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         At www.howto.co.uk you can engage in conversation with our authors – all of whom have ‘been there and done that’ in their specialist fields. You can get access to special offers and additional content but most importantly you will be able to engage with, and become a part of, a wide and growing community of people just like yourself.
 
         At www.howto.co.uk you’ll be able to talk and share tips with people who have similar interests and are facing similar challenges in their lives. People who, just like you, have the desire to change their lives for the better – be it through moving to a new country, starting a new business, growing their own vegetables, or writing a novel.
 
         At www.howto.co.uk you’ll find the support and encouragement you need to help make your aspirations a reality.
 
         How To Books strives to present authentic, inspiring, practical information in their books. Now, when you buy a title from How To Books, you get even more than just words on a page.
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            To invite someone to be our guest 
Is to undertake responsibility for 
Their happiness all the time that 
They are under our roof.  
            
    
            Jean Anthelme Brillat-Savarin (1755–1826) 
 Author, epicure, raconteur
            

         

      

      
    

  
    
      
         
         
 
         
            Preface

         
 
         The growth of Bed & Breakfast as an accommodation alternative is a success story unparalleled throughout the Western world and, in particular, the United Kingdom and Ireland.
 
         To meet demand and substantiate Bed & Breakfast’s place in the tourism industry there is now a growing need for increased knowledge and professionalism among Bed & Breakfast operators and to that end hypothetical copies of both the feasibility study and business plan have been included in this the third edition.
 
         Although the visitor numbers to the UK were down by an estimated 2% to the corresponding period a year earlier, the seasonally adjusted three month trend (May 2010 to July 2010) figures show that the number of visitors to the UK has increased by 10% when compared with the previous three months according to National Statistics Online. This trend should bode well for inbound tourism and B&B in particular, as this form of accommodation is becoming increasingly popular with overseas visitors.
 
         Current trends show that changes in the workplace could be one of the main contributors to the high level of interest in becoming a Bed & Breakfast operator. Another influential factor is the growth of the short break holiday market. Those who take short break holidays historically prefer this form of accommodation.
 
         It is important to remember, however, that knowledge is not an end in itself. You must use the knowledge gained from this publication as a resource and stepping stone to achieve your goals and aspirations. The main message is that the research you need to do to make your B&B a success must be personal to you and your market. 
         
 
         How to Start and Run a B&B – A practical guide to setting up and managing a Bed and Breakfast has been assembled by a team of experienced researchers and operators who have carefully studied the practicalities and the needs of people who are either in the industry or wishing to enter it. In constructing the book we have tried to avoid duplication of material that exists in other training manuals and how-to publications, preferring to concentrate on that which is directly applicable to the industry. We have gathered up-to-date information from industry leaders and practitioners, both nationally and internationally, to give the reader a source of information, which reflects the practicalities and requirements necessary for the successful Bed & Breakfast operator.
         
 
         All of these issues are significant, but professionalism is the most important. This book will reinforce the need to seek professional advice in the early stage of your venture and give you an insight into the level of professionalism you need to consider in order to be a success in this business.
 
         Good luck on your venture!
 
         Stewart Whyte
         

      

      
    

  
    
      
         
         
 
         
            Acknowledgements

         
 
         This book would not be as comprehensive without the wonderful contribution of the following people and organisations:
 
         Dr Rita Helling for her comments on linguistic programming; Nigel Jess for his initial input, Gideon and Sara Stanley from Gracesoft; Damien Lawrie for his computer and Internet advice; Sealy of UK.
 
         English Tourism Council, Northern Ireland Tourist Board, Bord Fáilte, Department of Tourism and Leisure – Isle of Man and Jersey and Guernsey Tourism regarding tourism research statistics, also Abergavenny, Exeter, Windermere, Keswick, Stamford and Worcester Tourist Offices; Chris Greenwood of VisitScotland and Colin Houston, Jennifer Medcalf Project Director, Tourism Intelligence Scotland, Robert Lewis Head of Research VisitWales; Sharon Orell Research & Insight Manager VisitEngland for their helpful insights; Northern Ireland Farm & Country Holidays Association, N.I. Bed & Breakfast Association, The Town & Country Homes Association (Bed & Breakfast Ireland), The Irish Farmhouse Holidays Association, (Fáilte Tuaithe), Bed & Breakfast (UK) Ltd, AA Hotel Services – Lifestyle Guides.
 
