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	1 Executive summary 
The study has mainly highlighted a business plan for The Bribe Hotel & Restaurant with 60 rooms, of different sizes, which will be offering affordable food and accommodation facilities in an astonishing area, on the waterside of the river Avon in the middle of the Bristol city. 
The hotel can contribute to economic development by creating jobs during construction and once the hotel is operational it can also attract tourists and business travellers who spend money in the local economy.
The hotel offers innovation and can be part of a strategic plan to accommodate future growth and capitalize on emerging opportunities.

Also, it is a good opportunity for investors who are looking to diversify their portfolios, as Ocean Royal Hotel will offer a stable source of income, as Bristol City has a huge number of tourists because of its seaside.
According to Horwathhtl.co.uk(n.d.), there is support for business growth given by the continuing infrastructure development. Therefore, Ocean Royal Hotel's strategy is to help Bristol City and local authorities to create more quality hotel rooms as the city is one of the most visited in the UK.
	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	

	
	2 Business details

Company name: The Bribe Hotel & Restaurant
	

	
	Address:

Cheese Lane, Bristol, BS2 0JJ
	

	
	Primary contact method
0117 463 5027
	

	
	
	

	
	The business will: 
The business will provide high-quality services for customers on its premises, starting with the different types of accommodation like single, double, or family rooms and continuing with the coffee shop/restaurant, where guests can enjoy breakfast or different types of beverages, that will provide a comfortable and affordable place to stay. 

The Bribe Hotel & Restaurant will be offering a new range of gadgets of the new era, starting from smart technology such as ultrafast broadband, electrical bike charging, electrical car charging and a spacious gym area inside the building. 
	

	


	
	
	
	
	
	

	
	3 Key personnel

Details of owner(s):
Name: Laurentiu-Costel Popa
	

	
	Position/main responsibilities: Owner/ managing all the aspects of the business starting from financial aspects to managerial aspects
	

	
	Experience and knowledge of our industry: 8 years
	

	
	
	

	
	Previous employment: Hotel Guide Manager and Operational Manager
	

	
	Key skills brought to the business: Exceptional customer service, Skills about hotel safety regulations, very good coordinator, Leadership Qualities, Communication skills. Decision-making skills, Close Protection Officer
	

	
	Business experience and any training undertaken: I worked as a manager for a travel agency for 8 years and I have skills for public relation and communications.
	

	
	Academic/professional qualifications: NVQ 4, Close Protection Officer, Hotel Management International.
	

	
	Salary expectations £ 30000
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	


Vision

	
	
	

	
	4 The business idea
	

	
	Sum up your business idea:
To elaborate on the business idea for The Bribe Hotel & Restaurant, a business model canvas (BMC) can be used and implemented. (Appendix3)

The business will specialise in selling food and beverages in its luxurious lounge and coffee shop, and accommodation in a large spacious and comfortable room at an affordable rate, to satisfy all types of consumers that walk inside the premises.

Canvas (BMC) is referred to as a strategic management tool that aids in quickly defining and communicating a business idea or a concept for a new business.

· Customer segments: The Bribe Hotel & Restaurant will offer services for age and gender without distinguishing them. However, it will mainly consider medium and high-income groups (tourists and travellers) as its target audience, because the price of a single room will cost around £70, which may not fit into the budget of low-income groups. 
· Value propositions: The value proposition mainly refers to a concise marketing strategy that benefits a business organisation in delivering products and services to the consumers who are willing to buy them Payne et al. (2017). In this case, the tourists will value cheap and affordable room rates, low-risk business, good consumer services, and so on. The new business will value increment in revenue, global reach, additional web traffic and so on.
· Channels: The Bribe Hotel & Restaurant will reach its consumers through different online channels like social media sites like Facebook, Twitter, and Instagram, but also different online advertisements and online destination and accommodation booking applications.
· Customer relationship: To build customer relationships, The Bribe Hotel & Restaurant will consider using a customer loyalty programme, personal assistant, web page, and social media platform, in terms of gathering opinions of the target audience, so that better facilities can be offered.
· Revenue streams: The revenue of the new business will be obtained through the transaction obtained from online bookings and listing, and insurance fees available for the business (Uzun-Per et al., 2021).  
· Key resources: Key resources which will be needed for The Bribe Hotel & Restaurant include hotels expertise in the tourism and hospitality industry, customer relationship, user data, and so on.
· Key activities: Key activities which will be considered by the business include, managing customer experiences, enhancing technology, and growing the brand so that it can be available on the global level as well (Han et al., 2022).
· Key partners: Morrison (2022) says that partners available for the business are investors, photographers, hosts, business travel partners, airlines, travel agents and so on. 

· Cost: The business will have to spend a minimum cost of for the customer acquisition programme, development and expansion programme, legal and insurance aspects, and consumer support. 
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	5 Business goals
	

	
	1. What do you want to achieve in your first year of business? (for example,  turnover of £100,000 or trading at breakeven)
	

	
	· In its first year of existence, the hotel needs to be advertised, so we can have at least a 25% turnover rate.
· The hotel needs to focus on providing good offers to attract clients, such as buying 3 nights and offering a 50% discount for the fourth one.

· To have good feedback on Tripadvisor, to grow in popularity.

	

	
	
	

	
	2. Where do you see your business in 3-5 years’ time?

Klofstens (2012) say that a business platform is considered a self-diagnostic tool that is mainly implemented for the case of a new technology business organisation. 

Situated on the river Avon, in the middle of Bristol City, the hotel will have a beautiful landscape where clients can enjoy coffee, tea or another beverage. This will help the hotel to have random surveys among the clients that will help determine their needs and what are their expectations to create for them beautiful moments.

