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	1 Executive summary (We suggest you complete this section after you have completed the other sections of the Business Plan).
The idea was to have guests experience eco-conscious luxury at our serene GreenHaven Resort nestled by the Truro River. Our six yurts, embodying sustainable design, can offer modern comfort amid nature. Guests would be able to enjoy farm-to-table meals from our on-site market garden and local partnerships. 

Kayak along tranquil waters, unwind with yoga sessions, or explore nearby trails for adventure. 

Our commitment to sustainability integrates off-grid energy solutions and waste reduction initiatives, ensuring minimal environmental impact. However, despite the dedication to holistic experiences, financial projections cast doubt on the business's sustainability. 
	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	

	
	2 Business details

Company name:

Green Haven Holdings Limited.
	

	
	Address:

Office Address: Drovers Place, London, SE15

Physical location: Sunny Corner, Off Malpas Road, Cornwall.    
	

	
	Primary contact method
Email: fktumi@gmail.com
	

	
	
	

	
	The business will: (Provide a brief description of what your business will do)
Green Haven is where sustainability meets serenity along the tranquil banks of the Truro River. Our vision is to establish six eco-friendly lodges nestled in Cornwall’s rural heartland offering a harmonious blend of rustic comfort and environmental consciousness.

Our lodges will be based on yurts meticulously crafted using the latest energy-saving technologies, water-reduction systems, and innovative waste reduction measures. We prioritise eco-friendly practices at every turn, from solar panels to deep-fill toilets minimizing water usage.

At the heart of Greenhaven will be its market garden, where guests are invited to immerse themselves in the farm-to-table experience, where our organic produce will  form the basis of our culinary offerings. We will be proudly partnering with local farms to showcase the best of Cornwall's produce, ensuring each meal is a celebration of sustainability and community.

Our retreat will be tailored for independent travellers seeking adventure and wellness in a rural haven. Whether kayaking along the river's gentle currents or indulging in yoga sessions amidst lush greenery, our guests discover rejuvenation in the natural environment.
Join us at Green Haven… to tread lightly on the earth  

	

	


	
	
	
	
	
	

	
	3 Key personnel

Details of owner(s):
Name: Festus Tumi
	

	
	Position/main responsibilities: Owner/Manager 
	

	
	Experience and knowledge of our industry: Guest Relations Manager, Marriot Aruba Surf Club, Aruba 10 Years
	

	
	
	

	
	Previous employment:  1. Hotel Link Solutions to date



   2. Leisure Services Manager, Divi Hotels, 1999 - 2004  



    
	

	
	Key skills brought to the business:  Previous Hotel Management experience
	

	
	Business experience and any training undertaken: Franchisee of Hotel Link Solutions 
	

	
	Academic/professional qualifications:  BA Social Sciences
	

	
	Salary expectations £ £35,000
	

	
	Name: Festus Tumi
	

	
	Position/main responsibilities: Marketing, Customer relations
	

	
	
	

	
	Experience and knowledge of our industry Experience and knowledge of our industry: Extensive hotel management experience in Ghana, Aruba and United Kingdom: 
	

	
	Previous employment: Hotel Manager, Divi Resorts, Aruba; Guest Relations Manager, Aruba Surf Club
	

	
	Key skills brought to the business: Management, Staffing management
	

	
	Business experience and any training undertaken: Business Owner
	

	
	Academic/professional qualifications: BA Social Sciences
	

	
	Salary expectations £ 35,000

	

	
	Name: Benedicta Annan
Position/main responsibilities: Assistant Manager/Reception 

	
	Experience and knowledge of our industry: Ensuring a pleasant customer experience  , managing reservations, events.

	
	

	
	Previous employment: Office Manager  2010- 2015

	
	Key skills brought to the business: Customer and Sales focused

	
	Business experience and any training undertaken: Managing restaurant business development. Provides excellent customer service and helping to make the budget

	
	Academic/professional qualifications: Level 2 certificate

	
	Salary expectations £ 29,000

	
	Name: Leif Ryman

	
	Position/main responsibilities: Maintenance, Handyman 

	
	Experience and knowledge of our industry: 5 years

	
	Experience and knowledge of our industry: 

	
	Previous employment: Hotel Link

	
	Key skills brought to the business: Hands on operator, electrical and plumbing skills, housekeeping

