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	[bookmark: _Toc287535392][bookmark: _Toc287535890]1 Executive summary 
Maritime House, a unique Greater London hospitality business, offers high-quality office space with practically complete city skyline views. The company provides beautiful office space to individuals and organisations. The ninth and tenth floors of a multi-let office building will house Maritime, with contemporary conference facilities, a rooftop café, and a concierge. Based on BMC's first analysis, this business plan explains Maritime House's foundation and management. Strategy comprises market survey and consumer research to understand market conditions and competition. We carefully estimated start-up expenses and revenues to be profitable in the first year. This team has extensive hospitality service management knowledge to help organisations achieve via excellent service. This research suggests increasing funds and reducing expenses to reduce hazards. Maritime House is unique for its sustainability and customer service. Unique services and £300,000 in commercial income are our goals in the first year. After efficient marketing and gradual development, Maritime House will provide considerable profits for investors, stockholders, and other stakeholders.
	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	
	

	
	[bookmark: _Toc287535393][bookmark: _Toc287535891]2 Business details
[bookmark: _Toc287535394]Company name:
Maritime House
	

	
	[bookmark: _Toc287535395]Address:
Maritime House, Linton Road, Barking, London
	

	
	Primary contact method
James Shillabeer
T: 07824 663594
E: jamesshillabeer@brayfoxsmith.com
	

	
	
	

	
	[bookmark: _Toc287535398]The business will: 
Maritime House in Barking, London, will house the hospitality industry on the 9th and 10th floors.  The organisation will operate from a strategic location with a virtually entire view of Greater London and have a rooftop café selling gourmet meals and professional services (Barringer and Ireland, 2018).  Expandable event spaces for business and corporate parties, weddings, and other personal events will be available, along with cutting-edge audio-visual equipment.  This will feature a business centre where people may relax and have meetings, presentations, events, or other business activities with modern technology and a reliable internet connection.  The firm intends to make London a top tourist and business destination by offering high-quality housing and services. 


	

	




	 3 Key Personnel
Name: 
Position/main responsibilities: General Manager
Main responsibilities: Oversee overall operations, strategic planning, staff management.
Experience and knowledge of our industry:
1. Bachelor's degree in hospitality management or related field.
2. 5-10 years of experience in hotel management or a related role.
3. Strong leadership and strategic planning skills.
· Previous employment: Relevant roles in hotel management.
· Key skills brought to the business: Leadership, strategic planning.
· Business experience and any training undertaken: Experienced in hotel management, completed training in strategic hospitality management.
· Academic/professional qualifications: Bachelor's degree in hospitality management.
· Salary expectations £: £55,000 - £119,000
Name: 
Position/main responsibilities: Front Desk Manager
Main responsibilities: Manage front desk operations, guest services, and reservations.
Experience and knowledge of our industry:
1. Bachelor's degree in hospitality management or related field (preferred).
2. 2-5 years of experience in front desk operations or guest services.
3. Proficiency in hotel management software.
· Previous employment: Guest services or front desk roles.
· Key skills brought to the business: Organization, proficiency in hotel management software.
· Business experience and any training undertaken: Experienced in front desk operations, completed training in guest relations.
· Academic/professional qualifications: Bachelor's degree in hospitality management (preferred).
· Salary expectations £: £31,700 - £55,000
Name: 
Position/main responsibilities: Concierge
Main responsibilities: Provide guests with information and assistance regarding local attractions, events, and services.
Experience and knowledge of our industry: 
1. High school diploma or equivalent (Bachelor's degree preferred).
2. 2-5 years of experience in customer service or hospitality industry.
3. Knowledge of local attractions, events, and services.
· Previous employment: Customer service or hospitality industry roles.
· Key skills brought to the business: Resourcefulness, knowledge of local attractions.
· Business experience and any training undertaken: Experienced in customer service, completed training in local tourism and guest assistance.
· Academic/professional qualifications: High school diploma, bachelor’s degree preferred.
· Salary expectations £: £27,000 - £47,000
Name: 
Position/main responsibilities: Guest Services Manager
Main responsibilities: Supervise guest services team, ensure guest satisfaction, handle complaints and special requests.
Experience and knowledge of our industry: 
1. Bachelor's degree in hospitality management or related field.
2. 3-7 years of experience in guest services or front office management.
3. Leadership and team management skills.
· Previous employment: Front office management roles.
· Key skills brought to the business: Adaptability, leadership, and team management.
· Business experience and any training undertaken: Experienced in guest services, completed training in team management and hospitality operations.
· Academic/professional qualifications: Bachelor's degree in hospitality management.
· Salary expectations £: £35,000 - £63,000

