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BUSINESS DESCRIPTION / MARKET OPPORTUNITY

The business idea for The Green House Hotel is to start a hotel promoting eco-tourism and green living to locals and international tourists. The plan is to design a hotel focusing on eco-tourism and sustainable living, potentially incorporating natural beauty into its design. The tourism industry has developed at a pace that neglects the country's natural resources, turning it into an internationally important area for hotels such as themselves (Shasha et al., 2020). To keep up with demand, they must improve their engineering methods and be innovative in their design choices and energy efficiency. Our aim is to ensure that we are able to do this sustainably instead of resorting to unsustainable practices.
The hotel will target eco-tourists and practice eco-tourism by incorporating sustainable choices in its design. The idea for the hotel that focuses on creating an environment that is healthy and safe for its guests while creating an eco-friendly impression. We want to stay at the forefront of the industry while providing clients with luxury accommodations. Aiming to create a sustainable source of income by providing our own energy rather than relying on other sources such as electricity. The project is intended to be owned and run by the founders. The plan include  list on two stock exchange markets in order to be able to raise more funds.
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Mission Statement
The mission of The Green House Hotel is to contribute to the UK eco-tourism market by offering accommodations safe for their customers and the environment while providing a sustainable source of income. 
The reasons for wanting to establish this project are: First, the hotel may provide an opportunity to promote eco-tourism in a way that does not damage the environment or cause negative effects on local populations. We want to do this through design, making careful choices to ensure the hotel does not harm its natural surroundings. Secondly, we have developed an environmentally friendly engineering process that allows us to save money without causing harm to either themselves or our environment. Finally, for us to sums it up we can say that, there are three main points:
· Have an environmentally friendly process,
· Support the local community
· While stay profitable
Ownership and Structure

The ownership structure includes four people:
●	The manager
●	The owner
●	The director and general manager of the hotel
●	The person in charge of the environmental aspects of the hotel

They all have equal shares in this business. The manager is responsible for day-to-day operations, essentially running the business. This gives him a chance to prove his worth to investors and showcases his abilities as a businessman. The owner is responsible for getting funding for the business and developing its structure, including distribution and production. The director and general manager of the hotel are responsible for the day-to-day operations, including security and hotel management. The person in charge of the environmental aspects of the hotel is responsible for overseeing sustainability and ensuring that everything about the business is environmentally friendly.



INDUSTRY ANALYSIS

Threat of new entry 

The threat of new entry is low because the hotel will not have direct competitors. However, there are indirect competitors in the business. The biggest one is a chain of hotels that has been around for over ten years. They are competing for customers, who may choose to stay at one of their hotels instead of ours. It could be avoided by providing better quality service and higher-quality accommodations than their competitors. We could also try and undercut their prices to get more customers from them.

Threat of substitutes

There is a moderate threat to substitute products or services offered by the competition since people can stay at existing hotels that are cheaper than ours or can choose not to stay anywhere at all; this would mean they would lose out on potential revenue. We would have to provide customers with a higher level of service than the existing hotels to be able to compete and convince them to stay at our hotel instead.
There is also the threat that people will forgo a hotel's services, preferring to stay in their own homes or apartments (Talwar et al., 2022). If people are able to find guests who would be willing to stay there and pay them, they could choose this solution.This could potentially lessen our customer base, but we can overcome this threat by offering services that hotels do not and providing high-quality accommodations that naturally draw in customers from both the UK and abroad.


Bargaining power of customers

Based on the industry analysis section, I assume that the bargaining power of customers is high. Customers have more options than ever before and can choose between a variety of hotels when making their choices for accommodations. The threat of substitutes and the bargaining power of customers are both low; so, there is very little chance that The Green House Hotel will be unable to capture enough customers to be profitable.

[bookmark: _r15w3os39t3r]Bargaining power of suppliers

There is a moderate threat from suppliers. The hotel has been in operation for less than a year, and they need to get started on building their business before they start working with them. Suppliers may be a little hesitant to want to work with them and may be more willing to deal with larger businesses that have been in business longer. If suppliers are willing, they could negotiate prices with the hotel that would lower costs for the hotel and increase their profit margin.







COMPETITIVE RIVALRY

	Name of competitor
	Differentiation

	Travelodge 
	They have been in the market for a long time. Also, they offer great value hotels in the UK and Ireland (Travelodge, 2022).

	The Boutique Collection 
	This chain is new and was established in 2007. Unlike the Travelodge hotels, these boutique hotels have been designed with sustainability and environmental awareness in mind, they are new buildings with high-quality facilities that are more affordable than most of the hotels we will usually compete against (Smith, 2022). They also have a higher focus on customer satisfaction, which makes them another potential threat to our business.


	Radisson Blu Edwardian Hotel London Heathrow Airport. 
	This is not really a competitor to our hotel since it is not in the same business; however, we can learn from this company because it has been recognized for its environmental friendliness (Radisson Hotels, 2019). They were the first hotel in the Heathrow area to achieve Titanium level with the Eco-Hotel award from the Ecotel group. They also have their own wind turbine, which provides 100% of their energy needs. Overall, we can learn about sustainability and how to become environmentally friendly by studying this company and how they manage to do what they have done.









