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	[bookmark: _Toc287535392][bookmark: _Toc287535890]1 Executive summary
This business plan describes a three-person partnership to open a hotel or restaurant in Tenby. Our goal is to improve the local community while giving customers a memorable experience. Our approach includes extensive market, customer, and competition research. Our goal is to develop an enduring presence in Tenby via community participation and sustainable growth. Our company aims to dominate Tenby's hospitality business by using rigorous financial predictions, controlling risks, and following legal and industry standards. We need funding to realise our goal and strengthen Tenby's culinary and cultural scene.
	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	
	

	
	[bookmark: _Toc287535393][bookmark: _Toc287535891][bookmark: _Toc287535394]2 Business details
Company name:
Coastal Retreats Ltd
	

	
	[bookmark: _Toc287535395]Address:
New Hedges, Tenby, Wales SA70

	

	
	Primary contact method
01384 217 341

	

	
	
	

	
	[bookmark: _Toc287535398]The business will:
Coastal Retreats Ltd. plans to construct a boutique hotel and restaurant in Tenby, giving locals and visitors a peaceful and luxury vacation. Our company will add to Tenby's lively hospitality sector with comfort, local charm, and delicious food.

	

	




	
	
	
	
	
	

	
	[bookmark: _Toc287535399][bookmark: _Toc287535892]3 Key personnel
[bookmark: _Toc287535400]Details of owner(s):
Name: Mohammed Hussain
	

	
	[bookmark: Text8]Position/main responsibilities: 16
	

	
	Experience and knowledge of our industry: 16
	

	
	
	

	
	[bookmark: Text10]Previous employment: Manager of Sonali Bank 
	

	
	[bookmark: Text11]Key skills brought to the business: leading a team of 3 customer advisors, providing solution by conducting reviews, assistant customers with routine tasks such as cash withdrawals and deposits, complaint handling, excellent communication and leadership skills.  Currently Manager of Tandoori Restaurant in Stourport. 
	

	
	[bookmark: Text12]Business experience and any training undertaken:  Hospitality Management Training, Degree in hospitality 
	

	
	[bookmark: Text13]Academic/professional qualifications: BA Hotel Management, Level 2 Food Safety in Catering 5 A-C GCSE passes 
	

	
	[bookmark: Text14]Salary expectations £ 30,000
	

	
	Name: Fatema Uddin
	

	
	Position/main responsibilities: Assistant Manager
	

	
	Experience and knowledge of our industry: 6
	

	
	Experience and knowledge of our industry: 6
	

	
	Previous employment: Supervisor in Premier Inn hotel, Birmingham
	

	
	Key skills brought to the business: Excellent communication skills, good team player, leadership skills
	

	
	Business experience and any training undertaken: supervisor in hospitality
	

	
	Academic/professional qualifications: Academic/professional qualifications: BA Hotel Management, 5 A-C GCSE passes and A-Levels
	

	
	Salary expectations £ 26,000


	

	
	Name: Monica Christina - Grigoruta 
Position/main responsibilities: Beverage Manager

	
	Experience and knowledge of our industry: 5

	
	

	
	Previous employment: Ottoman Kitchen

	
	Key skills brought to the business: Communication, leadership, organisation, collaboration

	
	Business experience and any training undertaken: Master Food Management

	
	Academic/professional qualifications: BA Hotel Management

	
	Salary expectations £ 25,000

	
	Name:      

	
	Position/main responsibilities:      

	
	Experience and knowledge of our industry:      

	
	Experience and knowledge of our industry:      

	
	Previous employment:      

	
	Key skills brought to the business:      

	
	Business experience and any training undertaken:      

	
	Academic/professional qualifications:      

	
	Salary expectations £      



[bookmark: _Toc287535402][bookmark: _Toc287535893]Vision
	
	
	