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	



[bookmark: _Toc287535402][bookmark: _Toc287535893]Vision
	
	
	

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

	
	[bookmark: _Toc287535404]Sum up your business idea:
The business plan is to turn Barking's Maritime House's 9th and 10th floors into a hospitality facility to compete with nearby hotels and provide alternative services.  This instance developed concepts using the corporate Model Canvas (BMC), which specifies company components.  This venue's top restaurant will serve casual and celebratory visitors at a premium price with a virtually full view of Greater London (Williams, 2021).  Much conference, wedding, party, and other event venues with modern A/V systems and other amenities will be included by the business.  A business lounge for meetings, conferences, and other events will include modern office equipment and high-speed internet.  The local community, business, tourists, event planners, and other clients will enjoy amazing food and beverages, event space, and office space.  Local food and beverage, toiletries, and brand advertising will be significant connections.  Food service, event management, and business lounge fees will provide new money.  Thus, this organisation has positioned itself in London as a hospitality business with a great viewpoint, a broad range of services, and a drive to become a top London hospitality business to compete and succeed.  Excellent service, solid connections, and unique service will ensure customer loyalty and make the company the preferred choice for many services. 
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

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

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

	
	· To achieve a turnover of £250,000 within the first year.
· To attain a minimum 70% occupancy rate for event spaces and dining services by the end of the first year.
· To establish strategic partnerships with at least five local businesses for mutual promotions and collaborations.
· To build a loyal customer base with a target of 1,000 repeat customers through exceptional service and unique offerings.


	

	
	
	

	
	2. Where do you see your business in 3-5 years’ time?
The firm aims to become one of London's top hospitality providers in three to five years by offering high-quality services, unique products, and convenient locations.  Klofsten has established the following goals for business growth and expansion using its business platform concept (Burns, 2022).  Klofsten's eight-dimension business platform including idea, proposal, focus, company, talents, contact, customers, and money that are popular for startup development.  The firm has structure and development goals thanks to this strategy. The company will add rooms and update facilities to accommodate more customers (Nelson, 2013).  This addition will enable the company to host larger events and accommodate more people, boosting revenue.  To boost efficiency and customer service, the corporation will spend more in booking technology and CRM.  This improvement will improve customer experience by streamlining and personalising service. 
The firm strategy also projected market leadership via marketing, alliances, and customer relationships.  The objective is to make the hotel a local and tourist favourite for its location and amenities.  The firm seeks mutually beneficial commercial and tourism partnerships with local companies and tourism agencies (Rickman and Roddick, 2013). The company is also investigating a business plan that may maintain it and produce cash from eating, events, business lounge memberships, and growth.  Klofsten stated the company must improve each business aspect carefully to be successful in hospitality. 
	

	
	
	

	
	
	

	
	

	
	
	

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

	

	
		Product/Service
	Features
	Benefits

	Rooftop Restaurant
	Gourmet dining, panoramic views
	Unique dining experience, ambiance

	Event Space
	Flexible layouts, state-of-the-art AV equipment
	Seamless and memorable events

	Business Lounge
	Professional environment, meeting rooms, high-speed internet
	Comfortable and productive business gatherings

	Guest Rooms
	Luxurious amenities, modern decor
	Comfortable and upscale accommodation

	Conference Rooms
	Advanced AV systems, various sizes
	Effective and professional meetings

	Fitness Center
	Modern equipment, spa area
	Health and wellness amenities for guests