	
	Business experience and any training undertaken: CPD

	
	Academic/professional qualifications: GCSE

	
	Salary expectations £ 25,000


Vision

	
	
	

	
	4 The business idea
	

	
	Sum up your business idea:

In the highly competitive UK hotel sector, which is expected to reach a market size of 19.76 billion British pounds by 2023 (Prakash et al., 2023), GreenHaven's business model will rely on being as sustainable as possible.   
GreenHaven will be a project in constant evolution based with sustainability and harmony with the local environment. You will feel at home within fully insulated structures built of earth, bamboo, raffia, thatch and wood. Everything will be HAND BUILT, designed to fit harmoniously in with the surrounding environment, using APPROPRIATE TECHNOLOGY including natural and recycled materials. We will use deep fill composting toilets and continue to explore different RENEWABLE ENERGY sources and alternative methods to keep our place as eco-friendly as possible. 
Understanding GreenHaven will place a premium on environmental sustainability, an idea whose importance in the hospitality sector is growing (Harif, Nawaz, and Hameed, 2022). The hotel's position, which takes use of natural light and breezes, is thoughtfully planned to do its part for the environment (Jones, Hillier, & Comfort, 2014). GreenHaven stands apart from the crowd by prioritising environmental responsibility while still offering a haven of respite from the pressures of daily life.

GreenHaven's hopes to establish itself as a frontrunner in environmentally responsible lodging by drawing in environmentally aware guests and establishing new standards for eco-friendly lodging management (Khalil, Che Abdullah, Haron, & Hamid, 2022). Environmental rules and sustainable business practises are strictly followed, as are all of the legal requirements for running a hotel of this specific kind.

GreenHaven's mission is to revolutionise the hotel industry by fusing high-end amenities with eco-friendly practises, making it possible for visitors to relax in a pristine natural setting while also doing their part to protect the planet. Together, GreenHaven's forward-thinking philosophy and strong business practises make it an industry leader in the growing field of ecotourism (Holloway and Humphreys, 2022).
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	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)
	

	
	· The cost of the land is £950,000 (Merrit 2023a) (1) 
· A mortgage of £600,000 would cost about £5,000 per month over 20 years (2)
· With a planned revenue of £150 per night and an ambitious occupancy of 68%, with F&B income projected annual turnover would be around £55,000, not enough to make this a viable proposition   

	

	
	
	

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

· Using Klofsten’s business development process, the physical manifestation of a business is the result of an idea. Entrepreneurs may see a product to be invented, developed, or improved upon (Yencken and Gillin 2006).  (4) 
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Davidssonand Klofsten (2006)
As the business develops and with the current costs that are in the negative, the business may not survive the first five years, unless the land costs are significantly reduced.  However, a strong marketing campaign allied to high end clientele would have raised the profile of ecotourism in Cornwall. 

	

	
	
	

	
	
	

	
	

	
	
	

	
	6 What the business does


	

	
	Product/service

Features
Benefits
· Accommodation
· Low carbon footprint yurts that are hand built
· Ecologically friendly
· Tours
· Hiking in the countryside
· Healthy exercise in the clean country air
· Teaching
· Wellness, Yoga, ensuring guests are informed about living in a sustainable manner
· Ecologically friendly 
· Restaurant
· From farm to plate.  
· Guests can see and help pick the vegetables 
· Cultural Immersion 
· Living  stress- free
· Avoiding the pressures of city life
·      
·      
·      
·      
·      
·      

	

	
	
	

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

	
	 With travellers becoming more aware of their carbon footprint tourists are now becoming more environmentally conscious and aware of their carbon footprint .  Mair (2010) suggests that three groups of travellers “Ecocentrics” (36%), “Middle of the Road” (31%) and “Anthropocentrics” (33%)” are likely to take measures to offset their carbon footprint.  Greenhaven will be targeting those people who want to have breaks in a sustainable manner. 
Green Haven’s key features are 

· Environmental Sustainability

· Farm to Table experience

· Rural setting and Adventure
· Innovative Accommodation

· Focus on Wellness

· Community Engagement 
	

	
	
	


	
	
	

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

1. Planning permission: already approved as part of the sale. (Merrit 2023b) (1)
2. Business Insurance

3. Hotel Insurance

4. Alcohol Licence 

5. Public Liability

6. Employers Liability

7. Property Insurance

8. Goods in transit

Arkwright Insurance Brokers (2022) 
	

	
	You will meet your legal and insurance requirements by:

1. Contacting the local authority and destination management area for guidance and advice
2. Ensure that all relevant licenses and insurances are valid and maintained.  
	

