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1. Introduction

The global real estate market has long been characterized by cross-border investment, with individuals and families seeking property abroad for lifestyle enhancement, retirement planning, and portfolio diversification. In the European context, the United Kingdom has historically been a significant source of demand for properties in sunnier, more affordable destinations within the European Union (Savills, 2023). This proposal presents the business development plan for Sunny Homes in Bulgaria, a new venture designed to address this specific gap. The core business idea is to act as a specialized intermediary, facilitating the purchase of Bulgarian residential real estate for clients based in the United Kingdom. Bulgaria, as an EU member state, presents a compelling value proposition. It boasts one of the most affordable property markets in Europe, with average prices per square metre on the Black Sea coast being a fraction of those in comparable Mediterranean destinations like Spain or Portugal (GlobalPropertyGuide, 2023).

[bookmark: _Toc210946497]2. Company and Idea Description

Sunny Homes in Bulgaria, a real estate agency specializing in promoting and selling Bulgarian coastal, countryside, and urban properties to UK buyers seeking affordable homes abroad. The Bulgarian property market, characterized by its affordability and attractive climate, presents a timely opportunity for UK buyers seeking second homes, investment properties, or retirement destinations. The focus is on making cross border property transaction easy and without stress. The company's headquarters will be based in the UK, ensuring accessibility and accountability for its primary client base. Initially, operations will be lean and digital, requiring only a virtual office address, a professional website, and robust communication systems. This model ensures low overheads while maximizing reach and efficiency.

Sunny Homes in Bulgaria will be registered as a limited liability company in the UK. The core business model is brokerage, earning commission from Bulgarian sellers via partner agencies. The service is differentiated by its focus on the UK client, providing a seamless, trustworthy, and fully managed buying process from initial search to key handover and beyond.

[bookmark: _Toc210946498]
3. Client Needs / Market Gap / Problem Statement

Description of the Client’s Current Situation: The target client is a UK-based individual or family. They are likely frustrated with the UK's high property prices, grey weather, and high cost of living. They dream of a second home for holidays, a retirement property, or a rental investment in a sunnier, more affordable climate within Europe. To offer UK buyers to discover and invest Bulgaria real estate market, providing exceptional service, and value at every step of the buying process. Bulgaria offers significantly cheaper homes (average €70,000- €100,000 coastal property) with low living costs and EU security (Eurostat, 2024). The UK property market is expensive, whereas Bulgaria offers significantly lower prices with good weather, culture, and EU membership advantages. 
Market Gabs
· Cultural and legal navigation: Helping UK customers understand Bulgarian bureaucracy taxes, residence, and ownership laws.
· Digital tours and consultation: Virtual viewing, and personalized videos.
[bookmark: _Toc210946499]4. Proposed Solution

· Sunny Homes in Bulgaria will provide an end-to-end service: property sourcing, virtual tours, legal advice, and purchase facilitation for UK clients. 
· Providing full English –language support. 
· [bookmark: _GoBack]Emphasizes trust, transparency, and British-standard customer service.
· Economic Climate: Bulgaria remains one of the most affordable countries in Europe, offering incredible value as UK inflation and costs remain high.
· Bulgaria is still underpriced compared to Spain, Portugal, making it an “early mover” opportunity.
[bookmark: _Toc210946500]5. Unique Value Proposition (UVP)

“Affordable homes in Bulgaria made simple for UK buyers- with full support from search to sale with full UK friendly support”. 
We bridge the gap between affordable Bulgarian real estate and UK customers seeking a trustworthy, English-speaking partner to manage the entire buying journey- from viewing to ownership and beyond.
[bookmark: _Toc210946501]

6. Methodology

Secondary research focusing on industry reports, government data, and academic sources. This involves the analysis of existing data from various sources to understand the macro and micro-environment.
· Market Reports: Analysis of reports from global real estate firms (Knight Frank, Savills) and Bulgarian statistical institutes (NSI, 2023).
· Academic Journals: Reviewing literature on consumer behaviour in international real estate, post-Brexit investment flows, and market entry strategies.
· Industry Publications: Sourcing data from Bulgarian and UK property portals (imot.bg, Rightmove Overseas) to gauge supply, demand, and pricing.
· Competitor Analysis: Systematic review of competitor websites, service offerings, marketing messages, and customer reviews.
· SWOT and Porter’s Five Forces for market competitiveness, PESTLE for macro-environment analysis, financial projections and break-even analysis.