	Parking Facilities
	Secure, ample space
	Convenient parking for guests

	Housekeeping/Laundry
	Efficient cleaning services, high-quality products
	Clean and well-maintained facilities

	Security Systems
	CCTV, access control
	Safe and secure environment for guests and staff



	

	
	
	

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

	

	
	Its location at Maritime House affords it a nearly 360-degree perspective of Greater London, unlike competitors (Blackwell, 2011).  It offers a unique and engaging dining and event experience that sets it apart from the competition.  It is a rooftop restaurant with a delicious meal and a beautiful city view for city inhabitants and guests to dine. 
The event facilities' hospitality and diversity make them ideal for business meetings, seminars, weddings, and other occasions.  These rooms are equipped with the latest and greatest Audio-Visual equipment and other amenities to give flawless events to consumers who seek the best (Hisrich et al., 2008).  A business lounge with Wi-Fi, meeting rooms, and other professional amenities is available.  Since this is a package of services, the business may readily meet varied market needs and provide a hard-to-get solution. 
This company distinguishes out for its customer interactions and commitment to more than a service.  Personalisation and high-quality products and services are also business priorities to boost customer satisfaction and loyalty (Mariotti and Glackin, 2012).  The firm's quality, prominent location, and extensive variety of services make it appealing to many London hotel consumers and a model for others.  Customer satisfaction and competitive advantage are discussed in this research to attract business and leisure tourists. 
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535408][bookmark: _Toc287535898]8 Legal requirements (including regulations and licences particular to your business)
The legal and insurance requirements that apply in your business are:
This document specifies the business's legal and insurance requirements for compliance and protection. The company needs a hospitality licence to serve meals, host events and establish a rooftop business lounge. The firm satisfies food hygiene and other regulations with this licence. The firm needs a liquor permit to sell and serve alcohol at the restaurant and events. It must follow product sale and consumption laws, including age verification and avoiding child alcohol use (Rae, 2008). Since the building is fire-prone, fire safety must be prioritised. Fire detection and suppression equipment must be installed, inspected, and personnel trained in emergency drills. The company must also follow employment laws on employee treatment, rights, and file and record keeping. Respect hygiene and accessibility rules to accommodate all guests, including disabled ones.
	

	
	You will meet your legal and insurance requirements by:
A thorough legal and insurance compliance plan will be implemented by the organisation. This idea necessitates engaging the legal department for more solid permits and approvals. Audits and evaluations will verify the organisation meets health, safety, and employment regulations (Timmons and Spinelli, 2008). It will also carry ample general liability, property, and workers compensation insurance. Company property insurance protects loss or damage, whereas general liability insurance covers bodily injuries and property damage. This prevents workplace accidents and infections. Company staff legal compliance, safety, and catastrophe response training will also increase. The company will satisfy all legal and insurance regulations to promote visitor and personnel safety, security, and reliability.
	

	
	
	



[bookmark: _Toc287535409][bookmark: _Toc287535899]Marketing
	
	
	

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

	
	[bookmark: _Toc287535411]Trends in your chosen market are:
· London industry trends reveal consumers demand fresh dishes.  Customers nowadays desire good food and a lovely setting while dining out.  Culinary tourism demands distinctive social media activities (Zimmerer and Scarborough, 2011).  Hospitality practices CSR and sustainability.  Eco-conscious clients like local, litter-free, and solar-powered companies.  Other innovations include online ordering, automated menus, and services.  Weddings, birthdays, conferences, seminars, and business gatherings require more "universal" event solutions.  Hotel spas, exercise centres, and wellness programmes are rising as guests want them.
	

	
	[bookmark: _Toc287535412]How you know this: 
· Industry research, customer feedback, and competitive analysis created this business trend.  Hospitality Global Industry Report by Market Research Report Business identified these industry dynamics trends with future implications.  Research shows hotels emphasise enjoyment, sustainability, and technology (Lee-Ross and Lashley, 2011).  An online and print survey found that people would pay extra for customised meals, environmental protection, and spa or health services.  Event spaces and technology are lacking, according to other attendees.  The author stated hotels must evolve and embrace new customer-service practices to compete.  The organisation gets hospitality and consumer trends data from several sources.
	

