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[bookmark: _Toc143866890]Business description

TOUR Experience
Exploring Unique Key (UK) propositions with my eyes 

[bookmark: _Toc143866891]Company Type and Product:
TOUR is a start-up personalized tour guide company based in the UK, specializing in offering unique and tailored travel experiences to both domestic and international tourists. The product is a range of curated tours led by passionate and knowledgeable tour guides, designed to cater to the diverse interests and preferences of the customers. 
[bookmark: _Toc143866892]Market Segmentation: 
The market segmentation is based on various factors, including travel preferences, interests, age, and travel purpose. There are four identified primary segments:
· Culture Enthusiasts: Travelers who are passionate about immersing themselves in local culture, traditions, and historical heritage.
· Adventure Seekers: Those seeking thrilling and offbeat experiences, including outdoor activities and adrenaline-pumping adventures.
· History and Heritage Lovers: Travelers interested in exploring historical landmarks, archaeological sites, and cultural heritage.
· Wellness and Mindfulness Travelers: Individuals seeking relaxation, self-discovery, and wellness experiences.
TOUR offers exceptional tourism experience leading to explore a range of unique and rare opportunities from my perspective as an entrepreneur.
[bookmark: _Toc143866893]Target Market: 
TOUR experience (Tourism, Opportunities, Unique, Rare) primary target market comprises experienced travellers seeking authentic and meaningful travel experiences. These individuals value in-depth exploration, local insights, and cultural immersion during their journeys. They are willing to invest in personalized tours that cater to their interests and preferences, valuing quality, and authenticity over mass tourism.
[bookmark: _Toc143866894]Positioning:
The company aims to position itself as a premium provider of personalized travel experiences in the UK. TOUR differentiate itself by focusing on delivering authenticity, local expertise, and meaningful connections with destinations.  Tours offer a level of customization and engagement that sets them apart from traditional sightseeing options. By fostering lasting connections with local communities, TOUR position itself as a company that creates travel experiences with a positive impact on both travellers and local destinations.
[bookmark: _Toc143866895]Legal Status of the Company:
The personalized tour guide company will operate as a private limited company (Ltd.). This legal status offers several advantages, such as limited liability, separate legal entity, and potential tax benefits. As a private limited company, the founders' personal assets are protected from business liabilities, minimizing financial risks. Additionally, this structure allows the company to raise capital by issuing shares and facilitates the involvement of investors.
However, there are also some disadvantages to consider. Setting up a private limited company involves compliance with various legal and regulatory requirements, which can be time-consuming and may incur additional costs. Annual financial reporting and legal formalities must be adhered to, which can be a burden for a start-up with limited resources.
Despite the challenges, the advantages of a private limited company align with long-term growth plans and financial sustainability. It provides a strong foundation for the business, allowing to focus on delivering exceptional travel experiences to the customers while protecting the interests of the stakeholders.
The start-up cost of the business: £50,000
[bookmark: _Toc143866896]Industry analysis
The tourism industry in the UK is significant, with steady growth in recent years. According to market research, the number of international tourists visiting the UK is expected to increase in the coming years. However, the industry is highly competitive, with various established tour operators and agencies already catering to tourists' needs. (VisitBritain, 2023)
Porter's Five Forces Analysis: (Mindtools, 2023)
· Threat of new entry: The tour guide industry in the UK has moderate barriers to entry. New entrants need to establish their reputation, build relationships with local partners, and invest in marketing to compete effectively. However, the uniqueness of TOUR and the focus on personalization can serve as a competitive advantage against potential new entrants. VRIO Analysis: To gain a competitive advantage in the tourism industry, a VRIO analysis helps us identify the unique resources and capabilities that our tour guide company possesses: (Mindtools, 2023)
Value: Personalized and immersive tours add value to customers' travel experiences by offering in-depth knowledge, cultural insights, and offbeat destinations not commonly included in standard tours.
Rarity: The expertise and passion of tour guides, along with carefully crafted schedules, create a rare and distinctive offering in the market.
Imitability: While other tour operators may attempt to offer personalized experiences, replicating the passion and dedication of our tour guides and the depth of local knowledge what TOUR provide is challenging.
Organization: TOUR's ability to efficiently organize and manage tours, along with strong partnerships with local businesses, creates a well-structured and seamless experience for customers.
· Threat of substitutes: Moderate - Substitutes for guided tours include self-guided tours, virtual tours, and online travel resources. To counter this threat, the company emphasize the unique benefits of guided tours, such as direct interaction with knowledgeable guides and the opportunity to explore offbeat locations. During the introduction phase, we focus on building brand awareness and attract early adopters. In the growth phase, we expand our offerings and refine services. In maturity, we maintain market share and loyalty. In decline, we may adopt a skimming strategy for loyal customers or offer bundles and promotions to attract new business. Adapting to market conditions ensures sustained competitiveness.
· Bargaining power of customers: High - Tourists have access to a wide range of tour operators and travel options, giving them considerable bargaining power. To address this, TOUR will emphasize the exceptional value and experiences we offer to justify our pricing and attract customers.
· Bargaining power of suppliers: Low - Our company relies on partnerships with local businesses and attractions to enhance the tour experience. While these suppliers may have some bargaining power, establishing strong, long-term relationships can help mitigate this. Moreover, our personalized approach allows us to adapt to changes in suppliers as needed.
· Competitive Rivalry: High - The tour guide industry is competitive, with various operators vying for the attention of tourists. However, by focusing on our unique selling points, leveraging technology for marketing, and building a strong brand presence, we can differentiate ourselves and attract our target customers.

