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1. EXECUTIVE SUMMARY
Themed Retreats is a sensational bed and breakfast situated close to the sandy shores of Ramsgate in United Kingdom. The brand will feature five themed rooms that symbolises young love, the unknown, complete silence, the deapths of the sea, and the freashness of mother Earth. In addition, it will operate a small restaurant offering a menu of hearty breakfasts, mains, and beverages, with options for both in-house dining and delivery through the Deliveroo platform. The brand’s primary competitive advantages lie in the themed rooms and personalised services, which are unique in the local market. Unlike the company’s competitors, T.R B&B offers a variety of themes to explore at competitive prices. The emphasis on guest experience, combined with strategic online presence and partnerships with local attractions like Turner Contemporary and Dreamland, positions it strongly in the market. The short-term goals of the company are to launch an effective marketing campaign to build brand awareness, target an average occupancy rate of 70% in the first year, and to become the premier choice for themed accommodations in Ramsgate.
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2. THE BUSINESS IDEA
2.1 The Product/Service
Themed Retreats B&B located in Ramsgate UK will soon hit the hospitality market, presenting the guests with five themed rooms and the opportunity to experience something special. Every room, including “Paris of the Past," “Trip to Space," “Countryside House, “Aquatic Environment, " and “Garden of the Orient" will give a new feel to the guests, taking them to new worlds, old fashioned or new mind-bending experiences. Opening this venue to guests, we offer specific essential services you will not find in most B&B’s, hotels, and motels. For example, a guest who would like to spend an evening in the restaurant after a day of business meetings can have a jazzy 90’s playlist played for him by the jukebox (Kabangire and Korir, 2023). Or someone who’s home can hit the Deliveroo app and order our most delicious food right at his door. The spicy decorated B&B will target a wide range of customers, from single or young couples to families and business folk. Through astonishingly designed and selected themed decorations and related furniture and amenities, Themed Retreats B&B will serve as a differentiated proposition for guests seeking an extraordinary accommodation experience. 

2.2 SWOT Analysis Summary
The SWOT abbreviation is short for strengths, weaknesses, opportunities, and threats, and it’s a framework used in the hotel industry to analyse internal and external factors that affect hotel operations (Momin, 2023). After using the tool (Appendix A), we find out that the T.R.’S B&B strengths are themed rooms, prime location, dine in restaurant and delivery service, while its weaknesses are setup cost and limited brand recognition. The most significant opportunity is tourism development in Margate, with famous sights like Turner Contemporary and Dreamland. The fact that people are now travelling locally and opting to take accommodations due to global situations is also an opportunity. Given these opportunities, the B&B will centre its strategy on offering extraordinary value through quality services and products and using online marketplaces such as Airbnb and Booking for greater visibility (Victorino et al., 2005). 
Some of the risks include competition in the market and poor economic conditions that hinder expenditure on leisure travel. To minimize these risks, we will focus on our competitive advantages, which include thematic rooms and individual approaches to the guests, so that the competition will not threaten us. Marketing and strategic pricing will ensure a constant flow of guests throughout the year, especially in the off-season (VisitKent, 2023).

3. THE TEAM
3.1   Key Personnel
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3.2 Skills Gaps & Key Partners

3.2.1 Additional Staff Requirements (Roles and Responsibilities):
· Housekeeping Staff: Two housekeepers, for room cleaning, service, and keeping the B&B nice and tidy.
· Front Desk Staff: Two receptionists, to register guests, issue keys, and help customers.
· Restaurant staff: Two cooks, one beginner and one experienced, to cook nice food. And a waitress, to serve at the tables.
3.2.2 Training and Development:
The current team needs to possess an adequate skillset in accountancy, to oversee all points related to money, including the formulation of financial objectives, strategies, and preparation of financial statements. and a creative director to supervise room themes and the aesthetic aspect of the B&B. In this regard, Alexandru Badea will fill the gap of an accountan. He will take online courses for level 2, 3 and 4 certificates in accounting provided by The Association of Accounting Technicians that cost in total 1,659 pounds (ICSLearn, 2024). Furthermore, Adriana Balica will add another skill to her vast knowledge, she will learn how to be a masterful waiter and take a course from Reed Courses which costs a measly 51 pounds including VAT (Reed, 2024).
3.2.3 Outsourced Support / Key Partners:
Bed bugs infestations are becoming a global rising trend withing the hotel industry (Liu and Pennington-Gray, 2015). To combat this issue, we will outsource pest control services for bed bugs and other unwelcomed critters locally from PEST UK, which will help maintain a good standard of cleanliness and safety for our customers with fast service from £162 (PEST UK, 2024). Regarding IT support and website management, we will use a company named FMEOS. They offer premium IT support and website management services for small businesses for an annually fee of £450. For maintenance we will buy the bronze handyman package from TMT Central, which includes 10 hours per month, and 10 maximum call outs for a monthly fee of £510. These associations will help us continue extinguishing operational risks and directing our resources to primary business functions while having access to specialised knowledge.


4. MARKET RESEARCH

4.1 Market Information, Trends and External Factors
The size of the theme hotel market was approximately 13.55 billion USD in 2019 and is projected to grow to 19.45 billion USD by 2031, with a compound annual growth rate (CAGR) of 4.1% over the forecast period from 2024 to 2031 (Skyquest, 2024). Tourism and hospitality industry benefit from unique business opportunities due to the stability of the UK economy (Desai, 2013). There is an apparent increase in novelty accommodation as more guests desire to uncover something extraordinary. The UK analysis indicates a growth rate of 3% annually for the tourism sector and its central tourist attraction locations, such as Margate, which boasts a picturesque and vibrant coastal beauty and an embracing cultural heritage (Harrison, 2003). Furthermore, Merlin Entertainments' recent success with themed accommodation shows increased demand for unique, immersive experiences. In 2018, Merlin opened 644 themed rooms, and their accommodation income grew to 28%, making up 21% of the combined revenue for LEGOLAND Parks and Resort Theme Parks, these figures went up from 17% in 2017 (Mitchell, 2018). By offering distinctive themed rooms like “'Paris of the Past” or “'Trip to Space,” Themed Retreats B&B can capitalise on this trend, providing guests with memorable experiences that encourage them to return. And if they partner with local attractions like Turner Contemporary and Dreamland in Margate, the business can draw more visitors as this will place them on the world’s map. Also keeping the themes fresh and engaging based on customer feedback can send the T.R. B&B over the financial charts. The PESTLE framework was designed to examine the Political, Economic, Social, Technological, Legal, and Environmental factors impacting the hospitality industry (Makos, 2024). Here are the most interesting findings from the PESTLE analysis presented in detail in Appendix B: 

1. Stable political environments will maintain a steady flow of tourists. 
2. Strong economies attract more travelers.
3. Rising trends in eco-tourism, wellness, and personalised travel.
4. The rise of online booking platforms.
5. Compliance with labor and consumer protection laws builds trust and avoids legal issues.
6. Sustainable practices in waste, energy, and water management are important.