Therefore, considering this approach The Bribe Hotel & Restaurant will get an opportunity to examine the future of the business or the position it will reach in the next 3 to 5 years. It has been observed that by 2023, the market size of the UK hospitality industry is going to be increased by £17.31 Billion (Statista, 2023). Moreover, by 2027, the revenue of the industry will be maximised by £18.44 billion. Thus, over the next 3 to 5 years the new business will hold a good position in the market with strong brand recognition.
Also, the reason for taking a stay in our resort will include the proximity to the city, the natural setting situated in the heart of the community, and unique lodging opportunities for both romantic getaways and family fun, including a beautiful and cosy room.

(Use Klofstens business platform to explain)


	

	
	
	

	
	
	

	
	

	
	
	

	
	6 What the business does


	

	
	Product/service

Features

Benefits

· Ca Catering services    catering services    
· It offers different varieties of food and beverage options by maintaining safety precautions
· Saves consumers time and money since it is cost-effective.
· Dry cleaning services
· Customers will always feel comfortable, and it is super convenient.     

· Cleans and hygienic linen so that the spreading of germs can be restricted
· Doctor on call
· Offers the fastest medical assistance during an emergency 

· Ensures immediate medical care      

· 24/7 Service
· Can offer excellent guidance and solve queries of the consumers
· Aids in meeting consumer’s expectations.     
· Room Service
· Guests can eat in their room by maintaining privacy
· Helps in reducing food waste.
· Car rental services
· Offers free car parking services to the guests.  
· Can offer freedom and flexibility to the guests.     
· Lounge service
· It offers unlimited beverages (Baek et al., 2020)
· It aids in having premium and personal assistance. 

	

	
	
	

	
	7 What makes the business different (Value Proposition)

Your product/service is unique or different compared with the competition because:
	

	
	· New hotel with high-quality services
· All rooms are fitted with brand new furniture with high quality, making them feel like home, when they are away from home.
· Low price for the first year, compared with other hotels and restaurants from the area at the same level.
· Perfect for electric bikes or electric cars, so clients do not need to worry about their batteries.
· 24/7 Services provided.
· Free wi-fi
· Airport shuttle
· City tours on request 
· Laundry services
· Room service 
	

	
	
	


	
	
	

	
	8 Legal requirements (including regulations and licences particular to your business)
The legal and insurance requirements that apply to your business are:

1. Tax number.

2. Business name registration

3. Ownership Agreement

4. GDPR – Official legal tax

5. Incorporation number

6. Employer identification number   

7. Unanimous shareholder agreement
	

	
	You will meet your legal and insurance requirements by:

1. Licence for starting a new business according to UK regulations, from Company House.

2. Hotel License or Permit

3. Health and Safety Permits.
4. Alcohol premises license (Gov.Uk).

5. Entertainment License

6. Environmental Permits

7. Parking Permits

8. Occupancy Tax Registration.


	

	
	
	


Marketing

	
	
	

	
	9 Market research
	

	
	Trends in your chosen market are:

· The current trend in the market of the UK is focusing on exploring new places and hotel services at an affordable rate
	

	
	How you know this: 
· It has been detected by considering the data obtained from the report of the UK government. It has been found that in 2021, the consumer's spending in hotels and restaurants across the region of the UK grew by 117 billion which was low in the previous year (Statista, 2023).
	

	
	10 Profiling customers

The customer groups you will be selling to are: 
1. Individual travellers.
2. Business travellers.

3. Travel agencies.

4. Group travellers
	

	
	Your customer research has shown what your customers want is: 
	

	
	1. The Bribe Hotel & Restaurant will target customers of all type of ages, but the aim is between 24 years and 54 years, both male and female. Bristol city is a cultural city, and most likely the tourists will be interested in art and music due to its street art scene vibrant music culture, and outdoor adventures like water sports or cycling, However, the results showed that most of the consumers visiting the locations belong to the age group of 18 to 64 years (Statista, 2023). 
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How you know this:

· Tourist statistics provided, show that people are more likely to find budget hotels, and based on customer profile research, they are likely to pay less for accommodation and pay more attention on other activities.
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	Number of customers you expect to win in each group and what they might pay:

Group

Number of customers

Price they might pay per unit
0-18
5
£35
18-24
8
£60
25-34
12
£70
35-44
20
£70
45-54
10
£70
55-64
6
£50
65+
4
£35

	

	
	
	


	
	
	

	
	11 Profiling competitors


	

	
	Competitor name

Strengths

Weaknesses

· Premier Inn Bristol City Centre
· the largest hotel and restaurant group in the UK (Premier Inn)

· high-quality food and drinks
· Overcharged room service  
· Fully booked most of the time   
· Travelodge Bristol Central 
· Good size of the rooms

· Puppets are allowed to stay with customers (Teddington, 2015)
· Poor bar service.

· Overcharged room service     
· Ibis Bristol Temple Meads Quay
· Located in City centre.

· Good ambience. 
· No arrangements for kids.

· High prices for the services.  
· Radisson Blue Hotel Bristol
· Excellent food services.

· Friendly staffs 
· Overpriced rooms.

· Bad services (tripadvisor.com).     
· Bristol Marriott Royal Hotel
· Well-experienced staff

· Exclusive brand with many partnerships
· Poor Wi-Fi-facilities

· Data breach issues (Stanton, 2018).
How you can improve on their offer and/or price(s) unique offerings:
	

	
	· Loyalty Programs: Implement a loyalty program to reward repeat guests and encourage customer retention.
· Promotional Offers: Offer targeted promotions and discounts to attract guests during periods of low demand or to drive bookings for specific room types or packages like limited-time offers, flash sales, or discounts for early bookings.

