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Business Plan 


	Personal Details

	Name
	COSMIN TUDUREANU

	Address:
	1 Princess Mews 

	Post Code:
	NP198GB

	Phone:
	07507938633

	Email:
	Cosmin.tudureanu@gmail.com; 2109533@student.uwtsd.ac.uk 




	Business Details

	Business Name:
	Dream Travel DMC 

	Proposed Start Date:
	01.09.2022



























Business Operations & Objectives

	Business operation

	Services:
 We are a group of travel specialists including transport operators, travel guides, accommodation handlers and other areas of travel industry focused on each destinations. Our services are comprised from:
· Standard circuits from 7 to 14 nights mono-country / multi-country
· City breaks 1-3 nights
· Long Transport services by coach, car
· Land services – accommodation, meals, entries at objectives
· Guiding services
· Car rental
· Transfer services
· Accommodation services
· Events tickets
· Restaurant bookings
· Events planning and coordination
· Thematic tours – adventure, historic, natural, events
· Corporate trips and business events
· River cruises 
· Medical trips

  Our profile would be B2B with clients from the local travel agents and agencies on the local UK markets.
  Our destinations are Eastern European countries – Romania, Bulgaria, Croatia, Hungary, Greece, Montenegro, Albania, Slovakia and Poland.

Markets:
· Single Adults – 18-65 years old
· Families with up to 2 children
· Seniors – over 65-75 years old

Deliver:
· Our services will be delivered on request via email or telephone



	Short Term Aims:

	Short Term Objectives (6 months):
The company goals are to fulfill the following milestones
· create a portfolio of 50 services and travel products
· advertise our services on the online platforms 
· building own website and platform for our services
· achieve 10 clients – agencies and corporate customers
· achieve £8000 rollover / month





	Long Terms Aims:

	Long Term Objectives (1 year):
             The company goals are to fulfill the following milestones
· achieve profitability of 50% 
· achieve a monthly target of 1000 tourists 
· achieve a turnover £20000 / month





SWOT (Shewan, 2017)


	Strengths: Build upon them

	· A large, diversified, and potentially lucrative market with little unspecialized competition
· Diversified unique products and services range. 
· Cheap services costs and competitive prices
· Specialized expertise
· Vast network of collaborators and an extensive experience. 
· Low capital investment. 



	Weakness: Do something about them

	· New business 
· Unawareness about us and our services. 
· Inadequate information about the destinations available to potential customers
· Instability of travel industry. 
· Lack of skilled labor. 
· Lack of services and destinations advertising
· Lack of information and support from the authorities in destination countries



	Opportunities: Take advantage of them

	· Restart of the travel sector with increase in demand for cheap and new destinations
· Lack of diverse and complete services
· E-Commerce and Internet are emerged as promissory distribution channels to market and sell the services. 



	Threats:  Be aware of them

	· Competition in domestic market.
· Balance between high demand and supply.
· Better deals and better quality offered by competition
· Increase in legal demands and requirements for travelers (VISA, travel conditions, etc.)
· Instability of the airline industry (flight cancelations and delays)



Market

Having a thorough understanding of your market is crucial in order to validate your business and ensure that your products and/or services will be in demand.

In order to build a diverse and competitive range of products, market research is essential – the main point of interest is finding out who they are, what they want and how much they are willing to pay for it. (Census, 2021)


Customers groups 
1. Single adults
· Ages 18-55 yo
· Main profiles
· Leisure travelers – traveling for holidays and leisure time. Main interests are city breaks, multiday tours, thematic tours, events (concerts).
· Employees - average annual income £24,000 per person
· Students – average annual income £12,000 per person
· Business travelers – travelling mainly for business meetings, conferences, events, fairs
· Investors looking for business opportunities
· Delegates from companies travelling in workplace interest

2. Families 
· Ages 25-55 yo
· Median annual household income is £48,000
· Main interest are resorts, thematic trips, city tours, guided tours

3. Seniors
· Ages 55-74 
· Median annual individual income £15,000
· Main interests are river cruises, multiday guided tours, historical and culture tours

In the latest years, we can observe the following trends:
	Years
	Holiday travelers 
	Business travelers
	Not declared

	2018
	57,352
	9,298
	23,920

	2019
	58,673
	8,979
	25,434

	2020
	14,188
	2,335
	 7,304

	2021
	8,854
	1,319
	 8,672

	2022 (Jan-Apr)
	8,360
	  990
	 5,730



  This shows the strong impact of COVID-19 restrictions and how the demand is already increasing with the relaxation of the travel regulations, with the number of travelers reaching already in the first 4 months of 2022 the level for the total year of 2021. (Osborn, 2022).