However, there are also threats to consider. Economic downturns could impact discretionary spending on travel, and rising competition from other themed accommodations and traditional hotels offering unique experiences could pose challenges. To mitigate these risks, Themed Retreats B&B can diversify its offerings with special packages and seasonal discounts to maintain occupancy. Strengthening its online presence will also be crucial for building brand recognition and attracting a broader audience. 

4.2 Customer Profiles
1. Young Couples: They are common among people in the 25-35 age range who have ambitions for unique, honeymoon-type holidays. Young people, in particular, use the Internet to make reservations and register feedback on various social platforms (Sukach, 2018). They cherish intimate concepts like our “Paris of the Past”, and “Garden of the Orient” themes because they want to spend their romantic nights in a seductive and refreshing setting together.
2. Families: Parents of 6-12-year-old children tend to look for educational and entertaining activities at this age. They need something to bewitch and keep the kids busy for long hours, therefore our “Aquatic Environment” and “Trip to Space” themes fit them like a glove.
3. Young business professionals try to combine business trips and tourism away from noisy parties or crowded tourist attractions. It is not a secret that they prefer personalised mats and to relax in extraordinary locations. This is where our “Countryside House” theme comes in handy. It’s this quiet beautiful place and the edge of the world where one can lose himself in the aroma of fresh-cut grass and oven-baked homemade pies.
4.3 Competitor Profiles
We discovered two local competitors Twentieth Century B&B and The Reading Rooms, and one in Canada called Fantasyland Hotel. To view their strengths, weaknesses and competitive edge, access Appendix H.




5. MARKETING PLAN

5.1 Price
Themed Rooms
· The daily rate for the single room will be £100, for the doubles £120 and for families £150. This will place Themed Retreats B&B in the mid to high tier market offering (Lee et al., 2003). It also must match the value of our themed rooms and total immersion, such as experience offered to customers it needs to appeal to the clientele sophisticated enough to seek out the experience and be willing to pay a premium for it (Rusher, 2003). 
Menu
· The menu is a smart marketing ploy, it was designed to attract guests with its low food and soft drinks prices while cashing in from spirits and wines, boosting profits and revenue. For example: £12 is the price for a MEGA English breakfast while most main courses range from £9.95 to £11.95. Furthermore, all options at £4.95 are budget-friendly for children's meals. The prices for spirits and wines are high, especially for Moet & Chandon champagne at £150.

5.2 Product
The Rooms
· Every room provided in Themed Retreats B&B will be designed uniquely alongside its theme. The furniture, doors, lights, and accessories will dramatically fit well to fully immerse the guest in its story. For example, a theme like "Paris of the past" will be decorated with Parisian antiques and paintings, symbolising love, and trust, it’s a place where souls bond for eternity, while a "Trip to space" theme will be part of a futuristic decoration symbolising the vast immersion of space imploding into a Big Bang (Rogerson, 2004).
The Menu
· This mysterious lilac object, while shaped in a minimalistic design, holds the key to many enigmas. 
· The color symbolises first love, lilacs were a popular floret to give to someone during courtship as far back as Ancient Greece. As legend goes, the Greek god Pan fell in love with a nymph named Syringa. He followed her, but she hid from him and turned into a lilac shrub.
· Its weird triangular neon shapes hidden between the price tags seem like gateways to higher dimensions of consciousness. The curious seeker must go to Appendix D and open it with his heart to find the true meaning and purpose of this theme called life.
The Logo
· Our logo was painted in the same nuance as the menu. It is another piece of the puzzle that fits perfectly in the grand design of creation.
· The king’s crown above the initials expresses our confidence that we are the best.
· The slogan “Themed Retreats with Love and Beats” symbolises harmony and joyfulness, inviting the guests to transcend their current limitations by booking a themed room with us. To enter into the realm of sensation please visit Appendix E.

5.3 Placement
The business will operate out of a physical location close to the beach in Ramsgate.
Online
1. International and local visitors can book directly through our optimised website themedretreats.co.uk, or the most popular online travel platforms such as Booking and Airbnb (Knutson, 2017).
2. We will develop an App called T.R. B&B for IOS and Android phones that will serve as a much easier booking tool, and deliver it through Google Play and Safari.
3. We will also partner with food delivery companies like Deliveroo, to sell our beautiful food from the menu that’s freshly prepared in the kitchen.
Offline
1. The guests can book at the reception desk thorugh the designated staff member.
2. Also, we will utilise local tourism attractions, restaurants, and event venues to book offline services.

5.4 Promotion
We will employ a comprehensive marketing strategy combining digital and traditional methods to raise awareness and drive bookings. An indepth analisys is provided in Appendix J.

