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“Mountain view” is a limited liability company, whose opening is forthcoming, with headquarters in Vidin and address - 20 km north of Vidin. 
The motel is located on 1000 sq.m., and this includes a building (500 m2), a parking lot (420 m2) and a garden (80 m2). The motel is categorized with four stars by Bulgarian standards. 
 The motel has 24 beds, spread over three floors with two double and four single rooms per floor. The building also houses the restaurant "Danube", which offers its guests 30 seats + 20 seats in the garden. Next to the building there is a 24-hour guarded parking lot with 50 parking spaces, 30 of which are designed for trucks and oversized vehicles.
The hotel product of the company is aimed primarily at people working in the field of road transport services. The subject of activity of the enterprise is: hotel business, restaurant bus 
The company draws ideas for improving the quality of the hotel product from positive foreign expediencies, provision of additional tourist services.











Business Overview and Product services

The location of the motel is in North-western Bulgaria on the international road E79, 20 km. north of Vidin. E79 international road is a one of the main roads in Bulgaria. European route E 79 is a road part of the International E-road network. It begins in Miskolc, Hungary and ends in Thessaloniki, Greece, also running through Romania and Bulgaria. The road is 1,300 km (810 mi) long. Therefore it’s a busy road and used by many Cargo companies for transit and by holiday makers. The climate in this part of Bulgaria is temperate, with four characteristic seasons. The average annual rainfall is between 500 and 600 mm / m2. Significant river impact is felt. The average July temperature is around 20 ° and the average January temperature is around 0 °.
Conditions in the area, especially in winter, are favorable. In this part of Bulgaria the summer temperatures are completely suitable for buying solar panels, thus we will provide a complete ecological and economical solution for heating. 
Environmental factors are becoming increasingly important and are beginning to determine the parameters of tourism in the 20th century. We want to build  a Motel “Mountain view” close to Vidin town of Bulgaria which we believe will be a great place for travelers to rest ,have a meal, shower and the continue their jurney. Our views are related to nature conservation in the long run. To support this process, we will recycle and collect our waste separately. We will look for a connection with a recycling plant with address registration, 276 Botevgradsko Shosse Blvd., 1839 Sofia, and the travel costs will be at our expense. 


Recycling saves excess pollution - 20% of air and 50% of water. Recycling decomposes materials containing otherwise non-degradable and dangerous chemical elements, such as lead and mercury. For the separate waste collection we will provide a connection with "ECO PAK", with whom we will correspond to provide the necessary containers for separate waste collection, we will bear the travel costs.
 Separate collection is useful and important: to spare natural resources; to be a cleaner place where we live; to ensure a better future for our children. Through economical laundry and conscious environmentally friendly shopping, the environment will be protected. We will take care to supply detergents that do not have phosphates, because this will significantly reduce the load of pollutants entering the water basins. We will also consider that softeners have substances rich in 
them to a minimum of surfactant captions that have a detrimental effect on aquatic organisms, so will. We will provide ecological preparations for: dishes, tiles, wooden and glass surfaces. The active ingredients of these preparations are of plant origin and / or minerals. They do not have dyes. The raw materials for the packaging are biodegradable, perfumed with pure and natural organic essential oils. Packaging is recycled.
 Tourism in Bulgaria is well developed and generates 14% of the country's GDP, and this percentage is expected to increase. In tourism, the permanent employees are about 4% or 140,000 people, and in the active seasons the number increases.
The nominal GDP is USD 69,7 billion. (2019) by sector the services occupy-57.9% (2019), the inflation is 2.46% (2019) and 1.03%(2020), the labor force - BGN 3.2 million. (2020), as 57.4% in services (2020). Unemployment – 6,9% (2020). 
Imports in Bulgaria - 58.5% - as from Romania 8,970.5 Sep 2020, the largest share from EU 167,036.5 Sep 2020, Bulgaria's Total Exports recorded 2.9 USD bn in Sep 2020, as for Romania (7.5%). 
Bulgaria exports to Romania was US$2.91 Billion during 2019,

 according to the United Nations COMTRADE database on international trade.: The interest rate for 2019 is 4,45% according to the BNB  
The political conditions and legal norms necessary for the opening and operation of our motel are regulated in the following laws:
* The Constitution of the Republic of Bulgaria.
* Law on Tourism and issuance of bylaws based on it
* Commercial Law.
* Law on Obligations and Contracts.
* Accountancy Act; Additional documents needed for the opening of the motel are: 
1. Court decision for registration of the motel.
2. Registration in the tax office - tax number.
3. Registration in the statistics - issuance of a number according to Bulstat;
4. Opening a bank account.
5. Permission from HEI.
6. Permission from the Fire Protection Service.
7. Permission from Electricity Supply.
 8. Water and Sewerage Permit.
 9. Decision for the activity depending on the type of goods and services; 
10. Final permit from the Ministry of Interior for site security; 
11. Lease agreement.
 12. Health book of the owner; 
13. Health insurance of employees.
14. Document for social insurance of the personnel.
15. Document for pension insurance.
16. Document for electricity meters (purchase, installation, legalization).
17. Document for water meters (purchase, installation, legalization).
18. Cash register (purchase, focalization, service contract).
19. Registration of the cash register in the tax office.
20. Document for paid taxes and state fees. 
21. Document from the town-planning commission for the respective site.
22. Cash book and certification in the tax office.
23. Head of invoices and head of receipts, certified by the tax office.
The city of Vidin has a total population of 55,790 (2016), 60.59% - of them are in active age; 17.20% - in working capacity; 22.21% - in overtime; 80.87% - live in cities and 19.13% - in villages; The average population density is 760/km2.As an industry, tourism has specific features that distinguish it from other economic and business sectors. Modern business tourism has a diverse significance, which is relevant in all spheres of economic, social, social, and cultural life of the country. Tourism has an immediate direct social role through the implementation of social contacts that inevitably arise between tourists and staff, tourists and locals, service staff and various groups from different countries.
 Recruitment, development, use and management of staff, selection of suppliers that meet the needs of consumers as much as possible, the careful placement of products in a tourist enterprise / regardless of its structure and size / is essential for its existence and development. 
Vidin data was reported at 107.000 Person in 11 May 2020. This records a decrease from the previous number of 124.000 Person for 04 May 2020. Data is reported by National Statistical Institute of Bulgaria. it will not be difficult to hire skilled labor. A competition will be held to select staff to hire qualified staff to satisfy the wishes of the clients to the maximum extent. 