	
	[bookmark: _Toc287535413][bookmark: _Toc287535901]10 Profiling customers
[bookmark: _Toc287535414]The customer groups you will be selling to are: 
1. Locals, tourists, businesses, and event planners are targeted.  Local companies prioritise professional, convenient event, meeting, and conference facilities.  Students require flexibility, tech support, and a nice workspace.  This study also targets neighbours who need food, a good dinner, and a place to celebrate weddings, birthdays, and anniversaries (Kandampully, 2006).  Finally, London tourists are the biggest buyers because they want to dine at the roof-top restaurant or organise parties with a view.  Want to travel and eat.  Wedding and corporate event planners require adaptable facilities.  The organisers may offer food, video, and event management.
	

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

	
	1. Hospitality clients want service, unique experiences, and customisable facilities, surveys suggest.  Focus groups, consumer and stakeholder surveys, and direct interviews are included.  Studies show customers demand tailored services (Hassanien and Dale, 2009).  Focus group participants loved restaurants, landscapes, and high-tech event help.  Customers at comparable organisations emphasised a pleasant environment and several offers.  Industry analysts say consumer health and environmental awareness are growing and eco-friendly activities are supported.  This lets the company swiftly identify and satisfy client needs, boosting customer happiness and retention.
	

	
	
	

	
	[bookmark: _Toc287535416]How you know this:
· Customer needs were determined via data analysis.  Participants completed and submitted long questionnaires to capture as many preferences and expectations as feasible.  Polling and focus-grouping prospective buyers determined needs (Hole, 2019).  Comparable hotel guest interviews and feedback surveys provided primary data.  The company improved visitor experience via direct consumer involvement.  To corroborate the conclusions, industry data and publications were evaluated for trends and preferences.  The organisation assessed consumer requests and created strategies and services using many data sources.
	

	
	[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 Businesses
	100
	£1,000

	Residents
	200
	£50

	Tourists
	150
	£75

	Event Organizers
	50
	£2,500

	Corporate Clients
	80
	£3,000

	Private Celebrations
	120
	£1,500

	Conference Attendees
	300
	£500



	

	
	
	



	
	
	

	
	[bookmark: _Toc287535442][bookmark: _Toc287535902]11 Profiling competitors  
	Competitor Name
	Strengths
	Weaknesses

	The Shard - Aqua Shard
	Iconic location, stunning views, high-end dining experience
	High prices, limited accessibility for non-London residents

	Sky Garden
	Free entry, panoramic views, diverse dining options
	Crowded, limited booking slots, less exclusive

	Duck & Waffle
	24/7 dining, unique menu, high floor location
	High prices, often fully booked, small dining area

	Savoy Hotel - Thames Foyer
	Luxury brand, historic significance, excellent service
	Expensive, traditional ambiance may not appeal to all

	The Ritz London - Ritz Restaurant
	World-renowned, exceptional service, luxurious setting
	Extremely high prices, formal dress code

	The Gherkin - Searcys
	Modern architecture, exclusive dining, panoramic views
	Limited dining hours, expensive

	The Ivy
	Celebrity clientele, prestigious brand, varied menu
	Expensive, often fully booked, less privacy



	

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

	
	1. Competitive pricing packages: Tiered pricing and exclusive deals.
2. Personalized experiences: Bespoke event planning and customized menus.
3. Sustainability focus: Eco-friendly practices and local sourcing.
4. Enhanced accessibility: Flexible online booking and accessibility improvements.
5. Diverse amenities: Wellness programs, fitness centers, and spa services.
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535444][bookmark: _Toc287535903]12 Managing market risks
[bookmark: _Toc287535445]Write down the risks you have identified:
1. Staff hazards: attrition, absence from work, skill shortages, misbehavior, labor conflicts, compliance concerns, medical and safety dangers, burnout, and communication failures.
2. Supply chain interruptions.
3. Quality difficulties with supplies.
4. Pricing volatility.
5. Reliability concerns with suppliers.
6. Contractual disagreements with suppliers.
7. Reliance on a single provider.