· Dynamic Pricing: Implement dynamic pricing strategies that adjust room rates based on demand and seasonality.

· Personalized Services: Offer personalized services that cater to the individual needs and preferences of guests.
	

	
	
	

	
	
	

	
	12 Managing market risks

Write down the risks you have identified:

1. Financial risk – raise in wage. (Appendix 4)

2. Security risk  - (Appendix 4)

3. Strategic risk - (Appendix 4)

4. Liability risk - (Appendix 4)     

	

	
	How will you manage these risks so that they become less of a threat:
	

	
	1. To manage financial risk investment needs to be made wisely.
2.  To overcome security risks strong passwords, need to be developed to protect confidential data.
3. To mitigate strategic risks business needs to implement an SRM action plan (Zubari, 2020).
4. To overcome liability risk loss exposure needs to be identified and analysed at the same time.  

5. GDPR- official legal tax.
	

	
	13 Pricing
	

	
	How you can calculate your prices:
	

	
	· Start by identifying all fixed costs associated with operating the hotel. This includes expenses such as mortgage or rent payments, property taxes, insurance, utilities, salaries, and maintenance costs.
· Variable costs are expenses that fluctuate based on occupancy levels and usage. This includes costs such as housekeeping, laundry, guest amenities, and commissions paid to booking platforms.

· Decide on the desired profit margin for the hotel.

· Adjust Pricing Strategically by implementing dynamic pricing strategies to adjust room rates based on demand fluctuations, seasonality, booking lead time, and other factors.

· Offer discounts, promotions, and value-added packages to attract guests during periods of low demand or to drive bookings for specific room types or packages.
	

	
	
	


	
	
	

	
	How your prices compare with the competition:
	

	
	Product/service

Your price(s)
Range of competitor prices (per unit)
Rooms
70
65-100
Restaurant
25
30-55
Lodging
70
70-120
Food and beverage
35
55-65
Pick and drop services
25
30-55
Personal trainer
40
40-60
Event planner 
60
50-80

	

	
	Reasons for the difference between your price(s) and your competitors’ price(s):

· The difference between prices is based on location, brand and reputation, seasonality and demand, amenities and services, and cost structure and efficiency.
· Ocean Royal Hotel is a new hotel, and does not have any reputation, therefore, the hotel prices are based on the location, which is in the heart of Bristol City, but also because of the new implemented gadgets of the new era, like parking for bikes, electric car chargers.
	

	
	
	


	
	
	

	
	14 Promotion and advertising

How and where will you promote your product/service?
	

	
	
	

	
	· Product: Customer priority is critical in the corporate world (Cervi, 2022). The company will focus its emphasis on customer segments first. The hotel will provide a wide range of luxury lounges.
· Price: In short, there won't be an exorbitant price for the product. Value is the foundation of Ocean Royal hotel pricing approach. A product or service's price is determined by value-driven pricing, which considers the customer's estimation of its worth. Price-based-on-value is an effective strategy for rare and expensive commodities. If a business has a very good product or service, it might be able to make money with relatively little advertising. A well-made product will be valued instantly by some customers, but it may take time for others to realize its worth (Sara, 2022). Supplying food for patrons at locations other than restaurants, like offices, events, and other get-togethers. 

· Place: The primary headquarters of the company will be situated in Bristol, in the United Kingdom. The company will provide services to the Greater Bristol Area. Additionally, the business will expand the range of locations where it offers its services to include workplaces, events, and other kinds of gatherings.

· Promotion: Creating a customer reward program or loyalty point system is one approach to show your gratitude for a clientele's ongoing support. Offering consumers alluring incentives like price breaks, freebies, special deals, and other promotions is crucial to making sure they stick around and support the company.


	

	
	
	

	
	
	


Running the business

	
	
	

	
	15 Staff


	

	
	Role

Total cost

Necessary experience

Specialist skills and/or qualifications

· Operational Manager
£27000
· 5
· Creativity, communication skills, time management skills, problem-solving skills, marketing skills, leadership skills, and decision-making skills
· Human Resources Manager
£23000
· 2
· Communication skills.

· Decision-making skills.
· Kitchen Manager
£21000
· 3
· effectively manage kitchen operations, maintain quality standards, ensure food safety, and lead kitchen staff
· HR Consultant
£20000
· 2
· human resource knowledge, communication skills, client relationship management, ethical conduct, problem-solving skills
· Head Chief
£25000
· 4
· culinary expertise, organisation and time management cost control and budgeting, creativity and innovation, customer focus

	

	
	16 Premises

Cost £

Premises required at start-up: Monthly
£52000
Premises required in the future (if different): per year
£642000

	

	
	17 Suppliers

Your key suppliers and their credit terms

Supplier

What you’ll buy from them

Number of days’ credit

· Supplier

· What you’ll buy from them

· Number of days’ credit

· Utensils suppliers           (BrandAlley,2023) 
· Necessary utensils     


· 45    

· Raw materials for food   (Marks & Spencer, 2023)  

· Grocery items     


· 45   

· Furniture  (Ikea, 2023)  


· Designs for developing new rooms.     