All employees will have to meet the following criteria: Be friendly, welcoming, smiling and patient. To be qualified for the activity, they will have to perform  good communication skills, as well as to integrate skillfully when working in a team. Speaking foreign language will also be required as  our customers are likely to be not only from Bulgaria.
Suppliers Solar panels - "Eco power project", Sofia, GS Str. Rakovski 67. This is the largest company for solar panels, which trades on the Bulgarian market. According to research, their products are of the highest class, offering unsurpassed quality throughout the Balkan Peninsula. For large quantities the company makes discounts of up to 35%.
Beds, tables, chairs, chests of drawers - Furniture House "Mura" Vidin, 46 Panonia Blvd. The company works with quality wood, makes furniture according to individual wishes and offers discounts of up to 30% if an order is made worth more than BGN 10,000. Monoblocks, washbasins, boilers - private company "Banya Fresh", 20 Panonia Blvd. Imposed market leader due to the fact that they work with all companies trading on the Bulgarian market and can offer options to satisfy both parties. the deal. Black and white appliances - "Technopolis", Vidin, May Forest area. The store can offer enough pieces of a product, and also make free delivery, which saves us a significant cost- Mattresses, mattress frames, pillows - "Genomax", warehouse Vidin. The products are our own production, made by the latest technologies in the industry and have the longest warranty available on the market. 15 years for mattresses and mattress frames and 5 years for pillows. Given the quality of the products, the prices are extremely low. Bed linen, towels, soaps, toilet paper, cleaning products - "Metro", Vidin, the outskirts of Vidin. The store offers wholesale goods, which lowers the net value of an individual piece. Over time, the savings saved from the goods will begin to be seen in the profit.



The purpose of distribution channels in the hotel industry is to provide sufficient information to the most suitable clientele for the most appropriate place at the most appropriate time in order to make a purchase decision. 
Channels have two main functions: 
 Information - it must lead the customer to the product through advertising.
 Commercial function - Hotel reservation - bringing the customer to the product. The overnight stay is a consumption, and the reservation is a sale. 
The sales agents we will use are the following: - Airlines - a contract will be signed to regulate the relationship between them and our company. We are talking about a relationship of mutual benefit as the airlines sell accommodation and / or a package of services in the motel “Mounting view ", and we will provide information for booking flights and general advertising activities 
After a detailed acquaintance with the distribution network, the financial condition of the intermediaries and t% commissions accumulate, 
to prevent the so-called Helmet from commissions - excessive accumulation of commissions. Online distribution - the largest
 innovations are in the informative activities that companies perform. Practice shows that the use of online distribution is extremely large, but the process has not covered the hotel industry as a whole. The increase of online reservations is about 18.5% (NSI report) compared to 2018, the revenues of hotels from online "booking" are increasing (internet planning and booking), up to about 30% profit from them is planned for 2019. (looking at the industry as a whole). Extensive markets are being created and there is a tendency to increase. 
Marketing plan
Mountain View Motel is set in a quiet area in Vidin near Danube River, offering a outdoor seasonal swimming pool. All rooms have gorgeous views of the mountains. During the summer, the hotel has a private outdoor pool, with lounge chairs and in the winter, our guests can enjoy the deeply covered streets and mountains with fresh snow. Our clients can also enjoy fishing, as the region is well known as a destination for a fishing holiday.
Our main focus is offering good and quality services to our clients. We want to be known as a peaceful and happy place to stay.
The target group of Mountain View Motel are people 25-60 years and that includes families with small kids, drivers, tired from the road and students .
Offers and Services
The basic package will include bed, breakfast, 24-hour guarded parking, air conditioning, TV, wi-fi. The food is provided by the restaurant "Danube", located on the ground floor of the motel "Mountain view". The relationship will be settled through a written lease agreement. Motel "Mountain View" offers an innovative service for Bulgaria. It consists in the fact that our visitors have the opportunity to sleep in their vehicles in the parking lot, and for their needs, will be built a shared bathroom with 3 separate showers and 3 toilets outside the motel building. This is the first and only such parking lot in Bulgaria. 

Also, at the request of the client we can offer an additional service such as laundry.
By building motel "Mountain view" we invest in something extremely necessary and satisfying to the highest degree the needs of users. Due to the lack of great competition in the area, we can afford low prices for services, while still guaranteeing a 100% return on costs. At the same time, we can afford to maintain the motel and pay salaries on time. Pricing:
Regarding the demand for our services, we can guarantee great interest. The potential clients of “Mountain view" do not have large incomes, which forces us to prepare an affordable price list for them. In this case, the competition does not greatly affect the pricing as the nearest such enterprise is located 20 km west - in the town of Belogradchik.
Choosing a marketing strategy, we focused on "low cost strategy", i.e. low prices => high demand => high market share.
Since the price is equal to the cost + profit, we calculated our prices so that we can cover our costs and have profit. After a detailed study of the prices of motel rooms we came to the following price solution:
Single room - BGN 30 The price includes: bed, TV, breakfast, air conditioning, parking and wi-fi.
Double room - BGN 60 (if rented by one person - BGN 30). The price includes bed, TV, breakfast, air conditioning, parking and wi-fi
Prices of additional services: -night stay in the parking lot (guarded, 24 hours + wi-fi, bathroom and toilet) - with breakfast BGN 25 - without breakfast BGN 15
We will implement our communication plan through:
• Radio - we will buy advertising time in the most listened radio in the region 3 times a day - around noon, in the afternoon, evening prime time.
• Internet
- Motel site
- Banners to other sites
- Page in the social network Facebook
• We will place signposts of the motel in the region within a radius of 10 km every 1000 m.
We will conduct our sales policy in two ways:
•On the spot
•Via Internet:
- A website of the motel will be maintained, where our customers will be able to get information about everything they are interested in, as well as to receive timely answers to questions.
- Banners will be placed on other sites, so we will embed advertising of our motel on other web pages.
- A Facebook page where users who have taken advantage of our services will be able to share their opinion.




SWOT analysis
	Strengths
Favorable geographical location.
Highly qualified staff.
Quality services.
High standard of service.
Loyalty to customers.
Understanding and perseverance towards.
Suppliers
	Weaknesses
Need to improve the qualification of some
staff.
Poor development of the region.
Difficulties from the economic situation of the
region - most specialists are reoriented in
more developed areas

	Opportunities

Opportunity to attract foreign passengers.
Opportunity for expansion.
Organizing training courses for staff.
	Threats

Lack of interest.
Lack of a sufficiently large flow of
passengers.
Possible future competition.