6. KEY RESOURCES

6.1 Premises
For the right B&B property to satisfy our needs, we will rent out a masive house in Turro Road, Ramsgate near the beach that’s available on Rightmove. This property has eight bedrooms, three bathrooms, ample space for the living room, and it’s a favourable location close to points of interest and transportation. We choose eight rooms because we need extra space to set up an office, storage, reception and other facilities besides the five themed rooms. The asking renting price for the property is £3,000 a month, and a deposit of £3,461, which makes it very suitable for conversion into a B&B. It has good overall size and space distribution that allows for the definition of comfortable areas for guests and their needs, which are vital in managing a B&B business (Mann Lettings, 2024).  Please visit Appendix F in case the link doesn’t work.
6.2 Equipment
For our B&B to be efficient, it needs custom made furniture, bathroom and kitchen appliences to decorate the themed rooms. All of this will be acquired from The Sofa & Chair Company, a stylish interior design firm who builds from scratch. They work with a large portfolio of brands worldwide and they quoted us £10.000 per themed room with everything included, and £2.000 for the others if we keep it simple (The Sofa & Chair Company, 2024).
Top of Form
Bottom of Form
6.3 Key Suppliers
We don’t have anything exquisite on our menu, or in the B&B, so ASDA supermarket will be our only key supplier of goods for the moment (ASDA, 2024).



7. FINANCES AND START-UP SUPPORT
[image: ]















[image: ]


[image: ]




7.1 	Financial Summary

For a complete revenue breakdown visit Appenix G.
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Appendix A – SWOT Analysis
	Factors
	Details

	Strengths
	- Unique themed rooms offering a memorable guest experience. 
- The prime location is in Ramsgate, a popular tourist destination. 
-High potential for repeat customers due to distinctive experiences.
- Dine in restaurant with 90’s theme and jukebox.
- Food Deliveries.

	Weaknesses
	- High initial setup costs for themed decor and furniture. 
- Limited brand recognition in the early stages.

	Opportunities
	- The growing trend for unique and immersive travel experiences locally. 
- Turism development in Margate, Turner Contemporary and Dreamland encourage repeat business (Local Government Association, 2019)
- Partnerships could be created with local organisations, farmers, markerts to enhance the B&B community engagement and attract guests with similar mindset.
- Potential to expand themes based on customer feedback and trends.
- Attracting a broad range of customers by offering unique experiences and services.

	Threats
	- Economic downturns affecting discretionary travel spending. 
-Competition from other themed accommodations and traditional hotels offering unique experiences.
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Appendix D – Menu
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Appendix G - Financial Summary
Annual Expenditure
	Company registration

	1. Company registration costs only £50 (Government UK, 2024)

	Rent

	1. Looking on the Rightmove website we find out that the monthly rent is £3,000 and the deposit £3,461. So, £3,000 x 12 months + £3,461 = £39,461

	Wages

	1. According to (Talent, 2024) the average Housekeepers salary in the UK per year is £24,000, Receptionists get £22,990, waitresses receive £23,400, Cooks only £22,060, while experienced ones reach £29,218. 
2. Alexandru Badea, general manager and accountant, and Alina Balica, marketing director and waitress, both agreed pay themselves only £4.800 each for the first year, money for food and gas.
3. The T.R. B&B employed: Two housekeepers, Two receptionists, One average cook and one experienced, and One waitress. 
4. £24,000 + £24,000 + £22,990 + £22,990 + £23,400 + £22,060 + £29,218 + £4.800 + £4.800 = £178.078

	Travel

	1. Alexandru Badea lives 5 miles away from the T.R. B&B, he will only need £50 for gas monthly. £50 x 12 months = £600.
2. Adriana Balica travels 20 miles to get to her job she will need £120 monthly. £120 x 12 months = £1440
3. Total: £600 + £1440 = £2040

	Telephone (mobile)

	1. The plan is only £28 a month – Unlimited 5G Data (Vodafone, 2024). £28 x 12 months = £336.

	Broadband

	1. From £26 a month on a 24-month contract (Vodafone, 2024). £26 x 12 months = £312

	Utilities

	1. According to (Gallizzi, 2024), the average electricity and gas bills in a house of 5+ rooms in 2024 is estimated at £2,365.38 anually.
2. The anual average water bill for 6 occupants is £747 (MoneyHelper, 2024)
3. Based on these statistics, we forecasted that our annual bill will be around £4,000.

	Marketing

	1. Adriana Balica is the Marketing Director. She is in charge of all social media platforms so we won’t pay too many services. 
2. Social media influencers can charge different amounts for sponsored posts depending on the platform they use and how many followers they have (Hitchcock, 2024): On Instagram, sponsored posts cost an average of around $1,300, based on surveys of influencers. TikTok influencers charge more, with an average price of $2,700 for sponsored videos according to surveys. On Youtube, smaller influencers with 50,000 to 100,000 followers typically charge between $200 and $5,000 per sponsored post. 
3. 20.000 produced flyers cost £69.99 / £0.01 per unit (Vistaprint, 2024). 
4. Based on these statistics we allocated £20,000.

	Capital Expenditure/Equipment

	1. £10,000 x 5 themed rooms = £50,000
2. £2,000 x 1 kitchen = £2,000
3. £2,000 x 1 Reception = £2,000
4. £2,000 x 1 Storage = £2,000
5. £2,000 x 3 Bathrooms = £6,000
6. Total: £62,000

	Training & Development

	1. The accountant courses £1,659 + The waitress e-course £51 = £1,710

	Accounting/Legal

	This is 0 because Alexandru Badea does the accounting. He is one hell of a guy.

	Outside Services

	1. Pest control £162 x 12 months = £1,944
2. Annually website maintenance = £450
3. Annually Handyman = £6,120
4. Total: £8,514

	Stock/Materials Purchases

	1. We will purchase stock of £20.000 from ASDA.

	Bank Charges

	1. Business Account administration is only £5 pounds a month. £5 x 12months = £60.

	Loan repayments

	1. We secured a £50.000 loan for 1 year with Barclays at an interest rate of 8.55% per annum/fixed (Barclays, 2024)
2. Principal amount (P) = £50.000.
3. The annual interest rate (R) = 8.55%. As a decimal this is 8.55 divided by 100 = 0.0855.
4. Time period (T) = 1 year.
5. To calculate the interest (I) we will use the formula: I = P x R x T. That means, I = £50.000 x 0.0855 x 1. Which is, I = £4,275.
6. The total amount to pay back (A) is calculated like this P + I = A. That means, £50.000 + £4,275 = £54,275

	Total expenses: £393,336



To calculate the annual income for Themed Retreats B&B, we need to take into consideration the income from room booking (Sales A, B, and C), the restaurant (Sales D), and the food delivery service provided in partnership with Deliveroo (Sales E).

