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1. Business Name
Casa Nana (Nana House) is a small residential care home providing care for up to 12 clients.
Casa Nana, has the full services of care, including 24-hour nursing, social activities. Casa Nana is aimed at offering not only a place to live in but a home, a home where elderly people would feel respected, loved, and taken care of.
2. Story
Nana was my aunty an a very important person in my life, the care and attention she gave me taught me that every person, not matter their age, gender or believes, deserves respect, patience and kindness. Afetr she passed away, I wanted to turn this values into something meaningful for other people.
On the land I inherited from Nana, we (me and my husband)  decided to build  a senior care home that carries her name.
The company is named after the favourite aunt of the founder, Nana, whose principles of generosity, patience, and respect for the elderly have given the idea of the business (Alvarez, 2018).
 Casa Nana is aimed at offering not only a place to live in but a home, a home where elderly people would feel respected, loved, and taken care of. The business will create a society where customers will celebrate their old age with sanity, knowing that they are in a secure and nurturing facility (Armstrong, Kotler and Opresnik, 2023).
3 Business Ownership and Structure
Casa Nana will be  a Limited Company (LTD) and the founder will be the only owner and operator. This form is vital, because it separates the savings and the inherited land from the business legal risk and tax tips are lower on income and benefits. 


The pros of this structure include:
· Easier to work with authorities and partners.
· Limited liability protects personal assets.
· Beyond initial low costs and simplified administrative procedures (Baron and Hmieleski, 2018).

The cons are:
· Ongoing legal and regulatory compliance cost.
· Lack of capacity to raise capital as much as other ownership structures, such as partnerships/corporations.



4. Mission Statement, Aims, and SMART Objectives

 Casa Nana is determined to offer the elderly first-rate care, including a home-like atmosphere where elderly people are served with person centred care, honour,respect
SMART Objectives:
· Deliver quality services that meet the needs of individuals.
· To ensure full compliance with health and safety regulations.
· To achieve full occupancy by the end of the year.
·  Provide care using the values of respect, patience, and kindness, attending to physical and emotional needs (Barrow, Barrow and Brown, 2021).

5. Physical Resources:
 Casa Nana property will have living room, kitchen, clinical room, laundry, office, toiletes, 8 single rooms and 2 double rooms with en-suite bathrooms. The rooms are elderly friendly and use easy access as well as safety measures like non-slip floors and grab bars, and a garden that is 1,000 sqm, which is used as a relaxing area. The garden will also have a vegetable and flower garden that will give the residents a chance to engage and enjoy (Barringer and Ireland, 2022).
             

6. Human Resources:
 Casa Nana will initially hire 10 employees who will be caregivers, nurses, kitchen employees, housekeeping employees, and management employees. 
· Caregivers (5) to offer personal care and companionship.
· Nurses (2) to provide medical attention and prescription of drugs.
· Kitchen Staff (2) to cook healthy food that meets the dietary requirements of the residents.
· Housekeeping (1) to keep things orderly.

The organisational chart will feature the owner/manager at the forefront, who will be in charge of all operations, with department heads in support of the owner/manager, and they will be the nursing, caregiving, and administration department heads (Chen et al., 2022).
7. Marketing Activities
The marketing strategy will be targeted at engaging the local community and online to introduce Casa Nana to the community. Our approach will include:
 A user-friendly website, which displays services, testimonials and pictures of the home. It will also require active activity on the social media platforms such as Facebook and Instagram, where we will receive the chance to communicate with potential clients and provide information about the life that occurs in the Casa Nana on a daily basis.
 Flyers,businness card and brochures will be given in the local clinics, hospitals and community centres introducing the Casa Nana as one of the best places to take the aged in the area (Ebrahim, 2020).
Organising open houses and informational seminars where families can meet the team, have a tour of the facilities, and talk about the needs of their loved ones.
 It will be possible to refer to the local healthcare providers, clinics, and social workers and build partnerships to ensure a steady flow of referrals.

8. Market Research
 The market research will include personal communication with the families and local health care providers. A survey will be carried out on prospective clients to determine their needs and preferences in the elderly care homes. Healthcare professionals will also be interviewed to find out their challenges and expectations of elderly care in the region (Finch, 2022).
 Demografic search in the area show that 132,4 erderly for every 100 yang people, Cluj-Napoca is a silver economy hub, families are increasingly to pay more fot facilities.
The individualised care and the homely atmosphere, combined with the affordability, are sure to place Casa Nana strategically in this expanding market (Hisrich, Peters and Shepherd, 2019).

7. Financial Resources and Cash Flow
Start-Up Budget: PS80,000
· Renovations/Equipment: PS40,000 to renovate the building and provide the necessary equipment to meet the care standards and to buy furniture, medical equipment and kitchen appliances.
· Staffing Costs: PS20,000 during the first year of training and salaries.
· Marketing and Advertising: PS5,000 initial marketing campaigns (e.g. digital marketing, print materials) (Hooley et al., 2020).
· Operating Expenses: PS5,000 in terms of utilities, food, cleaning material and other daily running expenses.
· Emergency found: PS10,000
12-Month Cash Flow Forecast:
· Revenue: Projected to raise PS12,000 each month based on the care fees of 10 residents, who will pay PS1,200 each month.
· Expenses: Monthly, the expenses will be PS6,000 on salaries, power, and supplies.
· Profitability: The company will break even in month 9 and be self-sustaining in the course of the end of year 1.

Funding:
 The start-up will be funded by personal savings, and if needed, the owner will look into small business loans to make up the operational or initial shortfall in cash flow (Reuer, Matusik and Jones, 2019).
8. Competitor Analysis
Casa Nana competes with other bigger and more established care homes in the region, but its major strength is a smaller and more intimate service. The bigger houses in the area usually cost PS1,500-PS2,000 per month, but the Casa Nana will provide services at the price of PS1,200 per month, which will make it look more affordable without sacrificing the quality of services.
 Bigger care homes with bigger resources yet with less personalised care, and smaller local care homes, which are usually full (Whittington et al., 2020).



9. SWOT Analysis

Strengths:
· Good community relationships and home-like care for the aged.

· Low-cost but high-quality care (Whittington et al., 2023).

Weaknesses:
· The small size of the first decision (10 residents) may limit early development.

· The founder has a lot of control over the management and daily operations.

Opportunities:
· A rising number of the aged in the region.

· An expansion opportunity arises when a business becomes profitable.



Threats:
· Larger care homes as competitors.
· Recessions influence the cost-effectiveness of care among residents (Williams, 2022).


Conclusion: 
Nana House is a realistic ans sustainable business that respond to the growing demand for erderly care. With carefull use of stat-up capital, Nana House has a strong potential for long term success.
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