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As aspiring entrepreneurs and having identified a gap in the UK’s tourist market, we decided to name our start-up business EcoLuxe Tourist Haven. The name comes from our primary value proposition of being an eco-friendly hotel mindful of sustainability but offering luxury to our clients. However, before commencing on its operations, there is need to develop a business plan detailing some of the key elements, objectives, analysis and financial projections to help guide the operation. This document can also be a tool that we can use to source funds from investors. 
Market Opportunity
The global shift towards sustainability has positively impacted many sectors. In the tourism industries, people are more than willing to only engage on adventures that are eco-friendly, meaning they are likely to associate with business that adhere to this new trend aimed at conserving the environment. This therefore created an opportunity for the emergence of eco-hotels, establishments that offer not only safe accommodation but one that ensures the environment around is non-toxic and energy efficient (Kostić, M., Ratković, M. and Forlani, F., 2019). This is the ‘green’ concept in which they use technology and adopt eco-friendly practices to sustain the environment. Specifically, these practices, according to Xess, A., Bhargave, H. and Kumar, P. (2021), include saving and conserving energy through the use of technologies like lighting, heating, ventilation, and air conditioning system (HVAC) and recycling of biodegradable contents. While these efforts are necessary to enhance customer loyalty, not all hotels adhere to such practices. 
EcoLuxe Tourist Haven has identified itself as a game changer in the market – a venture that will disrupt the operations of the hospitality industry in the UK. As noted, not all hotels in the UK apply eco-friendly practices. Moise, M. S., Gil-Saura, I., and Ruiz Molina, M. E. (2021) noted that tourism, despite being a growing industry generating up to 10% of global employment, 7% of the world’s exports and 10.4% of global Gross Domestic Product, it generates 8% of the pollution and contribution to the greenhouse emission. EcoLuxe Tourist Haven, a start-up eco-friendly boutique hotel, will develop and operate consciously with these numbers. However, to achieve this value proposition this startup will have to establish strategic partnerships with the local suppliers, stock only organic foods and acquire and install renewable technologies and sources of energy. Some of the key resources that are likely to help this start-up maintain it value proposition would be physical; machinery and the venture’ premises and human resources; trained employees who will help maintain sustainability and luxury. These numbers provide a market opportunity for this venture to develop and adopt sustainability practices and reduce environmental waste and emissions. Additionally, the fact that most tourists and the general public are becoming more conscious of maintaining the environment provides endless market opportunities for EcoLuxe Tourist Haven to thrive.  