Limitations of the Analysis
· Lack of primary field data from UK buyers
· Market volatility (exchange rate, EU regulations)

[bookmark: _Toc210946502]7. Market Research and Validation

·  Market Overview and Statistics
The Bulgarian real estate market offers significant value. The average price per square metre in coastal cities like Burgas is approximately €1,200, compared to over €4,500 in similar Mediterranean locations in Spain (GlobalPropertyGuide, 2023). This price differential is a core attraction.
·  Target Customer
The primary target customer is comprised of two segments:
· The Lifestyle Buyer: Aged 50+, seeking a holiday home or retirement property, motivated by climate, cost of living, and quality of life.
· The Investor Buyer: Aged 35-55, seeking a buy-to-let investment, motivated by rental yield potential and capital appreciation.




	Company
	Country
	Service Model
	Strength
	Weakness

	Rightmove Overseas
	UK
	Listing platform
	Strong Visability
	No direct legal/ consulting support

	Address
	BG
	Real estate agency
	Local expertise
	Limited marketing reach

	A Place in the Sun
	UK
	Property media
	Strong brand
	Generic, not Bulgaria focused



[bookmark: _Toc210946503] 8. Porter's Five Forces Analysis

· Threat of New Entrants (Moderate): Low startup barriers but high trust barrier in cross-border sales.
· Competitive Rivalry ( Moderate): Few UK agencies specialize in Bulgaria
· Bargaining Power of Buyers (High): Buyers can compare online and negotiate.
· Bargaining Power of Suppliers (Moderate): Local developers and legal firms essential partners.
· Threat of Substitutes (High): Alternative EU destinations ( Spain, Greece, Portugal)
[bookmark: _Toc210946504]9. SWOT Analysis

· Strengths: Dual-market understanding, affordable homes attract cost-conscious buyers, online service reduces fixed costs.
· Weaknesses: Lack of brand recognition, initial reliance on a small partner network, limited initial financial resources.
· Opportunities: Growing remote work trend, UK economic pressures, under-served niche market.
· Threats: Economic recession reducing disposable income, future changes in Bulgarian property law for foreigners, negative press about Bulgaria.

[bookmark: _Toc210946505]10. PESTLE Analysis

· Political: Brexit has complicated property ownership for Brits in the EU, requiring company structures or residency permits, creating a need for expert guidance.
· Economic: High UK inflation and cost of living contrast with Bulgaria's lower costs, enhancing its appeal. Sterling's strength against the Bulgarian Lev (pegged to the Euro) increases purchasing power.
· Social: A post-pandemic "life re-evaluation" has increased demand for properties offering a better work-life balance and connection to nature.
· Technological: Widespread use of high-quality video tours, digital marketing, and CRM systems makes it feasible to manage the customer journey remotely.
· Legal: Bulgarian property law is stable but requires notary involvement and specific checks; a specialized service is crucial to navigate this.
· Environmental: Increasing frequency of heatwaves in Southern Europe may make Bulgaria's more temperate Black Sea coast increasingly attractive over time.

[bookmark: _Toc210946506]11. Resource and Operational Plan

Human Resources (HR) Engagement with Sales
The initial operational model is lean. The founder will be the primary sales and business development agent. A key HR strategy is the engagement of external partners to act as an extension of the sales team:
· Founder: Responsible for lead generation, client relationship management, sales negotiations, and partner liaison.
· Freelance Digital Marketer: An outsourced role to execute and optimize all marketing and lead-generation activities.
· Bulgarian Legal Partner: A retained legal firm to conduct due diligence and handle all legal aspects of the sale. Their expertise is critical to the sales process, as it de-risks the purchase for the client.
· Bulgarian Estate Agent Partners: These partners act as the "inventory" and local viewing team. A formal agreement will ensure a smooth flow of information and a shared commission structure.