	
	[bookmark: _Toc287535403][bookmark: _Toc287535894]4 The business idea
	

	
	Our proposed venture is the development of a boutique hotel in the charming town of Tenby, which will have high-end lodgings and cuisine with a focus on regional ingredients. The hotel strives to provide visitors with an unforgettable experience by delivering a special combination of coastal beauty and contemporary comfort. We want to attract both vacationers and businesspeople to our hotel by capitalising on the unique history and natural beauty of the area. Consumer personas, value propositions, distribution channels, customer relationships, income streams, resources, activities, partnerships, and expenses are prioritised in the business model (Alsos et al, 2014). By emphasising environmental sustainability, community participation, and excellent customer service, we aspire to become Tenby's finest hotel.
Our project is to build a boutique hotel in Tenby with luxury rooms and regional cuisine. The hotel combines coastal beauty and modern luxury to provide guests a unique experience. We wish to use the area's unique history and natural beauty to attract tourists and entrepreneurs to our hotel. Consumer personas, value propositions, distribution channels, customer relationships, income streams, resources, activities, partnerships, and expenses are prioritised in the business model (Chesbrough, 2013). By emphasising environmental sustainability, community participation, and excellent customer service, we aspire to become Tenby's finest hotel.

	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535405][bookmark: _Toc287535895]5 Business goals
	

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

	
	a. Bring in £300,000 in sales by December 31, 2024. Make an impact on the neighborhood.
b. Keep your client satisfaction at an all-time high, preferably at 4.5 stars or above across all available review sites.
c. Build vital ties with local suppliers and companies to help the community (Chesbrough & Rosenbloom, 2012).

	2. 

	
	3. 
	4. 

	
	2. Where do you see your business in 3-5 years’ time?
3. Make over a million dollars a year in revenue and establish yourself as Tenby's go-to boutique hotel.
4. Become more involved in the community by holding events and showing visitors around town.
5. Seventh, adopt eco-friendly procedures with the objective of earning a Green Tourism seal of approval (Amit & Zott, 2012).
6. Create a welcoming environment for employees and rise to the top as a preferred hospitality employer.
7. Follow the Kloftensens Business Platform to guarantee strategic development and sustainability, and look into expanding to other beautiful areas.






	

	
	
	

	
	
	

	
	

	
	
	

	
	[bookmark: _Toc287535406][bookmark: _Toc287535896]6 What the business does

	

	
		Product/Service
	Features
	Benefits

	Boutique Hotel Rooms
	Elegant, themed interiors
	Comfortable and memorable stays

	Restaurant & Bar
	Locally-sourced ingredients
	High-quality, flavorful dining experience

	Event Hosting Services
	Flexible event spaces
	Ideal venue for weddings, conferences, etc.

	Local Experience Tours
	Guided tours of scenic spots
	Enhance guests' connection to the local area

	Spa & Wellness Center
	Professional spa treatments
	Relaxation and rejuvenation for guests

	Concierge Services
	Personalized guest assistance
	Ensures a seamless and enjoyable stay

	Exclusive Packages
	Tailored packages and promotions
	Attractive offers for extended stays

	Sustainable Practices
	Eco-friendly initiatives
	Appeals to environmentally conscious guests



	

	
	
	

	
	[bookmark: _Toc287535407][bookmark: _Toc287535897]
7 What makes the business different (Value Proposition)
	

	
	I have a strong desire to present Tenby's genuine culture and products. Our focus on locally produced cuisine, escorted local tours, and engaged community participation all reflect this.
·  prioritise environmental sustainability, going above and beyond typical hospitality. We guarantee that our visitors may enjoy luxury without feeling guilty by enacting eco-friendly policies and practices, such as using eco-friendly building materials and energy-saving techniques.
· Every visitor's experience is customised to suit their own tastes. Personalized excursions, custom event packages, or customised hotel rooms are just a few of the ways we try to make every guest's stay unforgettable.
· What differentiates us is our dedication to overall health. Our hotel experience is flawlessly enhanced by our integrated spa and wellness facility, which provides guests with a haven for complete well-being and renewal.
 
