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	[bookmark: _Toc287535392][bookmark: _Toc167412860]1 Executive summary
The business plan is based on a hospitality business. A Hotel that offers a cultural immersive experience to the guests will be established. The business will target those customers who have an interest in local culture and like to experience unique hospitality services. The market analysis and customer analysis show that the hotel has huge potential in the UK market. The investors and management of the business will undertake comprehensive marketing, and risk management initiatives to successfully implement the business plan.
	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	
	

	
	[bookmark: _Toc287535393][bookmark: _Toc167412861]2 Business details
[bookmark: _Toc287535394]Company name:
 The Newcastle Cultural Haven Hotel    
	

	
	[bookmark: _Toc287535395]Address:
  Warwickshire, England (specific address to be determined)   
	

	
	Primary contact method
  www.newcastleculturalhavenhotel.com   
	

	
	
	

	
	[bookmark: _Toc287535398]The business will:
The business will offer cultural immersive hospitality services such as accommodation, dining, and events. It will also address environmental issues in the hotel operations.
	

	



	
	
	
	
	
	

	
	[bookmark: _Toc287535399][bookmark: _Toc167412862]3 Key personnel
[bookmark: _Toc287535400]Details of owner(s):
[bookmark: Text7]Name: Mohammed Ali Hayder


     
	

	
	Position/main responsibilities:  Management Head  
	

	
	Experience and knowledge of our industry:    2 years of experience working in the UK hospitality industry and having knowledge of hotel management, leadership, customer service.
	

	
	
	

	
	Previous employment: Front Staff at The Grand Hotel in London and receptionist at The Cotswold Manor Resort in Oxfordshire, OWNER CHENNAI CENTRAL.    
	

	
	Key skills brought to the business: Strong leadership abilities, strategic vision, and a passion for ensuring exceptional customer experiences, and immense knowledge about hotel management    
	

	
	Business experience and any training undertaken:  Advanced training program in hospitality management, participated workshops and seminars related to the hospitality management   
	

	
	Academic/professional qualifications:   DIPLOMA IN HOTEL MANAGEMENT.   
	

	
	Salary expectations £45,000 per year   
	

	
	Name:  Md jaglu uddin    
	

	
	Position/main responsibilities:  Operations Manager   
	

	
	Experience and knowledge of our industry: Specialisation in operations management and customer service, owner ujala take away.    
	

	
	Previous employment:  Operations Manager at The Lakeside Resort in Windermere and as the Front Office Manager at The Edinburgh Grand Hotel, owner of Ujala take away    
	

	
	Key skills brought to the business: Organisational skills, process optimisation, team leadership, attention to detail, and a commitment to provide better service.   
	

	
	Business experience and any training undertaken:  Extensive training on hotel operations and leadership   
	

	
	Academic/professional qualifications:   BA (hons) diploma in hotel management    
	

	
	Salary expectations:  £45,000   

	

	
	Name:  Mourana YANSANE    
Position/main responsibilities: Culinary Director and Associate Manager   

	
	Experience and knowledge of our industry: Possesses knowledge of modern British cuisine and regional delicacies.  

	
	Previous employment:  Manager of Y4 Hotel 

	
	Key skills brought to the business:  Creativity, innovative ideas, and a profound understanding of local cuisine and flavours.    

	
	Business experience and any training undertaken: Received formal training in culinary, training for the new manager.    

	
	Academic/professional qualifications: BA in Hotel Management     

	
	Salary expectations: 45,000    

	
	Name:  Md Oliur Rahman    

	
	Position/main responsibilities:  Marketing Manager   

	
	Experience and knowledge of our industry: Marketing management knowledge in the UK hospitality industry   

	
	Previous employment: Owner bayleafs takeaway.    

	
	Key skills brought to the business: Strategic Planning abilities, creative thinking, and organisational skills    

	
	Business experience and any training undertaken: Attended training programs in marketing strategy, digital marketing, and brand management    

	
	Academic/professional qualifications:  BA (hons) diploma in hotel management.   