	

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

	
	To retain top people and reduce worker risk, the organisation will emphasise recruiting, fair remuneration, and training. Addressing indiscipline, improving worker-management relations, and meeting standards are necessary (Burhan et al., 2021). To prevent burns, the company will improve employee well-being, workplace regulation, and conflict communication. To reduce supply disruption, the company will evaluate suppliers before working with them, adopt sufficient contractual procedures, and avoid focusing on one source. To handle issues and eliminate supply chain risks, the organisation must maintain good supplier relationships and watch market developments.
	

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

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

	
	The company will consider COGS—food, drinks, salaries, and other costs—to determine prices that cover costs and gain profit. Set a service-value pricing based on competition and consumer price sensitivity (Shamim et al., 2017). The company will use cost-plus pricing, which is the cost of production plus a markup, to remain competitive and profitable. Price adjustments will be regular to reflect cost changes, market trends, and consumer feedback.
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535449]How your prices compare with the competition:
	

	
	
	Product/Service
	Your Price(s)
	Range of Competitor Prices (per unit)

	Rooftop Restaurant Meal
	£80
	£75 - £120

	Event Space Rental (per hour)
	£500
	£450 - £700

	Business Lounge Membership (monthly)
	£150
	£130 - £200

	Guest Room (per night)
	£250
	£200 - £350

	Conference Room Rental (per day)
	£1,000
	£800 - £1,500

	Fitness Center Access (per visit)
	£20
	£15 - £30

	Parking (per day)
	£25
	£20 - £35

	Spa Service (per session)
	£100
	£80 - £150




	

	
	[bookmark: _Toc287535450]Reasons for the difference between your price(s) and your competitors’ price(s):
· Premium location: Unique rooftop views and prime location in London justify higher prices.
· Exceptional service: Higher staffing costs for providing personalized, top-tier customer service.
· High-quality amenities: Investment in state-of-the-art facilities and luxurious amenities.
· Exclusive experience: Offering a more exclusive and upscale atmosphere compared to competitors.
· Sustainability practices: Costs associated with implementing and maintaining eco-friendly practices.
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535451][bookmark: _Toc287535905]14 Promotion and advertising
[bookmark: _Toc287535452]How and where will you promote your product/service?
	

	
	
	

	
	· Social Media: Utilize platforms like Instagram, Facebook, and LinkedIn for targeted advertising and engagement.
· Website and SEO: Develop a user-friendly website with strong SEO to attract organic traffic and online bookings.
· Local Partnerships: Collaborate with local businesses and tourism boards for cross-promotions and packages.
· Event Hosting: Host exclusive events and open houses to showcase the venue and services to potential clients.
· Email Marketing: Implement email campaigns targeting potential customers with special offers, updates, and personalized invitations.
	

	
	
	

	
	
	



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

	
	

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


	

	
		Roles
	Costs
	Necessary Experience
	Special Skills

	General Manager
	£55,000 - £11,9000
	1. Bachelor's degree in hospitality management or related field.
1. 5-10 years of experience in hotel management or a related role.
1. Strong leadership and strategic planning skills.
	Leadership

	Front Desk Manager
	£31,700 - £55,000
	1. Bachelor's degree in hospitality management or related field (preferred).
1. 2-5 years of experience in front desk operations or guest services.
1. Proficiency in hotel management software.
	Organization

	Concierge
	£27,000 - £47,000
	1. High school diploma or equivalent (Bachelor's degree preferred).
1. 2-5 years of experience in customer service or hospitality industry.
1. Knowledge of local attractions, events, and services.
	Resourcefulness

	Guest Services Manager
	£35,000 - £63,000
	1. Bachelor's degree in hospitality management or related field.
1. 3-7 years of experience in guest services or front office management.
1. Leadership and team management skills.
	Adaptability

