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History of the Company
Northwind Traders Adventure Travel, Inc. provides travel-planning services for European adventure vacations to residents of individuals in the Greater Seattle-Redmond area. The service industry, including travel agencies, is one of the fastest growing business sectors of the economy, and Northwind Traders intends to capitalize on the success of this industry by taking advantage of travel planning opportunities in the Pacific Northwest region. 
President Heather Mitchell and Vice President of Sales and Marketing Jim Kim currently hold the company’s stock. Prior to starting the Northwind Traders travel agency, Ms. Mitchell co-founded, co-owned, and operated the Northwind Traders clothing store. She has selected a small team with extensive travel, sales, and computer skills, all of whom will be invaluable to the new venture. Her coworkers bring a combined total of 35 years of travel industry experience to the agency.
President Heather Mitchell and Vice President of Sales and Marketing Jim Kim currently hold the company’s stock. 
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The mission of Northwind Traders is to become the premier provider of adventure vacations for 25- to 35- year-old professionals. Northwind Traders is dedicated to building long-term relationships with customers through quality training and customer support, and wants to be recognized as the leading adventure vacation company in the Greater Seattle area. The company’s goal is to grow through expansion, becoming profitable by the second year of operations.
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Northwind Traders recently became the appointed agents for Margie’s Travel, one of the largest and most respected tour operators in the market. With virtually no marketing effort, Northwind Traders has sold some 200 adventure vacations in the past six months, netting $66,800 in commissions. Sales of insurance policies and other services have added to this total, and could potentially add much more. Northwind Traders offers a comprehensive range of services to support the adventurous traveler, including pre- and post-vacation briefings, travel insurance, and a directory of services specific to each destination and activity. 
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Five years ago Heather Mitchell co-founded Northwind Traders, an outdoor clothing shop in Seattle, Washington. Over the years, Northwind Traders has extended its product range to include everything the adventurous traveler could want, from tents and sleeping bags to maps, guidebooks, and insurance. The clothing shop has sales of $1,420,000 per year (see Table 1), makes a gross profit of $202,400, and employs seven people, either full- or part-time. A mail-order service is now provided by catalog and via a new Web site.
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Northwind Traders believes that by concentrating on one market segment and one geographic destination, it will be able to deliver a service that is superior to anything currently on the market. Published research shows that tourism is a fast-growing business sector and that Europe is the favored location for most travelers. Adventure vacations, while a relatively new and small market, looks set for explosive growth.
In addition to targeting adventure travelers and working as the appointed agents for established travel tour firms, Northwind Traders plans to leverage its relationship with its sister business, Northwind Traders outdoor clothing shop, by offering discount services to shop customers.
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From desk and field market research carried out on 300 clients, it is clear that there is considerable potential in the adventure travel business. Research indicates that Northwind Traders’ target market finds it difficult to obtain reliable and authoritative advice on destinations and activities. Research also suggests that the customers in this market are unlikely to purchase their vacations again from the firm who provided their last vacation due to a lack of informative sales personnel. Northwind Traders will cater to these needs and develop a strong return-customer base.
Because they are currently the only travel agency focused on European adventure vacations that is located in the Seattle area, Northwind Traders has a substantial opportunity to dominate the region. In order to maintain and improve their current position in the region, they will need to invest in a Web site, as well as database software and systems, and in refurbishing the shop premises. Northwind Traders maintains the following advantages over existing competition: 
Ongoing support to clients
Extensive knowledge of the European adventure vacation field
Superior customer service
Specialized training programs for staff
Informative Web site
Competitive rates
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The Northwind Traders travel agency business operates from a self-contained facility within the existing clothing shop, with its own shop window and entrance from the main street. The business benefits both from its accessible location in the heart of Seattle’s downtown shopping district, as well as from the clientele it will gain through its proximity to the already established Northwind Traders clothing store.
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President and CEO Heather Mitchell has selected a small team with extensive travel, sales, and computer skills, all of whom will be invaluable to the new venture. Her coworkers bring a combined total of 35 years of travel industry experience to the agency.
Key Personnel
Heather Mitchell, President and CEO: Before founding Northwind Traders, Ms. Mitchell owned and operated Northwind Traders, an outdoor clothing shop in the Seattle area. Prior to that, she managed the Olympia branch of one of the larger regional chains of general travel agencies operating throughout western Washington, where she was responsible for managing the office systems and a staff of four. She has a degree in travel and tourism from State University.
Jim Kim, Vice President Sales and Marketing: Prior to joining Northwind Traders, Mr. Kim worked for the marketing department of a major airline. His current responsibilities include the company’s direct marketing campaign and all sales-related issues. 