[bookmark: _Toc143866897]Operations and Management team
Supply Chain: Involves collaborating with local businesses and attractions to enhance the tour experiences. TOUR establish partnerships with hotels, restaurants, transportation providers, and cultural sites to ensure smooth logistics and access to exclusive locations. The supply chain team will be responsible for identifying and negotiating with these partners to secure the best possible services and experiences for the customers.
[bookmark: _Toc143866898]Tour Operations Process:
· Customer Inquiry and Booking: Customers inquire via website, social media, or customer service. The sales team assists in selecting suitable tours based on preferences.
· Tour Customization: After booking, the team engages with clients to understand interests and preferences, tailoring the itinerary accordingly.
· Itinerary Planning and Logistics: The operations team collaborates with guides and partners to create detailed itineraries with activities, sightseeing, and dining options. They manage logistics, including transportation and accommodation.
· Tour Guide Assignment: The management team assigns the most suitable guide based on preferences and theme. Guides are trained for engaging experiences.
· Customer Support: Our support team remains available throughout the tour to assist with inquiries, ensuring a seamless and enjoyable experience.

[bookmark: _Toc143866899]Revenue generation:
· Base Tour Revenue: TOUR’s primary source of revenue comes from the base price of the guided tours. The company offer different tour packages with varying levels of inclusions and experiences, allowing customers to choose according to their budget and interests.
· Upselling and Upgrades: There are additional services or upgrades, such as premium experiences, special activities, or private tours, to customers who seek enhanced and exclusive travel experiences. This upselling strategy helps increase revenue per customer.
· Promotional Mix: TOUR utilize a variety of marketing strategies, including social media campaigns, email marketing, and partnerships with travel agencies, to attract new customers and increase bookings.

[bookmark: _Toc143866900]Prevention of revenue loss:
· Lean Management: The team adopt lean management principles to minimize waste, improve efficiency, and optimize resources. Regular reviews of processes help identify and eliminate unnecessary activities.
· Total Quality Management (TQM): TQM ensures a continuous focus on quality and customer satisfaction. Regular feedback from customers and performance evaluations help identify areas for improvement and maintain high service standards.
· Cost Review: The team regularly review the operating costs, seeking opportunities for cost optimization without compromising service quality. This includes negotiations with suppliers to obtain competitive rates and minimizing overhead expenses.
· Stock Management: In cases where we provide physical items as part of the tour experience (e.g., souvenirs), we carefully manage stock levels to prevent excess inventory and associated costs.


[bookmark: _Toc143866901]Management team:
	Name 
	Skills
	What do they bring to the firm?

	Szabina Molnar- Founder, CEO
	Leadership, communication skills, numeracy, problem solving, customer service, supply chain management
	Responsible for overall business strategy, partnerships, and growth initiatives.

	Harper Smith-Director of Operations
	Strategic planning, leadership, financial management, project management, data analysis
	Manages the day-to-day tour operations, logistics, and customer support.