	
	
	


Marketing

	
	
	

	
	9 Market research
	

	
	Trends in your chosen market are:

We have looked at two potential competitors Holiday Cottages and Adventure People. Holiday Cottages is a leading aggregator of eco-friendly cottages and homes in the UK (Holidaycottages.co.uk). The Adventure People similarly offer guests to reconnect with nature and live in a more sustainable fashion (https://theadventurepeople.com)
Studying the trends in the charts below we observed the following.

Fig. 1
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Source: Similarweb.com 2023 (https://pro.similarweb.com/#/digitalsuite/websiteanalysis/overview/competitive-landscape/*/999/3m?key=holidaycottages.co.uk,theadventurepeople.com)

Gender Distribution:

The gender distribution indicates a higher percentage of female visitors, suggesting our marketing efforts and resort facilities and amenities should cater for female interests.
Age Demographics:

The age distribution is very diverse, but with a significant percentage within the 25-34 age group. However, we will consider the interests and preferences of all age groups.

Geographical Origin:

The overwhelming majority of visitors comes from the United Kingdom. This indicates a strong appeal to local markets. However, with 12% of site visitors coming from Spain, USA and Australia we will be considering some international marketing.
How you know this: (Provide examples with references)
·      
	

	
	10 Profiling customers

The customer groups you will be selling to are: (4 x Customer profiles minimum)
1. Nature Enthusiasts:

Characteristics: All age groups, both genders.

Interests: Eco-friendly practices, outdoor activities, nature exploration.

Offerings: Guided nature walks, sustainable practices, wildlife experiences.

2. Wellness Seekers:

Characteristics: Primarily females, diverse age groups but particularly strong from the 24+ age groups. 
Interests: Spa treatments, yoga sessions, wellness programs.

Offerings: Spa facilities, wellness retreats, meditation spaces.

3. Adventure Travelers:

Characteristics: Primarily younger age groups (18-34), both genders.

Interests: Outdoor adventures, adrenaline activities, hiking, and exploration.

Offerings: Adventure packages, hiking trails, outdoor sports facilities.

4. Early retirees and seniors Age 55+:

Characteristics: Looking for a peaceful and rejuvenating experience.

Interests:  nature walks, gardening workshops, and cultural events.
Offerings: Walks, Tai chi, birdwatching.

	

	
	Your customer research has shown what your customers want is: 
	

	
	1.  (What research did you undertake and what were the results?) 
Chan and Baum (2007) have surmised that eco tourists’ motivations include enjoying the local scenery, the appreciation of natural features and related cultural activity. They add that these travellers enjoy undisturbed areas where they can be at one with themselves and nature.


	

	
	
	

	
	How you know this:

· Similar operators like Holiday Cottages and Adventure People are our direct competition as evidenced above.
	

	
	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

Nature Enthusiasts
25
£130/night
Wellness Seekers
30
£150/night plus Spa treatments
Adventure Travellers
20
£130/night
Early Retirees
40
£180/night

	

	
	
	


	
	
	

	
	11 Profiling competitors


	

	
	Competitor name

Strengths

Weaknesses

· Adventure People
· Already well established
· Not focused in one area
· Holiday Cottages
· Well established
· Not as ecologically friendly
·      
·      
·      
·      
·      
·      
·      
·      
·      
How you can improve on their offer and/or price(s) unique offerings:
	

	
	· Provide a rustic but comfortable stay away from semi urban areas that the competition currently provides. 
· A more authentic experience

· Farm to table meals, with produce from local farms
	

	
	
	

	
	
	

	
	12 Managing market risks

Write down the risks you have identified:

1. Market Entry

2. Sufficient Capitalisation

3. Current economic climate 

4. Legislation


	

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

	
	1. The cost of land is particularly expensive; the market garden concept will help to offset some of  the cost
2. Some capitalisation will be sourced via a mortgage. The eco-friendly concept has attracted some angel investors and would be an avenue to seek funding (Faster Capital 2024) 
	