	
	Salary expectations: £45,000    



[bookmark: _Toc287535402][bookmark: _Toc167412863]Vision
	
	
	

	
	[bookmark: _Toc287535403][bookmark: _Toc167412864]4 The business idea
	

	
	The business idea can be summarised by the business model canvas because the BMC framework focuses on 9 key components of the business (Grande and Camprubi, 2022). The business idea is to establish a hotel which will be named after Newcastle Cultural Haven Hotel. The hotel will increase its market presence by establishing partnerships with local businesses. The local suppliers will provide fresh ingredients that will help the business deliver the local culture to the guests. The hotel will identify the nearest cultural attractions and the partnerships with the local businesses will ensure that the guests can have easy access to those cultural attractions. The hotel's key activities are to offer accommodation services, organise cultural events and programmes, and promote local cultures. Its unique selling point is its exceptional rooms and services. The hotel creates value by integrating regional cultures into its hotel operations. From the decoration of the rooms to cultural programmes, every aspect of the hotel will highlight the various cultural heritage of the areas. Its exceptional dining experience that provides the opportunity to have regional culinary taste and guest stay will ensure that the hotel has differentiated value propositions. The events and programmes organised in the hotel will bring diversified cultures into a single place. The hotel will establish a clear and effective medium for communication with the guests. The guests can use mobile apps and the company website to provide their feedback and recommendations. They can also engage with the hotel operations by participating in the loyalty programme. Hence, the business can maintain a good relationship with the customers. The hotel will serve tourists, business travellers, and local communities as the key customer segments because these segments will be profitable for the business. The Newcastle Cultural Haven Hotel will establish its hotel buildings, recruit the most experienced and capable employees, purchase amenities that highlight the cultural heritage, and identify locations at the heart of cultural heritage sights. These aspects will be the key resources and provide a competitive advantage to the business. For communication with the guests, it will utilise its various channels such as websites, social media sites, and face-to-face interactions. The hotel will incur costs from its hotel operations such as employee compensations, operating costs, and administrative costs. However, it might invest a substantial amount of funds as capital costs to develop the hotel establishments. The hotel aims to generate revenues from diversified sources that include room rentals, restaurant services, and cultural events and programmes.
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535405][bookmark: _Toc167412865]5 Business goals
	

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

	
	In the first year of the business, Newcastle Cultural Haven Hotel will focus on creating brand awareness as it will be the foundation for the future expansion of the business. The brand awareness activities will be conducted by the strategic marketing campaigns and it will achieve a 25% market share among the cultural tourists in the target market. The business will get its financial stability within 12 months of its operations by securing the break-even point (Bjerke and Renger, 2017).
	

	
	
	

	
	2. Where do you see your business in 3-5 years’ time?
In 5 years of business operations, the hotel will expand to 3 key markets in the UK and increase the number of properties by 100%. By introducing two ground-breaking  hospitality innovations within the room services, and clean energy usage, the hotel will present itself as a leading innovator in the hospitality industry and contribute to the rapid expansion in the key markets. 
	

	
	
	

	
	
	

	
	

	
	
	

	
	[bookmark: _Toc287535406][bookmark: _Toc167412866]6 What the business does
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	[bookmark: _Toc287535407][bookmark: _Toc167412867]
7 What makes the business different (Value Proposition)
Newcastle Cultural Haven Hotel's value propositions are differentiated from other hotel businesses because the hotel makes sure that the guests can have local cultural heritage in their hospitality experiences such as accommodation, dining, and events (Baines, Fill and Rosengren, 2018).
	

	
	
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535408][bookmark: _Toc167412868]8 Legal requirements (including regulations and licences particular to business)
The following legal requirements must be complied with for the hotel: 
Register as a limited company in companies house
The hotel needs licensing for alcohol and entertainment sold under the Licensing Act 2003 (UK Government, 2019).
Health and Safety at Work Act 1974 needs to be complied with. 
Food Safety Act 1990 and Food Hygiene Regulations 2006.
Data Protection Act 2018 and GDRP (GOV.UK, 2018).
Employment Rights Act 1996.
The Equality Act 2010 to ensure accessibility to all.
Insurance Requirements: Employer’s liability, public liability, property, product liability, and professional indemnity insurances should be covered by the company to overcome all the risks associated with the hotel operations (Direct Line, 2024).
	

	
	
The legal requirements should be met in the following ways: 
The hotel should be registered with a company house as a limited company. 
The hotel will receive licences from the local council for selling alcohol and entertainment (UK Government, 2019). 
Regular assessment must be conducted to determine the health and safety of the employees (Health and Safety at Work Act, 1974). 
The hotel should be registered with the local environmental health department because it will serve food to the guests. Moreover, the staff must be well-trained and certified to maintain hygiene and safety (Brent, 2023). 
The hotel should use a strong firewall to protect customer data and restrict third party access. 
The company has to implement HR policies that will maximise the well-being of the staff. 
The hotel will keep the necessary initiatives to ensure access to all guests including the disabled ones.
	