· 15 


· Catering Distributors     


· Catering utilities     


· 35   

· Britvic 


· Soft drinks     


· 45 


· Schweppes

· Soft drinks     


· 30 
· Organic suppliers   (Mark & Spencer, 2023)  


· Organic food items      


· 30     


· Personal care suppliers    

· Personal care items     

· 20     


	

	
	
	

	
	
	


	
	
	

	
	18 Equipment
	

	
	Resource 
When

How funded

Cost £ per unit
· Resource

· When

· How funded

Cost £ per unit

· Ovens     

· 06-07-024     

· From saved money

£50     


· Mixers     

· 06-07-024     

· From saved money

£60     

· Microwave     

· 06-07-024     

· From saved money

£55     

· Ventilation     

· 06-07-024     

· From saved money

£65     

· Food Processors     

· 06-07-024    


· From saved money

£60     

· Hand Tool     

· 06-07-024     


· From saved money

£45     

· Sanitizers     

· 06-07-024     

· From saved money

£20     

· Safety Equipment     

· 06-07-024     

· From saved money

£55     



	

	
	
	

	
	
	

	
	19 Managing operational risks.
Risk

Solution

Staff

· Breach of private data 
· Employees calling in sick.

· Employee errors
· Using strong passwords and offering training to the employees.

· Appreciating employees and offering enough support
Suppliers

· Delays in shipping

· Shortages of raw material
· Partnering with domestic suppliers.

· Considering a second supply source

	

	
	
	


Finance 
Please double-click in the table below to access the embedded Microsoft Excel sheets to input your figures, Microsoft Excel will automatically update the total for you.


	
	
	

	
	20 Start-up costs
	

	
	Calculate how much money you need before you start trading.

[image: image6.emf]0
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TOTAL  £



Consumables

Licences



Association fees

Wages/recruitment

Security/health and safety equipment

Professional fees

Training



Tools

Vehicles

Insurance

Other (please specify)

Rent/rent deposit

Stationery

Marketing

Market research costs


     * Total from here should be used in 22 Sourcing finance below
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	21 Profit and loss forecast.

[image: image7.emf]Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 2,140,320 2,293,200 2,446,080

Less variable costs 126,000 129,000 131,000

Gross profit (sales less variable 

costs) = 

2,014,320 2,164,200 2,315,080

Calculate your gross profit margin 

% (gross profit divided by total 

sales x  100) (A)

94 94 95

Salaries/wages (survival income + 

any staff

456,000 456,000 456,000

Premises (including rent, rates, 

utilities)

720,000 720,000 720,000

Telephone and broadband 6,000 6,000 6,000

Printing, post and stationery 500 500 500

Advertising and promotion 10,000 12,000 15,000

Bank charges 96,000 96,000 96,000

Professional fees 6,000 6,000 6,000

Insurances 50,000 50,000 50,000

Bank/HP/Interest (payable to your 

bank)

0 0 0

Stock 10,000 10,000 10,000

Consumables 15,000 15,000 15,000

Equipment and vehicle leasing 500 500 500

Depreciation 0 0 0

Training 5,000 5,000 5,000

Overtime 10,000 13,000 15,000

Extra personel 10,000 10,000 10,000

Total fixed costs 1,395,000 1,400,000 1,405,000

Net profit (gross profit less fixed cost)

619,320 764,200 910,080

Calculate your net profit margin (net 

profit divided by total sales x 100)

29 33 37

Calculate your break even Year 1 (£) Year 2 (£) Year 3 (£)

Total variable costs + total fixed costs 

(B)

1,521,000 1,529,000 1,536,000


	

	
	
	

	
	
	

	
	
	

	
	
	


	
	
	

	
	22 Sourcing finance
	


	
	Total borrowing requirement for the business


[image: image8.emf]£
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Start-up costs

The assets you have available as security



	


	
	23 Managing financial risks:

The risks that you have identified for your financial forecast are:
	

	
	1. Market Risk: Changes in market conditions, such as shifts in consumer preferences, economic downturns, or increased competition, can impact sales volumes, pricing strategies, and overall revenue projections.

2. Supply Chain Disruptions: Disruptions in the supply chain, such as raw material shortages, supplier issues, or transportation delays, can lead to production delays, increased costs, and potential revenue loss.
3. Credit and Payment Risks: Late payments from customers, bad debts, or credit defaults can impact cash flow, profitability, and overall financial stability.


	

	
	How you will minimise their impact:

1. Stakeholder Engagement: Engaging with stakeholders, including employees, customers, suppliers, investors, and regulators, to communicate risks, solicit feedback, and collaborate on risk mitigation efforts can build trust and foster a supportive network during challenging times.
2. Diversification: Diversifying the customer base, product offerings, and supply chain sources can reduce dependence on any single market, product, or supplier, thereby mitigating the impact of market and supply chain risks.

3. Compliance and Governance: Ensuring compliance with regulatory requirements, industry standards, and corporate governance practices can mitigate legal and regulatory risks, protect the business reputation, and enhance stakeholder confidence.


	

	
	
	


	
	
	
	
	
	

	
	24 Cash flow forecast (Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary) 


	

	
	
[image: image9.emf]Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual

INCOME

Cash from sales (incl. VAT) 150,000 0 182,000 0 189,000 0 201,600 0 206,640 0 214,200 0 219,240 01,362,680 0

Cash received from debtors 20,000 0 20,000 0 20,000 0 20,000 0 20,000 0 20,000 0 20,000 0 140,000 0

Capital/loans received 50,000 0 50,000 0 50,000 0 50,000 0 50,000 0 50,000 0 50,000 0 350,000 0

Investments received 10,000 0 10,000 0 10,000 0 10,000 0 10,000 0 10,000 0 10,000 0 70,000 0

TOTAL £ 230,000 0 262,000 0 269,000 0 281,600 0 286,640 0 294,200 0 299,240 01,922,680 0

EXPENDITURE

Wages to staff (incl. PAYE & NI) 50,000 0 50,000 0 50,000 0 50,000 0 50,000 0 50,000 0 50,000 0 350,000 0

Premises (rent, rates & utilities) 58,000 0 58,000 0 58,000 0 58,000 0 58,000 0 58,000 0 58,000 0 406,000 0