Customer Segment and Competitive Landscape
EcoLuxe Tourist Haven will be environmentally conscious travelers who still want to have luxurious experiences while visiting tourist attraction sites. As noted earlier, there is a surge of tourists inclining more to sustainability and being environmentally conscious. Our company takes advantage of this fact by providing services and accommodation that are environmentally friendly. According to the UK Measures of National Well-being study, 86.5% of adults in Great Britain reported having made significant lifestyle changes to accommodate and affect environmental sustainability (Office for National Statistics (2023). In addition to the adult population, Gen Z is another group in the UK that is pro-environment according to Sharmin, F., Ribeiro, M.A. et al., (2023), Gen Z makes up about 32% of the global population and the most active group in tourism. The fact that this group is among the most active made us choose it as the other target market for our business venture. 
However, while that is the target market/ consumer segment, we are operating in an industry that, despite being profitable, is one of the most competitive globally, with every company rushing to secure more and more clients, especially with the emergence of ‘green’ or ‘eco-friendly’ practices. From a Google search, any traveler or tourist can find a list of eco-friendly hotels in the UK that they may book while visiting their attraction sites. From a similar Google search, we identified several eco-hotels that might be our greatest competitors – the competition landscape to understand what we were up against before venturing into the market. These hotels include the Saorsa 1875 Hotel in Scotland, the Treehouse Hotel in London, the Green House in Dorset, the Scarlet in Cornwall, and the Scarlet, among others (Modi, R. 2023; Ecobnb, 2021). What seems to be common among these eco-hotels is their popularity and heavy investment in sustainability. 
Market Potential and Risk Mitigation
SWOT Analysis 
· Strengths: 
Unique value proposition:  EcoLuxe Tourist Haven strongly advocates for sustainability and luxury. While focusing on sustainability, most of the eco-hotels in the region have lost their credibility among their clients because their changes adversely impact luxury. Olorunsola, V.O. (2020) found that most hotel clients are unwilling to sacrifice comfort for green initiatives. While they also want to maintain sustainability, they do not want to do so at the expense of their luxury and comfort. This matches Olorunsola, V.O. et al., (2022) emphasis on the importance of meeting customer’s perception especially in the tourism industry. In the same regard and adhering to this emphasis, our strong and unique value proposition means we are dedicated to catering to these clients through sustainability and eco-friendly practices that do not compromise the client’s luxury. 
· Weaknesses: 
Initial high costs: Establishing an eco-friendly is £39,305 to £196,530. While an eco-friendly establishment will enhance environmental sustainability in the long run, its initial cost is high, from land acquisition to operation expenses, and it seems practically difficult for entrepreneurs to invest in such a venture. 
Limited market awareness: The success of EcoLuxe Tourist Haven is likely to be hindered by potential limited market awareness of their existence, let alone the product they offer to the market. Without market awareness, a company might find attracting their first customer extremely difficult, let alone building customer loyalty (Zulfikar, I., 2022). Fortunately, this weakness can be corrected by relying heavily on advertisements to ensure the public knows our existence. 
· Opportunities: 
The growing market for eco-friendly hospitality: As mentioned, the tourist sector is one industry that plays a significant role in enhancing a company’s GDP. While there are challenges, more and more people are becoming inclined toward suitability and green ideology. This potential growth is a significant opportunity for EcoLuxe Tourist Haven to thrive in an industry that might be significantly difficult to sprout. 
Potential partnerships with local businesses: EcoLuxe Tourist Haven cannot open in a vacuum nor have whatever it wants to provide its customers if it cannot operate and collaborate with local suppliers who might help the executives run their daily operations.   
· Threats: 
Competition from established brands: Established brands pose a significant threat to the significance of EcoLuxe Tourist Haven operations and profitability in the market. Starting and competing with already established and known ventures is risky. Fortunately, increased engagement in the market and quality service can set the company apart from its competitors. 
Economic downturn: Any economic disruption adversely impacts a business venture in terms of profitability and revenue. COVID-19 is a perfect example of such an economic downturn that led to significant layoffs and low profit margins around the globe. Unfortunately, unlike any other threat, such global pandemics are usually devastating. 
PESTEL Analysis
· Political
Supportive government policies for enhancing sustainable businesses: The UK government has enacted policies and provided the required care for businesses to venture into and thrive in sustainable businesses. With its ‘Clean Growth Strategy: Fostering Green Economic Growth, ’ the government has significantly fostered economic growth through sustainability (‌ Novuna, n.d.). In addition, the government offers other types of financial grants to ensure that business commences their operations while also maintaining a significant amount of it. 
· Economic 
Energy saving partnership (ESP): the UK currently has significant programs to ensure that the region generally saves on its energy expenditure nationally. Energy saving partnership (ESP) is one of the methods used in the country by far. ‌Rosenow, J. et al. (2018) found that the higher the energy consumption levels, the higher the risk of facing significant economic challenges as a country. Adoption of such investment care may significantly help enhance a corporation’s investment. 
· Social 
There is increased awareness of environmental issues, concerns, and demand for sustainable travel and practices. The UK is among the countries whose population has significantly improved in the awareness and adopting sustainable practices not only in their households but also a factor they must consider when choosing a tourist site or a company that would act as a tour guide (Village, R.H. and Lanka, S., n.d). 
· Technological
The use of eco-friendly technology in the UK has greatly enhanced the tourist industry, shaping the industry into one that relies on technology to enhance customer experience and overall service delivery (Xess, A., Bhargave, H. and Kumar, P., 2021). 
· Environmental
Alignment with UK environmental changes and policies is a significant element that eco-friendly businesses must adhere to to enjoy operating in the region. One benefit of such an alignment, as implied by Kariuki-Cobbett, J., Morley, B. and Worthy, F. (2023), is that it helps the government follow through with enhancing the environment's health. 
· Legal 
Compliance Certificates ensure that organizations operate to the required standard per the country’s government. Adherence to the government's environmental regulations is an essential factor that dictates a company’s sustainability in the market. 
Marketing Strategy
A potential lack of brand awareness among the general public was identified as one of the few weaknesses of this business venture. Fortunately, this can be corrected using marketing. This venture uses digital platforms, like the company’s website, online travel agencies, and social media. Some of the online travel agencies that have provided time and again to be effective in their work include Hays Travel and Last-minute (Boley, M. 2023; Poncio, M. 2023). These two websites will likely enhance the company’s brand awareness among consumers. The advantage of these two websites is that they are what people usually look at when they fail to book accommodation in advance. Also, the business venture will utilize social media as another marketing tool for creating brand awareness for the public. Dixon, S.J. (2023) reveals how social media, specifically WhatsApp, has become popular among Britons. We will rely on Facebook, YouTube, TikTok, and WhatsApp to create brand awareness, especially among Britons. We believe combining these tools will help enhance our presence in the region. 

Financial Information
As a start-up, we still do not have any information on the balance or any other financial statement. However, with the estimate below regarding the estimated costs, we believe it can be used for a start as we wait for this quarter and evaluate this venture’s performance before making a more detailed business plan with invoices, balance sheets, and projections. Note that the figures were given in USD for accuracy but can be converted into preferred currency upon request. 
	Startup cost Type
	Average Cost (USD)

	Land Purchase and Acquisition 
	$50,000 to $250,000

	Renovations and Upgrades
	$10,000 to $200,000

	Security and Surveillance Equipment
	$5,000 to $100,000

	Business and Legal Services
	$2,000 to $10,000

	Furniture and Fixtures 
	$5,000 to $50,000

	Water and Energy Infrastructure 
	$15,000 to $150,0000

	Kitchen and Dining Equipment 
	$10,000 to $150,000

	Technology Infrastructure 
	$2,000 to $50,000

	Employee Training and Education 
	$1,000 to $20,000

	Total
	$97,000 to $867,000


(Source:  Ryzhkov, A., 2023).
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While this is the cost structure of the venture, the primary source of revenue for the business will be from providing accommodation or accommodation fees paid by the tourist. We can supplement that with offering touring services like tour guiding around the attraction sites nearby and within. We can also take advantage of the major holidays and host events where tourists pay an entrance fee to attend. With time however, we will stick a secondary source of revenue that works best in providing high income for the business.  