	Housekeeping Manager
	£31,000 - £55,000
	1. Bachelor's degree in hospitality management or related field (preferred).
1. 3-7 years of experience in housekeeping or cleaning operations.
1. Knowledge of cleaning techniques, products, and equipment.
	Attention to detail



	

	
	[bookmark: _Toc287535455][bookmark: _Toc287535908]16 Premises

	
	Costs

	Premises required at start-up: 
· Building/Property
· Reception Area
· Guest Rooms
· Restaurant/Dining Area
· Kitchen
· Staff Quarters
· Housekeeping/Laundry Facilities
· Parking Facilities
· Meeting/Conference Rooms
· Fitness Center/Spa Area
	 £1,82,9000 - £3,15,0200

	Premises required in the future (if different): 
· Expansion of guest rooms or additional properties
· Upgrades to existing facilities.
· Addition of new amenities.
· Renovation or expansion of meeting/conference spaces
· Technological upgrades.
· Sustainability initiatives.
· Accessibility improvements,
· Security enhancements.
· Staff training and development facilities
· Infrastructure improvements.
	£5,39,200 - £2,45,0000+



	

	
	[bookmark: _Toc287535456][bookmark: _Toc287535909]17 Suppliers

	Supplier
	What we’ll buy from them
	Number of days Credit

	Sysco Corporation
	Food and beverage products, kitchen supplies.
	30 days

	US Foods
	Food and beverage products, kitchen supplies.
	30 days

	Ecolab Inc.
	Cleaning and sanitation products, pest control services.
	30 days

	Aramark Corporation
	Uniforms, employee apparel, facility services.
	30 days

	Avendra LLC
	Hospitality procurement services, including food, linens, and amenities.
	30 days

	Guest Supply
	Guest room amenities, toiletries, linens.
	30-60 days (can vary)

	HD Supply Facilities Maintenance
	Maintenance and repair supplies, equipment.
	30-60 days (can vary)

	Cintas Corporation
	Uniforms, facility services, restroom supplies.
	30-60 days (can vary)



	

	
	
	

	
	
	




	
	
	

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

	
		Resource
	When
	How Funded
	Cost per unit

	Commercial Kitchen Equipment
	Before opening for food preparation and cooking.
	Initial investment capital
	£1,000 - £50,000+

	Laundry Equipment
	Before opening to handle guest linens and laundry.
	Loans or financing from banks or investors
	 £2,000 - £100,000+

	Cleaning Equipment
	Before opening for daily housekeeping and maintenance tasks.
	Revenue generated from pre-opening sales or reservations
	 £50 - £1,000+

	Room Amenities and Supplies
	Before opening to stock guest rooms with toiletries, linens, etc.
	Crowdfunding or fundraising efforts
	£1 - £50+ 

	Furniture and Fixtures
	Before opening to furnish guest rooms, lobby, and common areas.
	Government grants or incentives
	£50 - £1,000+

	HVAC Systems (Heating, Ventilation, and Air Conditioning)
	Before opening to ensure climate control for guest comfort.
	Partnerships or sponsorships with suppliers or vendors
	£2,000 - £20,000+ 

	Audiovisual Equipment
	Before opening for conference rooms, entertainment areas, etc.
	Personal savings or equity investment from stakeholders
	£100 - £10,000+ 

	Security Systems (CCTV, Access Control)
	Before opening to ensure safety and security.
	Lease agreements or equipment financing arrangements
	£500 - £5,000+

	Office Equipment (Computers, Printers)
	Before opening for administrative tasks and guest services.
	Government grants or incentives
	£400 - £2,500+





	

	
	
	

	
	
	