	
	13 Pricing
	

	
	How you can calculate your prices:
	

	
	·      
	

	
	
	



	
	
	

	
	How your prices compare with the competition:
	

	
	Product/service

Your price(s)
Range of competitor prices (per unit)
Accommodation
£120 - £150
£195 The Pig at Harlyn Bay
£169 Gwel an Mor
Meals 
£45 for 3 course meal
£30
     
£     
£     
     
£     
£     
     
£     
£     
     
£     
£     
     
£     
£     

	

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

· Lower opening rates
· Higher food costs due it being 100% organic
	

	
	
	


	
	
	

	
	14 Promotion and advertising

How and where will you promote your product/service?
	

	
	
	

	
	· Instagram
· Website

· Local Destination Management company

· Online travel agencies


	

	
	
	

	
	
	


Running the business

	
	
	

	
	15 Staff


	

	
	Role

Total cost

Necessary experience

Specialist skills and/or qualifications

·  General Manager
£35,000
· 5+ years experience in hotel management
· Proven track record of success in leading and motivating teams, excellent communication and 
· Assistant Manager/Reception
£27,000
· 3+ years experience at Front desk and operations
· Ability to maintain a high standard of service, strong organizational and time management skills, ability to work independently (Tra, 2020)
· Maintenance and Support Officer
£25,000
· 5+ years experience in professional kitchens
· Proven ability to create and execute high-quality dishes, strong leadership and team-building skills, excellent culinary knowledge (Mahfud and Lastariwat, 2019)
· Receptionist
£22,000
· 2+ years experience in hotel reception
· Excellent communication and interpersonal skills, ability to handle multiple tasks simultaneously, knowledge of hotel systems and procedures
· Casual staff
£10/hour
· N/A
· Temporary staff required as and when required. 

	

	
	16 Premises

Cost £

Premises required at start-up: Location, building, Interior design
£650000
Premises required in the future (if different): Additional hotel locations, Spa, restaurant expenses 
£400,000

	

	
	17 Suppliers

Your key suppliers and their credit terms

Supplier

What you’ll buy from them

Number of days’ credit

· Local food suppliers
· Naturally sourced food
· 30 days
· Eco-friendly cleaning products
· Biodegradable cleaning supplies
· 60 days
· Linen and towel suppliers
· Sustainable linens and towels
· 45 days
· Furniture suppliers
· Sustainable furniture
· 90 days
· Building materials suppliers
· Sustainable building materials
· 120 days
· Technology suppliers
· Eco-friendly technology solutions
· 30 days
· Marketing and advertising agencies
· Eco-friendly marketing and advertising services
· 60 days
· Legal and accounting services
· Legal and accounting support
· Net 30 days

	

	
	
	

	
	
	


	
	
	

	
	18 Equipment
	

	
	Resource 
When

How funded

Cost £ per unit
· Sustainable furniture
· At start-up
· Loan
££500
· Biodegradable cleaning supplies
· At start-up
· Loan
££200
· Sustainable linens and towels
· At start-up
· Loan
££100
· Eco-friendly technology solutions
· At start-up
· Loan
££300
· Eco-friendly marketing and advertising services
· Ongoing
· Revenue
££200
· Legal and accounting support
· Ongoing
· Revenue
££100
· Business insurance
· Ongoing
· Revenue
££50
·      
·      
·      
£     
·      
·      
·      
£     

	

	
	
	

	
	
	

	
	19 Managing operational risks

Risk

Solution

Staff

· High staff turnover, Lack of qualified staff and Poor employee morale
· The company will Implement a competitive compensation and benefits package, and offer training and development opportunities. Additionally, it will create a positive work environment. 
· The company will also partner with local hospitality schools and training programs, and implement a comprehensive onboarding and training program. As per Karim et al. (2019), training will help the employees to stay more engaged with the company
· Moreover, GreenHaven has also planned to conduct regular employee satisfaction surveys, address employee concerns promptly, recognise and reward employee achievements
Suppliers

· There are chances of Disruption of the supply chain, Poor quality of supplies and Unreliable delivery of supplies
· Such issues can be mitigated with the help of strategies like Diversifying suppliers, establishing strong relationships with key suppliers, and maintaining adequate inventory levels
· According to Chod et al. (2019), diversifying the supplier base will reduce the dependency of the business on any particular organisation. Such a strategy will help them to become resilient to supply chain disruptions.
· Green Haven will have to negotiate with the suppliers regarding shipment tracking and delivery terms. According to Agarwal and Mishra (2019), the company must also develop a comprehensive quality control process establishing clear expectations and conduct

	

	
	
	


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. If you do not have access to Microsoft Excel you can use the link below this table and save the file onto your PC. You can then use Open Source Software such as Google Docs or OpenOffice to access the information by uploading the file into this software. Please note that all tables can be customised and additional rows and categories can be added.