OPERATIONS AND MANAGEMENT TEAM 

[bookmark: _e2k1q19w97z9]Operations
 
To run our hotel, we will need to establish a small operations team. This will involve hiring three or four full-time employees and three or four part-time employees. For our full-time staff, we will need to hire a general manager and a director of sales and marketing. The general manager is responsible for the day-to-day operations at the hotel, including all managerial and supervisory duties. The director of sales and marketing is responsible for increasing the number of customers at their hotels by attracting more guests with knowledge of the brand and pricing strategies that are most likely to work best for them. The supplies will be sourced from the third-party suppliers, where we will have to be competitive for the best prices and quality products.

[bookmark: _js2o2mtysqsl]Revenue generation

Revenue for the business will be generated through sales of rooms and services. To prevent loss of revenue, we will have to prevent customers from choosing other hotels or forgoing their stay at our hotel. We will have to provide customers with a high-quality level of service that will make them feel like they are at an exclusive and superior place to stay. We also need to ensure that we keep the quality of our rooms and amenities up to date, so the hotel will have a constant flow of business from both domestic and international customers.
We will offer ten rooms, from which we will have six standard double, two apartments and two business suites. The reservation for each room will come with a specially designed healthy breakfast.


MANAGEMENT TEAM

	Name 
	Skills
	What do they bring to the firm

	The general manager
	Teamwork, Organisational skills, communication skills
	Responsible for running all day-to-day operations in the hotel and overseeing all managerial duties

	The director of sales and marketing
	Marketing skills, Teamwork, communication skills
	Responsible for attracting customers to the hotel by providing them with knowledge about our products, pricing strategies, and any other strategies that have worked well for us in the past.

	The manager
	Teamwork, organisational skills, communication skills
	Responsible for ensuring smooth day-to day running of the company

	Sales and marketing manager
	Marketing skills, communication skills
	Responsible for attracting customers to the hotel by providing them with knowledge about our products, pricing strategies, and any other strategies that have worked well for us in the past




MARKETING

Product
The Green House Hotel is a green living hotel that is committed to being environmentally friendly and running an environmentally friendly hotel. We will run all aspects of the hotel with sustainability in mind so as not to harm the environment, but also because it's our mission to have fun by living in a more environmentally friendly way. We will use all green technology and facilities, such as solar power and wind energy, if possible, to ensure we are constantly connected with nature and making an effort for our planet's health.


Price

We charge customers for their stay based on the type of accommodation they choose. We will offer standard rooms at the most basic rate, executive rooms with more space, and suites that have the best facilities. Our rates are per room per night and include service charges and taxes. Regardless of what type of room you choose, we will require a deposit upfront to secure your booking. The deposit is refunded once your stay is complete and we fully verify that you received all the services that you paid for from us. The food will be priced according to what the client wants to order and they will not be paying any additional charges for them. We will also have extra extras that can be added and will not require any extra payment for these services.
Our hotel is a little bit exclusive, but some of our prices are still affordable for most people. Our standard room with two beds will cost roughly £100 per night, whereas an executive room will cost about £140 and a suite will cost about £200 per night. We have also considered the prices of our food and beverages to be as affordable as possible; we are not expecting to make a huge profit from that. Even if someone eats dinner at our restaurant, they would only have to pay £50 for their meal, whereas someone who has dinner at a five-star hotel would pay over £100.

Promotional Mix
The hotel will be promoted through several different marketing techniques. Our most important method for promoting the hotel will be through word-of-mouth advertising. We are confident that we will have very good customer service and a high-quality room, encouraging our customers to spread the word about us to their family and friends. We will also be promoting our hotel through Internet marketing, writing online articles and updates about our services, which will attract potential customers who want to stay with us (Grubor and Jakša, 2018). If a potential customer wants to stay with us but they do not have access to the Internet, we can still get in touch with them by sending them promotional material via mail or by direct contact with them if they visit our website often enough.

Place
The place of our hotel will be in the southwest side of city of London near Wimbledon and Richmond areas. The primary reason for this is because there is a high opportunity for us to get a lot of customers that have good income,  many of whom are tourists but not only, as some locals may decide to spend a day or two to relax away from the busy schedules. (Maxim, 2017).

FINANCIAL
Sources of funds
The business will be started with an initial investment from the owners, there will be a few different external sources of finances. The business will pitch to the “Business Angels” to get funds. Another source of finances will be Bank Loan, plus overdrafts.

Use of funds
	
	Month1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue
	£40 000
	£40 000
	£40 000
	£40 000
	£40 000
	£40 000

	Fixed costs
Suppliers, cost of utilities, maintenans, taxes and other overheads, personnel costs include the salaries and any additional costs such as their transportation to work or room board fee.
	£15 000
	£15 000
	£15 000
	£15 000
	£15 000
	£15 000

	Variable costs
Food and beverage costs, promotion, advertising on the internet.
	£15 000
	£15 000
	£15 000
	£15 000
	£15 000
	£15 000

	Profit
	£10 000
	£10 000
	£10 000
	£10 000
	£10 000
	£10 000



The revenue is based on the 70% occupation rate per month for 10 room with a average standard cost of £140 (including breakfast)

Therefor 30 days by 7 rooms (by £140) = 30 x £980(income per day) = £29 000 or approximately £ 30 000 per month. Also, since we are not aiming to make large margins on our restaurant prices, we assume that we have 50% profit margin out of each customer. Based on the projections of 200 customers per month that spend around £ 50 each we can see the calculations like this:  200 x £50 = £10000.
Thus all together we expect £40 000 revenue per month for the first six months of existence.
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