[bookmark: _Toc287535409][bookmark: _Toc167412869]Marketing
	
	
	

	
	[bookmark: _Toc287535410][bookmark: _Toc167412870]9 Market research
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	[bookmark: _Toc287535413][bookmark: _Toc167412871]10 Profiling customers
[bookmark: _Toc287535414]The customer groups you will be selling to are: (4 x Customer profiles minimum)
1. Cultural Enthusiast: The customer segment may be aged between 25 to 52 and they have a high level of interest in cultural aspects. They have high education and earnings. 
2. Business Travellers: They are aged 35 to 55 and have high income levels (Kim et al., 2020). 
3. Family Vacationers: The customer segment consists of children and parents and usually they have a middle income level. 
4. Event Attendees: They are aged 20 to 40 years old. They have a high interest in cultural events and programmes. 
	

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

	
	Cultural enthusiasts want attractions of the local culture, cultural events, and immersive experiences from the hospitality services. 
Business travellers want business amenities such as office space, high-speed internet, and comfortable stay (Kim et al., 2020). 
Family Vacationers want adjoining rooms and dining services. 
Event attendees want group discounts and convenient transportation. 
	

	
	
	

	
	[bookmark: _Toc287535416]How you know this:
Al-Ababneh (2019) found in their research what the cultural enthusiast’s customer segments want. Wang et al. (2020) provide evidence of other customer segment preferences in the hotel businesses like Newcastle Cultural Haven Hotel.
	

	
	[bookmark: _Toc287535417]Number of customers you expect to win in each group and what they might pay:
[image: ]
According to Statista (2023), business travellers are willing to spend more on the hotel. Statista (2022) explains that event attendees and family vacationers are likely to pay less due to the COVID-19 pandemic and economic downturns in the UK. 
	

	
	
	






	
	
	

	
	[bookmark: _Toc287535442][bookmark: _Toc167412872]11 Profiling competitors

	

	
	[image: ]
Enz (2015) explains that when hotels are offering the same services to the same markets, they become direct competitors to one another. Hence, these three hotels are direct competitors to the Newcastle Cultural Haven Hotel because they all serve the same region and market with similar hospitality offerings. 

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

	
	· The hotel should highlight the cultural themes by developing rooms and suites reflecting various cultural aspects. It will offer customised services to the guests to meet their unique needs and preferences. The use of AI and big data analytics might be useful in this regard. By partnering with other local businesses, it can ensure that the guests can have immersive cultural experience such as workshops and different cultural themed dining experiences (Mary George et al., 2014; Samara, Magnisalis and Peristeras, 2020).
	

	
	
	




	
	
	

	
	[bookmark: _Toc287535444][bookmark: _Toc167412873]12 Managing market risks
[bookmark: _Toc287535445]Write down the risks you have identified:
[image: ]
	

	
	

	
	[bookmark: _Toc287535447][bookmark: _Toc167412874]13 Pricing
	

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

	
	· The hotel will use a cost-based pricing strategy because it is simple to apply and it overcomes the risks of underpricing for various hospitality services (Barringer and Ireland, 2019).
	

	
	
	





	
	
	

	
	[bookmark: _Toc287535449]How your prices compare with the competition:
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	[bookmark: _Toc287535450]Reasons for the difference between your price(s) and your competitors’ price(s):
· The hotel charges comparatively higher prices than the competitors due to its cost structure and value perception. The hotel offers greater value than the competitors. It has installed the latest and modern amenities and so the prices become comparatively higher (Burns, 2022).
	

	
	
	





	
	
	

	
	[bookmark: _Toc287535451][bookmark: _Toc167412875]14 Promotion and advertising
[bookmark: _Toc287535452]How and where will you promote your product/service?
	

	
	
	

	
	The marketing and promotion plan for the hotel is given below:
Digital Marketing:
· SEO: The hotel will utilise SEO to increase the visibility of the business online. SEO will ensure that the guest can have easy access to the website (Baines, Fill and Rosengren, 2018). 
· Targeted Online Advertising: Google Ads and social media platforms will be used to make targeted ads based on demographics and other factors. 
· Social Media Marketing: The hotel will use Facebook, Twitter, and Instagram to increase customer engagement and showcase the hotel's amenities and offers. 
Email Marketing: To make loyal customers, the hotel will send personalised emails to the guests (Jan et al., 2023). 
Partnerships: The hotel will establish partnership with the local businesses to gain their existing customer base (Baines, Fill and Rosengren, 2018).
	