Annual Income
	The Rooms (Sales A, B, and C)

	1. If we forecast an occupancy rate of 70%, as a decimal this is 70 divided by 100 = 0.70.
2. 1 year = 365 days.
3. Room prices: 1 Single £100, 2 Doubles £120 each, 2 Family £150 each.
4. The single’s income: 1×£100×0.70×365=£25,550
5. The doubles income: 2×£120×0.70×365=£61,320
6. The Family income: 2×£150×0.70×365=£76,650
7. Total room revenue: £163,520

	The Restaurant (Sales D)

	1. If we forecast an average spending per guest of £25, a combination of breakfast, mains, drinks e.t.c 
2. 5 rooms x 0.70 occupancy rate x 365 days = 1277.5 guest nights.
3. 1277.5 guest nights x £25 = £31,937.5

	Delivery Services (Sales E)

	1. If we forecast an average order value of £20 and a number of 10 orders per day.
2. 1 year = 365 days.
3. £20 x 10 orders x 365 days = 73,000 Gross sales
4. The commission fee for the delivery service is 35% on each order (Deliverect, 2024) As a decimal this is 35 divided by 100 = 0.35, £73,000×0.35=£25,550
5. £73,000−£25,550=£47,450 Net sales

	T.R. B&B Annual Income

	1. Total Room Income+Restaurant Income+Net Sales E= Total Annual Income
2. £163,520+£31,937.50+£47,450= £242,907.50

	Detailed start-up support

	1. Capital introduced by Alexandru Badea and Adriana Balica £25.000 each. = £50.000
2. Funding investors: We crowdfounded £100,000.
3. We secured a loan from Barklays for £50,000.
4. Total: £200,000

	Total income: £442,907.50  

	Profit: £442,907.50-£393,336=£49,571.50



















Appendix H - Competitor Profiles
	Twentieth Century B&B (UK-based)

	· Strengths: Twentieth Century B&B is a one-of-a-kind Art Deco house constructed in 1935, and located at four minutes away from the beach (Twentieth Century B&B, n.d.). The quilting has themes of 20th-century celebrity culture, more specifically, the David Bowie room. Its building is at the edge of Birchington-On-Sea, Kent, and tourists widely visit it.
· Weaknesses: Only four rooms ranging from 150£ to 180£ per night. High pricing can be a concern for tourists who may be travelling on a tight budget. 
· Competitive Edge: We offer more rooms with enriched themes. Our singles go for £100 per night, doubles for £120 while the family ones for £150. 

	The Reading Rooms (UK-based)

	· Strengths: This boutique bed and breakfast occupies a beautifully restored townhouse dating back to the 1770s. The building is so grand it's even considered important for its history (Grade II Listed). Inside, there are only two huge guest rooms, each one takes up an entire floor, and both have views to the park (The Reading Rooms, n.d.).
· Weaknesses: Limited number of rooms, only two. High prices, £190 per night. 
· Competitive Edge: We have substantially more rooms, which are more varied and, therefore, more attractive to a wider range of clients. Our room cheaper prices and sea side location make Themed Retreats the better option by far.

	Fantasyland Hotel (Canada)

	· Strengths: Gaming topics focus on magic and mythology, the brand is relatively mature, and it is situated in a large commercial center (Fantasyland Hotel, n.d.). The hotel offers a wide range of room selection like Luxury Themed Rooms, Themed Rooms, Executive Rooms, Superior Rooms, and Suites. They also have a wide range of promotions, deals, and special events.
· Weaknesses: It is situated far away from the UK and should not pose a significant threat to local competitors. However, on a larger scale, greater overhead costs are incurred. The average price per night for a themed room starts from £157.
· Competitive Edge: Even though Fantasyland Hotel is a fearsome adversary, Themed Retreats still has the upper hand when it comes to location and price. The sea side will always be more attractive to the travellers then an urban setting. 



Appendix J - Promotion
	Digital

	· Social Media Marketing: To target potential guests, regularly posting pictures, stories, and reels on Instagram and Facebook, with an emphasis on themed rooms, satisfied guests' reviews, and everyday stories, will attract followers and deepen the brand.
· Influencer colaborations: We will partner with some of the trending traveling influencers to reach their audience. 
· Content Marketing: To continually attract new visitors and keep the loyal ones interested, we will post regular blogs and short videos on how each themed room was developed, what equipment or decorations were incorporated into the design, and typical visitors' experiences. This content will also be uploaded on our website and social accounts like YouTube to push our SEO results further and reach out for organic traffic (Pou-Wen, 2014).
· Email Marketing: A newsletter will be sent out once a month, containing information about special offers, new themes, and other events in the area. It will be delivered to previous guests and subscribers, thus increasing their probability of reusing the service.

	Traditional

	· Prints: To reach some of the older generation guests, we will pay to publish adds in the local newspaper and other worldwide traveling magazines. Furthermore, we will spread out flyers with promotions and discounts all over the city.
· Local collaborations: We will partner with some of the local businesses to recommend us as the best place to stay, and as a repayment we will do vice-versa for them. 

	Customer loyalty

	· Programs: To keep our customers returning and happy, we will create membership cards with steaming hot promotions like book 1 get 1 free, or discounts like 50% off first booking of the month, or free perks like 10% off coupon in restaurant every sunday. Furthermore, we will send out exclusive gifts like free nights and other seductive offers to the most loyal ones.
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YEAR ONE
PROFIT/LOSS

Total Income

[Total Expenditure

Profit

£
£442,007.50]
£393,336

£49,571.5
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Expenditure Year 1**
Company Registration £50
Rent/Rates £30,461
Staff Wages £178.078
Travel/Accommodation £2,040
Telephone (mobile) £336
Broadband £312
Utilities £4,000
Marketing and Materials £20,000
Insurance £2,000
Capital Expenditure/Equipment £62,000
Training & Development £1,710
Accounting/Legal £o
Outside Services £8,514
Stock/Materials Purchases £20,000
Bank Charges £60
Office Consumables £500
Loans Repayments £54.275
Total Expenditure £303,336
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Income Year 1**
Sales A Single Room £25,550
Sales B Double Rooms £61,320
Sales C Family Rooms £76,650
Sales D Restaurant £31,037.5
Sales E Delivery £47,450
Capital Introduced by us £50,000
Funding investors £100,000
Loans/Borrowing £50,000

Total Income

£442,907.50
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Name and Company Position: Badea Alexandru — General Manager

Desciption: T am an enthusiastic, hardworking and organised individual who is able to work
individually as well as part of a team. I am a person who enjoys challenges, I am a fast learner

and I can adapt quickly to changing situations.