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535408][bookmark: _Toc287535898]8 Legal requirements
The legal and insurance requirements that apply in your business are:

1. Health and safety compliance is of the utmost importance in guaranteeing the well-being of both our staff and visitors (Eisenmann, 2013). We will ensure compliance with all health and safety regulations by performing routine risk assessments and establishing a secure environment through the implementation of requisite measures.
2. Hospitality Licencing: It is imperative to acquire the necessary licences in order to operate a hotel business in Tenby. This encompasses adherence to pertinent local licencing regulations pertaining to lodging, dining, and, if relevant, alcoholic beverages (Barringer & Ireland, 2018).
3. Employment legislation: To ensure that our employees are treated fairly and ethically, we adhere to employment laws. This requires compliance with anti-discrimination laws, minimum wage regulations, and unambiguous employment contracts.
4. Safeguarding visitor information is paramount, aligning with stringent data protection regulations such as the General Data Protection Regulation (GDPR). Compliance entails securely storing visitor data and obtaining explicit consent for its use, as outlined by Christensen (2011).
	

	
	You will meet your legal and insurance requirements by:
1. Providing personnel with regular training on emergency procedures, safety equipment maintenance, and staying abreast of health and safety legislation with local authorities.
1. Collaborating with Tenby's licencing authorities, presenting timely documents, and maintaining compliance with rules.
1. Regularly reviewing and updating employment contracts, remaining abreast of employment law developments, and instructing personnel on their rights and obligations.
1. Implement strong data protection policies, teach workers on privacy, and use secure data storage and processing technology. 

	

	
	
	



	
[bookmark: _Toc287535409][bookmark: _Toc287535899]Marketing
	
	
	

	
	[bookmark: _Toc287535410][bookmark: _Toc287535900]9 Market research
	

	
	[bookmark: _Toc287535411]Trends in your chosen market are:
· The demand for boutique experiences is on the rise, as travellers are increasingly seeking out those that cater to their specific interests and needs (Burns, 2022). Boutique hotels that combine historic character with contemporary comforts are increasingly in demand among tourists.
· There is a growing trend towards eco-friendly vacationing. Sustainable practises in the hospitality business are in high demand as customers become more eco-conscious while travelling.
· Digitally Integrated Experiences: Technology is increasingly being used in hospitality settings. Guests now anticipate a fully digital stay, from the time they make their reservation to the time they turn out the lights in their room.
	

	
	[bookmark: _Toc287535412]How you know this:
· Our research was conducted by combing through industry reports, tourist data, and reviews of Tenby. In their most recent annual report, "Visit Tenby" noted the rise in demand for boutique hotels that prioritise sustainability. The need for novel, technologically connected, hospitality offerings was also highlighted in conversations with local tour operators (Gundry et al, 2014). To ensure that our company strategy is in step with both existing and emerging industry trends and client preferences, we do extensive market research.
	

	
	[bookmark: _Toc287535413][bookmark: _Toc287535901]10 Profiling customers
[bookmark: _Toc287535414]The customer groups you will be selling to are: 
· Local Food Enthusiasts: Our consumer research reveals their desires: A strong desire for locally sourced and authentic culinary experiences.
· Family Vacationers: Family-friendly accommodations with entertainment options for children.
· Wellness and Relaxation Seekers: Wellness facilities and services, such as spa treatments and yoga sessions.
· Business Travelers: Convenient and well-equipped accommodations suitable for business purposes.


	

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

	
	· Our surveys and interviews with local residents indicate a high preference for dining establishments that showcase the region's culinary identity and use fresh, locally produced ingredients.
· Analysis of family travel forums and social media groups reveals a common interest in accommodations offering family-oriented services, kid-friendly activities, and spacious rooms.
· Online surveys and discussions with wellness-focused travel communities highlight a growing demand for destinations providing relaxation amenities and rejuvenating experiences (Mariotti & Glackin, 2012).
· Interviews with corporate travel managers and analysis of business travel patterns indicate a need for hotels with modern amenities, proximity to business centers, and reliable conference facilities.