  Also, from the same source we can see that in 2022 there was an increase of interest for the travelers from UK in our target destinations with over 1700 travelers in the first 4 months of the year. 




Marketing

In any business, marketing and closing sales are the most important aspects, and your planning should reflect this.

After determining who your core customers are, you can figure out the most cost-effective way to reach them. In a start-up business, choosing the most cost-effective marketing strategy is critical to minimizing expenditures and maximizing profits.

	Marketing Strategy:

	· Advertising – will be done using email, business meetings, products presentation meetings, contracts negotiations
· Website 
· YouTube and Facebook podcasts (to increase destination awareness)
· Partners channels



	Choosing your advertising for each marketing strategy:

	A major factor in your decision will also be the cost of advertising. The type of advertising you decide will be most effective in attracting customers will require estimates and/or quotes. (Anon., 1999). (Anon., 1999)



	Type of Advertising
	Supplier
	Cost
	Details

	Website 
	
	250
	Services offers and Discounts


	Events
	
	50
	Tourism fair and events

	Social Media Platforms
	
	100
	Facebook, Google, YouTube, Instagram

	Business and product presentation meetings
	
	50
	Meeting with local partners








	What qualifications and experience do you have directly related to your business proposal?

	· 20 years’ experience in travel sector in various positions
· Events and planning course - Romania
· National Tourism Guide – Romania
· International Accredited Travel Agent 
· Amadeus, Dertour and various other GDS systems
· Hotel booking systems
· Contracts negotiations course - Romania










	Will your business involve?
	Yes/No
	How will you ensure the least risk of harm, (attach additional sheets if necessary)

	Use of PC/laptops



	    Yes
	Proper trainings

	Use of licensed software



	    Yes
	Proper trainings

	Use of vehicles


	    yes
	License valid

	Individual working



	    Yes
	Proper trainings

	Insurance: What level and type of insurance does your business require?

	There are 2 main types of business insurance – Public Liability and Professional Indemnity. Some businesses also require additional industry specific insurance, and you should check with your industry’s professional body in this case professional indemnity insurance for travel agents and public liability 

	Type
	Level of Cover
	Provider
	Cost

	Public Liability
	full

	BCD
	75£/month

	Professional Indemnity
	full
	BCD
	20£/month

	Industry Specific

	
	
	




	Premises

	Will you require business premises? If so, give details of the type of premises, the utilities required, any planning permission, (e.g. catering facility, motor mechanics, etc.).

	No – being a B2B the activity with the client would be at their premises for the time being


Start-Up Costs

	Start-Up Items required:

	Use this area to list everything you will need in order for your business to launch. You should only include items that will be essential to your start-up along with the designated supplier and the projected cost. (MORAH, 2021)



	Item
	Supplier
	Cost

	Laptop/Computer/Printer
	
	Owned

	Internet / 6 months
	BT 
	204

	Phone / 6 months
	EE
	360

	GOOGLE SITE
	GOOGLE
	300

	Business cards 
	Miscellaneous
	35

	OTHER ACCESORIES
	N/A
	200

	Space / 6 months
	Rent
	5600

	ADVERTISING AND PROMO
	Miscellaneous
	500

	
	
	

	Total
	
	7199




	Financing your business

	Now you have calculated how much money you will need to start your business you must identify where it is to come from. Only consider figures you know will be available to you.



	Source
	Amount

	Own savings / income
	7199

	Family / friends
	              0

	Bank loan
	0

	NEA Loan 
	0

	Grants / funding
	0

	Investment
	0

	Other public body JCP
	0

	Other private body
	0

	
	0

	Total funding available
	7199






Sales Forecast

	How much will it cost for you to supply one customer?

	Take into account the cost of raw materials, overheads, fuel to deliver product / service etc.

	
30-50 travellers / month for 2023 season




	How many customers can you handle?

	How much time is involved for each customer (for a service) or how long does it take to create your product(s), how many can you fit into 1 day?

	5 – 10 requests processed per day



	How much are customers prepared to pay for your product / service?

	This can vary enormously from one area to another. It is the old adage of supply versus demand. Your market research and competitor analysis will help you highlight this.

	1200£-3500£ depending on product





	Accounts and bookkeeping

	How are you planning to record the business? Will you be using a regular bookkeeper or keeping the details yourself? Will you be employing the services of an accountant at year end? (Anon., 2022)

	I am going to keep them myself for the time being
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