The SWOT analysis of the company shows us that the strengths prevail over the weaknesses, but there are also threats that are difficult to predict and control. Eventually, after a year, when all the costs are recouped and we start working for more profit, we could take advantage of our opportunity to grow. At an earlier stage, we only have the opportunity to expand the range of services offered.





Market research - analysis of survey results

For the needs of Motel Mountain view a survey was conducted among 100 people in order to segment and position the hotel product on the market to determine our target market to which our efforts should be directed.




[image: ]
To the question What is your income? 49% of the respondents answer between BGN 700 and 900, 29% receive a salary over BGN 700, and the remaining 22% receive from BGN 510 (minimum wage, effective from 01.01.2019) to BGN 700. From these results we can conclude that the prices of the hotel services we will offer are in line with the income of the population.


[image: ]

The second question from our survey is related to the age of our potential customers. A total of 68% are of working age and are financially independent. This means that they will be able to take advantage of our services at any time convenient for them. 12% of respondents are under 25 years old years, most of whom are learners. This implies that their time and financial resources are limited. The remaining 20% are over the age of 60 and long-distance travel requiring a short stay is insignificant or non-existent.

[image: ]

To the question Have you used the services of a motel?&quot; 72% of respondents answered positively. This means that people know this type of service and are willing to take advantage of it. Only 28% have not spent the night in a motel, but in the last 10 years this type of business has grown to a great extent, is becoming more and more popular on the world market and is constantly attracting new customers.
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The question What type of room do you prefer? is set in order to optimally use the space to meet the needs of the customers. 72% of respondents prefer the privacy of single rooms. The remaining 28% prefer a room with two beds, which lead to the decision of the motel Mountain view to offer our guests both single and double rooms, as 12 of the 18 rooms have a capacity of 2 beds.
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The purpose of the question How often do you go on the route Vidin-Calafat? Is to determine the flow of potential customers. The mass part of the respondents (56%) crosses this road artery every week, 4% are in the district every day (in a certain annual period), 30% - every month, and the remaining 10% - once a year. Based on these statistics, the location of the motel Mountain view is extremely strategic and we will enjoy the interest of travele
[image: ]

For the interests of our company, we need to know how many of our travelers must spend the night in Vidin region, as well as how often. It became clear that 51% of respondents must spend the night in the area every week, 4% - every day (at certain times of the year), and 34% spend the night there every month. Only 11% spend the night in Vidin from 1 to 5 times a year.
[image: ]
We asked this question in order to find out how much we could count on regular customers and how much on potential customers passing by. Most respondents (38%) spend the night in motels once a week, and 40% even more often. 5% of respondents must use motels several times a month. Only 13% rarely use this type of service, and 4% only exceptionally. These statistics suggest that we could rely on regular customers.
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The question what is your field of work gives us information about the most likely group of people who could use our services to focus their efforts mainly on them It became clear that 51% of respondents work in the field of transport services, 8% are engaged in construction, and the remaining 41% are  employed in restaurants, entertainment business, large-scale and light industry and others. It is most likely that people employed in the field of the transport services, as this is a very tiring activity that requires rest and concentration. 


From another point of view, there are many restrictions on the European road network for the movement of large vehicles. From 12.04.2007 The new Regulation 561/2006 of the European Parliament of 15 March 2006 on driving in the EU is in force. It indicates driving hours and rest periods. The working day is 13 hours, it is considered to have started from the first movement of the truck during the day. Working hours are calculated every two weeks and are 90 hours (driving hours). The maximum driving time per day is 9 hours, it can exceed 3 times in 2 weeks at 10 hours. The break is a minimum of 11 hours, and has the right at the beginning of the week 2 times to be reduced to 9 hours. The weekly rest is 45 hours and has the right to be reduced to 24 hours, provided that the vehicle is within Bulgaria, and the remaining hours are compensated next week. 45-minute breaks are taken at breaks of no more than 4 and a half hours of driving.
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We asked this question to find out how much people are willing to spend for a night in a motel and accordingly to adjust prices to their solvency. 13% of the respondents are ready to set aside up to BGN 20. For such an amount we could not offer our guests holiday services corresponding to the category of 4 stars (****) under the Ordinance for categorization of tourist sites 32% would give between BGN 21 and 30, and 22% - from BGN 31 to 40. From these results it follows that our prices are in line with the capabilities of the mass population. + Only 8% would set aside a higher amount at the expense of comfort and cosines. This is a very low percentage, and it would not be wise to include prices for such a small group of people.

After a thorough market research, we found that people are familiar with this type of service and prefer them to expensive hotel products. Our efforts will be focused on people from active working age, especially those working in the field of road transport services. Our prices are the same level with the solvency of the population, our services are widely available and will satisfy the needs of potential consumers as much as possible. The mission of our motel is to increase sales of a tourist product (excellent quality, good advertising and attractive packages), to meet the need and the requirements of our guests: price-quality, the use of efficient hotel base. Every year the data on the level of the economy, the technologies must be analyzed and updated, the changes that will take place must be forecasted and the company adaptation must be determined, and the risk changes must be taken into account. The company needs to pay more attention to product promotion and sales promotion. 
The way of choosing the product is also very important.  What is the motivation of the buyer.  For this it is necessary for the company to develop a successful promotional strategy in the future.