Skills and Experience: During my work experiences I have strongly developed my computer,
communication, organisational, and managing skills. I have over 10 years of experience
managing different type of businesses like my own Portfolio of renting accomodations,
supervisinig delivery operations for Jobandtalent, and working as a supermarket manager for

my father’s company. I also hold a level 1 accountancy degree.

Role and Responsibilities: Supervise and coordinate the day-to-day operations and employees

and guarantee frequent and returning clientele.
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Name and Company Position: Adriana Balica — Marketing Director

Description: T am a motivated, diligent, and detail-oriented individual with a strong ability to

work both independently and collaboratively within a team.

Skills and Experience: I'm an experienced marketer with a track record of successful marketing

campaigns and branding for hospitality with at least eight years.

Role and Responsibilities: Recommend and execute business promotions that target potential

customers, handle social networking and media, and also handle advertisements.
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YEAR ONE
PROFIT/LOSS
[Total Income

[Total Expenditure

Profit

£
£442,907.50
£303,336

£49,571.5
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Themed Retreats
2024 PESTLE

Operatinginstable reglons ensures a continuous flow of touriss and a supportive business environment.
Goverment incentives,such a grantsor tax rllef for tourism actvties, can sgnificantly benefit Themed
Retreats BE. It important to align with government tourism policies,such s nterational marketing.
campaigns and relaxed visa regulations,to attract more viitors. Compliance with health and safety standards,
laborlaws, and building codes s essential to avoid legal issues and maintain smooth operations. Monitoring.
tax reforms, ke potential tax relief for hospitality service, s also vital. Adapting to public health policies, as
seen during the COVID-19 pandemic, s necessary to ensure guestsafety and confidence.

Targeting markets with strong and growing econonies can atract both elsure and businesstravelrs to
Themed Retreats B&. Fluctuations n exchange ates can afect international travel affordabily, so it
important to adjust pricng srategies accordingly. Considering infltion ates n budgeting helps maintain
profitabilty despite ising costs. Advocating forlocal investments ininfrastructure, such 2 improved roads and
public transport, can enhance accessiblity and attract more guests. Differentiating T.R. B&B from competitors
- like Arbob by offerng unique experiences and amenities ensures competitveness,even during peak seasons

‘when other accommodations may be fully booked Targeting markets with strong and growing economies can

attract both eisure and business travelers to Themed Retreats B&. Fluctuations i exchange rates can affect
international travel affordabilty, s s important to adjus pricing strategie accordingly. Considering inlation
ates in budgeting helps maintain profitabilty despit rising costs. Advocating for local investments in
Infrastructure, such as improved roads and public transport, can enhance accessiily and attract more guests
Differentiting T.. B&B from competitors lie Airbnb by offering unique experiences and amenites ensures.
competitveness,even during peak seasons when other accommodations may be fully booked.

Trendslke eco-tourism, welness rereats, and personalised travel experiences are ncreasingly popular.

Talloring serices to diferent age groups,such s wellness programs for older guests and adventure activiies
for younger travelers, can broaden Themed Retreats B&B market appeal. Leveraging local cultural events and
festivals can sgnifcantly boost demand during peak seasons.Incorporating wellness serices like spa.

treatments and healthy dining options cates to health-conscious travelers, Offering authentic and immersive:

local experiences sets Themed Retreats BB apart, atractng tourists wh seek unique and genuine travel
experiences.

The rise of online booking patforms has changed how guestsfind and book accommodations. Ulising these:
platforms can increase market reach and boost bookings.Investing in digital marketing strategles, including,

social media and influencer collsborations, enhances online presence and attracts potential guesis.
Implementing smart room features and management software improves operational effciency and guest
experiences, leading to positive reviews and repeat ist. Using virtual reality for vitual tours and augrmented
tealit to enhance on-site experiences can make Themed Retreats B&B more engaging. Adopting.

energy-efficent technologles and sustainable practices not only attracts eco-conscious travelers but also
reduces operational cost, contributing to long-term sustainabilty.

Compliance with labor laws is essential to avoidlegal ssues and ensure fai work practices. Adhering to
consumerprotection aws bullds trust with guests and ensures efective complaint management, Obtaining.
all necessary licenses and permitsis vitalforlegal operations. Maintaining high health and safety standards
in food handiing preparation, and storage protects guest heaith and enhances reputation. Providing saff

ith the necessary training and cerifications ensures high service standards and guest satisfacton.

Implementing sustainable practices in managing waste, energy, and water resources Isincreasingly Important as
awareness and regulations around environmental sustainability grow. Developing adaptive strategies to cope.

with climate change, which can affect toursm patterns, i crucia for maintaining guest nterest. Complance with
local environmental egulations avoids legal ssues and appeals to eco-fiendly travelers. Acheving
environmental cerifications,such as LEED or Green Seal, enhances Themed Retreats BB's eco-riendly.
reputation and attracts environmentally conscious consumers. Eficient use of natural resources reduces

operational costs and supports sustainablty effort, ensuring the ong-term vabilty of Themed Retreats B&.
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Introduction: Brief overview and hook.

Themed Retreats B&B is a themed Bed and Breakfast business based in the beautiful town of
Ramsgate in the United Kingdom.

The brand focuses on providing unique experiences and room design around a particular
concept. Picture being in a room that takes you through different timelines or even in a different
dimension. You can be in 90’s Paris this minute, and the next floating through space endlessly,
then all of a sudden fall deep into the depths of the ocean, washed ashore on a countryside
island filled with oriental gardens. Each room has been artistically designed to provide an
interesting and unique experience.