	Ethan Foster-Head of Marketing
	Brand management, digital skills, customer segmentation, budget management, creative thinking, presentation skills
	Develops and implements marketing strategies to promote our tours and attract customers.

	Izabella Brooks, Lucas Mitchell, Amelia Turner, Benjamin Parker- Tour Guides
	Communication, public speaking, multilingualism, customer service, safety and first aid, attention to detail, organizational skills, humour 
	Skilled and passionate guides with extensive knowledge of the destinations, ensuring excellent customer experiences.



[bookmark: _Toc143866902]Marketing plan
The marketing strategy will focus on highlighting the unique aspects of the tours, emphasizing personalization, local expertise, and offbeat experiences. The team will use various channels, including social media, travel blogs, online travel agencies, and partnerships with hotels and travel agents.
[bookmark: _Toc143866903]Product: 
The product is a personalized tour guide service that offers unique and immersive travel experiences within the UK. TOUR provide curated tours with passionate and knowledgeable guides, showcasing offbeat destinations and cultural immersion. The tours are designed to cater to individual preferences and interests, ensuring unforgettable memories and meaningful connections with the destinations.
The services the company will offer are the follows:
· Customized Tours: TOUR offer tailor-made tours based on the individual preferences of the clients. Whether they are history enthusiasts, food lovers, adventure seekers, or nature enthusiasts, TOUR will create personalized itineraries to cater to their specific interests and ensure an unforgettable experience.
· Local Expertise: The team consists of experienced and passionate tour guides who are locals or have in-depth knowledge of the destinations. They provide valuable insights, fascinating stories, and historical context, adding depth to the tours and making them more engaging.
· Offbeat Experiences: TOUR go beyond the usual tourist attractions and strive to include offbeat experiences that give travellers a chance to explore the hidden gems of a destination. This could include visiting local markets, interacting with artisans, participating in traditional activities, or exploring lesser-known landmarks.
· Small Group Tours: TOUR believe in providing intimate and personalized experiences, which is why we focus on small group tours. This allows the company to maintain a high level of interaction between the tour guide and the travellers, ensuring a more engaging and enriching experience.
· Sustainable Tourism: TOUR is committed to promoting sustainable tourism practices. Priority is given to eco-friendly transportation options, collaborate with local businesses and communities, and educate the clients about responsible travel choices, leaving a positive impact on the visited destinations.
· Multilingual Guides: Language can be a barrier for some travellers. To ensure inclusivity, TOUR provide tour guides proficient in various languages, allowing to cater to a wide range of international visitors.

[bookmark: _Toc143866904]Price:
 The pricing of the tours will be based on a cost-plus markup strategy. We will calculate the total cost of organizing each tour, including guide fees, transportation, accommodation, activities, and administrative expenses. To determine the selling price, we will add a reasonable markup to cover profit margins and ensure the sustainability and growth of the business. Pricing will be tiered to accommodate different budget ranges and may also consider seasonal variations.
One example of pricing for one of the personalized tour packages:
"Cultural Gems of Southern England" - A 5-day guided tour exploring the lesser-known cultural highlights of southern England, including historic towns, local traditions, and immersive experiences.
Price: The total cost of organizing the tour is estimated to be £2,500, which includes guide fees, transportation, accommodation, activities, and administrative expenses. To ensure profitability and growth, we add a 30% markup to cover our profit margin and sustain the business.
Selling Price: £2,500 (Cost) + (£2,500 x 30%) = £2,500 + £750 = £3,250
The selling price of the tour will be £3,250 per person. This tiered pricing model will cater to different budget ranges and ensure that customers receive a personalized and memorable travel experience, reflecting the value of cultural immersion and offbeat destinations.