         Jacqueline Elmslie; Max Mosher and Energy Saving Trust for their advice on energy saving considerations; Warren Whyte, Managing Director TransGlobal Payment Solutions Ltd (Global Foreign Exchange) for his advice on banking procedures.
 
         Sue & John Armstrong from Appletrees B&B for their overall suggestions on running a B&B, to Patricia from Halcyon B&B, Paula and Neil from Abbingdon B&B, James and Olive from Cullenta House, Margaret from Loyola B&B, Anne and Robin from Harbour Heights, Wal Reynolds for his input in both the feasibility and business plan sections, Judith from Kynance Bay House and Jennifer and Brian who introduced Suellen to Judith and for their hospitality; Matthew Welch (Partner) Fisher Jones Greenwood, Solicitors London and William Fry, Solicitors Dublin for their respective advice on Liquor Licensing, Sheridan Potter for her research, Tracy Healey from the Ryan Insurance Group for their advice on business insurance for B&B operators and Nigel Jess for his B&B contribution.
         
 
         I would like to thank all of the Bed & Breakfast owners for their advice and tips which will prove invaluable to all the newcomers in the industry.
 
         Until next time,
 
         Stewart
         

      

      
    

  
    
      
         
         
 
         
            Introduction

         
 
         How to Start and Run a B&B – A practical guide to setting up and managing a Bed & Breakfast is divided into two main sections for easy access. The first section is designed for you to discover if you, your partner and family, your home and your bank balance are ready to enter this industry. It will also allow you to decide what level of commitment you are prepared to make to this venture: full-time/weekends/breakfasts only/full board, etc. We also show you how to undertake a feasibility study that tests the viability of your commercial proposition before you start spending money and time on it. A hypothetical feasibility study is at the end of the book.
         
 
         If you have decided that operating a Bed & Breakfast is your dream for a better future, then Section Two will be an introduction to the daily issues that confront Bed & Breakfast operators, as it outlines how to run a Bed & Breakfast efficiently and successfully. Included in this section are the guidelines to completing your own business plan. A hypothetical business plan is at the end of the book.
 
         Throughout this book you will find two symbols. The single symbol [image: alt] is applicable to all operators, but in particular to those whose commitment to the enterprise is on a very small scale (perhaps one or two bedrooms, and not the only source of income). The double symbol [image: alt] is for those whose enterprise will run on a larger scale and who need it to contribute substantially to the household income.
         
 
         The following are a number of questions you might like to ask yourself before you read any further. As you progress through the book you may wish to return to this page to see how your ideas on what it takes to run a successful Bed & Breakfast have altered.
 
         
         
 
         
            ♦ What parts of my character make me a perfect host or hostess?
  
            
 
            ♦ What implications do I think that owning and operating a Bed & Breakfast will have on my personal life?
  
            
 
            ♦ Who will be my target market?
  
            
 
            ♦ What facilities do I already have?
  
            
 
            ♦ What additional facilities do I think I will need to provide or acquire?
  
            
 
            ♦ What financial investment do I think will be needed to start the venture?
  
            
 
            ♦ Do I have this amount of finance available?
  
            
 
            ♦ If not, where do I expect it will come from?
  
            
 
            ♦ Who do I expect to be my customers?
  
            
 
            ♦ Why will they come to my Bed & Breakfast rather than some other type of accommodation?
  
            
 
            ♦ How will my potential customers hear about my Bed & Breakfast?
  
            
 
            ♦ Will I advertise? If so, where will I advertise?
  
            
 
            ♦ How much do I intend to charge?
  
            
 
            ♦ What factors did I look at to reach this figure?
  
            
 
            ♦ What factors will influence whether my establishment makes a profit or loss?
  
            
 
            ♦ What legal obligations do I have?
  
            
 
            ♦ What are the main skills needed to run a successful Bed & Breakfast?
  