Our aim is to provide memorable stays that transport our guests to different worlds, making
every visit a special occasion.The main themes are: “Paris of the Past”, “Garden of the Orient”

» [14

“Aquatic Environment” , “Trip to Space” and “Countryside House”.
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                                                               Introduction: Brief overview and hook.  Themed Retreats B&B is a themed Bed and Breakfast business based in the beautiful town of  Ramsgate in the United Kingdom.   The brand focuses on providing unique experiences and room design around a particular  concept. Picture being in a room that takes you through different timelines or even in a different  dimension. You can be in 90’s Paris this minute, and the next floating through space endlessly,  then all of a sudden fall deep into the depths of the ocean, washed ashore on a countryside  island filled with oriental gardens. Each room has been artistically designed to provide an  interesting and unique experience.  Our aim is to provide memorable stays that transport our guests to different worlds, making  every visit a special occasion.  The main themes are:  “Paris of the Past”, “Garden of the Orient”  “Aquatic Environment” , “Trip to Space” and “Countryside House”.
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The Team
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                               The Team  BADEA ALEXANDRU  – GENERAL MANAGER STRONG COMPUTER, COMMUNICATION, ORGANISATIONAL, AND MANAGING SKI LLS. I HAVE OVER 10  YEARS OF EXPERIENCE MANAGING DIFFERENT TYPE OF BUSINESSES LIKE M Y OWN PORTFOLIO OF  RENTING  ACCOMODATIONS ,  SUPERVISINIG DELIVERY OPERATIONS FOR  JOBANDTALENT , AND  WORKING AS A SUPERMARKET MANAGER FOR MY FATHER’S COMPANY. I ALSO HOLD A LEVEL 1  ACCOUNTANCY DEGREE. ADRIANA  BALICA – MARKETING DIRECTOR I AM A MOTIVATED, DILIGENT, AND DETAIL - ORIENTED INDIVIDUAL WITH  A STRONG ABILITY TO  WORK BOTH INDEPENDENTLY AND COLLABORATIVELY WITHIN A TEAM. I’M A N EXPERIENCED  MARKETER WITH A TRACK RECORD OF SUCCESSFUL MARKETING CAMPAIGNS A ND BRANDING FOR  HOSPITALITY WITH AT LEAST EIGHT YEARS.


image15.png
Define the Problem

Most of the time, travelers are in
generic hotels that do not have that
kind of impression that will last for a
lifetime. This absence of novelty and

individualistic touches disappoints
the guests and makes them crave for
individualistic lodgings.

]I G ER G problem you are solving.

Need

CURRENTLY, THERE IS AN
INCREASING DEMAND FOR NON
TRADITIONAL AND
INDIVIDUALISEDSERVICES THAT
GO BEYOND THE PROVISION OF A
ROOM TO SLEEP IN. PEOPLE ARE
LOOKING FOR EXPERIENCES
THAT ARE ALMOST AS EXCITING
AS THE PLACES THAT THEY ARE
VISITING.
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                                                                Most of the time, travelers are in  generic hotels that do not have that  kind of impression that will last for a  lifetime. This absence of novelty and  individualistic touches disappoints  the guests and makes them crave for  individualistic lodgings. CURRENTLY, THERE IS AN  INCREASING DEMAND FOR NON - TRADITIONAL AND  INDIVIDUALISED SERVICES THAT  GO BEYOND THE PROVISION OF A  ROOM TO SLEEP IN. PEOPLE ARE  LOOKING FOR EXPERIENCES  THAT ARE ALMOST AS EXCITING  AS THE PLACES THAT THEY ARE  VISITING. Problem: Define the  problem you are solving. Define the Problem Need
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Present Solution

This need is met by Themed Retreats
B&B, which has five rooms that are
differently themed, and each of them

is designed to create a specific theme.
They vary from the typical ‘Vintage
Paris’ to the modern ‘Space Odyssey’.

Yol s T B ST ATLIT I (o1e [ ct/service as the solution.

Unique Themes

EVERY ROOM IS DESIGNED TO TAKE
THE GUESTS TO A COMPLETELY
DIFFERENT REALM, GIVING THEM AN
EXPERIENCE THEY WILL NEVER
FORGET. REGARDLESS OF WHETHER
THE GUESTS ARE INTERESTED IN THE
CLASSIC TASTES OF THE PAST OR THE
NEW HIGH-TECH DESIGNS OF THE
FUTURE, WE OFFER A ROOM FOR
EVERY WISH.
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                                                                This need is met by Themed Retreats  B&B, which has five rooms that are  differently themed, and each of them  is designed to create a specific theme.  They vary from the typical ‘Vintage  Paris’ to the modern ‘Space Odyssey’. EVERY ROOM IS DESIGNED TO TAKE  THE GUESTS TO A COMPLETELY  DIFFERENT REALM, GIVING THEM AN  EXPERIENCE THEY WILL NEVER  FORGET. REGARDLESS OF WHETHER  THE GUESTS ARE INTERESTED IN THE  CLASSIC TASTES OF THE PAST OR THE  NEW HIGH - TECH DESIGNS OF THE  FUTURE, WE OFFER A ROOM FOR  EVERY WISH. Solution: Present your produ ct/service as the solution. Present Solution Unique Themes
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Highlight Market Potential

The tourism sector in the UK is
rapidly expanding and is predicted to
grow at a rate of 3% each year, with
Margate being one of the most visited
places within the country (Harrison,
2003).

Trends

The size of the theme hotel market was
approximately 13.55 billion USD in
2019 and is projected to grow to 19.45
billion USD by 2031, with a

compound annual growth rate (CAGR)
of 4.1% over the forecast period from
2024 to 2031 ( Skyquest, 2024).