	

	
	
	

	
	
	

	
	[bookmark: _Toc287535417]Number of customers you expect to win in each group and what they might pay:
	Group
	Number of Customers
	Price They Might Pay per Unit (£)

	Local Food Enthusiasts
	500
	£80

	Family Vacationers
	300
	£120

	Wellness and Relaxation Seekers
	200
	£150

	Business Travelers
	150
	£130



	

	
	
	



	
	
	

	
	[bookmark: _Toc287535442][bookmark: _Toc287535902]

11. Profiling competitors

	

	
		Competitor Name
	Strengths
	Weaknesses

	· Local Inn & Pub
	· Established local presence, traditional ambiance
	· Limited room capacity, outdated amenities

	· Coastal Retreat Hotel
	· Prime beachfront location
	· Higher pricing, fewer family-oriented activities

	· Serene Spa Resort
	· Comprehensive wellness services
	· Smaller room inventory, less focus on local cuisine

	· Business Hub Suites
	· Proximity to business centers
	· Limited recreational facilities, higher corporate rates



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

	
	· The provision of authentic local culinary experiences will be a key priority for our establishment. In contrast to our rivals who mostly serve conventional fare, our approach will include partnering with local chefs to carefully develop a menu that showcases the diverse and culturally significant culinary legacy of Tenby. This endeavour will ensure that our visitors are afforded a unique and memorable dining experience.
· In response to the growing need for accommodations that cater to families, our establishment will provide family-centric services. These services will include specially designed packages that include engaging activities for children, as well as large family rooms. By doing so, we want to address the shortcomings of our rivals in this area (Mitchell et al., 2014).
· The integration of wellness services with recreational facilities will provide a comprehensive experience to those seeking relaxation. The use of this integrated strategy distinguishes us from rivals that prioritise either health or leisure as distinct entities.
· Flexible Business Packages: In consideration of the requirements of those engaged in business-related travel, we will provide adaptable packages that include fully equipped conference facilities, free high-speed internet access, and corporate pricing. These offerings aim to facilitate a smooth and efficient experience for professionals who are visiting Tenby.

	

	
	
	

	
	
	

	
	[bookmark: _Toc287535444][bookmark: _Toc287535903]12 Managing market risks
[bookmark: _Toc287535445]Write down the risks you have identified:
1. Seasonal Fluctuations: Tenby experiences peak tourist seasons, potentially leading to lower occupancy during off-peak months.
2. External Economic Factors: Economic downturns or unforeseen events affecting disposable income and travel patterns (Wiltbank et al., 2011).
3. Competition Dynamics: Intense competition from established and emerging hospitality businesses in Tenby.
4. Regulatory Changes: Unforeseen changes in local regulations impacting the hospitality industry.

	

	
	[bookmark: _Toc287535446]How will you manage these risks so that they become less of a threat:
	

	
	1. Diversification of Offerings: To counteract seasonal variations, we will implement a diversified approach. During peak seasons, we will focus on attracting tourists, while off-peak periods will see targeted marketing campaigns for events, conferences, and local promotions.
2. Flexible Pricing Strategies: Implementing flexible pricing models to adjust room rates based on economic conditions. Additionally, creating packages that provide added value during economic uncertainties.
3. Continuous Market Analysis: Regular monitoring of competitors' offerings and guest feedback to stay agile in adapting our services. Emphasizing unique offerings and maintaining competitive pricing (Zimmerer & Scarborough, 2011).
4. Legal Consultation and Compliance: Regularly consulting with legal experts to stay informed about regulatory changes. Maintaining strict adherence to local laws and promptly adjusting business practices to align with any regulatory modifications.
	

	
	[bookmark: _Toc287535447][bookmark: _Toc287535904]13 Pricing
	

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

	
	· Our pricing strategy is based on a comprehensive cost analysis, considering factors such as operational costs, maintenance, and desired profit margins. Additionally, we will conduct market research to align our prices with customer expectations
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535449]

How your prices compare with the competition:
	

	
	
	Product/Service
	Your Price(s)
	Range of Competitor Prices (Per Unit)

	Single Room
	£120
	£100 - £150

	Double Room
	£180
	£160 - £200

	Suite with Amenities
	£250
	£220 - £280

	Breakfast Package
	£20
	£15 - £25

	Event Hosting (per hour)
	£100
	£80 - £120

	Catering Service (per person)
	£30
	£25 - £35

	Spa and Wellness Package
	£150
	£120 - £180




	

	
	[bookmark: _Toc287535450]Reasons for the difference between your price(s) and your competitors’ price(s):
· The differences in pricing are justified by our unique value propositions, superior service quality, and additional amenities offered. We aim to provide an enhanced customer experience, justifying a slightly higher price point while ensuring competitive affordability.