Market Audit
1 External Environment Analysis- PESTLE
The hotel industry also termed as the hospitality industry offers a wide range of services and caters to the huge population. These services have catered and benefited every individual not only in case of tourism but also guide the travellers in that stipulated area.
Political factors: The political strength of the country is very strong and is of utter significance to the economy of the country. However, in recent times there have been a lot of conflicts and issues faced by the tourism sector due to recent PANDEMIC. With the rise of this present condition, the population has been divided. These rules and regulations set by the government influence and leave an impact on the economy of the country. Hotel industry ends up paying more tax to the government due to these tourism laws as the government is more open towards these laws. The hotel industry operates in a mediocre manner in the areas where there is a conflict. In the age of globalisation, the hotel industry is flourishing tremendously. The governments usually operate with policies that are hotel friendly and benefit the tourism sector. In recent times, the hotel industry is posing a continuous threat from the increase in terrorist attacks in premium hotels. This issue needs to be particularly addressed by the government and needs to be immediately taken care off globally. Apart from this, the other two factors that enable the growth of the hotel industries are the warm political nature of the country along with the open borders (Frue, 2018).
Economic factors: Any sudden and drastic change in the economy majorly leaves an impact on the hotel and tourism industry. As the huge part of this sector consists of premium hotels and services, the economic conditions such as stagnation, expansion and economic breakdowns immensely affect the people's capability to afford these expensive services. Although the past recession in 2008 has put the economic conditions of the Bulgaria in drastic conditions. As a report suggests, the inflation rate of the economic condition as of September 2019 is 1.7%. However, there has been a noticeable rise in the economic condition to 3.1% in the month of November. This leads to a higher demand of the hotel sector and imparts in the GDP of the country enabling the welfare of the country .Social factors: There has been a noticeable increase of the travel and tourism sector due to the high sense of travelling amongst the current generation. The main reason that leads to the heavy demands of the hotel industry is the increase in expenditure capabilities of the current generation. The hotel industry has become more open and welcomes different classes of people from different ethnicity, religion and caste as the population of the Bulgaria is multicultural (Ward and Sykes, 2020). The government has also implemented policies and legal measures that prohibit discrimination in this sector. The hotel industry further attracts their target audiences and their customer base by providing those discounts and coupons that makes their stay more comfortable and luxurious.
Technological factor: The Bulgarian economy is hugely benefited by the technology sector. The travel and tourism sector of the economy has also made use of technology in a huge manner. The technologies used in the hotel industry mainly provide high levels of security and comfort to the customers (Shaw, 2020). The most common forms of technologies used in the hotels are the Wi-Fi services, intercoms, lifts and many more that focus on the comfortable stay of the guests. The business opportunity in  Bulgaria has also increased due to the advancement of these technological innovations. These technological advancements have made it easier to book the hotels and other facilities provided by the travel sector with the help of a third party app. 


Legal factors: The legal factors of the Bulgaria play a significant role in the growth and development of the hotel and travel industry. Under the legal factors comes the Employment Act 1966 that is being formulated by the government to protect the rights of their employees. The elements that are legally protected and fall under the Employment Act are Maternity and paternity leave, holiday pay, minimum wage, sick leave and many other rights (Marketline, 2019). The discrimination laws further benefits the tourists and visitors by protecting their rights. In order to enhance the working of the economy, the government has offered deductions in taxes to the hotel industry. 
The other compliances that need to be addressed by all the hotels are health and safety laws. The hotel is progressing in terms of their security matters and identification of the guests before allowing them inside their premises to use their facilities. 
Environmental factors: The negative impact left caused by the political and economic factors affects the environment of the country. The government is however trying to strive to resolve all these issues by initiating methods in order to spread awareness within the population and terminate the negative impact caused to the growth of the economy on the environment. Apart from that the drastic weather conditions of some countries make it difficult for the hotel industry to flourish in those areas. 
The travelers face adverse effects from these weather concerns thus putting the hotels under a lot of pressure. The government and the environment activists are trying to make sure that the hotel industry consumes minimal usage of carbon dioxide. The uses of biodegradable products are being encouraged in these sectors in order to control the crisis caused by the adverse climatic conditions. There is a frequent downfall in the hotels that are persistently using the non-biodegradable products.
2 Competitive Analysis- PORTER’s five forces
Threat of new entrants: Bulgaria has many hotels including the 3stars, 4stars and 5stars across the hotel industry which are significantly dominated by the competitor hotels such as the international hotels established by the large companies. Hence, the chances of the new entrants who are willing to enter the hotel industry in Bulgaria is very difficult (Porter’s Five Forces Model of Hotel Industry|Porter Analysis, 2017). The new entrants would need a large sum of the amount as a capital and the initial investment money to create the image of the hotels against the ones that already exist and are highly rated. Bargaining Power of Suppliers: The power of bargaining of the suppliers within the industry is very weak. As the hotel industry focuses on primarily providing their customers with the services to satisfy their needs, a great deal of workforce is required in order to carry out their businesses and thus facilitating services to their customers. The daily operations are required to be carried out by these staff. They are paid on a monthly basis along with a bonus every year. They can also negotiate their salary with the higher authority and can resign the position if their needs are not met.
Bargaining Power of Customers: The bargaining power of the customers is proportional to the high number of hotels and competitors. Supposedly a location has ten hotels; the customer has the option to clarify the price of the hotels in that area thus leaving the individual a number of options to choose from (Jgbm.org, 2020). Whereas, if there is only one resort in a given area, the guests do not have the option to choose from. So, it totally depends on the location of the hotels too.
More competition in a given area increases the power of bargaining of the customers. This provides them to further compare the existing hotels in that area and a wide range of choice to choose from.
Threat of substitutes: The hotel industry faces a huge threat of being substituted by the small family hotels and private apartments. With the higher changing demands of the customers, these have become way more popular and acceptable as a comfortable stay for the current generations. The family hotels and the private apartments industry do not need an investment of a huge capital and high budget in order to run its business. It believes in providing the travellers with a comfortable and clean stay for the night with an affordable price. This serves best for the group of travellers that have a tight budget and are looking for a shelter to just spend the night (Varelas, 2020). 




Competitive rivalry: The rivalry in the hotel industry is quite high due to the differentiation of the products and the costs of switching are very low. It can also be said that the rate at which the business is growing is far lower than the required growth rate of the industry (Bayt.com, 2020). In these types of industries where there is a huge competition and high costs of the capital, there is a simultaneous pressure of selling the products and services to maintain the high capacity.
Target Market
 Definition of Target Market
Target market is considered as the group of customers which is addressed by companies in order to ensure effective sales of services or products. This same group includes individuals on the basis of whom the companies design and develop their marketing efforts (Kenton, 2020). Target market is regarded as an essential part of the entire market within which the companies are operating. Consumers who make up the target market share same features and characteristics. These features are categorized as buying power, incomes, demographics and geography. Without target marketing it is not possible to attain expected level of promotions and sales. Target marketing is all about understanding and researching needs, interests and hobbies of the customers. The owner of Mountain View Motel is looking forward to start and expand 