	[image: ] A Business Plan
	
	[image: ] [Insert Name]
	
	[image: ][Insert Date]

	[image: ]
   Local suppliers
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*Establish strategic partnerships with the local suppliers.
*Stock only organic foods
*Acquire and install renewable technologies and sources of energy.
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Providing services and accommodation that are environmentally friendly.
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*Digital platforms, like the company’s website, online travel agencies, and social media. 
*Online travel agencies like Hays Travel and Last-minute. 
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*Adults
*Gen Z
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*Physical; machinery and the venture’ premises.
*Human resources; trained employees.
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*WhatsApp
*Facebook
*YouTube
*TikTok 
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Most Expensive Resources
*Land Purchase and Acquisition
Least Expensive Resources
*Employee Training and Education
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*Providing accommodation or accommodation fees paid by the tourist. 
*Touring services like tour guiding around the attraction sites nearby and within. 
*Host events where tourists pay an entrance fee to attend. 
	





Conclusion
In conclusion, EcoLuxe Tourist Haven is a viable eco-friendly boutique hotel worth pursuing. This assertion is evidence-based and not something that is made through assumptions. The fact is that environmental consciousness is gaining traction, and some of the hotels in the quest to satisfy their customers’ sustainability seem to violate or compromise the luxury aspect. As EcoLuxe Tourist Haven, we did our research and determined that for us to thrive in the market, we will have to have a unique value proposoition – one that is appealing to the client. After much deliberation, we chose the name EcoLuxe Tourist Haven. We intend to target specific groups: the adult population and Gen Z. The reasons for such a decision are because the adults make up a larger percentage of the that, at some point, changed their lifestyle to be more sustainable. On the other hand, Gen Z marks the largest population globally (32%). We utilized a PESTEL and SWOT analysis to analyze the company from different perspectives. Ultimately, we hope the venture becomes an iconic scenic tourist spot. 
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	[bookmark: _Toc287535392][bookmark: _Toc287535890]1 Executive summary (We suggest you complete this section after you have completed the other sections of the Business Plan).
EcoLuxe Tourist Haven is a viable eco-friendly boutique hotel formed from the premise that more and more people are inclined towards seeking sustainable and luxurious travelling experiences during their adventures. While the tourist industry is rife with competition, we address this with our unique value proposition of providing sustainable accommodation without compromising quality of our services and client’s luxury experiences. We expect to raise about 500,000 euros for the purpose of facilitating the entire establishment. We will also employee qualified personnel to run the operations of the establishment. Our client base entails people of all ages, the affluent and those in seek of sustainable adventure and yet luxurious experiences during their adventures. We expect have revenue of 200,000 euros for the first operating years and double the amount yearly. 
	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	
	

	
	[bookmark: _Toc287535393][bookmark: _Toc287535891]2 Business details
[bookmark: _Toc287535394]Company name:
EcoLuxe Tourist Haven
	

	
	[bookmark: _Toc287535395]Address:

	

	
	Primary contact method
Telephone Line [Insert Number]
	

	
	
	

	
	[bookmark: _Toc287535398]The business will: (Provide a brief description of what your business will do)
EcoLuxe Tourist Haven is an eco-friendly hotel mindful of sustainability but offering luxury to our clients. It will offer safe accommodation in an environment that is non-toxic and energy efficient to its clients. 


	

	




	
	
	
	
	
	

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

	
	Position/main responsibilities: CEO
	

	
	Experience and knowledge of our industry:  11 years’ experience in the hospitality business and well versed with hotel operations and management. 

	

	
	
	

	
	Previous employment: Worked as a manager in one of our potential competitors; the Saorsa 1875 Hotel in Scotland where he gained management skills in business operations, customer service and business development. 
	

	
	Key skills brought to the business: The CEO brings in expertise and skills in strategic planning, sustainable hospitality practises and team leadership. 
	

	
	Business experience and any training undertaken: The CEO has undergone the UN Tourism program One Planet Sustainable Tourism Programme (STP)
	

	
	Academic/professional qualifications: Holds a MSc in Sustainable Tourism Development Management and a Bachelor's degree in Hospitality Management
	

	
	Salary expectations £60,000 per annum
	

	
	Name: Sarah Heywood
	

	
	Position/main responsibilities: CFO
	

	
	Experience and knowledge of our industry: 5 years’ experience in in financial management, planning and cash flow.
	

	
	Previous employment: She served in the capacity of a financial manager in one private institution overseeing the organization’s budget, finances and managing its revenue. 
	

	
	Key skills brought to the business: She brings in expertise in financial planning, forecasting and analysis. 
	

	
	Business experience and any training undertaken: Heywood is a certified CPA accountant.
	

	
	Academic/professional qualifications: She holds an MBA with finance major. 
	

	
	Salary expectations £ 50,000 per annum


	

	
	Name: Susan Jones
Position/main responsibilities: Operations Manager

	
	Experience and knowledge of our industry: 6 years’ experience in guest and customer services and hotel services. 

	
	

	
	Previous employment: She previously worked as a front-end officer, supervisor and manager at a hotel in Wales. 

	
	Key skills brought to the business: She brings in experience and skills in managing daily operations of an accommodation establishment, enhancing customer satisfaction and in handling and addressing clients and guests queries and concerns. 

	
	Business experience and any training undertaken: Jones has undergone the Office and Reception Management Certification

	
	Academic/professional qualifications: Jones has a degree in Hospitality Management

	
	Salary expectations £30,000 

	
	Name: Emily Brown

	
	Position/main responsibilities: Head Chef

	
	Experience and knowledge of our industry: Brown is a seasoned chef with vast experience in preparing vegan meals and other sustainable culinary practises. 

	
	Previous employment: Brown has worked for various hotels and restaurants in preparing seasonal and farm-to-table meals. 

	
	Key skills brought to the business: Brown brings in expertise like creative and innovativeness in preparing sustainable culinary while only using locally sourced organic foods and ingredients. 

