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	[bookmark: _Toc287535392][bookmark: _Toc287535890]1 Executive summary 

Vision Forest House, located in Cadnam, Southampton, offers a unique and immersive experience with three bedrooms, a BBQ area, a hot tub, and a play zone against the backdrop of a lush forest. Led by experienced directors in finance, supplies, cleaning, and marketing, Vision aims to achieve a £68,000 turnover in its first year. The business targets diverse customer segments, providing a blend of comfort and nature experiences. With a strategic focus on unique offerings, competitive pricing, and effective marketing, Vision aspires to become an iconic eco-friendly hospitality landmark in the next 3-5 years.
	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	
	

	
	[bookmark: _Toc287535393][bookmark: _Toc287535891]2 Business details
[bookmark: _Toc287535394]Company name:   

 The Vision Forest House 
	

	
	[bookmark: _Toc287535395]Address:

Cadnam
Southampton  
SO40 2NG 

	

	
	Primary contact method:  
thevision@gmail.com 
  
	

	
	
	

	
	[bookmark: _Toc287535398]The business will: 

Vision is more than just a place to stay; it's an immersive experience designed to captivate the senses and provide a respite from the ordinary. With three beautifully appointed bedrooms and a range of thoughtful amenities. The meticulously designed backyard features a state-of-the-art BBQ area, an inviting hot tub, and a vibrant play area for children, all set against the backdrop of Cadman’s lush forest. This setting promises an unparalleled stay for families, nature enthusiasts, and anyone looking to escape the hustle and bustle of city life.

	

	




	
	
	
	
	
	

	
	[bookmark: _Toc287535399][bookmark: _Toc287535892]3 Key personnel
[bookmark: _Toc287535400]Details of owner(s):
Name: Henszek Marika
	

	
	Position/main responsibilities: Director/Finance manager 
	

	
	Experience and knowledge of our industry: 
Led financial planning, budgeting, and forecasting processes. Implemented robust financial controls and risk management strategies, ensuring compliance with industry regulations. Oversaw the preparation of monthly, quarterly, and annual financial reports.
	

	
	
	

	
	Previous employment: Nature Haven Resorts(2018-2022)
	

	
	Key skills brought to the business: Financial Planning and Analysis, Budgeting and Forecasting, Risk Management, Financial Reporting, Team Leadership, Cost Control, Strategic Financial Planning, Data Analysis, Compliance and Regulation.
	

	
	Business experience and any training undertaken: 5 years in business
	

	
	Academic/professional qualifications:
Bachelor’s degree in finance, Accounting, Business Administration/Chartered Financial Analyst (CFA)

	

	
	Salary expectations £ 0
	

	
	Name: Codruta-Daniela Bogatean
	

	
	Position/main responsibilities: Director/ Supplies /Equipment
	

	
	Experience and knowledge of our industry: Vendor Management ,Inventory Control /Maintenance, and operations
	

	
	
	

	
	Previous employment: Nature Haven Resorts(2018-2022)
	

	
	Key skills brought to the business :Proven ability to manage relationships with key suppliers, negotiation skills for securing favourable terms and cost-effective procurement/Management of the lifecycle of various assets, from furniture to specialized amenities, knowledge of maintenance and repair procedures for various equipment
	

	
	Business experience and any training undertaken: 2 years in suppliers and equipment
	

	
	Academic/professional qualifications:, Certification in Supply Chain Management, Training in Equipment Maintenance and Technology, Professional Development Courses
	

	
	Salary expectations £ 0

	

	
	Name: Beatrice Crisan
Position/main responsibilities: Director/Cleaner

	
	Experience and knowledge of our industry: Operational Excellence, Quality Assurance ,Customer Service

	
	

	
	Previous employment: Nature Haven Resorts(2018-2022)

	
	Key skills brought to the business: : Expertise in maintaining high cleanliness standards, time management skills for efficient and effective cleaning operations

	
	Business experience and any training undertaken: 5 years in the cleaning industry

	
	Academic/professional qualifications: Bachelor’s degree in business administration , Professional Development Courses.

	
	Salary expectations £ 0

	
	Name: Andreea Mirica

	
	Position/main responsibilities: Director/Marketing 

	
	Experience and knowledge of our industry: Digital Marketing Mastery, Brand Development, Customer Engagement.

	
	

	
	Previous employment: Nature Haven Resorts(2018-2022)

	
	Key skills brought to the business: Strategic Branding ,Digital Marketing Expertise , Market Research and Analysis , Innovative Campaign Management

	
	Business experience and any training undertaken: Successfully managed cross-functional teams, collaborating with departments to align marketing strategies with overall business objectives

	
	Academic/professional qualifications: Bachelor’s degree in marketing, Certified Digital Marketing Professional (CDMP) with specialized training in online marketing strategies

	
	Salary expectations £ 0



[bookmark: _Toc287535402][bookmark: _Toc287535893]Vision
	
	
	

	
	[bookmark: _Toc287535403][bookmark: _Toc287535894]4 The business idea
	

	
	[bookmark: _Toc287535404]Sum up your business idea: 
Based on the BMC (Appendix 1) Vision Airbnb aims to provide a unique and comfortable space for various customer segments, leveraging partnerships, key resources, and customer relationships through online and offline channels, with a diversified revenue stream from both rental and event hosting.










	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535405][bookmark: _Toc287535895]5 Business goals
	

	
	1. What do you want to achieve in your first year of business? 
	

	
	· Vision is an LTD with four shareholders for profit and anticipates a turnover of £68,000 in the first year of operation, driven by a combination of accommodation fees, additional service revenues, and merchandise sales.









	

	
	
	

	
	2. Where do you see your business in 3-5 years’ time?
· In the next 3 to 5 years, we envision  Vision as an iconic landmark in eco-friendly hospitality, renowned for its harmonious integration with nature and exceptional guest experiences.