	
	
	

	
	20 Start-up costs
	

	
	Calculate how much money you need before you start trading


[image: image6.emf]50

3,500

4,200

1,500

6,500

3,500

300

50,000

63

3,000

75

7,500

1,200

340

28,000

850

250

1,750

1,050

497

115,125

Telephones and broadband

Equipment

Stock

TOTAL  £

Utilities first three months bills

Yurths - 3 of 13 feet

First three months mortgage/lease

Consumables

Licences

Market research costs

Association fees

Wages/recruitment

Security/health and safety equipment

Professional fees

Training

Tools

Vehicles

Insurance

Rent/rent deposit

Stationery

Marketing


                  * 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 150,000 165,000 173,250

Less variable costs 0 0 0

Gross profit (sales less variable costs) 

= 

150,000 165,000 173,250

Calculate your gross profit margin % 

(gross profit divided by total sales x  

100) (A)

1 1 0

Salaries/wages (survival income + 

any staff

336,000 352,800 359,856

Premises (including rent, rates, 

utilities)

9,600 9,600 9,600

Telephone and broadband 600 600 600

Printing, post and stationery 135 135 135

Advertising and promotion 10,000 10,000 10,000

Bank charges 100 100 100

Professional fees 200 210 220

Insurances 384 384 384

Bank/HP/Interest (payable to your 

bank)

2,500 2,300 2,100

Stock 11,520 12,480 13,440

Consumables 0 0 0

Equipment and vehicle leasing 4,200 4,620 5,082

Depreciation 1,311 1,311 1,311

Other (please specify) 0 0 0

Other 0 0 0

Other 0 0 0

Total fixed costs 376,550 394,540 402,828

Net profit (gross profit less fixed cost)

-226,550 -229,540 -229,578

Calculate your net profit margin (net 

profit divided by total sales x 100)

-2 -139 -133

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

Total variable costs + total fixed costs (B)

376,550 394,540 402,828


	

	
	
	

	
	
	

	
	
	

	
	
	


	
	
	

	
	22 Sourcing finance
	


	
	Total borrowing requirement for the business


[image: image8.emf]£

115,125

Personal start-up contributions           - 50,000

Other start-up contributions            - 2,800

Total required = 62,325

= 0



Start-up costs

The assets you have available as security



	


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

	
	1. The main risk here is that we would have even less sales than forecasted, sales which are anyway not enough to cover the cost.

	

	
	How you will minimise their impact:

1. We have to look for more customers in order to increase sales.

	

	
	
	


	
	
	
	
	
	

	
	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) 0 0 15,000 0 17,500 0 22,000 0 31,000 0 35,500 0 29,000 0 150,000 0

Cash received from debtors 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Capital/loans received 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

TOTAL £ 0 0 15,000 0 17,500 0 22,000 0 31,000 0 35,500 0 29,000 0 150,000 0

EXPENDITURE

Wages to staff (incl. PAYE & NI) 5,250 0 5,250 0 5,250 0 5,250 0 5,250 0 5,250 0 5,250 0 36,750 0

Premises (rent, rates & utilities) 50,800 0 2,550 0 2,550 0 2,550 0 2,550 0 2,550 0 2,550 0 66,100 0

Telephone & Broadband 50 0 50 0 50 0 50 0 50 0 50 0 50 0 350 0

Printing, post & stationery 63 0 63 0 63 0 63 0 63 0 63 0 63 0 441 0

Advertising & promotion 3,000 0 3,000 0 3,000 0 3,000 0 3,000 0 3,000 0 3,000 0 21,000 0