	
	Business experience and any training undertaken: Brown has undergone Level 1, 2 and 3 Food Hygiene Training

	
	Academic/professional qualifications: Brown received formal culinary training at Le Cordon Bleu London

	
	Salary expectations: £40,000 per annum



[bookmark: _Toc287535402][bookmark: _Toc287535893]Vision
	
	
	

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

	
	[bookmark: _Toc287535404]Sum up your business idea:
The business idea is a hotel boutique establishment primarily aimed at providing both sustainable and luxurious accommodation to environmentally conscious tourists. The key activities will be to Establish strategic partnerships with the local suppliers, stock only organic foods and acquire and install renewable technologies and sources of energy. The customer relationship and communication will be through digital platforms, like the company’s website, online travel agencies, and social media and online travel agencies like Hays Travel and Last-minute. In the cost structure, the most expensive resource will be land purchase and acquisition whiles the least expensive resource is employee Training and Education. Lastly, the venture’s main revenue stream will be from providing accommodation or accommodation fees paid by the tourist, touring services like tour guiding around the attraction sites nearby and within and host events where tourists pay an entrance fee to attend.









	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

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

	
	1. What do you want to achieve in your first year of business? (for example,  turnover of £100,000 or trading at breakeven)
In the first year, I want to achieve a turnover or revenue of £200,000 in the first year.
	

	
	










	

	
	
	

	
	2. Where do you see your business in 3-5 years’ time?
In the 3-5 years, the business will be in accordance to the Yencken, J. and Murray Gillin Am, L., (2006) business model:
a) A leader behind the idea of sustainable and luxurious accommodation in the tourist industry. 
b) Widely accepted among environmentally conscious tourism that will be willingly to pay the premiums for our services.
c) Have employees with experience and expertise in creativity, innovativeness and sustainability to enhance its growth and leadership status in the industry. 
d) Have excellent customer relations and relations with other firms as compared to industry measures.  










	

	
	
	

	
	
	

	
	

	
	
	

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

	

	
		Product/service
	Features
	Benefits

	· Accommodation
	· Comfortable 
	· Sustainable and increased customer experience.

	· Touring services 
	· Tour guiding
	· Increased revenue

	· Event hosting 
	· Hosting special events
	· Customers get to celebrate even when away from home



	

	
	
	

	
	[bookmark: _Toc287535407][bookmark: _Toc287535897]7 What makes the business different (Value Proposition)
Your product/service is unique or different compared with the competition because:
	

	
	· It provides services and accommodation that are environmentally friendly.
	

	
	
	



	
	
	

	
	[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:
1. Business operation licenses, alcohol license and food permits. 
2. Compliance with the country’s environment regulations.
3. Insurance for guests and properties.
	

	
	You will meet your legal and insurance requirements by:
1. 2 months before operations.
	

	
	
	



[bookmark: _Toc287535409][bookmark: _Toc287535899]Marketing
	
	
	

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

	
	[bookmark: _Toc287535411]Trends in your chosen market are:
· Increased tendency of people inclining towards sustainable practises. 
	

	
	[bookmark: _Toc287535412]How you know this: (Provide examples with references)
· Climate change and people’s willingness to adopt new practices to correct these changes has been the reason behind the identified market trends. According to Kostić, M., Ratković, M. and Forlani, F., (2019) this led to the emergence of green practises and the emergence of eco-friendly hotels. EcoLuxe Tourist Haven therefore capitalized on this market trend to develop a business venture that would not only provide sustainable accommodation but will also maintain and ensure that the customers still are able to enjoy luxury offered in other hotels.
	

	
	[bookmark: _Toc287535413][bookmark: _Toc287535901]10 Profiling customers
[bookmark: _Toc287535414]The customer groups you will be selling to are: (4 x Customer profiles minimum)
1. Eco-conscious travellers
· Prioritize environmental responsibility and sustainability. 
· 25-45 years old, above average income and well-educated.
· Desire comfortable and luxurious accommodation and will conduct thorough research to get what they exactly want.
2. Luxury travellers 
· Rich folks who value luxury and sustainability. They seek high value services that offer eco-friendly services without compromising quality.
· 35-60 years affluent individuals with large disposable income or cash. 
· Book their hotel accommodations through high end platforms. 
· Usually look for hotels and accommodations with upscale amenities.
3. Adventure Enthusiasts
· Outdoors adventure seekers who prefer having sustainable experiences during their travellers.
· Vary in terms of age; Gen X, millennial and retirees. 
· Prefer finding accommodation near attraction sites. 
· Like the rest require comfortable and sustainable accommodation. 
4. Corporate and Event Travellers
· Individuals in the corporate world travelling on different places to plan and attend business meetings, conferences, corporate retreats and special events. 
· They prioritize comfort, luxury, sustainability and convenience as preferences for their accommodation choices. 
· Such individuals look for accommodations with fitted with modern technology with modern features. 
	

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

	
	Research Used
a) Google search
b) literature review
c) Online surveys
Findings
Environmentally conscious or eco-sensitive travellers and tourists are inclined to prefer hotels and accommodations that are: 
a) Environmentally conscious. 
b) Luxurious
	

	
	
	

	
	[bookmark: _Toc287535416]How you know this:
a) An Article in the Environment journal
According to Guttridge-Hewitt (2022), one report showed that 64% of the tourists in the UK are looking and want green travelling options sustainable accommodation. 
b) Statista.com
According to statista.com, in 2022, the percentage of tourists considering and utilizing eco-friendly hotels grew by about 37% from the previous years. 
c) CNBC News Article 
According to Pitrelli (2024) more than three quarters of all travellers and tourists are willing to 10% more on their accommodation and travel costs despite the economic crisis just to have eco-friendly travel. 
	