[bookmark: _Toc210946507]12. Key Resources Required

· Financial: Initial capital of £8,000 for setup and first 6 months of operational costs.
· Technological: Professional website, video conferencing tools.
· Network: The most critical non-financial resource is the trusted network of Bulgarian legal and real estate professionals.

[bookmark: _Toc210946508]13. Risk Limitations

Every new international business venture faces a combination of internal and external risks. For Sunny Homes in Bulgaria, the cross-border nature of real estate transactions between the UK and Bulgaria introduces specific strategic, financial, legal, and operational challenges. Recognizing and managing these early is crucial for long-term viability (Kotler & Keller, 2022). 
· Financial Risks: The business faces exchange rate volatility between the British Pound and Bulgarian Lev, potentially impacting both pricing and profit margins. Rising interest rates of reduced UK disposable incomes may lower affordability for second-home purchase (Eurostat, 2024). There is also a cash flow risk due to the commission-based nature of real estate sales-revenues are irregular and depend on completed deals rather than inquiries. 
· Legal and Regulatory Risks: Cross-border transactions introduce compliance risks regarding EU property laws, land ownership rights, taxation, and residency regulations for non-EU citizens (after Brexit). Legal misunderstandings or not enough careful planning could result in disputes or reputational damage. Therefore, partnership with verified Bulgarian legal firms are essential to mitigate these risks.
· Operational Risks: Operational risks include overdependence on local agents, IT system failure, and communication barriers. A lack of standardized quality control or misalignment between UK and Bulgarian staff could affect client satisfaction (Armstrong & Taylor, 2023). 
· Reputational Risk: A partner in Bulgaria providing poor service, damaging the UK brand.
· Market Risk: A downturn in the UK economy reducing demand for overseas property.
· Analytical and Research Limitations: The proposal relies secondary research (market reports, national statistics, and online sources). Although credible, such data may not fully reflect changing buyer behavior or local property fluctuations. 
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14. Resources Required to Start

· Technological Resources: Professional website, CRM (Customer Relationship Management) software, video conferencing tools, professional social media accounts (Instagram, Facebook, LinkedIn).
· Financial Resources: Initial capital for website development, digital marketing budget (Google Ads, Facebook/Instagram Ads), travel costs for initial scouting trips to Bulgaria to build partner networks.

[bookmark: _Toc210946510]15. Competitive Advantage 

· Dual-Market Understanding: Understand both the UK customer's mindset and the Bulgarian property landscape. This cultural and practical bridge is your single biggest advantage.
· Trust & Transparency: Being based in the UK, you are more accessible and accountable to your clients than a faceless agency in Bulgaria.
· Additional services (relocation support, rentals, after-sales care) create stronger loyality.
· Lower competition compared to Spain/Portugal-focused agencies.
[bookmark: _Toc210946511]16. Timeline & Milestones

Months 1-2
· Finalize business name, legal structure
· Build website and social media presence
· Partnership with Bulgarian sellers
Months 3-6
· Begin targeted digital marketing campaigns in the UK.
Months 7-12
· Facilitate first 3-5 successful property purchases
· Refine marketing strategy based on what works.
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17. Implementation Timeline (Gantt Chart)

	Activity
	Month 1-2
	3-4
	5-6
	7-9
	10-12

	Market research and partnership
	· 
	
	
	
	

	Website and CRM launch
	
	· 
	
	
	

	Marketing campaign (UK launch)
	
	· 
	· 
	
	

	Sales and client onboarding
	
	
	· 
	· 
	

	Evaluation and expansion
	
	
	
	· 
	· 



[bookmark: _Toc210946513]18. Conclusion and Recommendations

Sunny Homes in Bulgaria offers a timely opportunity to bridge the gap between UK property seekers and Bulgaria’s growing housing market. Through transparent, bilingual’s growing housing market. Through transparent, bilingual, and customer-focused operations, it aims to build long-term trust and capture a niche within the European property investment landscape. The project’s success depends on strategic marketing, strong HR-sales integration, and adaptability to market and regulatory changes.

It is recommended to:
1. Proceed with the implementation plan as outlined.
2. Prioritize the establishment of formal, trusted partner relationships in Bulgaria.
3. Secure the initial funding required to launch the venture and sustain operations for the first six months.
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