Bank charges 100 0 100 0 100 0 100 0 100 0 100 0 100 0 700 0

Professional fees 3,500 0 292 0 24 0 2 0 0 0 0 0 0 0 3,818 0

Insurances 300 0 300 0 300 0 300 0 300 0 300 0 300 0 2,100 0

Bank/HP 208 0 208 0 208 0 208 0 208 0 208 0 208 0 1,458 0

Equipment & vehicle leasing 10,000 0 5,000 0 2,500 0 1,250 0 625 0 313 0 156 0 19,844 0

Payments relating to variable costs 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Capital Expenditure 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

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

Other (marketing research, security, ..) 8,336 0 2,779 0 2,779 0 2,779 0 2,779 0 2,779 0 2,779 0 25,008 0

Owner's wages/salary 21,667 0 21,667 0 21,667 0 21,667 0 21,667 0 21,667 0 21,667 0 151,667 0

Owner's National Insurance 90 0 90 0 90 0 90 0 90 0 90 0 90 0 632 0

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

Stock 4,200 0 1,400 0 1,400 0 1,400 0 1,400 0 1,400 0 1,400 0 12,600 0

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

Other (please specify) - Depreciation 1,311 0 1,311 0 1,311 0 1,311 0 1,311 0 1,311 0 1,311 0 9,177 0

IT & computers 1,000 0 100 0 100 0 100 0 100 0 100 0 100 0 1,600 0

First Three months rent/lease (monthly after) 5,250 0 1,750 0 1,750 0 1,750 0 1,750 0 1,750 0 1,750 0 15,750 0

TOTAL £ 115,125 0 45,910 0 43,142 0 41,870 0 41,243 0 40,930 0 40,774 0 368,995 0

Income less expenditure -115,125 0 -30,910 0 -25,642 0 -19,870 0 -10,243 0 -5,430 0 -11,774 0 -218,995 0

Opening bank balance 0 0 -115,125 0 -146,035 0 -171,677 0 -191,547 0 -201,790 0 -207,221 0 -207,221 0

Closing bank balance -115,125 0 -146,035 0 -171,677 0 -191,547 0 -201,790 0 -207,221 0 -218,995 0 -218,995 0

4 - July 5 - August 6 - September TOTAL



Start-up 0 1 - April 2 - May 3 - June


	

	
	
	

	
	
	

	
	
	
	
	
	


25 Conclusion. 

The eco resort concept boasts admirable features such as environmental sustainability, farm-to-table experiences, and a focus on wellness in a rural setting, the financial information provided raises concerns about its sustainability:

The total fixed costs, including land investment, yurt costs, staff salaries, mortgage, and off-grid energy setup, amount to a substantial sum. This places significant financial pressure on the business, especially considering the need to cover these costs regardless of occupancy rates.

Despite efforts to increase nightly rates and occupancy rates, the business has not reached the break-even point. This raises concerns about the feasibility of the current business model and the ability to cover fixed costs with existing revenue streams.

The long-term financial commitments, such as the 20-year mortgage and spread-out costs for yurt and off-grid energy setup, add to the financial burden and limit flexibility in adapting to changing market conditions.

Considering the substantial fixed costs and challenges in achieving profitability, there are doubts about the financial viability of the eco resort business as currently structured. Without significant adjustments to the cost structure, revenue streams, or pricing strategy, sustaining the business in the long term may prove challenging.
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						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		150,000		165,000		173,250

				Less variable costs		0		0		0

				Gross profit (sales less variable costs) =		150,000		165,000		173,250

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

				Salaries/wages (survival income + any staff		336,000		352,800		359,856

				Premises (including rent, rates, utilities)		9,600		9,600		9,600

				Telephone and broadband		600		600		600

				Printing, post and stationery		135		135		135

				Advertising and promotion		10,000		10,000		10,000

				Bank charges		100		100		100

				Professional fees		200		210		220

				Insurances		384		384		384

				Bank/HP/Interest (payable to your bank)		2,500		2,300		2,100

				Stock		11,520		12,480		13,440

				Consumables		0		0		0

				Equipment and vehicle leasing		4,200		4,620		5,082

				Depreciation		1,311		1,311		1,311

				Other (please specify)		0		0		0

				Other		0		0		0

				Other		0		0		0

				Total fixed costs		376,550		394,540		402,828

				Net profit (gross profit less fixed cost)		-226,550		-229,540		-229,578

				Calculate your net profit margin (net profit divided by total sales x 100)		-2		-139		-133