	
	[bookmark: _Toc287535417]Number of customers you expect to win in each group and what they might pay:
	[bookmark: _Toc287535418]Group
	[bookmark: _Toc287535419]Number of customers
	[bookmark: _Toc287535420]Price they might pay per unit

	Eco-conscious travellers

	200
	[bookmark: _Toc287535423]£200

	Luxury travellers
	400
	[bookmark: _Toc287535426]£200

	Adventure Enthusiasts

	150
	[bookmark: _Toc287535429]£200

	Corporate and Event Travellers

	400
	[bookmark: _Toc287535432]£200



	

	
	
	



	
	
	

	
	[bookmark: _Toc287535442][bookmark: _Toc287535902]11 Profiling competitors

	

	
		Competitor name
	Strengths
	Weaknesses

	· Saorsa 1875 Hotel in Scotland
	· 100% Vegan Hotel
	· Poor service delivery below customer’s expectations. 

	· The Treehouse hotel London
	· Unique and stylish designed to capture client’s attention
	· Weak service

	· The Green House hotel 
	· Built for comfort and sustainability
	· Stressful work environment for employees.

	· The Scarlet Hotel
	· Located on a coastline
	· High rates 



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

	
	· Enhance service delivery.
· Enhance employee relations.
· Provide affordable rates. 
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535444][bookmark: _Toc287535903]12 Managing market risks
[bookmark: _Toc287535445]Write down the risks you have identified:
1. Intense market competition 
The tourist industry is rife with competition from well-established boutique hotels all competition to get a piece of the market. This possesses a significant challenge attracting customers. 
2. Limited Market Awareness 
Lack of awareness of a new eco-friendly hotel like EcoLuxe Tourist Haven might hinder customer’s brand recognition especially in the initial stages of operation. 
3. Economic Downturn
Global crises, economic instability and global pandemics might adversely impede consumer’s spending habits thus a fall in the demand for hospital services. 

	

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

	
	1. For identified risk #1, we will differentiate through marketing. We will focus on digital marketing channels to different from our competitors. We will also collaborate with different stakeholders; tourism organizations and local suppliers to access new customers. 
2. For identified risk #2, we will engage social media influencers and community engagement methods like environmental organizations in the community and schools to enhance the hotel’s brand awareness. 
3. For identified risk #3, we will diverse our revenue stream and not depend on only accommodation fees. Also, we will have flexible pricing to adapt to the changing market conditions to cater for different classes of clients. 
	

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

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

	
	· In calculating the prices I will charge my clients, I will consider the supply and demand of my hotel and accommodation prices. High demand during peak seasons would mean higher prices and off-peak (low demand) would mean low prices to attract on more customers. 
· I will also consider my operation costs at each season to ensure that I still make good profits. 
For instance, 
occupancy rates multiplied by cost per night per night 
80 x £200 = £16,000
Costs per occupied room = £40
80 x £40 = £3,200
£16,000 – £3,200 = £12,800 profit
· With time, I could utilize pricing software to get the best pricing deals for my clients based on the industry pricing but also ensuring that my prices are competitive enough to attract more customers compared to my competitors. 
	

	
	
	



	
	
	

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

	
	
	Product/service
	Your price(s)
	Range of competitor prices (per unit)

	Hotel accommodation per night 
	£200
	£337

	Event Hosting 
a) Party venues

b) Conference venues
	
£100 per hour/ £40 per person

£300 per hour
	
£150 per hour/ £100 per person

£750 per hour

	Touring services
	£30 
	£47



	

	
	[bookmark: _Toc287535450]Reasons for the difference between your price(s) and your competitors’ price(s):
·      
	

	
	
	



	
	
	

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

	
	
	

	
	I will promote my services through 
· WhatsApp
· Facebook
· YouTube
· TikTok
· Our website 
· Online travel agencies 
This will include the use of social media influencers and partnering with these travel agencies to create awareness and in enhancing the sale of services to the consumers. 








	

	
	
	

	
	
	



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

	
	

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


	

	
		Role
	Total cost
	Necessary experience
	Specialist skills and/or qualifications

	· Events Coordinator
	£35,000 per annum
	· Hospitality management and Event planning
	· Negotiation skills
· Attention to details 
· Customer oriented

	· Marketing Manager 
	£45,000
	· Marketing experience in the hospitality business 
	· Analytical skills especially in marketing
· Digital marketing skills 

	· Maintenance Technician
	£30,000
	· Experience in building and hotel maintenance
	· Knowledge in electrical systems, carpentry, lighting and HVAC. 

	· Housekeeping Staff
	£20,000
	· Prior experience in housekeeping preferably in a hotel 
	· Knowledge of cleaning equipment and techniques
· Time management 
· Attention to details



	

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

	
	Cost £

	Premises required at start-up: A hotel and Water storage and Energy facilities  
	$65,000 to $400000

	Premises required in the future (if different): Yet to decide 
	N/A



	

	
	[bookmark: _Toc287535456][bookmark: _Toc287535909]17 Suppliers
[bookmark: _Toc287535457]Your key suppliers and their credit terms
	Supplier
	What you’ll buy from them
	Number of days’ credit

	· Food and beverage supplier
	· Beverages, dairy products, meat and fresh produce 

	· 20 days

	· Linen supplier 
	· Table cloths, bed linens and towels
	· Cash 

	· Furniture and Fixtures supplier
	· Tables, chairs, beds and desks 
	· Cash

	· Cleaning supplies vendor 
	· Cleaning equipment, supplies and cleaning chemicals 
	· 5 days 