their family business across Bulgaria. The primary aim of the motel is to provide the travelers with the rich experience of the motel stay. In order to achieve this goal Mountain View needs to better identify and point out the target market which will prove to be effective for the growth and further expansion of the business.
SWOT Analysis of Mountain View Motel
The SWOT of the motel will describe the strengths, weaknesses, opportunities and threats that will be possessed by outside factors to the business. The following points will efficiently describe all the factors.
Strengths: The limited competition in the mountainous area can be beneficial for the owner. The gross margin will be high as compared to regular hotels. Also, there is a lower risk of failure as a startup.
Weaknesses: Competitors in the region can offer same products at lower prices. The start-up cost will be higher for the owner. Also, the cost of transportation will be higher in the region.
Opportunities: Creating relations with local vendors will be beneficial in sustainability. Additional stores can be developed for gain more revenue out of the hotel.
Threats: Frequent change in local regulations can impact the hotel’s business. The similar products sold by the competitors can affect negative to this hotel’s business.
Importance of Target Market Analysis
Identification of the target market is an important step in case of an organization or company with respect to designing and implementation of any business plan. Instead of focusing on a wide customer base it is important for businesses to start from a niche market segment. Mountain View is looking forward to spread its family business in Bulgaria and for that it is necessary for the owner to first target a small and potential sector of such a large market (Businesswire.com, 2019). Target market analysis assists the small businesses to enhance their customer base gradually by taking into account proper segmentation and understanding of the demands and preferences of the customers. Target market analysis has various benefits which must be reviewed for supporting the business goals of the Mountain View. Firstly, such analysis results in reaching the right individuals or audience. Focusing on the wrong section of the market will result in loss of resources and marketing budget for the motel. Pointing out of the right customers will ensure better personalization of the products and services as well as promoting techniques. Secondly, target market analysis contributes towards addressing small segments of the market (Dolnicar et al., 2018). This can be gradually increased with time. Thirdly, conduction of proper research about the customer features and other characteristics results in adoption of cost effective business strategies. Selection of promotion channels, products, services and business location all depends on customer research. Target market analysis covers all of these requirements and enhances the ROI values. 
From the above benefits certain inferences can be drawn. Starting from a niche market will support the business of the Mountain View and help it to gradually increase the customer base in Bulgaria. Research on customers will help the motel owner to understand what kind of hotel services and comforts can be served to the Bulgarian people. Identification of this aspect will pave the way for the business to gain popularity. Targeting a potential market is important for the Mountain View because it will help in making the business sustainable by preventing improper investment of time and money.

Analysis of the Target Market for the Mountain View
Target market is generally determined on the basis of the analysis of the demographics, geographic, psychographics and behavioral aspects of the customers. Demographics include the gender, age, religion, income, education, family size, ethnicity and beliefs of the customers (Dolnicar et al., 2018). Depending on the understanding of these aspects the preferences and tastes of different sections of customers can be recognized.
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Figure 1: Frequency of people visiting Bulgaria on a travel purpose
Source: (Statista, 2020)
The above chart reflects the frequency of visits an individual makes to Bulgaria for travel purpose. In case of individuals travelling once every year to the Bulgaria is approximately 20% of the entire population. The 

percentage of visits that is more than once, supposedly two times in the year is almost similar to the percentage of the people visiting Bulgaria for one time. However, there are a slightly lesser percentage of people travelling to Bulgaria for three times in the year (Statista, 2020). Although, there are people who visits Bulgaria for more than three times in the year.
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Figure 2: The frequency of Bulgarian people checking in the motels on a travel purpose.
Source: (Statista, 2020)
From the perspective of age in the above chart it is observable that majority of the customers loves travelling and therefore prefer a premium base hotel services in Bulgaria. In case of any festival or occasion customers of all age ranges are seemed to be travelling and spending some quality time with their near and dear ones. Three reasons have been identified behind this increase of visits of the mid age to old age people to the hotels. As per ONS (Office for National Statistics)

 data between 2011 and 2016 the number of people ranging between 55 years and above has increased by 8.2%. It has been predicted that this percentage will again become 9.9% by 2021 (Ahdb.org.com, 2018). The baby boomers newly joining the aged people group are not giving up their habit of travelling outside for just enjoyment factor. The third reason is adequate disposable incomes. All these reasons are driving the baby boomers to pay more than usual visits to the hotels and motels.
Besides the spending ability of the customers above 65 years, it has been observed that individuals between 16 and 24 years also spend the most of their time convincing their working parents to take them on a trip. According to the reports, youngsters hardly spend time with their parents as their parents are either busy with their work or the students are busy doing their studies or parties. These individuals hardly get time to do their own household stuffs, let alone take out time for taking their kids outside on a trip. Though this section of the customer market earns the least when compared with adults and baby boomers but still they spend on an average 19.61BG for availing take-away services. Young generation have been observed to spend  56.78BGN for eating out at restaurants and cafes in comparison to adults spending 32.37BGN as there is no one to cook for them at their own houses as their parents are busy working. 


In the financial year 2015-16, ONS reports show that Bulgarian households have spend more than 45BGN per week on hotel stays and dining out. The spending on quick service restaurants rose by 34% and on traditional restaurants it went up by 11.9%. Even after the scenario of Covide-19 pandemic, clubs, bars and pubs have experienced up to 8.7% growth in spending by the Bulgarian people. Fast food restaurants and takeaways experienced a rise up to 11.4% in spending capacity of the customers. This shows that data collected segments the people of  Bulgaria into several categories and showcases the percentage of their income they spent on several aspects. With respect to locations it has been identified that most of the cities across Bulgaria are famous for their number of visitors from inside and outside the country. Sofia is considered to be the hub of many famous Universities, Institutions, offices and tourist destinations. Therefore, it is one of the most preferred locations for opening up motels, hotels and further expanding their businesses. The next famous location is Plovdiv which is known for its relaxed suburbs and cultural heritage. This is the second most preferred location for the visitors. Varna is another location which is famous for its seaside, organic farms and artisan cheese makers. The locally sourced raw materials and ingredients are too going to be ignored by the restaurant owners. Some of the other destinations which are famous for their food culture, farms, visitors, tourist destinations, etc, are Burgas, Veliko Tarnovo, Bansko and Velingrad.