	

	
	
	

	
	
	

	
	

	
	
	

	
	[bookmark: _Toc287535406][bookmark: _Toc287535896]6 What the business does: 
Vision is thoughtfully designed to blend seamlessly with the natural surroundings, offering guests a tranquil escape. Unlike traditional accommodations, Vision offers a truly unique and memorable experience, guided forest hikes, wildlife observation, and stargazing, immersing themselves fully in the beauty and serenity of the wilderness. 

	

	
		Product/service
	Features
	Benefits

	· 3 Bed house in the forest
	· Privacy and Serenity 
· Thoughtful Design
· Comfortable Accommodation 
	· Escape from Urban Life
· Ultimate Relaxation 
· Reconnection with Nature 

	· Wildlife Observation 
	· Variety of Trails 
· Educational Content 
	· Exploration and Adventure 
· Learning Experience
· Physical Activity 



	

	
	
	

	
	[bookmark: _Toc287535407][bookmark: _Toc287535897]7 What makes the business different (Value Proposition)
Your product/service is unique or different compared with the competition because:
	

	
	· Special Location: It's in a beautiful forest, so you can escape from city life and enjoy nature. 
· Personal Attention: They care about each guest and make them feel welcome and special. 
· Taking Care of Nature: we use clean energy and try not to harm the environment. 
· Cozy Rooms:  The rooms are comfy and nice, perfect for a relaxing stay. 
· Nature Adventures: You can go on guided walks and explore the forest. 
· Extra Fun: They offer cool activities like tours and spa treatments. 
Overall, Vision is a unique place where you can relax, have fun, and connect with nature.
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535408][bookmark: _Toc287535898]8 Legal requirements 
The legal and insurance requirements that apply to your business are:
1. We need to obtain necessary permits for operating a hospitality business in a forested area, to adhere to regulations concerning guest safety, food handling, and sanitation standards and to comply with environmental regulations and obtain permits for activities that may impact the surrounding ecosystem.
	

	
	You will meet your legal and insurance requirements by:
1. Safety Regulations involve conducting thorough risk assessments of the property, implementing safety protocols, and ensuring that all structures and amenities meet building codes and safety standards.  
2. Comply with food handling regulations by implementing proper food safety protocols, and training staff in safe food handling practices. 
3. Obtain permits for any activities or developments that may impact the surrounding ecosystem, such as trail maintenance, and waste management. 
4. Through meticulous planning, sustainable practices, and a commitment to guest satisfaction, Vision aims to carve a niche in the hospitality industry by offering a truly transformative forest retreat experience. 
	

	
	
	




[bookmark: _Toc287535409][bookmark: _Toc287535899]Marketing
	
	
	

	
	[bookmark: _Toc287535410][bookmark: _Toc287535900]9 Market research
	

	
	[bookmark: _Toc287535411]Trends in your chosen market are:
The latest trends in hospitality marketing are essential for businesses to remain competitive, attract clients, and develop a relationship of trust with their target market. This business plan's trend research will be based on a Pestle analysis(Appendix 4) of Airbnb accommodations.
	

	
	[bookmark: _Toc287535412]How you know this: 
· AIRBNB's analysis of social trends considers shifts in consumer preferences, demographics, and lifestyle. AIRDNA (2022) reports a growing preference for experiential travel, with Airbnb experiencing substantial growth. This trend is driven by a desire for unique, authentic experiences, such as forest homes, small homes, and farm stays, over traditional hotel alternatives. Tourists choose accommodations with distinctive amenities like hot tubs, panoramic views, barbecue facilities, and outdoor space. (Appendix 2)
· As Paulton Parks and the New Forest region evolve into more popular tourist attractions, there is a greater demand for accommodations, which is driving up the cost of lodging in Cadnam and the adjacent communities around Paulton Parks. Liley, et.al. (2020) stated in a survey that with its distinct recreational options, the New Forest brought in 15.2 million visitor days in 2017 and 17.6 million by 2037.
· Due to the beautiful surroundings and accessibility for outdoor exploration, the Cadnam, New Forest region is seeing a rise in outdoor and adventure travel. According to CRRHOSPITALITY 2024, the adventure tourism market is expected to generate $1.3 trillion in worldwide revenue by 2026, with $683 billion in US expenditure occurring annually.

	

	
	[bookmark: _Toc287535413][bookmark: _Toc287535901]10 Profiling customers
[bookmark: _Toc287535414]The customer groups you will be selling to are: 
    Family search for peace and comfort
· Demographic:35-44 , equal genders , moderate to high incomes
· Interests : Prioritize leisure , family time , comfort
· Behaviour: Invest in spacious, outdoor accommodation near Paulton Theam Park.

    Friends on Weekend Getaways:
· Demographic :25-34-year-old ,equal gender distribution.
· Interests:   Seek amusements , adventure ,social interaction
· Behaviour: Attracted to shared space, entertainment activities, party organisation.




    Business Travelers Seeking Peaceful Workspace    
· Demographic: 45-54, male, higher income
· Interests:    relaxation, comfort, workspace-friendly facilities.
· Behaviour: fast internet, work area, near conference locations.

    Couples Seeking Intimate Retreats
· Demographic: 25-45, equal gender, moderate -high income.
· Interests:    Romanticism, privacy
· Behaviour: Spend on romantic lodgings with hot tub and panoramic views





	

	
	[bookmark: _Toc287535415]Your customer research has shown what your customers want is: 
	

	
	1. According to (2023) research by Airbnb, family travel has increased by 60% because of the company's value, space, and affordability. Additionally, a 2022 Family Travel report highlights the importance of experiences that enhance families' togetherness and well-being while enjoying theme parks and outdoor activities. 