	· Technology services and equipment provider
· 
· 
	· Computers, Wi-Fi routers and internet connection  and POS systems 
	· Cash purchase while internet subscription paid monthly
· \
· 

	· Guest amenities supplier 
	· Robes, bath amenities and toiletries
	·  Cash

	· Uniform and apparel supplier
	· Employee and chef uniforms and aprons 
	· Cash

	· Maintenance and repairs supplier
	· Plumbing, electrical and HVAC materials 
	· Cash



	

	
	
	

	
	
	




	
	
	

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

	
	

	Resource 
	When
	How funded
	Cost £ per unit

	· Furniture and Fixtures
	· Before operation 
	· Cash payment 
	$1,250 to $3,300

	· Kitchen and Dining Equipment
	· Before operation 
	· Cash payment 
	£60,000 to £80,000

	· Security and Surveillance Equipment
	· Before operation
	· Cash payment 
	£350 to £1700

	· Technology Infrastructure
	· Before operation
	· Cash payment 
	$5000



	

	
	
	

	
	
	

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

	Risk
	Solution

	Staff
· High turnover
	
· Adopt and utilize employee retention strategies like competitive wages and development opportunities. 

	Suppliers
· Supplier’s unreliability in supplying resources
	
· Diversify the suppliers’ base to address supplier unreliability.





	

	
	
	



[bookmark: _Toc287535460][bookmark: _Toc287535912]Finance 
Please double click in the table below to access the embedded Microsoft Excel sheets to input your figures, Microsoft Excel will automatically update the total for you. If you do not have access to Microsoft Excel you can use the link below this table and save the file onto your PC. You can then use Open Source Software such as Google Docs or OpenOffice to access the information by uploading the file into this software. Please note that all tables can be customised and additional rows and categories can be added.			
	
	
	

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

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



	

	
	
	

	

	
	

	
	
	

	
	
	

	
	
	

	
	

	

	
	



21 Profit and loss forecast


	

	
	
	

	
	
	

	
	
	

	
	
	



	
	
	

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



	
	[bookmark: _Toc287535466]

Total borrowing requirement for the business



	



	
	[bookmark: _Toc287535467][bookmark: _Toc287535916]
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 likely to be below the forecasted numbers
2. Obtaining the start-up costs (the 300,000) might take longer than expected. 
3. Unforeseen expenses.











	

	
	[bookmark: _Toc287535469]How you will minimise their impact:
1. For identified risk #1, we will have regular sales performance assessment against the forecasted numbers to identify the deficits early enough. We will also implement flexible budgeting according to the current hotel’s sales and performance. Lastly, we will enhance our marketing campaigns to enhance awareness and attract more customers. 
2. For identified risk #2, we will early on explore alternative sources (crowd funding, government grants among others) of income while waiting for funding from investors. We will also establish and maintain open communication with investors to inform them of our capital requirements and progress throughout the planning phase. 
3. For identified risk #3, we will establish an emergency fund to cover for any unexpected risks and similar events. We will also conduct periodic risk assessments to identify any expenses that are likely to be unforeseen in future. 










	

	
	
	



	
	
	
	
	
	

	
	[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) 

	

	
	

	



	


	
	

	
	
	

	
	
	
	
	
	





25 Conclusions
In conclusion, EcoLuxe Tourist Haven is a viable eco-friendly boutique hotel worth pursuing. This assertion is evidence-based and not something that is made through assumptions. The fact is that environmental consciousness is gaining traction, and some of the hotels in the quest to satisfy their customers’ sustainability seem to violate or compromise the luxury aspect. As EcoLuxe Tourist Haven, we did our research and determined that for us to thrive in the market; we will have to have a unique value proposition – one that is appealing to the client. We expect that the plan will world as intended, however, we have contingency plan to address any of the unexpected events that might arise in future. 
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*Establish strategic partnerships with the local suppliers.
*Stock only organic foods
*Acquire and install renewable technologies and sources of energy.
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Providing services and accommodation that are environmentally friendly.
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*Digital platforms, like the company’s website, online travel agencies, and social media. 
*Online travel agencies like Hays Travel and Last-minute. 
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*Adults
*Gen Z
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*Physical; machinery and the venture’ premises.
*Human resources; trained employees.
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*WhatsApp
*Facebook
*YouTube
*TikTok 
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Most Expensive Resources
*Land Purchase and Acquisition
Least Expensive Resources
*Employee Training and Education
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*Providing accommodation or accommodation fees paid by the tourist. 
*Touring services like tour guiding around the attraction sites nearby and within. 
*Host events where tourists pay an entrance fee to attend. 
	


27 Appendix: BMC Model
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Insurance

Rent/rent deposit

Stationery

Marketing

Market research costs

Association fees
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Security/health and safety equipment

Professional fees

Training

TOTAL  £
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Microsoft_Excel_97-2003_Worksheet.xls
START UP COSTS

						£

		IT and computers				5,000

		Telephones and broadband				1,000

		Equipment				90,050

		Professional fees				2,000

		Insurance				2,000

		Rent/rent deposit				10,000

		Stationery				200

		Marketing				500

		Licences				3,000

		Training				1,500

		Association fees				2,000

		Wages/recruitment				200,000

		Security/health and safety equipment				10,000

		Market research costs				2,000

		TOTAL  £				329,250






image14.emf
Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 839,250 1,400,000 1,700,000

Less variable costs 100,000 150,000 200,000

Gross profit (sales less variable 

costs) = 

739,250 1,250,000 1,500,000

Calculate your gross profit margin 

% (gross profit divided by total 

sales x  100) (A)