 Recommended Target Market for Mountain View based on Analysis
Depending on the above analysis of the target market of Bulgaria it can be said that Mountain View motel has a lucrative market segment to address. From the perspective of age group the most suitable customers for the travelling purposes are from the age group of 25 to 50 years and 55 years and above. By targeting these two sectors the Mountain View will be able to spread the essence of traditional and emotional touch by their services in the hotel. With respect to disposable income again the young adult section and old age group are proving to be promising customers for these motels. Due to busy schedule and lack of family time throughout the entire year, these people wait to crave for some quality time with their near ones. Old age group on the other hand spends a suitable portion of their pension in enjoying the company of near ones. Regarding locations besides Vidin there are many promising cities in Bulgaria which are capable of meeting the needs of expanding their family motel business.Therefore, it is recommendable for Mountain View Motels to focus on the young adults, mid aged, old aged and baby boomers for designing and implementing their business plans. The marketing strategies, menu, restaurant ambience, staff, etc. are required to be arranged as per the preference of this section of customers in 

these hotels as they need to look for satisfying the requirements of the customers.
Management Team

Manager-HR
Administrator
Accountant 
Security
Housekeeper
Motel "Mountain View" is a 24-hour service, which is located on the international road "E79".  “Mountain View” Ltd, a limited liability company, a preferred legal form for small and medium businesses. It is formed by five members who are, Yana Asenova, Joshim Chaudhry, FIlipka Filopova, Ivan Do Amaral and Marina Metodieva. 
The members are responsible for the obligation of the company with their share contributions in the capital. As all five partners participate with a certain amount of the share contribution, they do not bear personal responsibility. 

Limited liability has several advantages:
 -minimising personal liability 
 - tax efficient 
 -separate entity
-ability to deduct losses


Disadvantages:
 - double taxation as a capital company
- strict requirements for the establishment of the company and change of the initial capital
Motel "Mountain view" Ltd. was established after entry in the commercial register. The company contract is signed by the partners and notarized. According to the requirements for registration of a limited liability company in the commercial register, in addition to providing the contract to each partner, he must have paid at least 1/3 of the subscribed capital, which must represent at least 70% of the subscribed capital. These requirements are met.
We are a limited liability company which gives us a great flexibility in managing the company.
“Every hotel, whether it’s big or small, needs an organisational structure to carry out its daily operations. It is used to help divide tasks, specify the job for each department, and delegate authority within and among departments.”
As motel “Mountain View” is new we decided to use a flat organizational structure which will allow each employee to have their own responsibility as it will eliminate excessive management. The motel consists of 15 staff members, this is including the manager who takes care of the companies' daily operations. According to the Labour Code, employees will follow the following schedule: 2 working days – 2 days off, with 12-hour shifts. Preference will be given to those who have experience in the profession and knowledge of foreign languages.

The manager is the person who settles all administrative matters relating to the enterprise. In addition, his responsibilities include controlling cash flows to and from the company, as well as settling additional and / or extraordinary issues.
The accountant who oversees the hotels financial expenditures and helps with budgeting for future cost plans. Accountant is the person who will settle financial and accounting issues. Due to the nature of their work, they are required to be present during the working week on a full-time basis (8 hours).
The hotel administrators/ receptionists are responsible for the reception of the guests as well as internal communications of the hotel's services. A total of four administrators will take care of comfort, accommodation, as well as the stay and departure of guests in the motel "Mountain view".  
The security guards who are required to maintain order in the hotel and the hotels 24-hour parking lot. The responsibilities include maintaining order on the motel grounds, as well as in the event of an unforeseen situations. To be able to respond adequately and solve problems as quick and efficiently as possible. On each last day of the working month schedule a Rota is planned for the security guards for the following month.
Housekeepers a total of four maids will be hired at Motel E79. Their responsibilities include maintaining a high level of hygiene throughout the motel. The housekeeping, whose duties include cleanliness throughout the complex in order to optimally satisfy customer's needs. 
For the hotel to run smoothly each member of staff needs to work as a team to meet work requirements.






Financial plan of Mountain View


Introduction￼
Financial plan refers to the overview of the business performance and growth opportunity of the business (Dintenfass et al., 2016). It is developed, by considering the financial health of the business. It is an integral part of the business of Mountain View because it showcases financial status of the business, which is important for understanding the earning of the organization. It supports creating developing strategy of the business through understanding long-term and short-term financial goals. It supports creating realistic targets regarding the business for ensuring growth of Mountain View hotel. Financial plan is developed in order to attract investors.
Income Statement 
Income statement indicates the profit or loss of the company for a particular period of time and it is calculated by considering all the revenues and all the expenses of the company including both operating and non-operating cost (Aini et al., 2019). It is one of the core financial statements so it is an integral part of the financial plan. Operating cost refers to the expenses which are directly associated with daily expenses of the business in order to administrate and maintain

 the business operations. In the case of Mountain View the operating expenses are pay roll of administrators, managers, accountant, housekeeping, security, electricity, Internet, landline, water, credit and cleaning product. 
The income statement of Mountain View also includes Undistributed expenses refers to the cost which are not categorized as operating expense or fixed cost. It can be assigned to majorly administration and general, sales and marketing, information and telecommunication and property and maintenance as their expenses is not profit related but their cost cannot be overlooked while developing the financial plan. The undistributed cost of Mountain View falls under the category of property and maintenance as it spends on building rejuvenation (Aryati, 2016).
Fixed cost of the business refers to the expenditures which does not change with decrease or increase in the volume of goods or services produced. Mountain View needs to make the payment irrespective of its total produced services (Huang, 2019). The fixed cost of the hotel includes registration cost of electricity meter, cash register, water meter, heating system, registration cost, solar system and insurance. Expenditure on lobby equipment, room furniture, reception furniture and evacuation, infrastructure and housekeeping office furniture is also part of the fixed expenditure of the company.



	Realistic Income Statement
	 
	 
	 

	Particulars 
	 
	 
	Amount 

	Total Revenue
	Own Capital and loan
	 
	75000

	 
	 
	 
	 

	Add: Operating Income 
	Rooms 
	Single 
	64,800

	 
	 
	Double
	2,59,200

	 
	 
	Total Room Revenue
	3,24,000

	 
	
	
	 

	 
	Parking Stay
	With Breakfast
	300

	 
	 
	Without Breakfast
	180

	 
	 
	Total Parking stay Revenue
	480

	 
	
	
	 

	 
	Other Department
	Vending Machine
	840

	 
	 
	Coffee Machine
	840

	 
	 
	Total Other Department Revenue
	1680

	 
	
	
	 

	 
	Gross Income
	 
	4,01,160

	 
	 
	 
	 

	Operating Expenses
	Rooms
	Internet
	60

	 
	 
	Electricity
	200

	 
	 
	Water
	70

	 
	 
	Landline
	90

	 
	 
	Cleaning Product
	70

	 
	 
	Credit
	843.86

	 
	 
	Total Rooms Expense
	1333.86

	 
	
	
	 

	 
	Salary
	Manager and Accountant 
	2138

	 
	 
	Administration
	2500

	 
	 
	Housekeeping
	1900

	 
	 