	

	
	
	



	
	
	

	
	[bookmark: _Toc287535451][bookmark: _Toc287535905]











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

	
	
	

	
	In order to enhance the visibility of our hotel and appeal to a wide range of customers, we shall implement an all-encompassing marketing strategy that incorporates a multitude of channels and techniques:
· Establishing an Online Presence: Create and manage a compelling website that effectively displays our lodging accommodations, services, and exclusive packages. Leverage social media platforms such as Facebook, Instagram, and Twitter to disseminate consistent updates, promotions, and compelling content.
· Establishing Local Alliances: Foster collaborative relationships with regional enterprises, tourism governing bodies, and occasion coordinators to facilitate reciprocal promotion of services and the development of package offerings.
· Search Engine Optimisation (SEO): Employ SEO tactics to augment our online prominence and rankings, thereby guaranteeing effortless discovery by prospective visitors.
· Conventional Advertising: Employ print advertisements in community forums, newspapers, and periodicals at the local level.
· Special Launch Promotions: Utilise introductory promotions to stimulate interest and stimulate early reservations during the initial few months of operation.
· Email Marketing: Construct an email marketing campaign with the objective of apprising prospective attendees of promotional activities and upcoming events.
· Engagement in Local Occasions: Foster brand recognition by sponsoring or participating in community events and festivals.
· Customer Loyalty Programme: Implement a customer loyalty programme that provides returning visitors with exclusive offers, discounts, and additional benefits.


	

	
	
	

	
	
	



[bookmark: _Toc287535453][bookmark: _Toc287535906]Running the business
	

	
	

	
	[bookmark: _Toc287535454][bookmark: _Toc287535907]15 Staff


	

	
		Role
	Total Cost (£)
	Experience Necessary 
	Specialist Skills and/or Qualifications

	General Manager
	£50,000
	Extensive hospitality management experience
	Leadership, strategic planning, customer service excellence

	Front Desk Staff
	£30,000
	Customer service background
	Communication skills, organisational abilities, computer literacy

	Housekeeping Team
	£25,000
	Previous housekeeping or related experience
	Attention to detail, time management, physical stamina

	Chef
	£40,000
	Culinary arts degree and considerable kitchen experience
	Culinary expertise, creativity, time management

	Waitstaff
	£20,000
	Previous experience in a restaurant
	Excellent communication, customer service, teamwork



	

	
	[bookmark: _Toc287535455][bookmark: _Toc287535908]16 Premises
We need a property in the heart of Tenby, with enough of room for our hotel and restaurant, to get things rolling. The projected cost for purchasing and setting up the premises is £500,000.
In the future, if there is a need for additional or alternative premises, the expected cost for such alterations is predicted to be £150,000. These expenditures include buying and renovating the hotel and restaurant's properties and paying for any required licences and licences.



	

	
	[bookmark: _Toc287535456][bookmark: _Toc287535909]17. Suppliers
[bookmark: _Toc287535457]Your key suppliers and their credit terms
	Supplier
	What You'll Buy
	Number of Days' Credit

	· Food Distributor
	· Fresh produce, ingredients
	· 30 days

	· Linen Supplier
	· Bed linens, towels
	· 45 days

	· Furniture Vendor
	· Hotel and restaurant furniture
	· 60 days

	· Cleaning Service
	· Cleaning supplies
	· 30 days

	· Technology Vendor
	· Point-of-sale systems, computers
	· 45 days



	

	
	
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535458][bookmark: _Toc287535910]18 Equipment
	

	
	
	Resource
	When
	How Funded
	Cost (£) per Unit

	Commercial Kitchen Equipment
	· Start-up
	· Business Loan
	£25,000

	Hotel Furniture
	· Start-up
	· Business Savings
	£10,000

	Point-of-sale Systems
	· Start-up
	· Business Loan
	£5,000

	Linens and Bedding
	· Start-up
	· Business Savings
	£2,000

	Cleaning Equipment
	· Start-up
	· Business Savings
	£1,500

	Computers for Staff
	· Start-up
	· Business Loan
	£3,000

	Decorative Elements
	· Start-up
	· Business Savings
	£2,500

	Guest Amenities
	· Start-up
	· Business Savings
	£1,000

	Audio-Visual Equipment
	· Start-up
	· Business Loan
	£4,000

	Maintenance Tools and Supplies
	· Ongoing for Operations
	· Operational Cash Flow
	Variable



