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	Key partners 



 
NL travel agency will rely on several key partners to provide high-quality package holidays. These partners will include airlines, hotels, resorts, coach and airport transfer companies, travel insurance providers, local tour operators and tourist attractions. Working with reliable suppliers will allow the business to negotiate competitive prices, provide exclusive deals and ensure customers receive excellent service throughout their holiday. The agency will also work with payment providers and online booking systems to offer secure and efficient booking services. Building long-term relationships with these partners will improve customer satisfaction and strengthen the company’s reputation in the travel industry (ABTA, 2024).








	Key Activities 

The NL main activities of the business involve designing and selling package holidays that combine flights, accommodation, airport transfers and optional excursions. The agency will research destinations, negotiate prices with suppliers, process bookings and manage customer enquiries. Marketing activities such as promoting holidays through social media, the company website and online advertising will also be essential. Customer service will continue before, during and after travel to ensure customer satisfaction and encourage repeat bookings. As the business grows, customer feedback will be used to improve future holiday packages (VisitBritain, 2024).








	Value Proposition 

NL focus and determination is to provide exclusive package holidays for our clients.

What do we mean by saying exclusive?

It means NL provides unique experiences, personalised itineraries, special discounts negotiated with partner hotels and attractions that are not widely available through other travel agencies.

	Factor
	Impact on the Business
	Solution

	Political
	Travel restrictions or visa changes may reduce bookings.
	Monitor government advice and offer alternative destinations (UK Government, 2024).

	Economic
	Rising living costs may reduce customers’ holiday spending.
	Offer affordable packages, discounts and flexible payment options (Office for National Statistics, 2024).

	Social
	Customer travel preferences change over time.
	Create personalised and sustainable holiday packages (VisitBritain, 2024).




	Customer Relationships

For us building strong customer relationships is essential for encouraging repeat business and positive recommendations. NL will provide friendly and personalised customer service through face-to-face meetings, telephone calls, email and social media. Customers will receive regular updates before departure and support if any travel issues occur. Loyalty discounts, promotional offers and customer satisfaction surveys will also help maintain long-term relationships and improve the overall customer experience (VisitBritain, 2024).
	Customer Segments 


NL focus on target demographic segmentations with different travel needs. Families will be offered affordable all-inclusive holidays during school holidays. Couples will be targeted with romantic city breaks and beach holidays. Students and young adults will be offered budget-friendly holiday packages, while luxury travellers will have access to premium destinations and five-star accommodation. The agency will also create packages for retirees looking for relaxing holidays and small businesses requiring corporate travel arrangements. Offering a variety of holiday packages will allow the business to attract customers from different market segments (VisitBritain, 2024).

	
	Key Resources 

NL is consisting of 3 employees. As the Owner and Manager, I will oversee the daily operations, manage supplier relationships, make strategic business decisions and ensure the business achieves its objectives. A Travel Consultant will create personalised package holidays, advise customers on destinations and manage bookings. A Marketing and Customer Service Officer will promote the business through social media and the website, respond to customer enquiries, process bookings and provide after-sales support. Other important resources include a professional website, an online booking system, supplier agreements, office equipment and financial resources to support business operations (British Business Bank, 2024).





	
	Channels 


The agency will use several channels to communicate with customers and promote its holiday packages. The main sales channel will be the company website where customers can browse and enquire about holidays. Social media platforms such as Facebook, Instagram and TikTok will be used to advertise special offers and engage with potential customers. Email marketing will inform previous customers about promotions, while local networking events and recommendations from satisfied customers will help attract new clients. These channels will increase the company’s visibility and reach a wider market (UK Government, 2024).

	

	Cost Structure 

The main costs of operating the business will include employee salaries for the three staff members, office rent, utilities, website development and maintenance, booking software subscriptions, insurance, marketing and advertising costs, and office equipment. Additional expenses will include staff training, professional memberships, supplier payments and business licences. Managing these costs carefully will help the agency remain profitable while offering competitive holiday prices (British Business Bank, 2024).




	Revenue Streams 

The business will generate income primarily through selling package holidays. Revenue will also come from commissions paid by hotels, airlines and tour operators. Additional income will be earned by selling travel insurance, airport transfers, excursions, attraction tickets and customised travel planning services. Premium holiday packages and service fees for bespoke itineraries will provide further opportunities to increase profits and support long-term business growth (ABTA, 2024).
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