	
	
	

	
	
	



[bookmark: _Toc287535453][bookmark: _Toc167412876]Running the business
	

	
	

	
	[bookmark: _Toc287535454][bookmark: _Toc167412877]15 Staff
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	[bookmark: _Toc287535455][bookmark: _Toc167412878]16 Premises

	
	Cost £

	Premises required at start-up: 
	£120,000   

	Premises required in the future (if different): 
	£50,000   



	




	
	[bookmark: _Toc287535456][bookmark: _Toc167412879]17 Suppliers
[bookmark: _Toc287535457]Your key suppliers and their credit terms
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	[bookmark: _Toc287535458][bookmark: _Toc167412880]18 Equipment
	

	
	Kitchway (2024) provides the prices and requirements for the equipment for the hotel.
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[bookmark: _Toc287535459][bookmark: _Toc167412881]19 Managing operational risks
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[bookmark: _Toc287535460][bookmark: _Toc167412882]Finance 
	
	
	
	

	
	[bookmark: _Toc287535461][bookmark: _Toc167412883]20 Start-up costs
	

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



                  
	

	
	
	

	

	
	

	
	
	

	
	
	

	
	
	

	
	

	

	
	[bookmark: _Toc167412884]21 Profit and loss forecast


	

	
	
	

	
	
	

	
	
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535465][bookmark: _Toc167412885]22 Sourcing finance
	



	
	[bookmark: _Toc287535466]
Total borrowing requirement for the business



	



	
	[bookmark: _Toc287535467]
[bookmark: _Toc167412886]23 Managing financial risks 
[bookmark: _Toc287535468]The risks that you have identified for your financial forecast are:
	

	
	El Haddad (2015) identified revenue shortages as a financial risk in the hotel business. Annamalaisami and Kuppuswamy (2019) identified cost overrun as a financial risk and Wieczorek-Kosmala (2021) identified liquidity shortage as a financial risk for hotel businesses. These risks are relevant to the business.
	

	
	[bookmark: _Toc287535469]How you will minimise their impact:
El Haddad (2015) emphasises an effective revenue management system to address revenue shortage issues which sets relevant pricing strategies based on the accurate forecast. Annamalaisami and Kuppuswamy (2019) explain that the cost estimation must be realistic considering the changing market factors to overcome the risk of cost overrun. Wieczorek-Kosmala (2021) suggests finding different liquidity sources such as banks. 
	

	
	
	



	
	
	
	
	
	

	
	[bookmark: _Toc167412887][bookmark: _Toc287535470]24 Cash flow forecast (Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary) 

	

	
	

	



	


	
	

	
	
	

	
	
	
	
	
	



25 Conclusion
Newcastle Cultural Haven Hotel is a profitable business. Investors can benefit from its high potential to grow in the market. However, adequate funding is necessary to support the venture implementation.
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The target market that Newcastle Cultural Haven Hotel will serve has the following
trends:

The market has an increasing trend for cultural tourism. More than 40% of the tourism
in the world can be identified as cultural tourism which shows a significant shift to the
culturaltourism market. Particularly, European tourists are more willing o visit those
destinationsthatoffer cultural tourism (CBI, 2021). By 2033, the cultural tourism market
will hit $22 billion. Moreover, eco-friendly and environmentally friendly tourism trends
are also apparent in the UK market (Mkono and Hughes, 2020). Hence, hotel
businesses need to focus on these aspects.

The European market potential for cultural tourism reports provides insights into the
trends (CBI, 2021). Peer-reviewed journal article which s a secondary source provides
insights into changes in tourism trends (Mkono and Hughes, 2020).
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Competitor name Strengths Weaknesses
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Chen and Jai (2019) identified data security and cyber-attack risks in hotels and Chen et
al. (2021) highlighted brand reputation and economic crisis risks that the hotel might
encounter.

How will you manage these risks so that they become less of a threat
The identified risks will be managed in the following ways:

1. The hotel will establish a strong firewall and data encryption systems to ensure
that customer data is secured (Saura and Ribeiro-Soriano, 2021). The hotel wil
perform a regular cybersecurity auditto identify the weaknesses and overcome
them. It will also offer training and development o the staff to handle the complex
technologies

2. To overcome the economic crisis, the hotel must diversify its revenue sources. It
can diversify by innovating new services such as virtual tours, online cultural
workshops, or exclusive online events (Mary George et al., 2014),

3. The company can enhance its brand reputation by establishing an effective
Customer Relationship Management (CRM) in the hotel. It will increase guest
engagementand improve relationships with them. Additionally, the company will
also undertake comprehensive CSR activities as they can enhance its brand
reputation (Chen etal., 2021).
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Productiservice

Your price(s)

Range of competitor
prices (per unit)