            
 
            ♦ What are my main skills?
  
            
 
            ♦ What kinds of additional help will I require?
  
            
 
            ♦ Where will this help come from?
  
            
 
            ♦ How much do I know about employing people?
  
            
 
            ♦ When do I intend to begin accommodating guests?
  
            
 
            ♦ What factors are most likely to inhibit me?
  
            
 
            ♦ What will my feasibility study contain and does it make sense?

         
 
         Having taken stock of your current expectations and knowledge, we will begin looking into the who, what, why and wherefores of operating a successful Bed & Breakfast in the United Kingdom, the Republic of Ireland, the Channel Islands and the Isle of Man.
 
         
         

      

      
    

  
    
      
         
         
 
         
            Part One
 
            Preparing to Enter the B&B Business
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            It’s Up To You
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         So, you want to run a Bed & Breakfast! Why? This is very possibly the most important question you will ask yourself as you read this book.
         
 
         Why? Is it because you have stayed in a few over the years and it seems such a nice way to earn a living? Is it because you went away for the weekend and saw this gorgeous period or historic homestead and it was only £375,000 or _547,500 and it would be such fun to do up, and hadn’t you both talked about making a sea change decision and moving out of the city? Is it because you really like to cook, and have always loved it when your best friend and her family visit you from distant places? Is it because you think it will be a way to make your fortune?
         
 
         There are many different reasons people enter the Bed & Breakfast market and you need to think clearly about why it is that you wish to enter it. Because, make no mistake about it, the difference between a good and bad B&B is you, the host. Why you are embarking on this adventure matters, because you need to create a business plan that will match the goals you have for your Bed & Breakfast. Be prepared to discover that running a B&B may not achieve those goals for you.
 
         The harsh news first: very few B&Bs will support you in the first few years. First things first: if you start with two guest bedrooms your earning capacity will be limited.
         
 
         
            TIP
 
            Be prepared to roll up your sleeves past your elbows.

         
 
         The main reasons for failure are over capitalising on the part of the owners, and the management process of the property itself. Burnout can also be a significant factor in the pursuit of a life-style change.
 
         There is a difference in spending on essentials, such as en suites in each guest bedroom, which are rapidly becoming a necessity, and filling your house with expensive antiques which will not always make a guest decide to stay with you, or to return.
 
         A flair for redecorating does not necessarily make you a good host. Neither does enjoying entertaining friends and family. Running a Bed & Breakfast is a 24-hour commitment. You need to be prepared to ‘entertain’ at all hours of the day and night, have your private life disturbed, and in some cases share your personal space with strangers. This is difficult, but if you are to be a successful host the spirit of giving must be embraced 24 hours a day. This spirit should inhabit every exchange, every phone call, every letter or email. To be a successful host you need to love people and be prepared to share your life and home with them. But, never forget quality time for yourself and your family.
         
 
         IT’S ALL ABOUT PERSONALITY
 
         
            TIP
 
            Identify your target market prior to deciding whether your family is ready and your property is suitable.

         

         As you work through this book you are going to be asked a lot of questions. Now is the time to start a notebook to record the answers to all the questions asked of you. This will be invaluable in determining your market and creating your feasibility study. At the same time start a folder for filing all the information you will need to collect prior to starting your B&B.
  
         
         
 
         
            ♦ Do you have the type of personality that will make you a wonderful host? Write down your answers and refer to them later when evaluating whether you are the right kind of person to run a Bed & Breakfast.
  
            
 
            ♦ Do you like people? This is very important. You can’t just think that people are OK when you enter the B&B industry. You need to genuinely like people and be interested in them. You have to love individuals and the idiosyncrasies that come with individualism.
  
            
 
            ♦ Are you prepared to do almost anything to make your guests feel important and spoiled? This is the essence of a good host.
 
            
 
            ♦ Will you enjoy guests, who are in effect strangers, wandering in and out of your home, treating it as if it were their own? When you are living in the same house as your guests, privacy will become a thing of the past.
 
            
 
            ♦ Are you willing to be available 24 hours a day? Guests and potential guests have the habit of calling, arriving or wanting your help at the most inopportune times. You need to be prepared to drop whatever it is you are doing and provide service with a smile.
  