	Security
	1900

	 
	 
	Total Salary
	8438

	 
	
	
	 

	 
	Total Operating Expense
	 
	9771.86

	 
	
	
	 

	Undistributed Operating Expense
	Building Rejuvenating 
	Building Rejuvenating 
	15,000

	 
	
	
	 

	Fixed Expense
	Registration Cost
	Water Meter
	40.00

	 
	 
	Electricity Meter
	50

	 
	 
	Cash register
	90

	 
	 
	Registration Cost
	2800

	 
	 
	Heating System
	13000

	 
	 
	Solar System 
	4500

	 
	 
	Insurance
	346.8

	 
	 
	Total Registration Cost
	20,826.80

	 
	
	
	 

	 
	Lobby Equipment 
	Arm chair 
	208

	 
	 
	Coffee Table
	49.1

	 
	 
	Television
	460

	 
	 
	Ashtray
	48

	 
	 
	Shoe Shine Machine
	650

	 
	 
	Total Lobby Equipment Expense
	1415.1

	 
	
	
	 

	 
	Furniture Reception and Evacuation
	Lock
	112

	 
	 
	Office desk
	110

	 
	 
	Office chair
	106

	 
	 
	Cabinet
	68

	 
	 
	Safe
	980

	 
	 
	Computer
	1116

	 
	 
	Clock
	49.5

	 
	 
	Fire extinguisher 
	260

	 
	 
	Evacuation Plan
	48

	 
	 
	Evacuation Sighs
	100

	 
	 
	Total Furniture and Evacuation Cost
	2949.5

	 
	
	
	 

	 
	Room Furniture
	Bed
	2280

	 
	 
	Mattress
	3648

	 
	 
	Air conditioner
	2700

	 
	 
	Mirrors
	810

	 
	 
	Nightstand 
	1008

	 
	 
	Bin
	48.6

	 
	 
	Thick Curtain
	450

	 
	 
	Thin Curtain
	342

	 
	 
	Tv
	1620

	 
	 
	Vase
	46.8

	 
	 
	Canvas
	144

	 
	 
	Astray 
	18

	 
	 
	Bed covers
	192

	 
	 
	Pillow
	576

	 
	 
	Cushion
	244.8

	 
	 
	Blanket
	1872

	 
	 
	Bedding 
	1800

	 
	 
	Wall hangers
	15

	 
	 
	Wardrobe 
	2340

	 
	 
	Showers
	454

	 
	 
	Shower curtain
	77.4

	 
	 
	Wall lights 
	122.4

	 
	 
	Towel
	430

	 
	 
	Towel Hangers 
	52

	 
	 
	Sink
	954

	 
	 
	Toilet 
	2160

	 
	 
	Boiler 
	3150

	 
	 
	Toothbrush Holder
	70

	 
	 
	Toilet Paper holder
	65

	 
	 
	Soap Holder
	65

	 
	 
	Total Room Furniture Cost
	27755

	 
	
	
	 

	 
	Housekeeping Office Furniture
	Table
	50

	 
	 
	Lockers
	240

	 
	 
	Armchair
	208

	 
	 
	Bathroom
	1800

	 
	 
	Income phone
	13.7

	 
	 
	Trolley
	378

	 
	 
	Cupboard
	320

	 
	 
	Hoover
	280

	 
	 
	Racks
	133

	 
	 
	Ironing Board
	40

	 
	 
	Laundry Basket
	54

	 
	 
	Washing machine
	1200

	 
	 
	Total Housekeeper's office furniture
	4716.7

	 
	
	
	 

	 
	Infrastructure 
	Landscaping
	2100

	 
	 
	Fire System
	795

	 
	 
	Building Parking
	3200

	 
	 
	Total Infrastructure 
	6095

	 
	
	
	 

	 
	Total Fixed Cost
	 
	63,758.10

	 
	
	
	 

	Total Expenditure
	 
	 
	88,529.96

	 
	
	
	 

	Net Income 
	 
	 
	3,12,630.04



Table 1: realistic Income Statement of Mountain View
(Source: created by learner)

The above income statement is developed through considering realistic option of income of Mountain View as the hotel consists of a total of 12 double and 6 single rooms at BGN 60 and BGN 30 respectively and it assumes the occupancy rate will be 100%. Then the organization can earn BGN 3,12,630.04 as its profit.
Optimistic Income
	Optimistic Income 
	 
	 
	 

	Particulars 
	 
	 
	Amount 

	Total Revenue
	Own Capital and loan
	 
	75000

	 
	 
	 
	 

	Add: Operating Income 
	Rooms 
	Single 
	86,400

	 
	 
	Double
	3,45,600

	 
	 
	Total Room Revenue
	4,32,000

	 
	
	
	 

	 
	Parking Stay
	With Breakfast
	300

	 
	 
	Without Breakfast
	180

	 
	 
	Total Parking stay Revenue
	480

	 
	
	
	 

	 
	Other Department
	Vending Machine
	840

	 
	 
	Coffee Machine
	840

	 
	 
	Total Other Department Revenue
	1680

	 
	 
	 
	 

	 
	Gross Income
	 
	5,09,160

	 
	
	
	 

	Less: Total Expenditure
	 
	 
	88,529.96

	 
	
	
	 

	Net Income
	 
	 
	4,20,630.04


Table 2: Optimistic Income
(source: created by learner)
The business of the hotel does not remain stagnant over the year it largely depends on the season as there is a peak season for the hotel business. In the case of Mountain View the winter temperature is favourable for the business as it is located in North West part of Bulgaria. The winter temperature is appropriate for spending on solar panels. The business of the hotel largely depends on the tourism sector. Thus, the financial plan must consider an optimistic view when the annual income can increase due to favourable climate or environmental condition. The optimistic view indicates the price of single and double rooms at mountain View is BGN 40 and BGN 80 respectively. The calculation considers 100% occupancy rate that makes the organization receive BGN 4,32,000 for a year. Further, the calculation also considers that the visitors makes 100% advantage of parking stay along with vending machines and coffee machines which makes the gross income BGN 5,09,160. 
The optimistic view increases the overall net income of the hotel as net income becomes BGN 4,20,630.04 from BGN 3,12,630.04 in realistic point of view. The net income is calculated keeping the total expenditure unchanged from the income statement.
Pessimistic Income

	Pessimistic Income 
	 
	 
	 

	Particulars 
	 
	 
	Amount 

	Total Revenue
	Own Capital and loan
	 
	75000

	 
	 