Salaries/wages (survival income + 

any staff

310,000 340,000 370,000

Premises (including rent, rates, 

utilities)

100,000 120,000 150,000

Telephone and broadband 100,000 110,000 111,000

Printing, post and stationery 9,000 9,000 10,000

Advertising and promotion 10,000 12,000 12,000

Bank charges 5,150 6,000 5,000

Professional fees 1,000 2,000 3,000

Insurances 2,400 4,000 5,000

Bank/HP/Interest (payable to your 

bank)

200 3,000 3,000

Consumables 100 2,000 3,000

Equipment and vehicle leasing 1,000 100,000 110,000

Depreciation 400 4,000 3,000

Total fixed costs 539,250 712,000 785,000

Net profit (gross profit less fixed cost)

200,000 538,000 715,000

Calculate your net profit margin (net 

profit divided by total sales x 100)

0 38 42

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

Total variable costs + total fixed costs 

(B)

639,250 862,000 985,000

Break even (B) divided by (A) 0 0 0


Microsoft_Excel_97-2003_Worksheet1.xls
Sheet1

		

						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		839,250		1,400,000		1,700,000

				Less variable costs		100,000		150,000		200,000

				Gross profit (sales less variable costs) =		739,250		1,250,000		1,500,000

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)

				Salaries/wages (survival income + any staff		310,000		340,000		370,000

				Premises (including rent, rates, utilities)		100,000		120,000		150,000

				Telephone and broadband		100,000		110,000		111,000

				Printing, post and stationery		9,000		9,000		10,000

				Advertising and promotion		10,000		12,000		12,000

				Bank charges		5,150		6,000		5,000

				Professional fees		1,000		2,000		3,000

				Insurances		2,400		4,000		5,000

				Bank/HP/Interest (payable to your bank)		200		3,000		3,000

				Consumables		100		2,000		3,000

				Equipment and vehicle leasing		1,000		100,000		110,000

				Depreciation		400		4,000		3,000

				Total fixed costs		539,250		712,000		785,000

				Net profit (gross profit less fixed cost)		200,000		538,000		715,000

				Calculate your net profit margin (net profit divided by total sales x 100)		0		38		42

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

				Total variable costs + total fixed costs (B)		639,250		862,000		985,000

				Break even (B) divided by (A)		0		0		0
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£

500,000

Personal start-up contributions           - 200,000

Other start-up contributions            - 0

Total required = 300,000

= 100,000



Start-up costs

The assets you have available as security
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								£

				Start-up costs				500,000

				Personal start-up contributions		-		200,000

				Other start-up contributions		-		0

				Total required		=		300,000

				The assets you have available as security

						=		100,000
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image16.emf
Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual

INCOME

Cash from sales (incl. VAT) 0 0 30,000 0 40,000 0 43,000 0 50,000 0 60,000 0 80,000 0 303,000 0

Cash received from debtors 0 0 0 0 20,000 0 26,000 0 35,000 0 25,000 0 30,000 0 136,000 0

Capital/loans received 500,000 0 0 0 0 0 0 0 0 0 0 0 0 0 500,000 0

Other (please specify) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

TOTAL £ 500,000 0 0 0 60,000 0 69,000 0 85,000 0 85,000 0 110,000 0 939,000 0

EXPENDITURE

Wages to staff (incl. PAYE & NI) 25,850 0 25,850 0 25,850 0 25,850 0 25,850 0 25,850 0 25,850 0 180,950 0

Premises (rent, rates & utilities) 8,300 0 8,300 0 8,300 0 8,300 0 8,300 0 8,300 0 8,300 0 58,100 0

Telephone & Broadband 8,300 0 8,300 0 8,300 0 8,300 0 8,300 0 8,300 0 8,300 0 58,100 0

Printing, post & stationery 750 0 750 0 750 0 750 0 750 0 750 0 750 0 5,250 0

Advertising & promotion 830 0 830 0 830 0 830 0 830 0 830 0 830 0 5,810 0

Bank charges 429 0 429 0 429 0 429 0 429 0 429 0 429 0 3,003 0

Professional fees 1,000 0 0 0 0 0 0 0 0 0 0 0 0 0 1,000 0

Insurances 200 0 200 0 200 0 200 0 200 0 200 0 200 0 1,400 0

Bank/HP 0 0 0 0 0 0 0 0 0 0 0 100 0 100 0

Equipment & vehicle leasing 0 0 0 0 0 0 0 0 0 0 0 1,000 0 1,000 0

Payments relating to variable costs 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Capital Expenditure 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other Payments 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

VAT 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Owner's wages/salary 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Owner's National Insurance 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Loan repayments (incl. interest) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Stock 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Consumables 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other (please specify) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

TOTAL £ 45,659 0 44,659 0 44,659 0 44,659 0 44,659 0 44,659 0 45,759 0 314,713 0

-44,659

Income less expenditure 454,341 0 0 15,341 0 24,341 0 40,341 0 40,341 0 64,241 0 624,287 0

Opening bank balance 0 0 0 0 70,509 0 85,850 0 110,191 0 150,532 0 190,873 0 190,873 0

Closing bank balance 454,341 0 70,509 0 85,850 0 110,191 0 150,532 0 190,873 0 255,114 0 255,114 0

4 5 6 TOTAL



Start-up 0 1 2 3


Microsoft_Excel_97-2003_Worksheet3.xls
First 6 months

		

				Start-up 0				1				2				3				4				5				6				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		0		0		30,000		0		40,000		0		43,000		0		50,000		0		60,000		0		80,000		0		303,000		0