2. Airbnb statistics reveal a diverse customer base, with 46.43% male and 53.57% female, with 11.78% aged 18-24. The highest age group is 25-34 years, followed by 35-44 years, 17.68% and 11.67% aged 45-55 years, and 55-64 years. The baby bloomers club has 7.46% aged 65 and above, (similar web, 2024).


Furthermore, evaluating customer reviews from surrounding houses with poor Wi-Fi (AIRBNB, 2023), less cooking amenities, no hot tub or BBQ, (AIRBNB, 2022) research indicates a significant need for family-friendly lodging close to Paulton's Theme Park ,Vision offers features such large living rooms, private outdoor areas, romantic retreats, communal places, and business-related amenities.
	

	
	
	

	
	[bookmark: _Toc287535416]How you know this:
· Targeting clients entails customising marketing strategies, offering valuable services, and providing family-friendly amenities to suit each client's specific demands to maximise occupancy and income potential.
	

	
	[bookmark: _Toc287535417]Number of customers you expect to win in each group and what they might pay:
	[bookmark: _Toc287535418]Group
	[bookmark: _Toc287535419]Number of customers
	[bookmark: _Toc287535420]Price they might pay per unit

	Families with children 
	50%
	[bookmark: _Toc287535423]£200-£250

	Groups of friends
	25%
	[bookmark: _Toc287535426]£250-£300

	Business Travelers 
	10%
	[bookmark: _Toc287535429]£150-£200

	Couples Seeking for Romantic Getaways
	15%
	[bookmark: _Toc287535432]£250-£300



	

	
	
	



	
	
	

	
	[bookmark: _Toc287535442][bookmark: _Toc287535902]11 Profiling competitors

	

	
		Competitor name
	Strengths
	Weaknesses

	· Twin Oaks Guest House

	· Ideal location before a cruise
	· Unavailable during the busiest time of the year

	· Le Chateau
	· Staff friendly
	· High price for what they offer

	· The Bell Inn, New Forest
	· Amazing meal
	· Bad customer service

	· Bartley Lodge Hotel 
	· Fantastic venue for events
	· Laking employees  , requiring investment

	· Travelodge Stoney Cross Lyndhurst
	· Good price , great location
	· Noisy issue, dirty accommodation




[bookmark: _Toc287535443]
How you can improve on their offer and/or price(s) unique offerings:
	

	
	Vison Forest House strategy to differentiate from competitors is to enhance its offerings and pricing to attract more customers and establish itself as a preferred accommodation choice in the Cadnam area near Paulton Theme Park as follows: 

Upgraded Facilities and Services: 

· Offer extras like free breakfast, 
· Tour guides. 
· Having panoramic landscapes,  
· Having hot tub amenities. 

Targeted Marketing and Promotions: 
· Create ads emphasising special attributes such as being close to Paulton's Theme Park, 
· Utilise online platforms like Facebook, Instagram, and Twitter 

Flexible Pricing Strategies: 
· Apply pricing tactics. 
· According to consumer demand, 
· The seasons,  
· Local events. 

Attention to excellent customer experiences and customer service. 

Stress environmentally friendly and sustainable methods. 

Invite famous people to The Vision House for a complimentary lunch and stay in exchange for excellent publicity.
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535444][bookmark: _Toc287535903]12 Managing market risks
[bookmark: _Toc287535445]Write down the risks you have identified:
As seen in SWOT (Appendix 3)analysis risks include: 
· variations in the weather,  
· increased competition,  
· negative reviews due to maintenance, cleaning, or customer service.  


	

	
	[bookmark: _Toc287535446]How will you manage these risks so that they become less of a threat:
	

	
	1. For guests to enjoy during bad weather, The Vision House provides indoor activities. They also, accommodate visitors' requests for refunds or rescheduling by implementing flexible cancellation procedures. 

To stand out from the competition, The Vision House is utilising innovative marketing strategies. With a focus on its USPs, the business is improving its marketing initiatives, bringing in new clients with focused advertising, highlighting the advantages of staying at The Vision House, such as its scenic location, amenities, and personalized services. and building enduring ties with clients through customer loyalty plans. 

It is important to promptly deal with maintenance concerns, carry out periodic checks, and train staff to cope with difficult situations to avoid bad reviews.














	

	
	[bookmark: _Toc287535447][bookmark: _Toc287535904]13 Pricing
	

	
	[bookmark: _Toc287535448]How you can calculate your prices:
	

	
	To determine pricing, demand for Airbnb must be analysed in terms of location, facilities, time of year, competitor analysis, customer reviews and the value proposition which considers the unique benefits and futures of the business (Maraga, 2023). 
 


	

	
	
	








	
	
	

	
	[bookmark: _Toc287535449]How your prices compare with the competition:
	

	
	
	Product/service
	Your price(s)
	Range of competitor prices (per unit)

	Families with children
	£200-£250
	£180-£300

	Groups of friends
	£250-£300
	£200-£350

	Business Travelers
	£150-£200
	£120-£250

	Couples Seeking for Romantic Getaways
	£250-£300
	£200-£350




	

	
	[bookmark: _Toc287535450]Reasons for the difference between your price(s) and your competitors’ price(s):
· Special features of the property, such a hot tub, stunning views, and grilling facilities, support higher rates. 
·   Location: The cost is influenced by how close Paulton’s Theme Park and the New Forest region are. 
·   Service Quality: Superior guest experiences and customer support can lead to higher prices.
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535451][bookmark: _Toc287535905]14 Promotion and advertising
[bookmark: _Toc287535452]How and where will you promote your product/service?
Promoting The Vision Forest House, requires a targeted marketing approach to reach potential customers effectively. 
1 Online Presence Strategy:  
           • Establish a professional site that features lodging options, amenities, and reservation details. 
           • Use social media sites for promotions and images, such as Facebook, Instagram, and Twitter. 
           • For better publicity and bookings, collaborate with OTAs like Booking.com, Airbnb, and Expedia  
2 Strategy for Content Marketing:  
           • Create interesting blogs, videos,  
           • Highlight the New Forest region, things to do with kids, and travel advice. 
           • Collaborate with celebrities to get free lunch and rooms in return for great publicity. 