Telephone & Broadband 500 0 500 0 500 0 500 0 500 0 500 0 500 0 3,500 0

Printing, post & stationery 50 0 50 0 100 0 100 0 100 0 100 0 100 0 600 0

Advertising & promotion 100 0 100 0 150 0 150 0 150 0 150 0 150 0 950 0

Bank charges 10,000 0 10,000 0 10,000 0 10,000 0 10,000 0 10,000 0 10,000 0 70,000 0

Professional fees 500 0 500 0 500 0 500 0 500 0 500 0 500 0 3,500 0

Insurances 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Bank/HP 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Equipment & vehicle leasing 1,500 0 1,500 0 1,500 0 1,500 0 1,500 0 1,500 0 1,500 0 10,500 0

Payments relating to variable costs 10,000 0 10,000 0 10,000 0 10,000 0 10,000 0 10,000 0 10,000 0 70,000 0

Capital Expenditure 20,000 0 20,000 0 20,000 0 20,000 0 20,000 0 20,000 0 20,000 0 140,000 0

Other Payments 3,500 0 3,500 0 4,000 0 4,000 0 4,300 0 4,800 0 5,000 0 29,100 0

VAT 13,500 0 16,380 0 17,010 0 18,144 0 18,598 0 19,278 0 19,732 0 122,641 0

Owner's wages/salary 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Owner's National Insurance 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Loan repayments (incl. interest) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Stock 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Consumables 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other (please specify) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

TOTAL £ 167,650 0 170,530 0 171,760 0 172,894 0 173,648 0 174,828 0 175,482 01,206,791 0

Income less expenditure 62,350 0 91,470 0 97,240 0 108,706 0 112,992 0 119,372 0 123,758 0 715,889 0

Opening bank balance 0 0 62,350 0 153,820 0 251,060 0 359,766 0 472,758 0 592,130 0 592,130 0

Closing bank balance 62,350 0 153,820 0 251,060 0 359,766 0 472,758 0 592,130 0 715,889 0 715,889 0

5 6 TOTAL



Start-up 0 1 2 3 4


	

	
	
	

	
	
	

	
	
	
	
	
	


25 Conclusion. 

In conclusion, opening a new hotel is an exciting but complex endeavour that requires careful planning, strategic decision-making, and effective execution. Throughout the process, it's essential to prioritize factors such as market research, location selection, branding, and customer experience to ensure the success of the venture. Additionally, establishing robust operational systems, hiring, and training a competent team, and implementing sound financial management practices are crucial for the long-term sustainability of the hotel. By focusing on delivering exceptional service, exceeding guest expectations, and continuously adapting to market trends and customer preferences, new hotel ventures can build a strong foundation for success in the competitive hospitality industry.
Therefore, The Bribe Hotel & Restaurant is a futuristic hotel, that will want to focus on customers' choices to give satisfaction, beautiful moments, and nice experiences. By continuously monitoring and adapting to changing market conditions and risk factors, the hotel will be a project that aims for long-term success and navigate through challenges with confidence. Ultimately, effective risk management is essential for safeguarding business continuity, preserving value for stakeholders, and sustaining growth in the heart of Bristol City.

This study presents a comprehensive business plan for the new venture, outlining strategies for continued growth and effective management of expenses. Additionally, the study includes a list of key stakeholders and investors that Ocean Royal Hotel should prioritize, to ensure smooth business operations and ventures. The study also outlines the necessary investments required to effectively manage the business.
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Appendix 4

[image: image13.png]TOWARDS ZERO CARBON DEVELOPMENT

This practice note provides advice on the implementation of Bristol Local Plan
policies for sustainability, climate change and resilience. By following the guidance
in this note, developers can ensure their proposals meet local plan requirements
for delivering sustainable buildings.

The council has declared a climate emergency and Bristol has committed, in the
One City Plan, to becoming carbon neutral and climate resilient by 2030. This
requires that we act now to reduce direct and indirect carbon emissions to net zero
and prepare and adapt to deal with the projected impacts of climate change. The
council is implementing a range of measures, including this practice note, which
will secure reduced emissions.

1n 2019, we consulted on an update to the Bristol Local Plan* and proposed a
number of new and revised policies which, if adopted, will ensure that all new
development in the city helps us to meet these objectives.

Until a new local plan is adopted, the current Bristol Local Plan’s policies expect
development proposals in Bristol to deliver energy efficient buildings with reduced
emissions. This practice note has been updated to ensure that new development
makes the best contribution it can to the city’s longer term aims within the
requirements of the current local plan policies.

Developers should aim to exceed the requirements of the current local plan
policies. Where development proposals go beyond the standards required by the
current local plan, the benefits of such an approach can be taken into account as a
material consideration when planning applications are decided.

For more information on the city's approach see the 2
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Figure 1: “Consumer spending on restaurants and hotels in the United Kingdom (UK) from 2005 to 2021”

(Source: Statista, 2023)
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Figure 2: “Consumer spending on restaurants and hotels in the United Kingdom (UK) from 2005 to 2021”

(Source: Statista, 2023)
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[image: image19.png]The Bribe Hotel & Restaurant
Introduction

Q  Alarge group of people are showing their
interest in opening new businesses
(Barringer and Ireland, 2018).

QO Entrepreneurship is the abilty or readiness
to develop and run a business (Olanrewaju
and Hossai, 2020),

Q  The study aims to create a business plan
for a new hospitality business.
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Mission Statement

The Bribe Hotel & Restaurant is a new hospitality

business that will be launched in Bristol, UK.
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[image: image21.png]The Bribe Hotel & Restaurant

The Concept
Q The business will be established at the location of Bristol, UK.