Richard Bready, Office Manager: Twenty years as a travel agent has given Mr. Bready the ideal background for Northwind Traders. A knowledgeable salesperson, Mr. Bready’s expertise in the area of European travel enables him to entice the adventure traveler.
Amy Egert, Sales Assistant: After completing her undergraduate degree at the Institute of Art, Ms. Egert spent a year traveling abroad and joined the staff at Northwind Traders recently as a sales assistant. 
Jae Pak, Business Consultant: With over 20 years of consulting experience in industries ranging from aerospace to technology to retail, Mr. Pak’s knowledge and guidance will be instrumental to the success of Northwind Traders.
Board Members
The volunteer members of the Board of Directors provide guidance to the management and staff of Northwind Traders. The board meets twice yearly to discuss policy changes, review the mission statement, and update the business plan if needed. 
Lisa Jacobson, retail store owner
Holly Barrett, CPA
Jo Brown, former travel agent
William Hollands, lawyer
Lisa Garmaise, retail store owner
Tony Chor, human resource manager
Prasanna Samarawickrama, caterer
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Northwind Traders started as a clothing store and has expanded into the travel agency business, with its focus on adventure travel in Europe. Last year, Northwind Traders clothing store made $200,400 profit on sales of $1,419,500 and employed seven people.
Northwind Traders expects that by concentrating full-time on selling adventure vacations, clients will increase from the present level of 200 (achieved over a six-month period with only a part-time effort), to at least 660 in the first year, 1400 in the second, and 2100 in the third.  To help achieve this growth, Ms. Mitchell has identified three other tour operators she wishes to represent and has begun negotiations with them. 
Selling between two and three vacations a day will allow the business to reach cash flow break-even in Year One, while making a modest profit in Year One.  By the Year Two, post-tax profits should be $304,600, and will increase to nearly $496,500 by Year Three.
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We are currently the appointed agents for Margie’s Travel, a major supplier in the market. Currently, Margie’s Travel offers some 40 different adventure vacation packages throughout Europe, including horse trekking in Iceland; above-the-clouds trekking on islands and in remote regions in such areas as Corsica and Norway; van-supported inn-to-inn bicycling; mountain biking and hiking adventure tours throughout France, Germany, Italy, and Austria; and ballooning across the Alps.
We intend to be appointed agents by three other major adventure travel tour firms with whom we are currently in negotiation:
Enchantment Lakes Corporation: Offers rafting, sea kayaking, and yachting trips around remote European rivers and coastline areas; covering such areas as the Adriatic, the Black Sea, and Turkey. 
West Coast Sales: Offers adventure vacation packages to corporate clients to use as incentives and rewards, and as part of management development programs.  They are particularly strong in France, Italy, and Germany.
Exploration Air: Specializes in adventure vacations in Eastern Europe and former Soviet countries, covering Bulgaria, Romania, Poland, and Latvia. 
These are three relatively new and small tour operators, but they have acquired a reputation for innovation and reliability–and they are currently underrepresented.
In addition, we will offer a comprehensive range of complementary services to support the adventurous traveler, ensuring that they will have a safe, enjoyable, and memorable experience. These services will include insurance, pre- and post vacation briefing packs, and a directory of advice and information services particular to each destination and adventure activity.
[bookmark: _Toc429483176][bookmark: _Toc431355115][bookmark: _Toc421431036]Transportation Systems
The vacations we offer use all principal travel systems, including planes, trains, buses, and where appropriate, taxis. We aim for a standard of travel higher than that offered by the general travel industry. The feeling we are looking for is definitely not that which is engendered by the backpacker market.
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Our clients are protected financially against either our own or our tour operator’s failure, by virtue of the ARC bonding held by our principals. We only use vacation providers who can provide 24-hour emergency support services for clients while on vacation.
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Northwind Traders is incorporated under the laws of the state of Washington. The company has authorized 10,000 shares, 6,000 of which are owned by President and CEO Heather Mitchell. Vice President of Sales and Marketing Jim Kim owns 1,000 shares, and the remaining shares are held by the company for future distribution.
In the next few weeks, the business will be set up as an operation independent from the clothing store. This structure will clearly separate the travel business from the clothing shop and make it possible to attract the risk capital that will be required when the business starts to grow. 
At a later stage, the business may wish to sell and issue airline tickets and to create its own charter vacations. This will require membership in the ARC (Airline Reporting Corporation) and IATAN (International Airlines Travel Agency Network). These organizations regulate the collection of money and distribution to the appropriate airlines. However, in the period covered by this Business Plan we intend to operate only as the appointed agents for a number of tour operators. As such we can “shelter” under their licenses and bonds.