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

				Total variable costs + total fixed costs (B)		376,550		394,540		402,828

				Break even (B) divided by (A)		376,550		394,540		0
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START UP COSTS

						£

		IT and computers				1,000

		Telephones and broadband				50

		Equipment				3,500

		Stock				4,200

		Tools				1,500

		Vehicles				6,500

		Professional fees				3,500

		Insurance				300

		Rent/rent deposit				50,000

		Stationery				63

		Marketing				3,000

		Consumables				75

		Licences				7,500

		Training				1,200

		Association fees				340

		Wages/recruitment				28,000

		Security/health and safety equipment				850

		Market research costs				250

		First three months mortgage/lease				1,750

		Utilities first three months bills				1,050

		Yurths - 3 of 13 feet				497

		TOTAL  £				115,125
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B Sunny Corner which has planning permission for six eco holiday lodges (

A south-facing wooded building plot along the Truro River which has planning permission to erect

six eco holiday lodges is being advertised for sale. The private and sought after estuary location,
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First 6 months

		

				Start-up 0				1 - April				2 - May				3 - June				4 - July				5 - August				6 - September				TOTAL

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

		INCOME

		Cash from sales (incl. VAT)		0		0		15,000		0		17,500		0		22,000		0		31,000		0		35,500		0		29,000		0		150,000		0

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		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

		TOTAL £		0		0		15,000		0		17,500		0		22,000		0		31,000		0		35,500		0		29,000		0		150,000		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		5,250		0		5,250		0		5,250		0		5,250		0		5,250		0		5,250		0		5,250		0		36,750		0

		Premises (rent, rates & utilities)		50,800		0		2,550		0		2,550		0		2,550		0		2,550		0		2,550		0		2,550		0		66,100		0

		Telephone & Broadband		50		0		50		0		50		0		50		0		50		0		50		0		50		0		350		0

		Printing, post & stationery		63		0		63		0		63		0		63		0		63		0		63		0		63		0		441		0

		Advertising & promotion		3,000		0		3,000		0		3,000		0		3,000		0		3,000		0		3,000		0		3,000		0		21,000		0

		Bank charges		100		0		100		0		100		0		100		0		100		0		100		0		100		0		700		0

		Professional fees		3,500		0		292		0		24		0		2		0		0		0		0		0		0		0		3,818		0

		Insurances		300		0		300		0		300		0		300		0		300		0		300		0		300		0		2,100		0

		Bank/HP		208		0		208		0		208		0		208		0		208		0		208		0		208		0		1,458		0

		Equipment & vehicle leasing		10,000		0		5,000		0		2,500		0		1,250		0		625		0		313		0		156		0		19,844		0

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		Other (marketing research, security, ..)		8,336		0		2,779		0		2,779		0		2,779		0		2,779		0		2,779		0		2,779		0		25,008		0

		Owner's wages/salary		21,667		0		21,667		0		21,667		0		21,667		0		21,667		0		21,667		0		21,667		0		151,667		0

		Owner's National Insurance		90		0		90		0		90		0		90		0		90		0		90		0		90		0		632		0

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

		Stock		4,200		0		1,400		0		1,400		0		1,400		0		1,400		0		1,400		0		1,400		0		12,600		0

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

		Other (please specify) - Depreciation		1,311		0		1,311		0		1,311		0		1,311		0		1,311		0		1,311		0		1,311		0		9,177		0

		IT & computers		1,000		0		100		0		100		0		100		0		100		0		100		0		100		0		1,600		0

		First Three months rent/lease (monthly after)		5,250		0		1,750		0		1,750		0		1,750		0		1,750		0		1,750		0		1,750		0		15,750		0

		TOTAL £		115,125		0		45,910		0		43,142		0		41,870		0		41,243		0		40,930		0		40,774		0		368,995		0

		Income less expenditure		-115,125		0		-30,910		0		-25,642		0		-19,870		0		-10,243		0		-5,430		0		-11,774		0		-218,995		0

		Opening bank balance		0		0		-115,125		0		-146,035		0		-171,677		0		-191,547		0		-201,790		0		-207,221		0		-207,221		0

		Closing bank balance		-115,125		0		-146,035		0		-171,677		0		-191,547		0		-201,790		0		-207,221		0		-218,995		0		-218,995		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)		150,000		0		0		0		0		0		0		0		0		0		0		0		0		0		150,000		0