Ot will start operating with 40 employees at the beginning.
|

The business will be specialised in offering luxurious lounges at
an affordable rate, with customers and staff being empowered
through various tactics, to create a sense of belongingness,
which leads 10 the benefit of both parties.

MS is crucial. To keep ahead of the competition in
today's/ world, this business must link its PMS with hotel
ting software. The results are encouraging. Monitoring
e faily sales of the complete property portolio becomes.
ble, beginning with occupancy percentages, ADR,
AR, and other events.

ing a strong corporate culture will control how they interact
h other and with guests.





[image: image22.png]The Market in the UK
in Hospitality Industry

| @ 1n 2022, the market size of the industry grew by £16.42 bilion
(Statista, 2023).

O Market size of the UK hospitality industry will increase by
£17.31 Bilion in 2027 (Statista, 2023). b,

Q The user rate of the industry will grow by 35.47 milion by 4!
2027 (Stafista, 2023).
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[image: image23.png]|Forthe city of Bristol in the UK, where is
| based The Bribe Hotel and Restaurant,
| will might consider the following factors:

< Political: The impact of Brexit, local
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The Bribe Hotel & Restaurant

Market Environment Considerations

Al's rise has led to joblessness,
labour regulations need
improvement, and natural disasters
raise concems. Despite these
challenges, exteral influences in the
UK are expected to boost
businesses following Lang's (2022)
opinion.

Bristol City attracts millions of
tourists every year. Likewise, a huge
number of international students
come to the country every yearand
contribute to the economy
significantly.

Bristolis home to several world-class.
hotels and resorts. It is a major
destination for luxury and boutique
shopping

SWOT ANALYSIS
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[image: image24.png]The Bribe Hotel & Restaurant
SWOT Analysis

Strengths

a stong employee: As opined by HemandezMatias et al
(2020), having a strong employee number can be
ficlal for the business since the production rate can

. Concerning The Bribe Hotel & Restaurant, it
has been seen that the brand hos hired around 40
employees, which is huge for a new or smail business. Thus,

it s acting as a strength 1o the business in this concerned

scenario.

a Offers affordable lounge facilties: If has been observed
that The Bribe Hotel & Restaurant is going fo offer
affordable lounge facilfies. That can be afforded by the

mediumincome group as well. Therefore, the sales
volume of the business will grow with fime, hence,

acting as a strength to the business.

Weakness

3 Low brand recognition: The business is complefely new, so it

s quite dificult for the company fo gain a similar response
from the market. Thus, It has @ low brand recognition, which

will act as a weakness fo fhe business. As opined by Phelan

et . (2022), poor brand recognifion can hamper fhe sales

of @ business by loweringits annual earnings.

Poor management plan: As The Bribe Hotel & Restaurant is o

small business, therefore, resources available fo the business
will vary. Moreover, it may not get the chance fo invest in
amanging @ proper management system due fo a low

financial budget. This, as a result, will affect the business

performance. Hence,
business,

is acting as a weakness fo the




[image: image25.png]The Bribe Hotel & Restaurant
SWOT Analysis

Opportunities

a Business expansion: The business may focus on expanding
fo other locations across the UK. As per the report of
Stafista Research Depariment, the market size of the
hospitalty sector is projected fo grow by £17.31 Bilon by
2023 [statista). Thus, the business will have the opportunity.
fo expand further.

3 Investing in fechnologies: As opined by Vargo et al
(2021), the rate of use of technology s growing rapidly.
Therefore, The Bribe Hotel & Restaurant should focus on
investing in technologies, which will help in maximising the.
business profit. Since, the service quality will be enhanced
which will meet the desires of the consumers, thus, they wil

invest more.

Threats

3 Tough compelition: It has been aiready observed that o
large number of exlsfing players are operafing in the market
of the UK, such as The Rifz London and The Bloomsbury
Hoel. Therefore, The Bribe Hotel & Restaurant may foce sfiff
competition from the contenders fhat may affect their
business operations simultaneously

5 Changing demand of fhe consumers; As opined by

maki et al. (2020)

consumers are changing rapidly. Therefore, The Bribe Hofel

& Restaurant may face issues in meefing them, since it is o

i the demond and needs of

new business thus ifs financial stability wil vry. This, as a

result, willaffect the business by creating further threats fo It
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Finances and Start-Up Support O The Bribe Hotel & Restaurant will focus on
asking for financial support from venture

| e M capitalists and angel investors.

7
| V B,
I Sl

Searchol potental proers
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= e e s . Wo%wc money in start-up companies (Mason et al.,
2 Contract 7a
oot <) 2019)
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@ 3
Porate rio
3 Q Venture capitalists offer capital to new

ventures at relatively low interest (Gompers
etal, 2021).




[image: image27.png]The Bribe Hotel & Restaurant
Findings

@ This study has concluded about the
| new business venture.

o The name of the new business venture
is The Bribe Hotel & Restaurant.

list of stakeholders and investors
which need to be prioritised by The
ibe Hotel & Restaurant has been
Iso included.

Competitive strategy analysis

Competitive strategy analysis is the evaluation ofa
company's decisions and success at establishing a
competitive advantages

+ Costleadership: supply same product and service
atthe lower cost

* Differentiation: supply a unique product or service

atacostlower than the price premium customers
vill pay
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[image: image31.png]My name is Laurentiu-Costel Popa and my business plan that | want to
share with you is a hotel business that | want to launch in a
sustainable environment, starting from the building itself until all the
activities of the hotel.

The Bribe Hotel and Restaurant is a new-era business project that
aims to offer a luxurious retreat in the heart of Bristol City, with
unparalleled service to create a truly unforgettable experience.