		Cash received from debtors		0		0		0		0		20,000		0		26,000		0		35,000		0		25,000		0		30,000		0		136,000		0

		Capital/loans received		500,000		0		0		0		0		0		0		0		0		0		0		0		0		0		500,000		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		500,000		0		0		0		60,000		0		69,000		0		85,000		0		85,000		0		110,000		0		939,000		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		25,850		0		25,850		0		25,850		0		25,850		0		25,850		0		25,850		0		25,850		0		180,950		0

		Premises (rent, rates & utilities)		8,300		0		8,300		0		8,300		0		8,300		0		8,300		0		8,300		0		8,300		0		58,100		0

		Telephone & Broadband		8,300		0		8,300		0		8,300		0		8,300		0		8,300		0		8,300		0		8,300		0		58,100		0

		Printing, post & stationery		750		0		750		0		750		0		750		0		750		0		750		0		750		0		5,250		0

		Advertising & promotion		830		0		830		0		830		0		830		0		830		0		830		0		830		0		5,810		0

		Bank charges		429		0		429		0		429		0		429		0		429		0		429		0		429		0		3,003		0

		Professional fees		1,000		0		0		0		0		0		0		0		0		0		0		0		0		0		1,000		0

		Insurances		200		0		200		0		200		0		200		0		200		0		200		0		200		0		1,400		0

		Bank/HP				0		0		0		0		0		0		0		0		0		0		0		100		0		100		0

		Equipment & vehicle leasing				0		0		0		0		0		0		0		0		0		0		0		1,000		0		1,000		0

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Stock		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Consumables		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		45,659		0		44,659		0		44,659		0		44,659		0		44,659		0		44,659		0		45,759		0		314,713		0

										-44,659

		Income less expenditure		454,341		0				0		15,341		0		24,341		0		40,341		0		40,341		0		64,241		0		624,287		0

		Opening bank balance		0		0		0		0		70,509		0		85,850		0		110,191		0		150,532		0		190,873		0		190,873		0

		Closing bank balance		454,341		0		70,509		0		85,850		0		110,191		0		150,532		0		190,873		0		255,114		0		255,114		0





Second 6 months

		

				Carried over				7				8				9				10				11				12				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		303,000		0		0		0		0		0		0		0		0		0		0		0		0		0		303,000		0

		Cash received from debtors		136,000		0		0		0		0		0		0		0		0		0		0		0		0		0		136,000		0

		Capital/loans received		500,000		0		0		0		0		0		0		0		0		0		0		0		0		0		500,000		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		939,000		0		0		0		0		0		0		0		0		0		0		0		0		0		939,000		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		180,950		0		0		0		0		0		0		0		0		0		0		0		0		0		180,950		0

		Premises (rent, rates & utilities)		58,100		0		0		0		0		0		0		0		0		0		0		0		0		0		58,100		0

		Telephone & Broadband		58,100		0		0		0		0		0		0		0		0		0		0		0		0		0		58,100		0

		Printing, post & stationery		5,250		0		0		0		0		0		0		0		0		0		0		0		0		0		5,250		0

		Advertising & promotion		5,810		0		0		0		0		0		0		0		0		0		0		0		0		0		5,810		0

		Bank charges		3,003		0		0		0		0		0		0		0		0		0		0		0		0		0		3,003		0

		Professional fees		1,000		0		0		0		0		0		0		0		0		0		0		0		0		0		1,000		0

		Insurances		1,400		0		0		0		0		0		0		0		0		0		0		0		0		0		1,400		0

		Bank/HP		100		0		0		0		0		0		0		0		0		0		0		0		0		0		100		0

		Equipment & vehicle leasing		1,000		0		0		0		0		0		0		0		0		0		0		0		0		0		1,000		0

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Stock		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Consumables		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		314,713		0		0		0		0		0		0		0		0		0		0		0		0		0		314,713		0

		Income less expenditure		624,287		0		0		0		0		0		0		0		0		0		0		0		0		0		624,287		0

		Opening bank balance		190,873		0		255,114		0		255,114		0		255,114		0		255,114		0		255,114		0		255,114		0		255,114		0

		Closing bank balance		255,114		0		255,114		0		255,114		0		255,114		0		255,114		0		255,114		0		255,114		0		255,114		0





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		113,000		0		190,000		0		0		0		0		0		303,000		0

		Cash received from debtors		46,000		0		90,000		0		0		0		0		0		136,000		0

		Capital/loans received		500,000		0		0		0		0		0		0		0		500,000		0

		Other Payments		0		0		0		0		0		0		0		0		0		0

		TOTAL £		629,000		0		280,000		0		0		0		0		0		909,000		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		103,400		0		77,550		0		0		0		0		0		180,950		0

		Premises (rent, rates & utilities)		33,200		0		24,900		0		0		0		0		0		58,100		0

		Telephone & Broadband		33,200		0		24,900		0		0		0		0		0		58,100		0

		Printing, post & stationery		3,000		0		2,250		0		0		0		0		0		5,250		0

		Advertising & promotion		3,320		0		2,490		0		0		0		0		0		5,810		0

		Bank charges		1,716		0		1,287		0		0		0		0		0		3,003		0

		Professional fees		1,000		0		0		0		0		0		0		0		1,000		0

		Insurances		800		0		600		0		0		0		0		0		1,400		0

		Bank/HP		0		0		100		0		0		0		0		0		100		0

		Equipment & vehicle leasing		0		0		1,000		0		0		0		0		0		1,000		0

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0

		Stock		0		0		0		0		0		0		0		0		0		0

		Consumables		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		TOTAL £		179,636		0		135,077		0		0		0		0		0		314,713		0
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