	 
	 

	Add: Operating Income 
	Rooms 
	Single 
	54,000

	 
	 
	Double
	2,16,000

	 
	 
	Total Room Revenue
	2,70,000

	 
	
	
	 

	 
	Parking Stay
	With Breakfast
	300

	 
	 
	Without Breakfast
	180

	 
	 
	Total Parking stay Revenue
	480

	 
	
	
	 

	 
	Other Department
	Vending Machine
	840

	 
	 
	Coffee Machine
	840

	 
	 
	Total Other Department Revenue
	1680

	 
	 
	 
	 

	 
	Gross Income
	 
	3,47,160

	 
	
	
	 

	Less: Total Expenditure
	 
	 
	88,529.96

	 
	
	
	 

	Net Income
	 
	 
	2,58,630.04











Table 3: Pessimistic Income
(Source: created by learner)

Further, the pessimistic point of view of income is developed considering fall in income of Mountain View from realistic level. It is important to determine in order to understand the income level of the hotel for unfavourable conditions as it helps to determine the price of the room services at a lower level (Suzuki, 2019). Thus, pessimistic view considers the price of the single and double rooms at BGN 25 and BGN 50 respectively. It also considers the occupancy rate at 100%, thus the income from the room stands at BGN 270,000. It also considers visitors took 100% advantages of parking stay, coffee machines and vending machines. The net income of Mountain View reduced to BGN 2,58,630.04 from BGN 3,12,630.04 is a realistic point of view. The net income of the pessimistic view is calculated keeping the expenditure same as the realistic income statement. Therefore, the expected net income of the hotel business of Mountain View can be presented in three aspects including realistic view, optimistic view and pessimistic view.




Break-even Analysis

Break-even analysis refers to the point when the business cost is equal to the total revenue of the business. It is beneficial to understand the minimum level of sales in order to overcome all the cost of the hotel (Kucharski and Wywiał, (2019). It enables the organization to determine the minimum level of required sales by the organization. It is difficult to calculate for the services of Mountain View because the income includes sales of room service, parking lot, coffee machines and vending machines.However, the service related to different fixed cost and variable cost so the organization, can determine the minimum level of its service sell in order to gain profit (Capocchi,) (2019). 
The first step of break-even analysis to calculate the fixed cost of Mountain View for each sold hotel room (Sánchez-Pérez et al., 2019). The total fixed cost of the hotel is BGN 78,758.10 including undistributed cost. The hotel has total 18 rooms, so fixed cost per room stands at BGN 4375.45. The fixed cost considers all the expenses, which does not vary whether the income is optimistic, pessimistic or realistic. The second step of break-even analysis to calculate the variable cost of Mountain View for each sold hotel room (Nocera et al., 2019). The total variable cost of the hotel is BGN 9771.86. Thus, the variable cost per sold room of the hotel stands at BGN 542.88.  The third step is calculating sales price per unit. Then, there are three sales prices for Mountain View from realistic, pessimistic and optimistic point of view, which totals BGN 24,000 BGN 15,000 and BGN 18,000 respectively. The calculation of sales per unit is shown below.


	
	Optimistic 
	Pessimistic 
	Realistic 

	Total Sales 
	4,32,000
	2,70,000
	3,24,000

	total rooms
	18
	18
	18

	Sales per unit
	24000
	15000
	18000



Table 4: Sales per unit
      (source: created by learner)
Break-even point calculation
	
	Optimistic 
	Pessimistic 
	Realistic 

	Sales per unit (P)
	24000
	15000
	18000

	Fixed Cost (FC)
	4375.45
	4375.45
	4375.45

	Variable Cost (VC)
	542.88
	542.88
	542.88

	 
	 
	 
	 

	Contribution Per Unit (P-VC) 
	23457.12
	14457.12
	17457.12

	 
	 
	 
	 

	Break even quantity [FC/(P-VC)]
	0.186529719
	0.3026502
	0.250639854





Table 5: Break-even point calculation
(Source: created by learner)
Therefore,break-even point reflects highest quantity of sales required in case on pessimistic income as sales per unit is lowest in pessimistic point of view. Then optimistic view reflects lowest amount of break-even quantity in order to cover all the costs.
Cash flow statement

Cash-flow statement indicates the cash inflow and cash outflow of the Mountain View and helps to determine how the organization manages cash of the business (Alvarez-Ferrer et al., 2018). The cash flow statement includes three major activities operating, investing and financing activities.





	Cash Flow Statement
	 
	 

	Operating Activities
	 
	Amount 

	 
	 
	 

	Sales Receipt 
	 
	326160

	Payment for employees
	 
	(8438)

	Payment for rooms
	 
	(1333.86)

	Net cash flow from operating activities
	 
	316388.1

	 
	 
	 

	Investing activities
	 
	 

	Purchasing furniture
	 
	(42931.3)

	expenses on registration 
	 
	(20826.8)

	building rejuvenation 
	 
	(15000)

	Net cash flow investing activities
	 
	(78758.1)

	 
	 
	 

	Financing Activities
	 
	 

	Loan
	 
	30000

	Net Cash Flow from financing activities
	 
	30,000

	 
	 
	 

	Net increase (decrease in cash)
	 
	2,67,630

	cash at the beginning of the year
	 
	45,000

	Cash at the ending of the year
	 
	3,12,630





Table 6: Cash flow statement
(Source: created by learner)
The cash flow statement of Mountain View reflects the organization has positive cash flow as the organization has total BGN 3,12,630 cash at the end of the year considering the sales of realistic point of view. Thus, in case of optimistic and pessimistic point of view the cash at the end of the year stands at BGN 4,20,630 and BGN 2,58,630 respectively.
Conclusion
 
The financial plan shows that three perspective of earning for Mountain View and three perspective develops positive cash flow in the business. The pessimistic one requires maximum amount of sales volume in order to over come the entire business cost whereas the optimistic perspective requires less amount of sales volume as per break-even analysis.

“Mountain view” we believe that the success of each organization is built by many people, believing and working for the same cause. We put our customers first, striving to satisfy even the most refined taste by reaching the limit of quality service at affordable prices. We believe in the sentence that to succeed in great competition you need to offer more efficiently, faster and cheaper. We create an honest profit for us as a owners and try to reward the efforts of our staff. Our mission is to be not just a four-star motel, but a place of residence, entertainment and business of a new type, in which the quality of work, expedience, good organization, attention and respect for guests and staff, as well as the perfection of results are basic principles.
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