Standard Room £80 £60-80
Deluxe Room £90 £80-100
Suite £140 £100-150
Breakfast £12 £12-20
Cultural Tour £70 £40-60
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Role

General Manager

Front Desk

Supervisor

Head Chef

Sous Chef

Housekeeping
Manager

Total
cost

£50,000/
year

£25,000/
year

£40,000/
year

£30,000/
year

£35,000/
year

Necessary
experience

5+ years in hotel
management

2+ years in
hospitality
industry

5+ years in
culinary industry
3+ years in
professional

kitchen

3+ years in
housekeeping
management

Specialist skills
andlor qualifications

Strong  leadership,
strategic planning,
and financial
management
(indeed, 2023)
Excellent
customer  service,
communication,and
organisational skills
Culinary expertise,
menu development
Culinary ~ skills,
teamwork

Aftention to detail,
staff supervision
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Supplier

What you'll buy from them

Number of days’
credit

o Food Distributor | e Fresh produce, pantry staples | s 30

« Beverage «  Alcoholic and non-alcoholic s 30
Supplier drinks

«+  LinenSupplier |+ Bed linens, towels . 2

«  Cleaning o Cleaning products, supplies . 20
Supplier

«  Fumiture o Hotel fumiture, fixtures . 60

Supplier
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Resource When How funded Cost £ per
unit
« Kitchen Equipment «+ Startup |« Owners Equity £20,000
+  FrontDesk Computer |+ Startup s BankLoan £1,500
« EventVenueEquipment | s Startup |+ Owner's Equity £10,000
« Maintenance Tools + Ongoin |» CashFlow £1,000
g
«  LaundryMachines o Startup | BankLoan £5,000
o Office Fumiture «+ Startup |« Owners Equity £3,000
« Fitness Centre Machines | » Startup | » BankLoan £15,000
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High
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Suppliers
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Reliability

Solution

Staff |

The staff tumover can be reduced by offering
increased benefits, development opportunities, and
recognition. Employees like to stay in the
organisation when they get a favourable workplace
environment (Barringer and Ireland, 2019).

The risk that suppliers might send low quality
inventory or fail to meet the deadline can be
overcome by diversifying the suppliers (Harrison et
al., 2019).
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£

15,000

10,000

55,500

25,000

10,000

4,000

25,000

30,000

16,000

139,500

20,000

350,000

Vehicles

Insurance

Rent/rent deposit

Marketing

Market research costs

Wages/recruitment

Professional fees

IT and computers

Telephones and broadband

Equipment

TOTAL  £

Licences
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START UP COSTS

						£

		IT and computers				15,000

		Telephones and broadband				10,000

		Equipment				55,500

		Vehicles				25,000

		Professional fees				10,000

		Insurance				4,000

		Rent/rent deposit				25,000

		Marketing				30,000

		Licences				16,000

		Wages/recruitment				139,500

		Market research costs				20,000

		TOTAL  £				350,000






image13.emf
Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 500,000 523,000 530,000

Less variable costs 300,000 320,000 327,000

Gross profit (sales less variable costs) 

= 

200,000 203,000 203,000

Calculate your gross profit margin % 

(gross profit divided by total sales x  

100) (A)

40.00% 38.81% 38.30%

Salaries/wages (survival income + any 

staff

135,000 137,000 138,000

Premises (including rent, rates, 

utilities)

20,000 21,000 20,000

Telephone and broadband 3,000 3,000 3,000

Printing, post and stationery 1,000 1,000 1,000

Advertising and promotion 25,000 25,000 25,000

Bank charges 5,000 5,000 5,000

Professional fees 4,000 4,000 4,000

Insurances 1,000 1,000 1,000

Total fixed costs 194,000 197,000 197,000

Net profit (gross profit less fixed cost) 6,000 6,000 6,000

Calculate your net profit margin (net 

profit divided by total sales x 100)

1.200% 1.147 1.132

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

Total variable costs + total fixed costs 

(B)

494,000 517,000 524,000

Break even (B) divided by (A) 1,235,000 1,331,975 1,368,079
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						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		500,000		523,000		530,000

				Less variable costs		300,000		320,000		327,000

				Gross profit (sales less variable costs) =		200,000		203,000		203,000

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		40.00%		38.81%		38.30%

				Salaries/wages (survival income + any staff		135,000		137,000		138,000

				Premises (including rent, rates, utilities)		20,000		21,000		20,000

				Telephone and broadband		3,000		3,000		3,000

				Printing, post and stationery		1,000		1,000		1,000

				Advertising and promotion		25,000		25,000		25,000

				Bank charges		5,000		5,000		5,000

				Professional fees		4,000		4,000		4,000

				Insurances		1,000		1,000		1,000

				Total fixed costs		194,000		197,000		197,000

				Net profit (gross profit less fixed cost)		6,000		6,000		6,000

				Calculate your net profit margin (net profit divided by total sales x 100)		1.200%		1.147		1.132