3 Classical Advertising: 
         • Run posts in local papers, magazines, or travel guides. 
         • Sponsorship to community events.  

4 Reviews and Word-of-mouth: 
         • Build up positive reviews from visitors on websites like TripAdvisor, Google 
         • Provide rewards for recommendations to encourage suggestions 

	

	
	
	

	
	







	

	
	
	

	
	
	



[bookmark: _Toc287535453][bookmark: _Toc287535906]Running the business
	

	
	

	
	[bookmark: _Toc287535454][bookmark: _Toc287535907]15 Staff


	

	
		Role
	Total cost
	Necessary experience
	Specialist skills and/or qualifications

	· Cleaner from year 2 
	£5000
	· Previous experience preferred but not essential as full training will be provided (Indeed,2024) 
	· Attention to detail 
· Time management 
· Self-motivation 
· Understanding of Cleaning products and equipment 
· Basic maintenance skills 



	

	
	[bookmark: _Toc287535455][bookmark: _Toc287535908]16 Premises

	
	Cost £

	Premises required at start-up: 3-bed houses inherited 
	£0	

	Premises required in the future (if different): 2nd   House in Forest of Dean, New Road, Aylburton, Lydney GL15(Zoopla,2024)
	 £37.678/pa 
£3140/month




	

	
	[bookmark: _Toc287535456][bookmark: _Toc287535909]
17 Suppliers
[bookmark: _Toc287535457]Your key suppliers and their credit terms
	Supplier 
	What you’ll buy from them 
	· Number of days’ credit 

	· British Gas/Southern Water/Sky 
 
	· Electricity, water, gas, and internet connectivity 
 
	· Every month 

	· Safety  
 
	· Smoke and carbon monoxide detectors  
· First aid kit 
 
	· 1 year 

	· Proper insurance 
	· Policy cover 
 
	· Every month  

	·  Ikea Business/Way Fair/ Local Furniture Store/Garden trends/ 
	· Furniture and decor 
· Kitchen essentials 
· Outdoor furniture/BBQ/ 
· Kids outdoor toys 
	· 3-5 years 


	· Tradepoint/ Cosco/Homebase Trade UK/B&Q Trade 
 
	· Kitchen and all-around appliances  
· Cleaning supplies 
 
	· 3 years 

	· Dunelm/The White Company/Argos 
	· Bedding and liens 
	· 6 months 

	· Cosco/Booker Wholesale 
 
	· Coffee/condensed milk  
	· monthly 

	· Out of Eden/Green People 
	· Eco friendly shampoo, conditioner, shower gel and soap. 
 
	· monthly 



	

	
	
	

	
	
	




	
	
	

	
	[bookmark: _Toc287535458][bookmark: _Toc287535910]18 Equipment
	

	
	
Our commitment to providing an unforgettable experience begins with the carefully selected equipment and furnishings that adorn our cosy abode. Sourced from reputable suppliers like Amazon, Argos, Curry’s, Garden Trends, Ikea, Outdoor Toys, The Range, and The White Company, each piece has been chosen to create a harmonious blend of comfort and style.
(Amazon,2024),(Argos,2024),(Currys,2024),(Garden Trends,2024),
(Ikea,2024),(Outdoor Toys,2024),(The Range,2024),(The White Company,2024) 

	                 Resource
	When
	How funded
	Cost £ per unit

	· Beds
	· beginning 
	· loan 
	£399

	· Mattress
	· beginning 
	· loan 
	£159

	· Bedside tables
	· beginning 
	· loan 
	£49

	· Wardrobes
	· beginning 
	· loan 
	£277

	· Rugs
	· beginning 
	· loan 
	£37

	· Bedding
	· beginning 
	· loan 
	£63

	· Lamps
	· beginning 
	· sales 
	£64

	· Lights
	· beginning 
	· sales 
	£44

	· Curtains
	· beginning 
	· sales 
	£37

	· Linens
	· beginning 
	· loan 
	£130

	· Bathroom cabinet
	· Beginning 
	· loan 
	£430

	· Towels
	· beginning 
	· sales 
	£10

	· Bath robes
	· every 3 months  
	· sales 
	£70

	· Slippers
	· every month 
	· sales 
	£3

	· Paintings
	· beginning 
	· sales 
	£30

	· Sofa
	· beginning 
	· loan 
	£1.070

	· TV stand
	· beginning 
	· loan 
	£93

	· TV
	· beginning 
	· loan 
	£1699

	· Coffee table
	· beginning 
	· loan 
	£129

	· Dressing table
	· beginning 
	· loan 
	£99

	· Mirrors
	· beginning 
	· sales 
	£10

	· Desk
	· beginning 
	· loan 
	£70

	· Dining table
	· beginning 
	· loan 
	£330

	· Chairs
	· beginning 
	· loan 
	£88

	· Cooker
	· beginning 

	· loan 
	£719

	· Fridge/freezer
	· beginning 
	· loan 
	£999

	· Washing machine
	· beginning 
	· loan 
	£399

	· Dryer
	· beginning 
	· loan 
	£579

	· Dishwasher
	· beginning 
	· loan 
	£519

	· Microwave
	· beginning 
	· loan 
	£209

	· Toaster
	· beginning 
	· loan 
	£40

	· Kettle
	· beginning 
	· loan 
	£35

	· Smoke and carbon detector
	· beginning 
	· sales 
	£53

	· Coffee machine
	· beginning 
	· sales 
	£35

	· Kitchen essentials
	· beginning 
	· loan 
	£300

	· First aid kit
	· beginning 
	· sales 
	£29

	· Outdoor furniture
	· beginning 
	· loan 
	£1.409

	· Kids outdoor toys
	· beginning 
	· loan 
	£1.060

	· Hot tube
	· beginning 
	· loan 
	£499

	· BBQ and outdoor fridge
	· beginning 
	· loan 
	£1.899

	· Cloths
	· every 6 months 
	· sales 
	£15

	· Hot tube chemicals
	· every 2 months 
	· sales 
	£120



	