	

	
	
	

	
	
	

	
	
[bookmark: _Toc287535459][bookmark: _Toc287535911]19 Managing operational risks

	Risk
	Solution

	Staff
· Insufficient staffing levels due to unforeseen circumstances.
· High staff turnover affecting service quality.
	Staff
· Cross-train employees to handle multiple roles, maintain a pool of part-time staff for flexibility, and have a contingency plan for temporary staffing shortages.
· Implement an employee retention program, provide training and development opportunities, and regularly assess and address employee satisfaction.

	Suppliers:
· Supplier-related disruptions, such as late deliveries or quality issues.
· Dependency on a single supplier for critical items.
	Suppliers:
· Diversify suppliers, maintain good relationships, and have alternative suppliers identified. Regularly review supplier performance.
· Identify and establish relationships with multiple suppliers for key items. Negotiate contracts that include backup options.





	

	
	
	



[bookmark: _Toc287535460][bookmark: _Toc287535912]Finance 	
	
	
	

	
	[bookmark: _Toc287535461][bookmark: _Toc287535913]20 Start-up costs
	

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

	Item
	Amount

	Assets
	£25,000.00

	Inventory
	£24,000.00

	Cash
	£15,000.00

	FF&E (Furniture, Fixtures, and Equipment)
	£15,000.00

	Leasehold Improvements
	£1,000.00

	Insurance
	£1,000.00

	Subtotal Assets
	£80,000.00

	Expenses
	

	Permits & Licenses
	£2,500.00

	Lease Deposits
	£5,000.00

	Marketing
	£12,000.00

	Legal & Consulting
	£4,000.00

	Miscellaneous
	£11,500.00

	Subtotal Expenses
	£35,000.00

	Total Startup Costs
	£115,000.00

	Financing
	

	Owner Investment
	£25,000.00

	External Investment
	£25,000.00

	Total Equity Financing
	£50,000.00

	Bank Loan
	£25,000.00

	Line of Credit
	£40,000.00

	Total Debt Financing
	£65,000.00

	Total Financing
	£115,000.00



              
	

	
	
	

	

	
	

	
	
	

	
	
	

	
	
	

	
	

	




	
	21 Profit and loss forecast
	Item
	Amount

	Income
	

	Hotel Sales
	£500,000.00

	Food + Beverage
	£50,000.00

	Functions
	£25,000.00

	Other Income
	£75,000.00

	Total Income
	£650,000.00

	Expenses
	

	Salaries + Benefits
	£250,000.00

	Advertising
	£10,000.00

	Insurance
	£2,300.00

	Legal Fees
	£1,700.00

	Supplies
	£500.00

	Rent
	£4,000.00

	Electricity
	£700.00

	Contractors
	£4,500.00

	Other Expenses
	£650.00

	Total Expenses
	£274,350.00

	Profit/Loss
	£375,650.00



	

	
	
	

	
	
	

	
	
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535465][bookmark: _Toc287535915]22 Sourcing finance
	



	
	[bookmark: _Toc287535466]

Total borrowing requirement for the business



	



	
	[bookmark: _Toc287535467][bookmark: _Toc287535916]
[bookmark: _Toc287535468]23 Managing financial risks 
The risks that you have identified for your financial forecast are:
	

	
	1. Sales are less than projected.
2. Start-up funding takes three months longer to secure.
	

	
	[bookmark: _Toc287535469]How you will minimise their impact:
1. If sales are falling short of expectations, Step 1 is to put together a backup marketing strategy.
2. If you're having trouble getting startup funding, it's a good idea to (2) look into other financing avenues and (3) have an open line of contact with prospective lenders or investors.