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

				Total variable costs + total fixed costs (B)		494,000		517,000		524,000

				Break even (B) divided by (A)		1,235,000		1,331,975		1,368,079
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350,000

Personal start-up contributions           - 150,000

Other start-up contributions            - 0

Total required = 200,000

= 0



Start-up costs

The assets you have available as security
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								£

				Start-up costs				350,000

				Personal start-up contributions		-		150,000

				Other start-up contributions		-		0

				Total required		=		200,000

				The assets you have available as security

						=		0
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INCOME Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual

Cash from sales (incl. VAT)

107,000 101,000 123,000 118,000 134,000 133,000 138,000 148,000 502,000 500,000

TOTAL £

73,000 101,000 123,000 118,000 134,000 133,000 138,000 148,000 468,000 500,000

EXPENDITURE

Wages to staff (incl. PAYE & NI)

36,000 36,000 27,000 27,000 27,000 27,000 27,000 27,000 117,000 117,000

Premises (rent, rates & utilities)

32,000 32,000 24,000 24,000 24,000 24,000 24,000 24,000 104,000 104,000

Telephone & Broadband

2,000 2,000 1,500 1,500 1,500 1,500 1,500 1,500 6,500 6,500

Advertising & promotion

48,000 48,000 36,000 36,000 36,000 36,000 36,000 36,000 156,000 156,000

Insurances

8,000 8,000 6,000 6,000 6,000 6,000 6,000 6,000 26,000 26,000

Capital Expenditure

44,000 44,000 33,000 33,000 33,000 33,000 33,000 33,000 143,000 143,000

VAT

9,150 9,450 9,750 9,950 10,100 9,700 10,200 10,600 39,200 39,700

Loan repayments (incl. interest)

20,000 20,000 15,000 15,000 15,000 15,000 15,000 15,000 65,000 65,000

TOTAL £

199,150 199,450 152,250 152,450 152,600 152,200 152,700 153,100 656,700 657,200

Q1 Y1 Total Q4 Q3 Q2
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First 6 months

		

				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)		0		0		34,000		32,000		36,000		34,000		37,000		35,000		38,000		36,000		42,000		40,000		43,000		42,000		230,000		219,000

		TOTAL £		0		0		0		32,000		36,000		34,000		37,000		35,000		38,000		36,000		42,000		40,000		43,000		42,000		230,000		219,000

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		9,000		9000		9,000		9000		9,000		9000		9,000		9000		9,000		9000		9,000		9000		9,000		9000		63,000		63,000

		Premises (rent, rates & utilities)		8,000		8000		8,000		8000		8,000		8000		8,000		8000		8,000		8000		8,000		8000		8,000		8000		56,000		56,000

		Telephone & Broadband		500		500		500		500		500		500		500		500		500		500		500		500		500		500		3,500		3,500

		Advertising & promotion		12,000		12000		12,000		12000		12,000		12000		12,000		12000		12,000		12000		12,000		12000		12,000		12000		84,000		84,000

		Insurances		2,000		2000		2,000		2000		2,000		2000		2,000		2000		2,000		2000		2,000		2000		2,000		2000		14,000		14,000

		Capital Expenditure		11,000		11000		11,000		11000		11,000		11000		11,000		11000		11,000		11000		11,000		11000		11,000		11000		77,000		77,000

		VAT						3,000		3100		3,050		3150		3,100		3200		3,200		3300		3,250		3350		3,300		3300		18,900		19,400

		Loan repayments (incl. interest)		5,000		5000		5,000		5000		5,000		5000		5,000		5000		5,000		5000		5,000		5000		5,000		5000		35,000		35,000

		TOTAL £		47,500		47,500		50,500		50600		50,550		50,650		50,600		50700		50,700		50,800		50,750		50850		50,800		50,800		351,400		351,900

		Income less expenditure		-47,500		-47,500		-50,500		-18,600		-14,550		-16,650		-13,600		-15,700		-12,700		-14,800		-8,750		-10,850		-7,800		-8,800		-121,400		-132,900

		Opening bank balance		0		0		-47,500		-47,500		-98,000		-66,100		-112,550		-82,750		-126,150		-98,450		-138,850		-113,250		-147,600		-124,100		-147,600		-124,100