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

	Staff
Staff hazards include attrition, absence from work, skill shortages, misbehavior, labor conflicts, compliance concerns, medical and safety dangers, burnout, and communication failures. These hazards jeopardize the quality of service, continual operation, legal observance, and reputation. High turnover and absences impair productivity and raise training expenses, whereas skill shortages and misbehavior jeopardize service quality and integrity. Labor conflicts and compliance violations subject the company to financial and legal consequences (Papargyropoulou et al., 2016). Health and safety issues not only affect employees but can result in liability. Burnout & interpersonal conflicts reduce productivity and morale. Strong recruiting, training, and retention methods are required to mitigate these risks, as well as successful communication channels and tight compliance requirements.
	· To reduce staff-related hazards, prioritize effective recruiting, competitive remuneration, and ongoing training to retain talented people. Establish clear procedures to avoid wrongdoing, promote good worker relations, and follow regulations. Prioritize staff health and safety, manage workload to prevent burnout, and improve communication channels for better cooperation.

	Suppliers:

Provider-related risks included supply chain interruptions, quality difficulties, pricing volatility, dependability worries, contractual disagreements, and reliance on a single provider (Wang et al., 2019). These risks can cause manufacturing delays, product shortages, worse quality, higher prices, and strained relationships.
	· To reduce supplier risks, expand your provider base, perform extensive due investigation before contracting suppliers, and develop explicit contractual agreements. Maintain a dialogue to handle concerns quickly and develop solid connections. Monitor trends in the market and develop contingency plans to efficiently handle supply chain disruptions (Ahmad et al., 2018). To ensure stability and consistency, put in place quality control procedures and evaluate supplier efficiency on an ongoing basis.






	

	
	
	



[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

[bookmark: _MON_1318014947][bookmark: _MON_1318077183][bookmark: _MON_1354449455][bookmark: _MON_1354450031][bookmark: _MON_1354450125][bookmark: _MON_1354450158][bookmark: _MON_1356440720][bookmark: _MON_1356442165][bookmark: _MON_1356442239][bookmark: _MON_1358089688][bookmark: _MON_1359207222][bookmark: _MON_1359207276][bookmark: _MON_1359207317][bookmark: _MON_1359883007][bookmark: _MON_1359957430][bookmark: _MON_1360669426][bookmark: _MON_1360669437][bookmark: _MON_1360670962][bookmark: _MON_1360670974][bookmark: _MON_1360670985][bookmark: _MON_1360671100][bookmark: _MON_1360671129][bookmark: _MON_1360671223][bookmark: _MON_1360671239][bookmark: _MON_1360671253][bookmark: _MON_1360671861][bookmark: _MON_1360672054][bookmark: _MON_1361091241][bookmark: _MON_1361091279][bookmark: _MON_1361091296][bookmark: _MON_1361091394][bookmark: _MON_1361091761][bookmark: _MON_1361091782][bookmark: _MON_1361101438][bookmark: _MON_1363597309][bookmark: _MON_1363598083][bookmark: _MON_1778603633][bookmark: _MON_1778604080][bookmark: _MON_1778604148]
        
	

	
	
	

	

	
	

	
	
	

	
	
	

	
	
	

	
	

	

	
	21 Profit and loss forecast
[bookmark: _MON_1778603662][bookmark: _MON_1778604858]
	

	
	
	

	
	
	

	
	
	

	
	
	



	
	
	

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



	
	[bookmark: _Toc287535466]
Total borrowing requirement for the business
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23 Managing financial risks (such as, sales are less than forecasted or start-up finance takes three months longer to obtain)
[bookmark: _Toc287535468]The risks that you have identified for your financial forecast are:
	

	
	1. Sales are less than forecasted.
2. Start-up finance takes three months longer to obtain.
3. Higher than expected operational costs.
4. Economic downturn affecting customer spending.
5. Supply chain disruptions affecting inventory and supplies.
	