Competitive Landscape

Merlin Entertainments' recent success
with themed accommodation shows
increased demand for unique,
immersive experiences. In 2018,
Merlin opened 644 themed rooms, and
their accommodation income grew to
28%, making up 21% of the combined
revenue for LEGOLAND Parks and
Resort Theme Parks, these figures
went up from 17% in 2017 (Mitchell,
2018).
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                                                                 Market Opportunity: Highlight the market potential. Highlight Market Potential The tourism sector in the UK is  rapidly expanding and is predicted to  grow at a rate of 3% each year, with  Margate being one of the most visited  places within the country  (Harrison,  2003) .  Trends The size of the theme hotel market was  approximately 13.55 billion USD in  2019 and is projected to grow to 19.45  billion USD by 2031, with a  compound annual growth rate (CAGR)  of 4.1% over the forecast period from  2024 to 2031 ( Skyquest , 2024).  Competitive Landscape Merlin Entertainments' recent success  with themed accommodation shows  increased demand for unique,  immersive experiences. In 2018,  Merlin opened 644 themed rooms, and  their accommodation income grew to  28%, making up 21% of the combined  revenue for LEGOLAND Parks and  Resort Theme Parks, these figures  went up from 17% in 2017 (Mitchell,  2018).


image21.png
Business Model: Explain how you will make money.

Room bookings

The daily rate for the single room
will be £100, for the doubles £120
and for families £150. This will
place Themed Retreats B&B in the
mid to high tier market offering
(Lee et al., 2003).

Restaurant

The menu is a smart marketing
ploy, it was designed to attract
guests with its low food and soft
drinks prices while cashing in from
spirits and wines, boosting profits
and revenue. For example: £12 is
the price for a MEGA English
breakfast while most main courses
range from £9.95 to £11.95.
Furthermore, all options at £4.95
are budget-friendly for children's
meals. The prices for spirits and
wines are high, especially for Moet
& Chandon champagne at £150.

Food Delivery

Partnership with Deliveroo, a third party
delivery company.
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                                                                 Business Model: Explain how you will make money. Room bookings The daily rate for the single room  will be £100, for the doubles £120  and for families £150. This will  place Themed Retreats B&B in the  mid to high tier market offering  (Lee et al., 2003).  Restaurant The menu is a smart marketing  ploy, it was designed to attract  guests with its low food and soft  drinks prices while cashing in from  spirits and wines, boosting profits  and revenue. For example: £12 is  the price for a MEGA English  breakfast while most main courses  range from £9.95 to £11.95.  Furthermore, all options at £4.95  are budget - friendly for children's  meals. The prices for spirits and  wines are high, especially for Moet  &  Chandon champagne at £150. Food Delivery Partnership with Deliveroo, a third party  delivery company.
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Competitive stand out from competitors.

Competitive Edge Our Advantage
The competition includes Twentieth Our hotel is quite different because we
Century B&B, The Reading Rooms, have a much more diverse selection of
and Fantasyland Hotel. They have themes, a breathtaking location right
similar products and services like on the coast in Ramsgate, and some of
Themed Retreats B&B. the most attentive andpersonalised

services for the guests.

We are dedicated in designing and
developing environments that are as
real as it can get.

We also hold the cheapest prices per
night.
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                                                               Competitive Analysis:  Show how you stand out from competitors. Competitive Edge  The competition includes Twentieth  Century B&B, The Reading Rooms,  and  Fantasyland Hotel.  They have  similar products and services like  Themed Retreats B&B. Our Advantage  Our hotel is quite different because we  have a much more diverse selection of  themes, a breathtaking location right  on the coast in  Ramsgate , and some of  the most attentive and  personalised services for the guests.  We are dedicated in designing and  developing environments that are as  real as it can get.  We also hold the cheapest prices per  night.
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Digital Marketing

Utilising the social networks,
content marketing, and emails to
promote the brand and get people
to book.

Traditional marketingl Online booking

Local advertising, cooperating with It was therefore important to make
other attractions and businesses in our rooms easily bookable through
the area, and attending travel and our website and through other
hospitality exhibitions. popular online platforms such as

booking. This is to ensure that the
company and Airbnb get to meet
more people and increase their
sales.
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                                                                 Go-to -Market Strategy: Outline your plan to reach customers. Digital Marketing Utilising the social networks,  content marketing, and emails to  promote the brand and get people  to book. Traditional marketing Local advertising, cooperating with  other attractions and businesses in  the area, and attending travel and  hospitality exhibitions. Online booking It was therefore important to make  our rooms easily bookable through  our website and through other  popular online platforms such as  booking. This is to ensure that the  company and Airbnb get to meet  more people and increase their  sales.
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Financial Projections: Provide key financial metrics and forecasts.

The Rooms Delivery Services

1. If we f t d lue of £20 and b
1. If we forecast an occupancy rate of 70%, as a We forecast an average ofdet valde © and & number

£ 10 ord day.
decimal this is 70 divided by 100 = 0.70. OF 11 ordets per day

2. 1year =365 days.

2. 1year =365 days. 3. £20 x 10 orders x 365 days = 73,000 Gross sales
3. Room prices: 1 Single £100, 2 Doubles £120 each, 4. The commission fee for the delivery service is 35% on
2 Family £150 each. each order (Deliverect, 2024) As a decimal this is 35

divided by 100 = 0.35, £73,000%0.35=£25,550

4. The single’s income : 1x£100x0.70x365=£25,550
5. £73,000—£25,550=£47,450 Net sales

5. The doubles income : 2x£120x0.70x365=£61,320
6. The Family income : 2x£150x0.70x365=£76,650 Restaurant:

7. Total room revenue: £163,520 1. If we forecast an average spending per guest of £25, a combination of breakfast,

mains, drinks e.t.c
Total income: £442,907.50

Total expenditure: £393,336 2. 5rooms x 0.70 occupancy rate x 365 days = 1277.5 guest nights .