            
 
            ♦ Are you going to be able to live with a difficult person over the whole time of their visit? And will you be able to cope with this person in your home? People can be difficult and if you don’t have the patience of a saint you may find this life hard.
 
            

            
               TIP
 
               If you can’t find it in your heart to make a grumpy person smile, keep out of the people business.

            
 
            ♦ Can you accept the old adage that the customer is always right? Guests, or potential guests, may be demanding and want things that are unreasonable. Some of their needs will be impossible, however you must be prepared to compromise and try to make your guest happy whenever possible, even when it’s against your better judgement. You can’t afford to be Basil Fawlty! Word of mouth is the key here, use it as a marketing tool. Your guests’ stay should be of such high quality that they act as your ambassadors, spreading the good news of your B&B.
 
            
 
            ♦ Are your partner and family as equally committed to this lifestyle choice as you are? Without passion on all sides you may be destined for failure, early burnout, or at worst, relationship difficulties.
  
            
 
            ♦ Are you a dedicated housekeeper? Untidiness just won’t do as a Bed & Breakfast operator. You need to be a fastidious housekeeper. Do you enjoy vacuuming every day? Do you notice if something is out of place? Do your friends call you a perfectionist? Good.
  
            

         
  
         These are the perfect qualities for a B&B host, where near enough is never good enough.
         
 
         THE DREAM OF WORKING FOR YOURSELF
 
         Being your own boss can be a great way to earn a living. Let’s face it, most of us have had this dream. Being able to throw in our job and to go out on our own. Make our mark. Keep the profits for ourselves. And for many that is where it stays – a dream. However, a few of us decide to take the plunge and whether or not we are successful in our endeavour primarily depends on two things: our motivation for entering a business to begin with, and our preparedness for entering that business at that time.
 
         Successful small business operators have chosen to work for themselves for positive reasons. Not because they hate what they are leaving behind, but because they are excited about creating something for the future – including profits. They often are extremely motivated and self disciplined. Not only does your goal need to be uppermost in your mind when opening your own business, you must have the discipline to divide work from your private life – particularly when your business is in your home. Successful small business people thrive away from the constraints of an employer.
 
         Financial goals are also an important focus for the successful small business owner. Your business plan needs to clearly set out the financial goals for your business with strategies to help you reach them. The most successful small business people have a financial and career goal that is unable to be satisfied by working for someone else.
 
         You also need to realise you are leaving the world of the secure pay packet. Gone forever are the hidden financial benefits of working for a wage or salary. It is now all up to you. You need to feel comfortable about this and could consider consulting a financial planner for advice about managing your financial future.
         
 
         THE FINANCIAL REALITY
 
         The bad news is that most small businesses fail during the first three years. The main reason for this is lack of planning by the owner, both at the set-up stage and ongoing. Entering the ranks for the wrong reason to begin with exacerbates this.
 
         The worst reasons to go into business for yourself are: that no one else will employ you; you want flexible working hours, that is, more time to play than work; and you think that all it takes to make a fortune in your own business is – a good idea. This last statement is the biggest misconception.
 
         The best ideas in the world won’t work if you don’t plan to succeed – and have the ability to convince everyone else that your idea is a good idea. The reasons most often cited for failure in small businesses are:
 
         
            ♦ a lack of business and/or management experience;
 
            ♦ inadequate, inaccurate or non-existent financial records;
 
            ♦ taking too much money from the business for personal use; and
 
            ♦ lack of adequate seed capital.

         
 
         A solid business plan will help prevent you becoming another statistic. We all know about the bottom line, but the top line, that is, research, is equally important. Thorough research in the early stages of your venture makes you less likely to fail in the long run.
 
         Consider both the advantages and disadvantages of being your own boss.
 
         There is no doubt that it will place some stresses on your lifestyle and relationships in the first few years while you establish a pattern.
 
         Bonuses can be satisfaction, management autonomy and building financial independence. Negatives can be sporadic income, long and irregular hours, competition, possible failure, and relationship difficulties.
         