Step into a world of comfort and sophistication in our [number of
rooms] beautifully appointed guest rooms and suites. Each room is
meticulously designed with modern amenities and stylish décor,
providing a serene sanctuary for relaxation and rejuvenation after a
day of exploration or business meetings.

From exquisite international cuisine to tantalizing local flavours, our
talented chefs craft delectable dishes using the freshest ingredients
sourced from local markets. Whether you're enjoying a leisurely
breakfast, a business lunch, or a romantic dinner, every meal is a
culinary journey to remember.

Ideally situated in the heart of Bristol, the hotel offers convenient
access to nearby attractions, landmarks, and points of interest.
Whether you're exploring the city's vibrant nightlife, discovering local
art galleries, or simply strolling along the picturesque waterfront, our
hotel serves as the perfect base for your adventures.




[image: image32.png]1. The hotel offers 60 rooms: single, double or family

2. It welcomes its guests with a nice flavour of coffee in our beautiful restaurant
and coffee shop.

3. Whether you are travelling for business or leisure, our hotel promises an
unparalleled experience that exceeds all expectations. Book your stay with us
today and embark on a journey of unparalleled comfort, elegance, and
hospitality.

Footer 37172024





[image: image33.png]» The price per room starts from 70£/day/adult in the room and based on our
research plan, we estimated a total of 1,362,680f in its first 6 months from
opening.

» Therefore, the business aims that in 10 years will have no debts and be
financially sustainable.

» The purpose of this meeting is to ask for a loan that will be needed at the
start of the business, in a partnership, to invest in all staff and equipment
needed for the hotel.

» The total cost of the initial investment is around 1,500,000£ which can be
adjustable in case of other issues.

» The building is rented for 10 years and can be bought after 5 years, in case
the business can afford it.

Footer 37172024





_1770838479.xls
START UP COSTS

						£

		IT and computers				10,000

		Telephones and broadband				10,000

		Equipment				20,000

		Stock				0

		Tools				0

		Vehicles				50,000

		Professional fees				1,000

		Insurance				50,000

		Rent/rent deposit				58,000

		Stationery				0

		Marketing				10,000

		Consumables				5,000

		Licences				2,000

		Training				3,500

		Association fees				0

		Wages/recruitment				1,600

		Security/health and safety equipment				30,000

		Market research costs				3,000

		Other (please specify)				1,000

						0

						0

						0

						0

						0

		TOTAL  £				255,100
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Sheet1

		

						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		2,140,320		2,293,200		2,446,080

				Less variable costs		126,000		129,000		131,000

				Gross profit (sales less variable costs) =		2,014,320		2,164,200		2,315,080

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		94		94		95

				Salaries/wages (survival income + any staff		456,000		456,000		456,000

				Premises (including rent, rates, utilities)		720,000		720,000		720,000

				Telephone and broadband		6,000		6,000		6,000

				Printing, post and stationery		500		500		500

				Advertising and promotion		10,000		12,000		15,000

				Bank charges		96,000		96,000		96,000

				Professional fees		6,000		6,000		6,000

				Insurances		50,000		50,000		50,000

				Bank/HP/Interest (payable to your bank)		0		0		0

				Stock		10,000		10,000		10,000

				Consumables		15,000		15,000		15,000

				Equipment and vehicle leasing		500		500		500

				Depreciation		0		0		0

				Training		5,000		5,000		5,000

				Overtime		10,000		13,000		15,000

				Extra personel		10,000		10,000		10,000

				Total fixed costs		1,395,000		1,400,000		1,405,000

				Net profit (gross profit less fixed cost)		619,320		764,200		910,080

				Calculate your net profit margin (net profit divided by total sales x 100)		29		33		37

				Calculate your break even		Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total variable costs + total fixed costs (B)		1,521,000		1,529,000		1,536,000

				Break even (B) divided by (A)		16,161		16,201		16,229
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Sheet1

		

								£

				Start-up costs				1,500,000

				Personal start-up contributions		-		150,000

				Other start-up contributions		-		250,000

				Total required		=		1,100,000

				The assets you have available as security

				House, cars		=		300,000
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First 6 months

		

				Start-up 0				1				2				3				4				5				6				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		150,000		0		182,000		0		189,000		0		201,600		0		206,640		0		214,200		0		219,240		0		1,362,680		0

		Cash received from debtors		20,000		0		20,000		0		20,000		0		20,000		0		20,000		0		20,000		0		20,000		0		140,000		0

		Capital/loans received		50,000		0		50,000		0		50,000		0		50,000		0		50,000		0		50,000		0		50,000		0		350,000		0

		Investments received		10,000		0		10,000		0		10,000		0		10,000		0		10,000		0		10,000		0		10,000		0		70,000		0

		TOTAL £		230,000		0		262,000		0		269,000		0		281,600		0		286,640		0		294,200		0		299,240		0		1,922,680		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		50,000		0		50,000		0		50,000		0		50,000		0		50,000		0		50,000		0		50,000		0		350,000		0

		Premises (rent, rates & utilities)		58,000		0		58,000		0		58,000		0		58,000		0		58,000		0		58,000		0		58,000		0		406,000		0

		Telephone & Broadband		500		0		500		0		500		0		500		0		500		0		500		0		500		0		3,500		0

		Printing, post & stationery		50		0		50		0		100		0		100		0		100		0		100		0		100		0		600		0

		Advertising & promotion		100		0		100		0		150		0		150		0		150		0		150		0		150		0		950		0

		Bank charges		10,000		0		10,000		0		10,000		0		10,000		0		10,000		0		10,000		0		10,000		0		70,000		0