	
	
	

	
	
	

	
	












[bookmark: _Toc287535459][bookmark: _Toc287535911]19 Managing operational risks
	Risk 
	Solution 

	Staff 
 
Staff turnover 
 
 
 
 
Lack of Training 
 
 
 

 
Staff Availability 
 
	 
Increase worker retention via competitive compensation, a nice work environment, and training and development. Regular feedback helps resolve issues and boost work satisfaction. 
 
Staff should get rigorous training in customer service, cleanliness, safety, and emergency procedures. Update training materials regularly to reflect operational and regulatory changes. 
 
Create a flexible staffing approach with full-time, part-time, and on-call personnel to meet demand. Contact temp agencies for fast staffing at busy hours. 

	Suppliers 
Supply Chain  
 
 
Disruptions Quality Issues 
 
 
Price Volatility 
 
 
	 
Avoid relying on one provider for essentials by diversifying. Regularly evaluate supplier performance and replenish crucial goods to avoid short-term interruptions. 
 
Conduct extensive due research before hiring new suppliers and setting quality standards in contracts. Make frequent quality inspections on incoming goods and contact suppliers immediately if problems arise. 
 
 
Use long-term contracts to lock in pricing. Join a purchasing club for critical commodities with variable costs to negotiate better pricing. 







	

	
	
	



[bookmark: _Toc287535460][bookmark: _Toc287535912]Finance 
		
	
	
	

	
	[bookmark: _Toc287535461][bookmark: _Toc287535913]20 Start-up costs
	

	
	[bookmark: _Toc287535462]Calculate how much money you need before you start trading.



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

	
	
	

	

	
	

	
	
	

	
	
	

	
	
	

	
	

	

	
	21 Profit and loss forecast


	

	
	
	

	
	
	

	
	
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535465][bookmark: _Toc287535915]22 Sourcing finance
	



	
	[bookmark: _Toc287535466]There are different approaches available to startup businesses for obtaining funding, each with various benefits and drawbacks of their own. Additionally, major financial institutions provide startup-friendly loans that ease the loan application process by allowing the business to borrow a set amount at a time and make payments on time. Strict eligibility demands, a high rate of interest, and the need for protection, however, may be the source of issues, particularly to new businesses with no previous record of success in running the business (Oranburg, 2020). 
According to Kurpjuweit and Wagner (2020) the use of crowdfunding as a more affordable financing option is expanding. Through platforms like Indiegogo or Kickstarter, entrepreneurs can generate money from a large group of supporters. However, sales performance is based upon the success of advertising, which also charges fees. besides that, in exchange for debt, startups with accelerators and incubators provide funding, opportunities for collaboration, and mentorship to help businesses grow faster. Regarding this company strategy, the relevant authority has chosen to begin the venture with the help of an institutional loan in addition to its own contribution.

Total borrowing requirement for the business



	



	
	[bookmark: _Toc287535467][bookmark: _Toc287535916]






















23 Managing financial risks (such as, sales are less than forecasted or start-up finance taking three months longer to obtain)
[bookmark: _Toc287535468]The risks that you have identified for your financial forecast are:
	

	
	Entrepreneurs operating this Airbnb business should take note of many kinds of aspects to make sure that the financial base is stable to successfully operate The Vision. Considering all the costs and expenses the owners must understand the challenges and unforeseen events that could occur. For example, property–related risks, lack of booking that leads to loss of revenue and not reaching the forecast, natural disasters, or unforeseen events. 










	

	
	[bookmark: _Toc287535469]How you will minimise their impact:

To eliminate the effect of the identified risks for the financial forecast, particular strategic measures could be adopted. The organisation must conduct an in – depth review of the pricing strategy and the cost structure to increase gross profit margin. This may include optimizing the operational process or for example evaluating product prices to get a higher margin (Eldering, Ende and Hulsink, 2023).  







	

	
	
	



	
	
	
	
	
	

	
	[bookmark: _Toc287535917][bookmark: _Toc287535470]24 Cash flow forecast 

	

	
	

	



	


	
	

	
	
	

	
	
	
	
	
	





25 Conclusion. 

Vision Forest House presents a compelling business plan, leveraging its distinctive features, experienced team, and strategic positioning in the hospitality market. By addressing legal requirements, conducting thorough market research, profiling customers, and managing operational and financial risks, Vision aims for sustainable growth. With a commitment to exceptional customer experiences, environmental responsibility, and competitive pricing, Vision Forest House sets out to redefine forest retreat experiences and establish itself as a premier destination in eco-friendly hospitality.
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Microsoft_Excel_97-2003_Worksheet.xls
START UP COSTS

						£

		IT and computers				1,500

		Telephones and broadband				500

		Equipment				16,936

		Stock				250

		Tools				1,000

		Vehicles				0

		Professional fees				2,500

		Insurance				3,300

		Rent/rent deposit				0

		Stationery				250

		Marketing				4,000

		Consumables				250

		Licences				1,800

		Training				1,000

		Association fees				5,000

		Wages/recruitment				0

		Security/health and safety equipment				8,000

		Market research costs				2,500

		Other (please specify)				3,650

						0

						0

						0

						0

						0

		TOTAL  £				52,436






image4.emf
Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 68,000 82,500 92,000

Less variable costs 1,000 1,200 1,400

Gross profit (sales less variable costs) 