		Closing bank balance		-47,500		-47,500		-98,000		-66,100		-112,550		-82,750		-126,150		-98,450		-138,850		-113,250		-147,600		-124,100		-155,400		-132,900		-155,400		-132,900





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)		230,000		219,000		44,000		43,000		45,000		48,000		45,000		42,000		39,000		50,000		54,000		52,000		45,000		46,000		502,000		500,000

		TOTAL £		230,000		219,000		44,000		43,000		45,000		48,000		45,000		42,000		39,000		50,000		54,000		52,000		45,000		46,000		502,000		500,000

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		63,000		63,000		9,000		9000		9,000		9000		9,000		9000		9,000		9000		9,000		9000		9,000		9000		117,000		117,000

		Premises (rent, rates & utilities)		56,000		56,000		8,000		8000		8,000		8000		8,000		8000		8,000		8000		8,000		8000		8,000		8000		104,000		104,000

		Telephone & Broadband		3,500		3,500		500		500		500		500		500		500		500		500		500		500		500		500		6,500		6,500

		Advertising & promotion		84,000		84,000		12,000		12000		12,000		12000		12,000		12000		12,000		12000		12,000		12000		12,000		12000		156,000		156,000

		Insurances		14,000		14,000		2,000		2000		2,000		2000		2,000		2000		2,000		2000		2,000		2000		2,000		2000		26,000		26,000

		Capital Expenditure		77,000		77,000		11,000		11000		11,000		11000		11,000		11000		11,000		11000		11,000		11000		11,000		11000		143,000		143,000

		VAT		18,900		19,400		3,300		3200		3,400		3400		3,400		3100		3,400		3700		3,400		3800		3,400		3100		39,200		39,700

		Loan repayments (incl. interest)		35,000		35,000		5,000		5000		5,000		5000		5,000		5000		5,000		5000		5,000		5000		5,000		5000		65,000		65,000

		TOTAL £		351,400		351,900		50,800		50700		50,900		50,900		50,900		50600		50,900		51,200		50,900		51,300		50,900		50,600		656,700		657,200

		Income less expenditure		-121,400		-132,900		-6,800		-7,700		-5,900		-2,900		-5,900		-8,600		-11,900		-1,200		3,100		700		-5,900		-4,600		-154,700		-157,200

		Opening bank balance		-147,600		-124,100		-155,400		-132,900		-162,200		-140,600		-168,100		-143,500		-174,000		-152,100		-185,900		-153,300		-182,800		-152,600		-182,800		-152,600

		Closing bank balance		-155,400		-132,900		-162,200		-140,600		-168,100		-143,500		-174,000		-152,100		-185,900		-153,300		-182,800		-152,600		-188,700		-157,200		-188,700		-157,200





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		107,000		101,000		123,000		118,000		134,000		133,000		138,000		148,000		502,000		500,000

		TOTAL £		73,000		101,000		123,000		118,000		134,000		133,000		138,000		148,000		468,000		500,000

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		36,000		36,000		27,000		27,000		27,000		27,000		27,000		27,000		117,000		117,000

		Premises (rent, rates & utilities)		32,000		32,000		24,000		24,000		24,000		24,000		24,000		24,000		104,000		104,000

		Telephone & Broadband		2,000		2,000		1,500		1,500		1,500		1,500		1,500		1,500		6,500		6,500

		Advertising & promotion		48,000		48,000		36,000		36,000		36,000		36,000		36,000		36,000		156,000		156,000

		Insurances		8,000		8,000		6,000		6,000		6,000		6,000		6,000		6,000		26,000		26,000

		Capital Expenditure		44,000		44,000		33,000		33,000		33,000		33,000		33,000		33,000		143,000		143,000

		VAT		9,150		9,450		9,750		9,950		10,100		9,700		10,200		10,600		39,200		39,700

		Loan repayments (incl. interest)		20,000		20,000		15,000		15,000		15,000		15,000		15,000		15,000		65,000		65,000

		TOTAL £		199,150		199,450		152,250		152,450		152,600		152,200		152,700		153,100		656,700		657,200
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EXECUTIVE SUMMARY

The Newcastle Cultural Haven Hotel is the proposed business. Warwickshire, England is the strategic
| location of the business. The business requires £350,000 of initial investment and it will provide a V

! positive return on the first year as forecast suggests. The business will provide exceptional guest

experience and create strong position in the market.
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                       EXECUTIVE SUMMARY  The Newcastle Cultural Haven Hotel is the proposed business . Warwickshire, England is the strategic location of the business . The business requires £ 350 , 000 of initial investment and it will provide a positive return on the first year as forecast suggests . The business will provide exceptional guest experience and create strong position in the market .
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VISION