	

	
	
	



	
	
	
	
	
	

	
	[bookmark: _Toc287535917][bookmark: _Toc287535470]24 Cash flow forecast (Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary) 

	

	
		Activity
	May 2020
	Jun 2020
	Jul 2020

	Operating Activities
	
	
	

	Net Income
	£(144,079)
	£512
	£17,785

	Depreciation & Amortisation
	£(5,746)
	£(378)
	£(131,906)

	Change in Accounts Payable
	
	
	

	Change in Other Current Liabilities
	
	
	

	Change in Other Current Assets
	
	
	

	Cash Flow from Operating Activities
	£(58,562)
	£(8,562)
	£250,500

	Investing Activities
	
	
	

	Change in Fixed Assets (ex. Depn and Amort)
	
	
	

	Cash Flow From Investing Activities
	£270,050
	£129,582
	£2,301,234

	Financing Activities
	
	
	

	Change in Other Equity
	
	
	

	Change in Short Term Debt
	
	
	

	Cash Flow From Financing Activities
	£705
	£755
	£7,202

	Change in Cash & Equivalents
	£(11,599)
	£(172,592)
	£(169,655)

	Cash & Equivalents, Opening Balance
	£250,500
	£250,500
	£250,500

	Cash & Equivalents, Closing Balance
	£270,050
	£2,453,647
	£2,566,070



	



	


	
	

	
	
	

	
	
	
	
	
	





25. Conclusion
In conclusion, my plan to open a hotel or eatery in the ever-expanding Tenby region is based on a careful balance of creative thinking, active participation in the local community, and sound financial management. We have developed a distinct selling offer after extensive study of the industry, client demographics, and the competition. We are confident in our capacity to overcome obstacles thanks to our meticulous financial planning and risk management measures. Our dedication to building a first-rate firm that satisfies all applicable regulations and caters to current market needs and consumer preferences is reflected in the business strategy. As we look for investors, we are committed to enhancing Tenby's appeal and creating an unforgettable experience for residents and tourists alike.  Tenby is a beautiful place that will attract a lot of customers.
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Executive Summary

Our new enterprise, "Tenby Haven Hospitality," will transform Tenby's hotel sector. We want to
provide a place where guests may rest and get personalised attention. Tenby Haven friendliness
offers exquisite rooms, delicious food, and authentic Welsh friendliness to attract discerning
travelers. Help us launch a Tenby hotel improvement movement.

Company name: Coastal Retreats Ltd.

Address: 25 Seafront Avenue, Tenby, Pembrokeshire SA70 7DU, UK
Primary contact method

. Phone: +44 1834 567890,

. Email: info@coastalretreats.com

The mission of Coastal Retreats Ltd. is to create a boutique hotel and restaurant in Tenby,
providing a peaceful and luxury respite for locals and visitors. Tenby's bustling hospitality sector
will benefit from our exceptional combination of comfort, local charm, and culinary pleasures.
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Unveiling Our Business Idea

We're introducing distinctive hospitality to Tenby, a charming seaside village. We want to change local
eating and accommodation with our attractive hotel and restaurant. Our restaurant offers comfort,
culinary quality, and coastal charm for an amazing stay and eating experience.

Charting Our Course

+ Achieve a turnover of £100,000. + Expand our presence in the Tenby
Attain breakeven point. area.
* Establishas a local hotspot for both
residents and tourists.
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Market Overview

Understanding the Landscape

Key Market Trends Insight

* Growing Tourism: Tenby's popularityasa tourist  Tourist Influx: Data shows a steady increase in

destination s on the rise. annualtourist visits.
« Culinary Preferences: Increasing demand for « Community-Centric Approach: Locals value
diverse and high-quality dining experiences. businesses engaged in community development.

« Local Embrace: Locals are inclined to support
businesses contributing to the community.

Our Distinctive Edge:
»Unparalleled culinary experience in the heart of Tenby.
»>Fusion of local flavors with international flair.
»Commitment to sustainable and community-focused practices.
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Operational Plan

Efficiency in Action

Staff Prem suppl
* Dedicated and skilled team + Prime location in Tenby. * Establishing partnerships with
members. * Welcoming and comfortable local and reliable suppliers.
= Emphasis on customer service ambiance.
excellence
Pricing:

+Detailed pricing strategy based on cost analysis and market research.
Promotion and Advertising:

*Comprehensive marketing strategy including online presence, local partnerships, SEO, traditional
advertising, special launch promotions, email marketing, participation in local events, and a
customer loyalty program.
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Market Research and Customer Profiling

Market Research Trends: Number of Customers and Price Expectatios
1.The rise in demand for boutique experiences.
2.Growing trend towards eco-friendly vacationing.
3 Digitally Integrated Experiences.