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		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

		TOTAL £		150,000		0		0		0		0		0		0		0		0		0		0		0		0		0		150,000		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		36,750		0		0		0		0		0		0		0		0		0		0		0		0		0		36,750		0

		Premises (rent, rates & utilities)		66,100		0		0		0		0		0		0		0		0		0		0		0		0		0		66,100		0

		Telephone & Broadband		350		0		0		0		0		0		0		0		0		0		0		0		0		0		350		0

		Printing, post & stationery		441		0		0		0		0		0		0		0		0		0		0		0		0		0		441		0

		Advertising & promotion		21,000		0		0		0		0		0		0		0		0		0		0		0		0		0		21,000		0

		Bank charges		700		0		0		0		0		0		0		0		0		0		0		0		0		0		700		0

		Professional fees		3,818		0		0		0		0		0		0		0		0		0		0		0		0		0		3,818		0

		Insurances		2,100		0		0		0		0		0		0		0		0		0		0		0		0		0		2,100		0

		Bank/HP		1,458		0		0		0		0		0		0		0		0		0		0		0		0		0		1,458		0

		Equipment & vehicle leasing		19,844		0		0		0		0		0		0		0		0		0		0		0		0		0		19,844		0

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		VAT		25,008		0		0		0		0		0		0		0		0		0		0		0		0		0		25,008		0

		Owner's wages/salary		151,667		0		0		0		0		0		0		0		0		0		0		0		0		0		151,667		0

		Owner's National Insurance		632		0		0		0		0		0		0		0		0		0		0		0		0		0		632		0

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

		Stock		12,600		0		0		0		0		0		0		0		0		0		0		0		0		0		12,600		0

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

		Other (please specify)		9,177		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		1,600		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		15,750		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		368,995		0		0		0		0		0		0		0		0		0		0		0		0		0		368,995		0

		Income less expenditure		-218,995		0		0		0		0		0		0		0		0		0		0		0		0		0		-218,995		0

		Opening bank balance		-207,221		0		-218,995		0		-218,995		0		-218,995		0		-218,995		0		-218,995		0		-218,995		0		-218,995		0

		Closing bank balance		-218,995		0		-218,995		0		-218,995		0		-218,995		0		-218,995		0		-218,995		0		-218,995		0		-218,995		0





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		54,500		0		95,500		0		0		0		0		0		150,000		0

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		0		0		0		0		0		0		0		0		0		0

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

		TOTAL £		54,500		0		95,500		0		0		0		0		0		150,000		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		21,000		0		15,750		0		0		0		0		0		36,750		0

		Premises (rent, rates & utilities)		58,450		0		7,650		0		0		0		0		0		66,100		0

		Telephone & Broadband		200		0		150		0		0		0		0		0		350		0

		Printing, post & stationery		252		0		189		0		0		0		0		0		441		0

		Advertising & promotion		12,000		0		9,000		0		0		0		0		0		21,000		0

		Bank charges		400		0		300		0		0		0		0		0		700		0

		Professional fees		3,818		0		0		0		0		0		0		0		3,818		0

		Insurances		1,200		0		900		0		0		0		0		0		2,100		0

		Bank/HP		833		0		625		0		0		0		0		0		1,458		0

		Equipment & vehicle leasing		18,750		0		1,094		0		0		0		0		0		19,844		0

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0

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

		VAT		16,672		0		8,336		0		0		0		0		0		25,008		0

		Owner's wages/salary		86,667		0		65,000		0		0		0		0		0		151,667		0

		Owner's National Insurance		361		0		271		0		0		0		0		0		632		0

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

		Stock		8,400		0		4,200		0		0		0		0		0		12,600		0

		Consumables		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		5,244		0		3,933		0		0		0		0		0		9,177		0

		Other		1,300		0		300		0		0		0		0		0		1,600		0

		Other		10,500		0		5,250		0		0		0		0		0		15,750		0

		TOTAL £		246,047		0		122,948		0		0		0		0		0		368,995		0
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								£

				Start-up costs				115,125

				Personal start-up contributions		-		50,000

				Other start-up contributions		-		2,800

				Total required		=		62,325

				The assets you have available as security

						=		0
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