The business envisions to provide exceptional and culturally immersive guest experience by
welcoming diversity, strengthening relationships between people from various backgrounds,
establishing sustainable practices (Barringer and Ireland, 2019). The business goals are of various

durations and they are listed as follows:
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              VISION  CUSTOMER SATISFACTION  CULTURAL IMMERSION  ENVIRONMENTAL SUSTAINABILITY  COMMUNITY ENGAGEMENT (BURNS, 2022)  BUSINESS EXPANSION AND GROWTH The business envisions to provide exceptional and culturally immersive guest experience by welcoming diversity, strengthening relationships between people from various backgrounds, establishing sustainable practices (Barringer and Ireland, 2019 ) . The business goals are of various durations and they are listed as follows :
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RELEVANT THEORIES
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              RELEVANT THEORIES  Effectuation Theory (Nielsen and Lassen, 2011)   Social Entrepreneurship Theory (Pless, 2012)   Lean Startup Methodology (Ries, 2023)   Resource - Based View (RBV) Theory (Madhani, 2010)   Opportunity Recognition Theory (Mary George et al., 2014) 
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HOTEL

WEI.COME

TO OUI IlOTII.!

*

3
X

Accommodation
services

(@

Catering services
(Jackson, 2018)

Customer service

(» (®

Cultural experiences

Sustainable practices

Customer relationship
management
(Dyshkantiuk et al.,
2020)




image25.svg
                                                            BUSINESS FUNCTIONS OF NEWCASTLE CULTURAL HAVEN HOTEL      Accommodation services      Cultural experiences      Catering services (Jackson, 2018)      Sustainable practices      Customer service      Customer relationship management ( Dyshkantiuk et al., 2020)   
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MARKETING

Analyse internal and external forces of the business

Perform digital marketing: Search Engine Optimisation
(SEO), targeted online advertising (Parvez et al.,2018)

> Social media engagement

> Content marketing

> Email marketing

Partnership and collaboration (Baines, Fill and Rosengren,
2017)
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                       MARKETING   Analyse internal and external forces of the business   Perform digital marketing : Search Engine Optimisation (SEO), targeted online advertising ( Parvez et al . , 2018 )   Social media engagement   Content marketing   Email marketing   Partnership and collaboration (Baines, Fill and Rosengren, 2017 ) 
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RUNNING THE BUSINESS

A culturally diverse workforce will be developed. Employees

will have the following roles: general manager, front desk staff,
housekeeping team, catering staff, event coordinator,

marketing specialist, and sustainable officer (Indeed, 2023).

The premises will be set up using modern amenities and
culturally inspired interiors. Space should be kept for hosting
cultural events and exhibitions.

s Partnerships with the local agents and suppliers should be
developed. Ethical sourcing should also be promoted

- (Harrison et al., 2019).

e Risks such as staff turnover, and supply chain disruption
should be addressed (Barringer and Ireland, 2019).
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                     RUNNING THE BUSINESS  A culturally diverse workforce will be developed. Employees will have the following roles: general manager, front desk staff, housekeeping team, catering staff, event coordinator, marketing specialist, and sustainable officer (Indeed, 2023).  The premises will be set up using modern amenities and culturally inspired interiors. Space should be kept for hosting cultural events and exhibitions.  Partnerships with the local agents and suppliers should be developed. Ethical sourcing should also be promoted (Harrison et al., 2019).  Risks such as staff turnover, and supply chain disruption should be addressed (Barringer and Ireland, 2019).
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                FINANCIAL OVERVIEW  The startup costs of £350,000 will be required to cover property acquisition/rental, interior design and furnishing, equipment and supplies, marketing and advertising, staff training and recruitment, and licenses and permits.   The forecasted first - year cash flow statement and profit and loss projections show the commitment to financial transparency and management. It ensures that the goals and objectives of the investors are achieved (Burns, 2022).   The funds will be raised by lending from the banks and investors.  
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The business plan is comprehensive and applies the entrepreneurship theories for
guiding the business activities. It explores the risks and opportunities to leverage on
the key resources and strengths to achieve success in the long-term. It will ensure
guest satisfaction and loyalty to support its future growth.

CONCLUSION
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          CONCLUSION    The business plan is comprehensive and applies the entrepreneurship theories for guiding the business activities . It explores the risks and opportunities to leverage on the key resources and strengths to achieve success in the long - term . It will ensure guest satisfaction and loyalty to support its future growth .
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