= 

67,000 81,300 90,600

Calculate your gross profit margin % 

(gross profit divided by total sales x  

100) (A)

1 1 0

Salaries/wages (survival income + any 

staff

0 5,000 5,000

Premises (including rent, rates, 

utilities)

0 0 0

Telephone and broadband 500 500 500

Printing, post and stationery 250 300 350

Advertising and promotion 1,000 1,000 1,500

Bank charges 150 150 150

Professional fees 2,500 3,000 3,500

Insurances 3,300 3,300 3,300

Bank/HP/Interest (payable to your 

bank)

1,000 1,000 1,000

Stock 250 250 250

Consumables 250 400 550

Equipment and vehicle leasing 0 0 0

Depreciation 0 0 0

Tax 7,655 11,132 14,372

Marketing reasearch 2,500 2,500 2,500

Training  1,000 1,000 1,000

Total fixed costs 20,355 29,532 33,972

Net profit (gross profit less fixed cost) 46,645 51,768 56,628

Calculate your net profit margin (net 

profit divided by total sales x 100)

1 63 62

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

Total variable costs + total fixed costs 

(B)

21,355 30,732 35,372
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						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		68,000		82,500		92,000

				Less variable costs		1,000		1,200		1,400

				Gross profit (sales less variable costs) =		67,000		81,300		90,600

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		1		1		0

				Salaries/wages (survival income + any staff		0		5,000		5,000

				Premises (including rent, rates, utilities)		0		0		0

				Telephone and broadband		500		500		500

				Printing, post and stationery		250		300		350

				Advertising and promotion		1,000		1,000		1,500

				Bank charges		150		150		150

				Professional fees		2,500		3,000		3,500

				Insurances		3,300		3,300		3,300

				Bank/HP/Interest (payable to your bank)		1,000		1,000		1,000

				Stock		250		250		250

				Consumables		250		400		550

				Equipment and vehicle leasing		0		0		0

				Depreciation		0		0		0

				Tax		7,655		11,132		14,372

				Marketing reasearch		2,500		2,500		2,500

				Training		1,000		1,000		1,000

				Total fixed costs		20,355		29,532		33,972

				Net profit (gross profit less fixed cost)		46,645		51,768		56,628

				Calculate your net profit margin (net profit divided by total sales x 100)		1		63		62

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

				Total variable costs + total fixed costs (B)		21,355		30,732		35,372

				Break even (B) divided by (A)		21,674		31,186		0
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£

40,000

Personal start-up contributions           - 8,000

Other start-up contributions            - 786

Total required = 31,214

= 20,000



Start-up costs

The assets you have available as security
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								£

				Start-up costs				40,000

				Personal start-up contributions		-		8,000

				Other start-up contributions		-		786

				Total required		=		31,214

				The assets you have available as security

						=		20,000
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Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual

INCOME

Cash from sales (incl. VAT) 14,000 0 13,500 0 15,000 0 20,000 0 20,000 0 20,000 0 20,000 0 122,500 0

Cash received from debtors 7,500 0 8,000 0 5,000 0 5,000 0 5,000 0 5,000 0 5,000 0 40,500 0

Capital/loans received 100,000 0 0 0 0 0 0 0 0 0 0 0 0 0 100,000 0

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

TOTAL £ 121,500 0 0 0 20,000 0 25,000 0 25,000 0 25,000 0 25,000 0 263,000 0

EXPENDITURE

Wages to staff (incl. PAYE & NI) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Premises (rent, rates & utilities) 450 0 450 0 450 0 450 0 450 0 450 0 450 0 3,150 0

Telephone & Broadband 42 0 42 0 42 0 42 0 42 0 42 0 42 0 294 0

Printing, post & stationery 54 0 54 0 54 0 54 0 54 0 54 0 54 0 378 0

Advertising & promotion 333 0 333 0 333 0 333 0 333 0 333 0 333 0 2,331 0

Bank charges 20 0 20 0 20 0 20 0 20 0 20 0 20 0 140 0

Professional fees 416 0 416 0 416 0 416 0 416 0 416 0 416 0 2,912 0

Insurances 275 0 275 0 275 0 275 0 275 0 275 0 275 0 1,925 0

Bank/HP 200 0 200 0 200 0 200 0 200 0 200 0 200 0 1,400 0

Equipment & vehicle leasing 1,411 0 1,411 0 1,411 0 1,411 0 1,411 0 1,411 0 1,411 0 9,877 0

Payments relating to variable costs 350 0 350 0 350 0 350 0 350 0 350 0 350 0 2,450 0

Capital Expenditure 500 0 500 0 500 0 500 0 500 0 500 0 500 0 3,500 0

Other Payments 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

VAT 250 0 250 0 250 0 250 0 250 0 250 0 250 0 1,750 0

Owner's wages/salary 4,800 0 4,800 0 4,800 0 4,800 0 4,800 0 4,800 0 4,800 0 33,600 0

Owner's National Insurance 250 0 250 0 250 0 250 0 250 0 250 0 250 0 1,750 0

Loan repayments (incl. interest) 450 0 450 0 450 0 450 0 450 0 450 0 450 0 3,150 0

Stock 125 0 125 0 125 0 125 0 125 0 125 0 125 0 875 0

Consumables 62 0 62 0 62 0 62 0 62 0 62 0 62 0 434 0

Other (please specify) 638 0 638 0 638 0 638 0 638 0 638 0 638 0 4,466 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 £ 10,626 0 10,626 0 10,626 0 10,626 0 10,626 0 10,626 0 10,626 0 74,382 0

Income less expenditure 110,874 0 -10,626 0 9,374 0 14,374 0 14,374 0 14,374 0 14,374 0 188,618 0

Opening bank balance 0 0 110,874 0 100,248 0 109,622 0 123,996 0 138,370 0 152,744 0 152,744 0