How We Know This:

1. Research conducted through industry
reports, tourist data, and Tenby reviews.

2. "Visit Tenby" annual report highlighting the
demand for boutique hotels and
sustainability.

3. Conversations with local tour operators
emphasizing the need for technologically
connected hospitality.
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Customer Groups:

Local Food Family Vacationer. Wellness and Business Travelers.
Enthusiasts. Relaxation Seeker:

« Preferences: * Preferences:  Preferences: * Preferences:
Locally sourced Family-friendly Wellness facilities Convenient and
and authentic accommodations and services. well-equipped
culinary with children's « Insights: Online accommodations.
experiences. activities. surveys and * Insights:

« Insights: Surveys * Insights: Analysis discussions with Interviews with
and interviews of family travel wellness-focused corporate travel
with local forums and social travel managers and
residents. media groups. communities. analysis of

business travel
patterns.
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Competitor Analysis & Market Risks

Managing Market Risks: Competitors:

calinn & [
e ]
Pub, amenities.

Coastal «Strengths: rime beachfront location.
Extemal Economic Factors. Wesknesses:igherpricn, ewer famiy rerted
emerary syt Retreat Hotel. [y

XTI I <strengths: Comprehersive welinsssevices
Weaknesses:Smalkerroom nventory, less focuson
Reso localcuisine.

(I3 -C LT strengths:proximeytobusiness centers.
Weaknesses: Limiedrecreational faciftie, higher
ite: corporate rates.
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Start-up Costs and Finance Overview
b b .

« Property Purchase and Setup: £500,000.
+ Additional or Alternative Premises (Future): £150,000. Start-up costs 50,000

Equipment Costs:

« Commercial Kitchen Equipment: £25,000.
« Hotel Furniture: £10,000. Personal start-up contributions - 30,000
«Point-of-sale Systems: £5,000.
«Linens and Bedding: £2,000.

Other start-up contributions - 20,000
« Cleaning Equipment: £1,500.
« Computers for Staff: £3,000.
+Decorative Elements: £2,500. Total required S 50,000
« Guest Amenities: £1,000. . <
« Audio-Visual Equipment: £4,000. The assets you have available as security
«Maintenance Tools and Supplies (Ongoing): Variable. | 30,000
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Financial reports

— = oo

T s s || o

st oo e =

= ) "

] e

= o == o

- 3000 |y

Insurance. 2500 =3 il ) =

—— e = ==

—— o e ==
= £ ==

e o = ===

s o]

v e

ey o

e o

Py o

FrT 7

oo e oo





image16.png
Staff

9 Equipment
ey Extensivehospiaiey

£s0000
Manager management experence  customer service xcelence
Communicationsi m
Customer service
sront ek sttt [T organizatonalabies,
beckaround
computer Ieracy sartup Businessioan aspo
DT | Preesshosesingor  Atenton o dell tme
Team relsted xperience  management, physicalstamina Wotel furiture strtup Business savings 1000
colmamsdegeeand "
€000 considerabekitchen e g e pointofsale systems sartup Businessioan £s000
time managemert
eperience
Pl B [I—r— surtup Business savings 2000

PR 20000

resturant customer sevic,teamuort|

Computers for staf

Ja——

Maintenance Took and




image17.png
Conclusion

» Visionary Idea: A Tenby boutique hotel with seaside charm and modern comfort.

»From regionally inspired food to health services, addressing diverse client groups.
Strategic Positioning: Our value propositions differentiate us in a competitive market.
~Comprehensive market research and competitive analysis inform choices.

> Leaders with decades of industry experience achieve operational excellence.
~Financial Planning: Thorough financial planning, risk management, and mitigation.
»Community Engagement: Promoting Tenby and building local connections.

»Our activities are environmentally responsible.

»Marketing Innovation: Combining digital and conventional media for effective advertising.

» Customer-Centric Approach: Giving customers memorable experiences and surpassing expectations.
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