 
         MONEY IN THE BANK
 
         Unless you are going into Bed & Breakfast as a hobby or interest, money could be a problem for the first few years.
 
         Many B&B operators make the mistake that holidaymakers are just waiting for them to open their doors and then they will be booked up for months. This doesn’t always happen. A significant number of guests will stay at your property based on word of mouth and word of mouth takes time to gather momentum as does a good web site.
 
         You need to have a plan on how you will financially survive until you build a clientele. How much money do you have in the bank? How long can you survive with your outgoings outweighing your income? Do you fully own your property? (This is the most comfortable financial option.) Do you or your partner plan to supplement your income with a second job?
 
         Think about these questions and try to put together a financial contingency plan allowing for a slow flow of guests at first.
         
 
         A LOOK IN THE MIRROR
 
         Before we go any further I want you to look in the mirror. Hard. Then ask yourself the following questions. An honest answer to these questions will help you decide whether you are the right person to enter the B&B market and will help to reduce the potential for failure.
         
 
         
            ♦ Are you self-driven? When you work for yourself you need to be able to motivate yourself.
 
            
 
            ♦ Are you organised? Running a business by yourself or with a partner, needs systematic planning.
  
            
 
            ♦ Do both you and your partner share the right temperament to be a B&B host? Are you both friendly, relaxed, organised and charming?
 
            
 
            ♦ Are you a problem solver or do you tend to become indecisive when faced with a lot of problems or questions? Running a business requires constant decision-making and the ability to prevent a crisis.
 
            
 
            ♦ Are you confident, without being overbearing? You need to be able to sell your business to banks, customers, the media, etc. The essence of a good B&B operator, however, is warmth of personality, you need to have the ability to attract people to you, not distance them from you.
 
            
 
            ♦ Are you willing to take advice and learn from others? Successful business people are always on the lookout for good ideas and advice. They then take the best of this and mould it into their business. They work on their business not in it.
 
            
 
            ♦ Are you prepared to learn the skills needed to run a business? This takes time and effort.
 
            
 
            ♦ Are you experienced in leading people, and are you prepared to learn? Owning a business often requires you to hire, motivate, and in the worst cases, dismiss staff. This takes a certain skill.
 
            
 
            ♦ Have you the ability to set clear and attainable goals? You need a business plan that is achievable otherwise you are setting yourself up for disappointment.
 
            
 
            ♦ Have you skills of negotiation? Owning your own business will require the forming of relationships with other business people around you. In times of conflict, you need to be able to negotiate win-win agreements with all parties concerned.
 
            
 
            ♦ Can you handle stress? If heavy traffic or queues worry you, this is nothing to the stress you may experience when you have a cash flow problem – an all too common problem when operating a small business.
 
            
 
            ♦ Do you have strong communication skills? Being a host requires the attributes of a perfect personality. You need to be naturally pleasant and agreeable. Those of you who are moody will very likely not find this way of life to your liking. You need to be able to make conversation while avoiding political or religious topics, or other discussion minefields. You need to be patient and tolerant and know the difference between making polite conversation and becoming a nuisance.
            

         
 
         
            TIP
 
            Before going into the business of Bed & Breakfast stay in a few yourself so as to better understand what the host has to cope with.

         
 
          A FAMILY AFFAIR
 
         Operating a Bed & Breakfast with a family means that not only should you have the right personality for hosting guests, but so should the other members of your family. Success in Bed & Breakfast is dependent on an equal commitment from everybody concerned. Living on the premises of your business can be distracting enough for an individual – for those of you with a family this disruption can be ten-fold. It is not impossible for you to run both a successful B&B and raise a family on the same premises, but it does require family co-operation and understanding.
 
         You should factor into your business plan contingencies that should ensure the success of your business without disrupting your family’s happiness. You might want to consider the following.
 
         Having a defined letting period to protect your family’s privacy. For example, you might only let rooms four nights a week or 40 weeks a year, taking your break in the low season. This limitation will, however, affect your income projections, so you must factor this into your feasibility study or business plan.
 
         Consider having a separate annex for your family so that family life is separated from your business life. Organise time out for you and your family to spend time away from your ‘office’. No one wants to spend 365 days a year, 24 hours a day at his or her workplace.
 