Closing bank balance 110,874 0 100,248 0 109,622 0 123,996 0 138,370 0 152,744 0 167,118 0 167,118 0



Start-up 0 1 2 3 4 5 6 TOTAL
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				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)		14,000		0		13,500		0		15,000		0		20,000		0		20,000		0		20,000		0		20,000		0		122,500		0

		Cash received from debtors		7,500		0		8,000		0		5,000		0		5,000		0		5,000		0		5,000		0		5,000		0		40,500		0

		Capital/loans received		100,000		0		0		0		0		0		0		0		0		0		0		0		0		0		100,000		0

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

		TOTAL £		121,500		0		0		0		20,000		0		25,000		0		25,000		0		25,000		0		25,000		0		263,000		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Premises (rent, rates & utilities)		450		0		450		0		450		0		450		0		450		0		450		0		450		0		3,150		0

		Telephone & Broadband		42		0		42		0		42		0		42		0		42		0		42		0		42		0		294		0

		Printing, post & stationery		54		0		54		0		54		0		54		0		54		0		54		0		54		0		378		0

		Advertising & promotion		333		0		333		0		333		0		333		0		333		0		333		0		333		0		2,331		0

		Bank charges		20		0		20		0		20		0		20		0		20		0		20		0		20		0		140		0

		Professional fees		416		0		416		0		416		0		416		0		416		0		416		0		416		0		2,912		0

		Insurances		275		0		275		0		275		0		275		0		275		0		275		0		275		0		1,925		0

		Bank/HP		200		0		200		0		200		0		200		0		200		0		200		0		200		0		1,400		0

		Equipment & vehicle leasing		1,411		0		1,411		0		1,411		0		1,411		0		1,411		0		1,411		0		1,411		0		9,877		0

		Payments relating to variable costs		350		0		350		0		350		0		350		0		350		0		350		0		350		0		2,450		0

		Capital Expenditure		500		0		500		0		500		0		500		0		500		0		500		0		500		0		3,500		0

		Other Payments		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		VAT		250		0		250		0		250		0		250		0		250		0		250		0		250		0		1,750		0

		Owner's wages/salary		4,800		0		4,800		0		4,800		0		4,800		0		4,800		0		4,800		0		4,800		0		33,600		0

		Owner's National Insurance		250		0		250		0		250		0		250		0		250		0		250		0		250		0		1,750		0

		Loan repayments (incl. interest)		450		0		450		0		450		0		450		0		450		0		450		0		450		0		3,150		0

		Stock		125		0		125		0		125		0		125		0		125		0		125		0		125		0		875		0

		Consumables		62		0		62		0		62		0		62		0		62		0		62		0		62		0		434		0

		Other (please specify)		638		0		638		0		638		0		638		0		638		0		638		0		638		0		4,466		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 £		10,626		0		10,626		0		10,626		0		10,626		0		10,626		0		10,626		0		10,626		0		74,382		0

		Income less expenditure		110,874		0		-10,626		0		9,374		0		14,374		0		14,374		0		14,374		0		14,374		0		188,618		0

		Opening bank balance		0		0		110,874		0		100,248		0		109,622		0		123,996		0		138,370		0		152,744		0		152,744		0

		Closing bank balance		110,874		0		100,248		0		109,622		0		123,996		0		138,370		0		152,744		0		167,118		0		167,118		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)		122,500		0		0		0		0		0		0		0		0		0		0		0		0		0		122,500		0

		Cash received from debtors		40,500		0		0		0		0		0		0		0		0		0		0		0		0		0		40,500		0

		Capital/loans received		100,000		0		0		0		0		0		0		0		0		0		0		0		0		0		100,000		0

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

		TOTAL £		263,000		0		0		0		0		0		0		0		0		0		0		0		0		0		263,000		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Premises (rent, rates & utilities)		3,150		0		0		0		0		0		0		0		0		0		0		0		0		0		3,150		0

		Telephone & Broadband		294		0		0		0		0		0		0		0		0		0		0		0		0		0		294		0

		Printing, post & stationery		378		0		0		0		0		0		0		0		0		0		0		0		0		0		378		0

		Advertising & promotion		2,331		0		0		0		0		0		0		0		0		0		0		0		0		0		2,331		0

		Bank charges		140		0		0		0		0		0		0		0		0		0		0		0		0		0		140		0

		Professional fees		2,912		0		0		0		0		0		0		0		0		0		0		0		0		0		2,912		0

		Insurances		1,925		0		0		0		0		0		0		0		0		0		0		0		0		0		1,925		0

		Bank/HP		1,400		0		0		0		0		0		0		0		0		0		0		0		0		0		1,400		0

		Equipment & vehicle leasing		9,877		0		0		0		0		0		0		0		0		0		0		0		0		0		9,877		0

		Payments relating to variable costs		2,450		0		0		0		0		0		0		0		0		0		0		0		0		0		2,450		0

		Capital Expenditure		3,500		0		0		0		0		0		0		0		0		0		0		0		0		0		3,500		0

		Other Payments		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		VAT		1,750		0		0		0		0		0		0		0		0		0		0		0		0		0		1,750		0

		Owner's wages/salary		33,600		0		0		0		0		0		0		0		0		0		0		0		0		0		33,600		0

		Owner's National Insurance		1,750		0		0		0		0		0		0		0		0		0		0		0		0		0		1,750		0

		Loan repayments (incl. interest)		3,150		0		0		0		0		0		0		0		0		0		0		0		0		0		3,150		0

		Stock		875		0		0		0		0		0		0		0		0		0		0		0		0		0		875		0

		Consumables		434		0		0		0		0		0		0		0		0		0		0		0		0		0		434		0

		Other (please specify)		4,466		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 £		74,382		0		0		0		0		0		0		0		0		0		0		0		0		0		74,382		0