	
	[bookmark: _Toc287535469]How you will minimise their impact:
1. Boost marketing efforts: Increase promotional activities and target a broader audience.
2. Secure contingency funds: Arrange additional lines of credit or emergency funds.
3. Monitor expenses: Implement strict cost control measures and regular budget reviews.
4. Diversify revenue streams: Introduce new services or products to reduce reliance on one income source.
5. Strengthen supplier relationships: Build a reliable network of suppliers and maintain open communication.
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	Sales Revenue (£)
	Investment (£)
	Other Inflows (£)
	Total Cash Inflows (£)
	Wages (£)
	Rent (£)
	Utilities (£)
	Marketing (£)
	Supplies (£)
	Maintenance (£)
	Other Outflows (£)
	Total Cash Outflows (£)
	Net Cash Flow (£)
	Cumulative Cash Flow (£)

	January
	30,000
	20,000
	2,000
	52,000
	15,000
	10,000
	2,000
	5,000
	4,000
	2,000
	3,000
	41,000
	11,000
	11,000

	February
	32,000
	0
	2,000
	34,000
	15,000
	10,000
	2,000
	5,000
	4,000
	2,000
	3,000
	41,000
	-7,000
	4,000

	March
	35,000
	0
	2,000
	37,000
	15,000
	10,000
	2,000
	5,000
	4,000
	2,000
	3,000
	41,000
	-4,000
	0

	April
	37,000
	0
	2,000
	39,000
	15,000
	10,000
	2,000
	5,000
	4,000
	2,000
	3,000
	41,000
	-2,000
	-2,000

	May
	40,000
	0
	2,000
	42,000
	15,000
	10,000
	2,000
	5,000
	4,000
	2,000
	3,000
	41,000
	1,000
	-1,000

	June
	42,000
	0
	2,000
	44,000
	15,000
	10,000
	2,000
	5,000
	4,000
	2,000
	3,000
	41,000
	3,000
	2,000



	



	


	
	

	
	
	

	
	
	
	
	
	





25. Conclusions. 
The new hotel Maritime House has enormous potential owing to its location, variety of amenities, and low prices. The business strategy includes market research, HR, and startup and running costs. We used the Business Model Canvas (BMC) and Klofstens' business platform to identify risks and opportunities and develop strategies to capitalise on them. The pro forma financial accounts show strong profitability given correct sales and expenditure assumptions. Maritime House will thrive and return on investment by offering exceptional customer service.
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£2000

£15,000

£12,000

£180,000

£3,000

£25,000

£5,000

£8,000

£7,000

£2,000

£200,000

£20,000

£10,000

£1,000

£520,000

TOTAL  £

Consumables

Licences

Security/health and safety equipment

Professional fees

Training

Tools

Vehicles

Insurance

Other (please specify)

Rent/rent deposit

Stationery

Marketing

Market research costs

Association fees

Wages/recruitment
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Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales

300,000 350,000 400,000

Less variable costs

100,000 110,000 120,000

Gross profit (sales less variable 

costs) = 

200,000 240,000 280,000

Calculate your gross profit margin 

% (gross profit divided by total 

sales x  100) (A)

66.70% 68.60% 70.00%

Salaries/wages (survival income + 

any staff

150,000 160,000 170,000

Premises (including rent, rates, 

utilities)

80,000 85,000 90,000

Telephone and broadband

3,000 3,200 3,500

Printing, post and stationery

2,000 2,200 2,500

Advertising and promotion

10,000 12,000 15,000

Bank charges

1,000 1,200 1,500

Professional fees

5,000 5,200 5,500

Insurances

12,000 12,500 13,000

Bank/HP/Interest (payable to your 

bank)

4,000 4,200 4,500

Stock

20,000 22,000 25,000

Consumables

8,000 8,500 9,000

Equipment and vehicle leasing

6,000 6,200 6,500

Depreciation

7,000 7,500 8,000

Other (please specify)

5,000 5,200 5,500

Total fixed costs

313,000 336,200 362,500

Net profit (gross profit less fixed cost)

-113,000 -96,200 -82,500

Calculate your net profit margin (net 

profit divided by total sales x 100)

-113,000 -96,200 -82,500

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

Total variable costs + total fixed costs 

(B)

-37.70% -27.50% -20.60%

Break even (B) divided by (A)

413,000 446,200 482,500
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£

520,000

Personal start-up contributions           -

-100,000

Other start-up contributions            -

-50,000

Total required =

= 370,000

The assets you have available as security =

= 200,000



Start-up costs