         If you have children living at home then three nights and four days of having guests may be the maximum – if you want to retain family unity.
 
         Have a friend or colleague who can be available to step in and act as a paid caretaker of your business should you need to get away, or if you are unwell.
         
 
         Factor in time to discuss and explain to your children why you are entering this business and what the consequences may be for them. Their co-operation will be directly proportional to their level of understanding.
 
         Explain to your children that they are to be polite and friendly to guests at all times, and not to impose on them unless asked. Remember many couples who frequent B&Bs come to escape their children – they won’t really want to spend time with yours.
 
         If your children are very young, you should really consider whether now is the right time for you to open your B&B. Both raising very young children and running a B&B are physically and emotionally draining. Trying to juggle both could see you lose your sense of balance.
 
         The other consideration of running a B&B with children at home is that they will want to spend time with you when they are at home, which is primarily at weekends. Weekends, however, are often your busiest trading period. You will need to balance these two claims on your time.
 
         Equal commitment within your family structure is crucial. Tension between family members becomes palpable and your guests will feel it. This will be uncomfortable for all concerned and will not result in return visits.
 
         
            TIP
 
            Be mindful of the impact Bed & Breakfast has on family life, especially if your children still live at home. Life as you know it will never be the same.

         
 
         GOING IT ALONE
 
         Is it possible to do this without a family? It certainly is – more and more Bed & Breakfasts are being run by single people. In some ways you may find this way of life easier than those with a family or an uncommitted partner, as you know you are committed to your business and will ensure that everything is as it should be.
 
         The only disadvantages are time-out periods – which you will need if you are to be successful. Ensure that you have time out from the business to do other things you enjoy. If you have always wanted to do drawing classes, do it. If you want to go on holidays think of hiring an experienced couple to mind your operation while you are away – there are a number of professionals who specialise in this. Have your phone calls linked to your mobile and participate in life.
         
 
         The other thing is not to over-host your guests – or use them to stave off loneliness. As a good B&B host you should know when your guests want your company and when they do not. This is where your people skills will come in.
 
         IT’S TIME
 
         So you are comfortable that you have the right personality to make a success of the Bed & Breakfast business.
 
         
            TIP
 
            One of the nice things about Bed & Breakfast is the flexibility of being able to decide when to have guests.

         
 
         It’s now time to get a better appreciation of the tourist trends as they apply to your country. This is important information to know because it can influence future decisions.

      

      
    

  
    
       
         
            2
 
            Who Is My Market?
 
            
               [image: ]
               

            

         
 
         Before deciding exactly whom you are going to target for your Bed & Breakfast, it is a good idea to know something about tourism in your country. This is one of the largest industries in the UK and Ireland and you want to get it right, because following travel trends which should be monitored on a regular basis is important. The following tourism statistics were obtained from these Internet sources:
 
         
            ♦ UK Domestic Tourism Paper;
 
            ♦ United Kingdom Tourism Survey 2007, 2008, 2009;
 
            ♦ Bord Failte – Tourism Facts;
 
            ♦ Northern Ireland Tourist Board;
 
            ♦ VisitBritain;
 
            ♦ VisitWales;
 
            ♦ VisitEngland;
 
            ♦ VisitScotland
 
            ♦ National Statistics ‘International Passenger Survey’;
 
            ♦ Glasgow Tourism;
 
            ♦ Accommodation Review 2004/05;
 
            ♦ Central Statistics Office.

         
 
          
         INTERNATIONAL MARKET UK
 
         VisitBritain reports that tourism is one of the largest industries in the United Kingdom, Ireland, the Channel Islands and the Isle of Man. As a guide, I have listed below in table form year indicators, which will enable you to better understand how big your market is.
 
         The UK economy earned £16.6 billion courtesy of spending by inbound visitors during 2009 according to provisional international Passenger Survey figures released by the Office of National Statistics, representing a 2% increase on 2008. This increase is in spite of a 6% decline in overseas visitor numbers as a favourable exchange rate resulted in a jump in average spending per trip in pound terms. In 2009 Britain welcomed 29.9 million overseas visitors, a 5% jump in visitors taking a holiday in the UK in 2008.
 
