The Project Manager 
shall promptly send to each Joint Venturer copies of 
all reports, correspondence, documents and other 
information sent or received by the Joint Venture.

12.0 Retention of Final Records. Accounting and oth-
er administrative records including the final original 
records of the Joint Venture and any other records 
relating to the Joint Venture shall be retained at the 
office of LFCG upon completion of the Contract per-
formed by the Joint Venture.

13.0 Quarterly Financial Statements. Quarterly 
financial statements showing cumulative contract 
receipts and expenditures (including salaries of the 
Joint Venture’s principals) will be submitted to SBA 
no later than forty-five (45) days after each operating 
quarter of the Joint Venture.

14.0 Project-End Statements. Within ninety (90) days 
of completion of the Contract, the project-end profit 
and loss statement, including a statement of final 
profit distribution, shall be submitted to SBA.

15.0 Certification of Compliance. Prior to the per-
formance of the Contract, LFCG will submit a writ-
ten certification to the contracting officer and SBA, 
signed by an authorized official of each Joint Ventur-
er, stating as follows:

(1) The parties have entered into a Joint Venture 
Agreement that fully complies with 13 CFR 125.8(b) 
(or 124.513(j), 125.18(b)(4), 126.616(e), or 127.506(e), 
as applicable); and

(2) The parties will perform the Contract in compli-
ance with the Joint Venture Agreement and with the 
performance of work requirements set forth in 13 

CFR 125.8(c) (or 124.510, 125.18(b)(3), 126.616(d), or 
127.506(d0, as applicable).

16.0 SBA Inspection Rights. The Joint Venturers will 
allow SBA’s authorized representatives, including 
representatives authorized by the SBA Office of In-
spector General(OIG) access to its files to inspect and 
copy all records and documents relating to the Joint 
Venture during normal business hours3.

17.0 Performance of Work Reports. The Managing 
Venturer will describe how it is meeting or has met 
the applicable performance of work requirements 
for the Contract by annually submitting a report to 
the Contracting Officer and to the SBA, signed by an 
authorized official of the OIG has reason to inspect 
the records, they should not be required to provide 
“reasonable notice”. Each Joint Venturer, explaining 
how the performance of work requirements are 
being met for the Contract.

At the completion of the Contract, the Managing 
Venturer will submit a report to the Contracting Of-
ficer and to the SBA, signed by an authorized official 
of each Joint Venturer, explaining how and certifying 
that the performance of work requirements were 
met for the Contract, and further certifying that the 
Contract was performed in accordance with the pro-
visions of the Joint Venture Agreement.

18.0 Miscellaneous.

18.1 Notices. Any notice required or permitted to be 
given under this Agreement shall be sufficient if in 
writing, and if (i) sent by registered or certified mail 
to the other party’s place of business contained, or 
(ii) hand-delivered to the intended party and written 
evidence thereof is obtained.

18.2 Governing Law and Forum. This Agreement 
shall be construed and administered in accordance 
with the laws of the State of GBR. 

18.3 Assignment. The rights and obligations of either 
party under this Agreement may not be assigned 
without the prior written consent of the other party.

18.4 Severability. In the event that any one or more 
of the provisions of this Agreement shall for any rea-
son be held to be invalid, illegal, or unenforceable, 
the remaining provisions of this Agreement shall 
be unimpaired and shall continue in full force and 
effect.
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18.5 Mediation. If any controversy or claim arising 
cannot be agreed upon by the Joint Venturers, the 
controversy or claim shall be resolved by [insert 
name of Mediator] (“Mediator”). The Mediator shall 
decide, resolve, and determine the claim or contro-
versy. The mediator cannot make a finding, ruling, 
or enter an order that would be in conflict with or 
prohibited by SBA regulations, guidance, or infor-
mation notices governing joint ventures. The written 
decision of the Mediator shall be final and conclu-
sive upon the Venturers. Any ruling or finding by 
the mediator that amends the joint venture agree-
ment must be approved by SBA. If not approved by 
SBA such ruling(s) or finding(s) shall have no effect. 
Judgment on such decision may be entered in the 
highest court or forum having jurisdiction. While 
the mediation proceeding is pending, work on the 
Contract will continue without interruption until 
completion. The cost of the mediation shall be borne 
equally between the Joint Venturers.

18.6 Conflict with SBA’s Rules. If any provision con-
tained in this agreement is in conflict with or prohib-
ited by SBA rules, regulations, information notices 
or guidance concerning joint ventures, such provi-
sion(s) shall be null and void ab initio or interpreted 
in a manner that is consistent with SBA rules, regula-
tions, information notices or guidance. 

18.7 Entire Agreement. This Agreement, together 
with the Contract, contains the entire understanding 
of the parties with respect to the subject matter. All 
prior promises, understandings, or agreements are 
merged into this Agreement.

The Agreement is officially signed and executed by 
officials duly authorized to bind the Parties this [in-
sert date] day of [insert month], 20[insert year].
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CONTACT US

Title:

First name: Last name:

Job title:

Organisation name:

Industry: Postcode:

Phone number: Email:

I want a MEETING Invitation to SEMINAR Send a QUOTE

ARVID MADLAND LYNGNES
CEO / Regional Development

Phone
+47 924 89 993

Email
arvid@landfcg.com

L&F CG
Website
www.landfcg.com

Email
hi@landfcg.com

Please send this form via email to: hi@landfcg.com

A representative will contact you within 48 hours.
If you wold like to contact us by phone, please use contact information bellow.

REGISTER
YOUR INTEREST
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