		Professional fees		500		0		500		0		500		0		500		0		500		0		500		0		500		0		3,500		0

		Insurances		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Bank/HP		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing		1,500		0		1,500		0		1,500		0		1,500		0		1,500		0		1,500		0		1,500		0		10,500		0

		Payments relating to variable costs		10,000		0		10,000		0		10,000		0		10,000		0		10,000		0		10,000		0		10,000		0		70,000		0

		Capital Expenditure		20,000		0		20,000		0		20,000		0		20,000		0		20,000		0		20,000		0		20,000		0		140,000		0

		Other Payments		3,500		0		3,500		0		4,000		0		4,000		0		4,300		0		4,800		0		5,000		0		29,100		0

		VAT		13,500		0		16,380		0		17,010		0		18,144		0		18,598		0		19,278		0		19,732		0		122,641		0

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Stock		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Consumables		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		167,650		0		170,530		0		171,760		0		172,894		0		173,648		0		174,828		0		175,482		0		1,206,791		0

		Income less expenditure		62,350		0		91,470		0		97,240		0		108,706		0		112,992		0		119,372		0		123,758		0		715,889		0

		Opening bank balance		0		0		62,350		0		153,820		0		251,060		0		359,766		0		472,758		0		592,130		0		592,130		0

		Closing bank balance		62,350		0		153,820		0		251,060		0		359,766		0		472,758		0		592,130		0		715,889		0		715,889		0





Second 6 months

		

				Carried over				7				8				9				10				11				12				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		1,362,680		0		0		0		0		0		0		0		0		0		0		0		0		0		1,362,680		0

		Cash received from debtors		140,000		0		0		0		0		0		0		0		0		0		0		0		0		0		140,000		0

		Capital/loans received		350,000		0		0		0		0		0		0		0		0		0		0		0		0		0		350,000		0

		Other (please specify)		70,000		0		0		0		0		0		0		0		0		0		0		0		0		0		70,000		0

		TOTAL £		1,922,680		0		0		0		0		0		0		0		0		0		0		0		0		0		1,922,680		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		350,000		0		0		0		0		0		0		0		0		0		0		0		0		0		350,000		0

		Premises (rent, rates & utilities)		406,000		0		0		0		0		0		0		0		0		0		0		0		0		0		406,000		0

		Telephone & Broadband		3,500		0		0		0		0		0		0		0		0		0		0		0		0		0		3,500		0

		Printing, post & stationery		600		0		0		0		0		0		0		0		0		0		0		0		0		0		600		0

		Advertising & promotion		950		0		0		0		0		0		0		0		0		0		0		0		0		0		950		0

		Bank charges		70,000		0		0		0		0		0		0		0		0		0		0		0		0		0		70,000		0

		Professional fees		3,500		0		0		0		0		0		0		0		0		0		0		0		0		0		3,500		0

		Insurances		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Bank/HP		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing		10,500		0		0		0		0		0		0		0		0		0		0		0		0		0		10,500		0

		Payments relating to variable costs		70,000		0		0		0		0		0		0		0		0		0		0		0		0		0		70,000		0

		Capital Expenditure		140,000		0		0		0		0		0		0		0		0		0		0		0		0		0		140,000		0

		Other Payments		29,100		0		0		0		0		0		0		0		0		0		0		0		0		0		29,100		0

		VAT		122,641		0		0		0		0		0		0		0		0		0		0		0		0		0		122,641		0

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Stock		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Consumables		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		1,206,791		0		0		0		0		0		0		0		0		0		0		0		0		0		1,206,791		0

		Income less expenditure		715,889		0		0		0		0		0		0		0		0		0		0		0		0		0		715,889		0

		Opening bank balance		592,130		0		715,889		0		715,889		0		715,889		0		715,889		0		715,889		0		715,889		0		715,889		0

		Closing bank balance		715,889		0		715,889		0		715,889		0		715,889		0		715,889		0		715,889		0		715,889		0		715,889		0





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		722,600		0		640,080		0		0		0		0		0		1,362,680		0

		Cash received from debtors		80,000		0		60,000		0		0		0		0		0		140,000		0

		Capital/loans received		200,000		0		150,000		0		0		0		0		0		350,000		0

		Other Payments		40,000		0		30,000		0		0		0		0		0		70,000		0

		TOTAL £		1,042,600		0		880,080		0		0		0		0		0		1,922,680		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		200,000		0		150,000		0		0		0		0		0		350,000		0

		Premises (rent, rates & utilities)		232,000		0		174,000		0		0		0		0		0		406,000		0

		Telephone & Broadband		2,000		0		1,500		0		0		0		0		0		3,500		0

		Printing, post & stationery		300		0		300		0		0		0		0		0		600		0

		Advertising & promotion		500		0		450		0		0		0		0		0		950		0

		Bank charges		40,000		0		30,000		0		0		0		0		0		70,000		0

		Professional fees		2,000		0		1,500		0		0		0		0		0		3,500		0

		Insurances		0		0		0		0		0		0		0		0		0		0

		Bank/HP		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing		6,000		0		4,500		0		0		0		0		0		10,500		0

		Payments relating to variable costs		40,000		0		30,000		0		0		0		0		0		70,000		0

		Capital Expenditure		80,000		0		60,000		0		0		0		0		0		140,000		0

		Other Payments		15,000		0		14,100		0		0		0		0		0		29,100		0

		VAT		65,034		0		57,607		0		0		0		0		0		122,641		0

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0

		Stock		0		0		0		0		0		0		0		0		0		0

		Consumables		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		TOTAL £		682,834		0		523,957		0		0		0		0		0		1,206,791		0