Profit: £49,571.50 3. 1277.5 guest nights x £25 = £31,937.5
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                      Financial Projections: Provide key financial metrics and forecasts. Restaurant : 1. If we forecast an average spending per guest of £ 25 , a combination of breakfast, mains, drinks e . t . c 2. 5 rooms x 0 . 70 occupancy rate x 365 days = 1277 . 5 guest nights . 3. 1277 . 5 guest nights x £ 25 = £ 31 , 937 . 5 Delivery Services 1. If we forecast an average order value of £ 20 and a number of 10 orders per day . 2. 1 year = 365 days . 3. £ 20 x 10 orders x 365 days = 73 , 000 Gross sales 4. The commission fee for the delivery service is 35 % on each order ( Deliverect , 2024 ) As a decimal this is 35 divided by 100 = 0 . 35 , £ 73 , 000 × 0 . 35 = £ 25 , 550 5. £ 73 , 000 − £ 25 , 550 = £ 47 , 450 Net sales The Rooms 1. If we forecast an occupancy rate of 70 % , as a decimal this is 70 divided by 100 = 0 . 70 . 2. 1 year = 365 days . 3. Room prices : 1 Single £ 100 , 2 Doubles £ 120 each, 2 Family £ 150 each . 4. The single’s income : 1 × £ 100 × 0 . 70 × 365 = £ 25 , 550 5. The doubles income : 2 × £ 120 × 0 . 70 × 365 = £ 61 , 320 6. The Family income : 2 × £ 150 × 0 . 70 × 365 = £ 76 , 650 7. Total room revenue : £ 163 , 520 Total income:  £ 442,907.50 Total expenditure:  £ 393,336 Profit:  £ 49,571.50
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Investment Opportunity

o
S Ve
Capital Raise Return

We are seeking a £2  Based on our financial
million investment to projections, we

fund our expansion anticipate a 25-30%

plans, marketing annual return on
initiatives, and investment over the next
working capital 3-5 years.

requirements.

Partnership
Opportunity

In addition to
financial investment,
we welcome strategic
partnerships that can
contribute expertise,
resources, and

connections to

accelerate our growth.

/!

°
oo

Scalable Model
Themed Retreats B&B's

proven business model and

C-2-1-1-]

o
°
°

scalable infrastructure
position us for rapid growth

and long-term success.
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                                          Investment Opportunity             Capital Raise We are seeking a  £ 2  million investment to  fund our expansion  plans, marketing  initiatives, and  working capital  requirements. Return Based on our financial  projections, we  anticipate a 25 - 30%  annual return on  investment over the next  3 - 5 years. Partnership  Opportunity In addition to  financial investment,  we welcome strategic  partnerships that can  contribute expertise,  resources, and  connections to  accelerate our growth. Scalable Model Themed Retreats B&B's  proven business model and  scalable infrastructure  position us for rapid growth  and long - term success.
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Conclude: Summarise the reason the audience should be interested.
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                                                               Conclude: Summarise the reason the audience should be interested.   Summarise Interest : Themed Retreats B&B is a business opportunity that has the potential of generating high revenues from themed rooms, restaurant, and deliveries, and strong market demand, as well as having the right team to ensure customer satisfaction .  Call to Action : Join Themed Retreats B&B and be a valuable stakeholder in a lucrative venture that offers guests memorable, high - quality stays in a tailored theme - based environment and Guarantee lucrative returns on your investment .
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                               A N Y Q U E S T I O N S
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                                        T H A N K Y O U !
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THEMED RETREATS
with Looe and Leats

o Two eggs, Two bacon, Two sausages, chips, beans, and toast.
Mains

Fresh Beer-battered Cod £11.95

Served with chunky chips, mushy peas and homemade tartar sauce.

1€ £9.9
270
o Served with homemade Cajun nac a‘\? French bread.

Homemade Steak & Kidney Pie £10.95

astry case, new potatoes and served with seasonal vegetables.
Ploughman's Selection £9.95

e of cheese, ham, tuna or prawns with homemade pickles and
Served with local crusty bread.

Classic Cottage Pie £9.95

salad.

e Topped with creamy mash potato, served with seasonal vegetables.
Lasagna al Forno £9.95

j? ﬁgeef /tA/tfu topped with béchamel sauce, served with salad and garlic
o bread.

Q FOOD ALLERGY

L7 WARNING
/ﬁ OUR FOOD MAY CONTAIN OR HAVE
g COME IN CONTACT WITH WHEAT,

oy % 7T / i 4 FISH, SOY, PEANUTS, TREE NUTS, EGGS,
77 =4 = SHELL FISH OR DAIRY PRODUCTS.
/,ﬁ‘ N~ \ PLEASE MAKE US AWARE IF YOU
vy HAVE ANY FOOD ALLERGIES!
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Ultimate Charcuterie Board (sharing) £19.%

ma1l9s

e Mozzarella cheese, tomatoes, fresh basil and a!iy three of these
toppings: ham / onions / mushrooms / @ve iﬂ/ anchovies / tuna /
Jjalapenos / BBQ chicken / sweetcorn / spicy meatballs.

Kids

B
Crispy Chicken Nugget/y£4.95\

o Served with chips and baked beans. / \

Macaroni Chp’é/se £4.95

o Served with garlic bread.

Pizza Selection £4.95

o Tuna, ham, salami, olives, chicken or sausage served with curly fries.

Soft Drinks

range Juice £10
pca-Cola or Fanta or Sprite £5
Ade wine £10

oet@\Chandop’ée [mperial Champagne (750 ml) £150

| Jack Daniel's Old No. 7 Te

/. Prunotto Barolo Wine (750 ml £120
o Grey Goose Vodka (700 mI) £100

\ :

- Rémy
. FOOD ALLERGY

il WARNING
\ 'OUR FOOD MAY CONTAIN OR HAVE

COME IN CONTACT WITH WHEAT,

FISH, SOY, PEANUTS, TREE NUTS, EGGS,
SHELL FISH OR DAIRY PRODUCTS.
PLEASE MAKE US AWARE IF YOU
HAVE ANY FOOD ALLERGIES!
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THEMED RETREATS

with love and beats




image42.jpeg
Truro Road, Ramsgate

£3,000 pcm c692pw ©

Tenancy info

Letting details

Let available date: Now Deposit: £3,461 ()
Let type: Long term Furnish type: Ask agent
PROPERTY TYPE BEDROOMS

() House Bs

< O

Added on 29/04/2024

Min. Tenancy: Askagent (O

Council Tax: Ask agent

BATHROOMS size
&3 (3 Askagent

17 High Street,
CT119AG

More properties from this agent

Q Callagent

[ Request details





