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BUSINESS VISION 

“Enabling unexplored Rural India to carve a niche for itself in the tourism sector, by 

active involvement of rural participants while delivering a unique proposition to our 

customers by running a profitable business” 

BASIC PRODUCT DESCRIPTION 

We offer customers a chance to live and experience the life of a farmer or a fisherman 

in rural India while simultaneously improving the livelihood of surrounding villages by 

involving the villagers in the business model. Tourists have a chance to get away from 

the rush of city life, while the adventurous have a chance to face the elements without 

urban comforts, and the corporate teams get to strengthen their teamwork capabilities 

by engaging in activities inspired by those of the villager. Villagers lend us their 

expertise in their respective occupations which we convert into adventure activities and 

tools for team building.(Refer Exhibit 3 for Activities) 

WHY IS IT SUSTAINABLE? 

 The villager lends his skills to the business and receives a higher standard of living 

in return. Our USP is the service experience which is a first for this industry. Our 

symbiotic relationship with rural stakeholders and creative service offering guarantee 

sustainability for years to come. 



 Our company would help the villager manage his cash flows which he earns with our 

association (via microfinance instruments). This way, we provide him with a 

sustainable source of income.  

TARGET SEGMENTS AND MARKETING STRATEGY 

The business is setup aimed at the following segments: 

 Corporate Clients looking for a complete team-building exercise: Organizations 

are spending heavily on consultants and conducting events. What we offer them is a 

unique chance to experience the “Real India”, and totally different team-building 

activities. 

o Marketing to corporate clients will need a consistent task force and sales 

team. The cost advantages and contribution to the client’s social image are 

pivotal selling points 

 Foreign tourists looking for a genuine Indian experience: Often we see foreigners 

seeking a genuine experience wanting to live in the slums, or live with fishermen in a 

village. We provide them the opportunity while providing basic facilities like proper 

sanitation, healthy food etc. 

o Advertisements and partnerships with travel agents will buy us the market 

here. We will develop our website as well as advertise in popular tourism 

portals. 



 Middle class families looking to escape the holiday rush: With planned family 

activities, we sell the experience as one in which working parents and their children 

can bond with one another at a low cost and escape the rush. 

o Advertise to the end consumer directly- to disseminate the brand name and 

associated perception quickly in the target market 

o Promotions:  In partnership with value retailers, where our product would be 

part of a lucky draw, or other similar trial inducing instruments. 

We believe there is tremendous market potential; Refer Exhibit 1. 

EXECUTION 

The first steps towards the execution of this project would be to identify a suitable 

location for the resorts. The factors involved in selection would be suitability of the 

village to fulfill the promises made to potential customers, accessibility, price of land and 

acceptance of villagers. Ethamukla, a village in Ongole Dist, Andhra Pradesh, India 

was found suitable. The initial stages of the project would require expenditure for the 

building of the resort. This should take around 4 – 6 months, during this time the 

marketing team will start working while the corporate sales team will be working to book 

orders.  

The organization will comprise of the Operations team on the ground and the Sales & 

Marketing team which will be working from different locations.  

Refer Exhibit 3 for organization structure. 



The Operations team will be working at the resort and taking care of all the possible 

eventualities. The farmers and fishermen would be recruited from the village to guide 

the tourists with their regimen for a set number of hours per day.  

MANAGEMENT TEAM 

 The management team consists of three fresh MBA graduates each with different 

areas of specialization – Finance, Operations and Marketing  

 We are guided by a Social Service worker who has started his own training institute 

and belongs to Ethamukla, Andhra Pradesh, India. 

 One of the three graduates has his roots in the village, so the team will have home 

advantage when it comes to operations.  

 Another team member has previous experience as an entrepreneur.  

 

 



FINANCIAL SUMMARY & VENTURE CAPITAL DETAILS 

Our plan is designed to follow a capital structure with a Debt Equity ratio of 1. We 

intend to invite Venture Capital investment of 40% or below limited to 30% of the 

start up capital. The Management team is prepared to supply 10% of the same.  

The fundamental facts for the Financial Summary are as follows: 

1. The discount rate used for the NPV calculations is 20% - data obtained by 

industry averages of live projects. Initial Capital=US$667,500. 

2. The occupancy rates for the years after start up are as highlighted in Exhibit 

5.3 

3. The plan has an NPV of US$666,573 of and an IRR of 56%. (Industry Average 

= 20%). Due to rural location, Real Estate costs are not high. This partly 

explains the high IRR compared to industry. 

4. The Sales and Profit projections are outlined in exhibit 5.4 and 5.5 

5. Our venture generates positive cash flows at the end of the first year of 

operation, and a turnover of US$ 1 million after 4 years 

 We offer the VC a share of the profits proportionate with his/her investment 

 Funding has a lock out period of 3 years – After which, the VC can pull out 

his/her investment if so desired. Full recourse is guaranteed. 



EXHIBIT 1: MARKET OPPORTUNITY 

 

EXHIBIT 2: RISK MANAGEMENT FRAMEWORK 

 



EXHIBIT 3: PACKAGE FOR CORPORATE CLIENTS 

 

EXHIBIT 4: ORGANISATIONAL STRUCTURE 

 



EXHIBIT 5: FINANCIAL SUMMARY(ALL FIGURES IN US $) 

1. Fixed Costs at Start up: Pessimistic values used for calculations. 

 

 

2. Variable Expenses : 

 
 
 
 



3. Running Costs 

 

 

4. Steady State revenues 

 

5. Total Cash Flow 

 



 

 

 

6. NPV and IRR Calculations: 

 