[bookmark: _Toc143866905]Promotional mix:
Digital Marketing: TOUR will utilize social media platforms, such as Instagram, Facebook, and Tik-Tok, to showcase captivating visuals and storytelling that resonate with potential customers. This will create an emotional connection and inspire them to explore the tours further.
Content Marketing: Publishing valuable content on an own website, including travel guides, destination insights, and cultural highlights, will position us as an authority in the industry and attract organic traffic through search engines.
Influencer Partnerships: Collaborating with travel influencers and bloggers who share our brand values will expand our reach to their dedicated followers, leveraging their credibility and influence.
Email Marketing: Building an email list of interested prospects and past customers will allow us to send personalized promotions, special offers, and newsletters to nurture customer relationships and encourage repeat bookings.
[bookmark: _Toc143866906]Place (Distribution Strategy): 
The product will be distributed primarily through on an own website and online booking platforms such as booking.com. Potential customers can access detailed tour information, itineraries, and pricing. The booking process will be seamless and user-friendly, allowing customers to reserve tours with ease. Additionally, TOUR may collaborate with reputable travel agencies and online travel platforms to expand distribution channels and reach a broader audience. 
[bookmark: _Toc143866907]Financial:
Sources of funds: 
Angel Investors: TOUR may seek funding from angel investors who are interested in supporting innovative and promising start-up ventures. These investors often provide capital in exchange for equity ownership in the company.
NHS Trust: If TOUR focuses on health and wellness-related tours or provides services to NHS employees or patients, the company may explore partnerships with NHS trusts for funding or sponsorships.
Personal Savings: The founder and initial team members are showcasing their commitment and belief in the venture by investing their personal savings as seed capital to kickstart the business.
Love Money: Love money refers to funds contributed by friends and family members who believe in the founders' vision and are willing to invest in the venture.
By diversifying the sources of funds, TOUR can ensure a healthy financial foundation for the business. Each funding source brings its unique advantages and potential partnerships, allowing the company to secure the necessary capital to launch and grow a personalized tour guide company successfully.









[bookmark: _Toc143866908]Use of founds:
	
	Month 1 
(£)
	Month 2 
(£)
	Month 3
 (£)
	Month 4 
(£)
	Month 5
 (£)
	Month 6
(£)

	Revenue (based on 5 packages per month with a gradual increase of 10% each month)
	16,250
	17,875
	19,660
	21,626
	23,788
	26,166

	Fixed costs:
	
	
	
	
	
	

	Rent
	1,500
	1,500
	1,500
	1,500
	1,500
	1,500

	Salaries
	3,000
	3,000
	3,000
	3,000
	3,000
	3,000

	Utilities
	500
	500
	500
	500
	500
	500

	Insurance
	300
	300
	300
	300
	300
	300

	Marketing
	1,000
	1,500
	1,500
	1,500
	1,500
	1,500

	Total fixed costs
	6,300
	6,800
	6,800
	6,800
	6,800
	6,800

	Variable costs:
	
	
	
	
	
	

	Tour guides’ fees
	3,000
	3,250
	3,300
	3,500
	3,750
	4,000

	Transportation
	1,200
	1,250
	1,300
	2,400
	2,500
	2,700

	Accommodation
	1,500
	1,700
	1,900
	2,200
	2,500
	3,000

	Other variable cost
	400
	450
	500
	600
	700
	800

	Total Variable costs
	6,100
	6,650
	7,000
	8,700
	9,450
	10,500

	Total cost
	12,400
	13,450
	13,800
	15,500
	16,250
	17,300

	Net Profit
	3,850
	4,425
	5,860
	6,126
	7,538
	8,866



[bookmark: _Toc143866909]Research methods:
To gather information about potential customers and ensure that the personalized tour guide company meets their needs and preferences, it is necessary to employ a combination of the methods below.
Surveys:
The team will design and conduct surveys to gather direct feedback from the target audience. The survey will include questions about their travel preferences, interests, preferred destinations, tour expectations, and factors influencing their decisions when choosing tour guide services. Sample survey questions may include:
· What types of travel experiences do you prefer? (e.g., cultural, adventure, historical)
· What are your favourite destinations to visit? 
· How important is personalized and immersive travel experiences to you? 
· What factors are most important to you when selecting a tour guide company? (e.g., local expertise, customer reviews, pricing) 
· Would you be interested in offbeat and lesser-known destinations?
Literature Review: 
To support the potential success of the personalized tour guide company, TOUR will conduct a comprehensive literature review of the tourism industry, focusing on trends, market demands, and customer preferences. This review will provide evidence on the growing interest in experiential and authentic travel experiences, the rise of personalized tour services, and the increasing demand for offbeat destinations.
Market Research Reports: 
TOUR will also analyse market research reports and industry studies related to the travel and tourism sector. These reports can provide valuable insights into consumer behaviour, market trends, and competitive landscape, guiding our business strategies and offerings.
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