		Income less expenditure		188,618		0		0		0		0		0		0		0		0		0		0		0		0		0		188,618		0

		Opening bank balance		152,744		0		167,118		0		167,118		0		167,118		0		167,118		0		167,118		0		167,118		0		167,118		0

		Closing bank balance		167,118		0		167,118		0		167,118		0		167,118		0		167,118		0		167,118		0		167,118		0		167,118		0





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		62,500		0		60,000		0		0		0		0		0		122,500		0

		Cash received from debtors		25,500		0		15,000		0		0		0		0		0		40,500		0

		Capital/loans received		100,000		0		0		0		0		0		0		0		100,000		0

		Other Payments		0		0		0		0		0		0		0		0		0		0

		TOTAL £		166,500		0		75,000		0		0		0		0		0		241,500		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		0		0		0		0		0		0		0		0		0		0

		Premises (rent, rates & utilities)		1,800		0		1,350		0		0		0		0		0		3,150		0

		Telephone & Broadband		168		0		126		0		0		0		0		0		294		0

		Printing, post & stationery		216		0		162		0		0		0		0		0		378		0

		Advertising & promotion		1,332		0		999		0		0		0		0		0		2,331		0

		Bank charges		80		0		60		0		0		0		0		0		140		0

		Professional fees		1,664		0		1,248		0		0		0		0		0		2,912		0

		Insurances		1,100		0		825		0		0		0		0		0		1,925		0

		Bank/HP		800		0		600		0		0		0		0		0		1,400		0

		Equipment & vehicle leasing		5,644		0		4,233		0		0		0		0		0		9,877		0

		Payments relating to variable costs		1,400		0		1,050		0		0		0		0		0		2,450		0

		Capital Expenditure		2,000		0		1,500		0		0		0		0		0		3,500		0

		Other Payments		0		0		0		0		0		0		0		0		0		0

		VAT		1,000		0		750		0		0		0		0		0		1,750		0

		Owner's wages/salary		19,200		0		14,400		0		0		0		0		0		33,600		0

		Owner's National Insurance		1,000		0		750		0		0		0		0		0		1,750		0

		Loan repayments (incl. interest)		1,800		0		1,350		0		0		0		0		0		3,150		0

		Stock		500		0		375		0		0		0		0		0		875		0

		Consumables		248		0		186		0		0		0		0		0		434		0

		Other (please specify)		2,552		0		1,914		0		0		0		0		0		4,466		0

		Other		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		TOTAL £		42,504		0		31,878		0		0		0		0		0		74,382		0
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Regulations and policies affecting short-
term rentals and

accommodation zoning laws

Taxation policies such as occupancy taxes
or tourist taxes

Economic Economic conditions influencing consumer
spending on lodgings
Tourism trends impacting tourist arrivals
and travel budgets
Social Demographic shifts and changing travel

preferences
Cultural preferences for unique experiences
and sustainability

Technological

Online booking platforms revolutionizing the
booking process

Integration of smart amenities into
accommodations for enhanced guest
experience

Legal

Regulatory compliance regarding safety
standards, accessibility, and data
protection

Licensing and permits required for operation

Environmental

Increasing demand for eco-friendly
accommodations emphasizing
sustainability

Risks associated with natural disasters
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Introduction

Vision is an innovative venture nestled in the heart of
the forest, offering a distinctive blend of tranquility and
adventure to its guests. As an Airbnb in the woods,
Vision seeks to redefine the traditional concept of
hospitality by immersing visitors in an environment
where nature's embrace is palpable, and modern
amenities coexist harmoniously with the wilderness.

Our mission is to create a safe, sustainable forest retreat
that delights guests. We obtain permits, follow safety
regulations, and prioritize environmental responsibility.
Our goal is to offer an exceptional experience and stand
out in the hospitality industry
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Short and long-term goals.

HOW ARE WE GOING TO HOW ARE WE GOING
INCREASE OUR TO MAKE BUSINESS
EARNINGS? GROWING 3-5 YEARS?
Mt e ot . hOur go?l '1:p sy
e e an e Crydmialt

s Strategy: Drive revenue
growth througha
comprehensive approach
including diversified
offerings

4 strategic marketing
% dynamic pricing

% clevated guest experiences
seasonal promotions

4 local partnerships.

+ Outcome: Sustainable
‘growth, and guest
satisfaction.
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strategy for

The Vision
Forest House
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Who is our target
market?

« Families searching for peace and
comfort (Airbnb, 2023)

+ Friends on weekends Getaways
(Airbnb, 2021)

« Business Travellers seeking for working
space (Ready for Guests, 2022)

« Couples seeking intimate retreats
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Running the business

Staff Premises Suppliers/Equipment
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Managing operational risks

Staff

¢ Staff turnover- Increase worker retention via
competitive compensation, a nice work
environment, and training and development.

< Lack of Training-Staff should get rigorous
training in customer service, cleanliness,
safety, and emergency procedures

< Staff Availability-Create a flexible staffing
approach with full-time, part-time, and on-
call personnel to meet demand.

Suppliers

<+ Supply Chain -Avoid relying on one provider
for essentials by diversifying.

< Disruptions Quality Issues- Conduct
extensive due research before hiring new
suppliers and setting quality standards in
contracts.

<+ Price Volatility long-term contracts to lock in
pricing.
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Finance and start-up cost

Identifying pre—trading expenses.

Total start-up costs: £52.436

Expected sales for :
year 1- £68.000
year 2 —£82.500

year 3-£92.000.
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Managing risks

Risks identified in the business:
s lack of bookings

% equipment issues

How the business is going to
minimise them: review pricing
strategy:

«  costs of the structure
+  optimise operation
%  evaluate prices

cost—cutting policies
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Conclusion:
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another property
for the future
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Thank you for
listening and
watching!
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