         Percentage of overseas visitors to the UK staying in B&B accommodation
         
 
         
            [image: ]
            
 
            Source: VisitBritain
            

         
 
         Percentage of UK regional distribution of visits per year
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            Source: VisitBritain
            

         
 
          
         Accommodation selected 
         
 
         
            
                    
                           
                                  
                        	United Kingdom 
                                     
                        	Visits (000) 
                                     
                        	Nights (000) 
                                     
                        	Spend (£ million) 
                                     
                        	Sample size
                                 
                     
         
                                  
                        	Hotel/guest house 
                                     
                        	11,451             
                        	45,291             
                        	5,826             
                        	18,716         
                     
         
                                  
                        	Bed & Breakfast 
                                     
                        	1,177             
                        	8,576             
                        	481             
                        	1,570         
                     
         
                                  
                        	Irish Republic
                                     
                        	              
                        	              
                        	              
                        	          
                     
         
                                  
                        	Hotel/guest house 
                                     
                        	822             
                        	2,023             
                        	297             
                        	685         
                     
         
                                  
                        	Bed & Breakfast 
                                     
                        	106             
                        	447             
                        	35             
                        	80         
                     
     
                   
               

            

         
 
         England
 
         Research and Insights
         
 
         Before April 2009, VisitEngland existed as an advisory board to the England marketing division within VisitBritain. The need for a separate and distinct body for tourism within England was identified and subsequently VisitEngland was launched in April 2009. Research and Insights (part of the VisitEngland web site) has further tourism information.
 
         VisitEngland states that the visitor economy is now £97 billion per year and growing.
 
         Tourism trips taken in England
         
 
         
            
                    
                           
                                  
                        	              
                        	2008 (Jan–Dec) 
                                     
                        	2009 (Jan–Dec) 
                                     
                        	% change
                                 
                     
         
                                  
                        	Trips (millions)
                                     
                        	95.533             
                        	102.949             
                        	+7.76         
                     
         
                                  
                        	Nights (millions)
                                     
                        	295.379             
                        	312.914             
                        	+5.94         
                     
         
                                  
                        	Spending (£ millions) 
                                     
                        	£16,433             
                        	£17,281             
                        	+5.16         
                     
         
                                  
                        	Average nights per trip 
                                     
                        	3.09             
                        	3.04             
                        	–1.69         
                     
         
                                  
                        	Average spend per trip 
                                     
                        	£172             
                        	£168             
                        	–2.41         
                     
         
                                  
                        	Average spend per night 
                                     
                        	£56             
                        	£55             
                        	–0.73         
                     
     
                   
               

            

         
 
         Source: VisitEngland
         
 
         Purpose of domestic trips in England
         
 
         
            
                    
                           
                                  
                        	Purpose 
                                     
                        	2008 (Jan–Dec) (millions)
                                     
                        	2009 (Jan–Dec) (millions)
                                     
                        	% change (millions)
                                 
                     
         
                                  
                        	Holiday
                                     
                        	59.496             
                        	67.354             
                        	+13.21         
                     
         
                                  
                        	1–3 nights
                                     
                        	40.206             
                        	45.018             
                        	+11.97         
                     
         
                                  
                        	4+ nights
                                     
                        	19.290             
                        	22.336             
                        	+15.79         
                     
     
                   
               

            

         
 
         Source: VisitEngland
         
 
          
         Wales
 
         The following statistical facts were released by VisitWales in 2009.
 
         
            ♦ South East Wales had the largest share of overseas visitors – 48% in 2008.
  
            
 
            ♦ In 2008, overseas visitors stayed for an average of 8.9 nights in South West Wales compared with an average of 7.4 nights for Wales as a whole.
  
            
 
            ♦ In 2008, Mid Wales had the most marked seasonal pattern in respect of international visits – 54% of such visits took place during the July–September period, compared with 35% for Wales as a whole and just 28% in South East Wales.
  
            
 
            ♦ In 2009, 8.95 million visitors from the UK stayed in Wales, spending £1,413 million.
  
            
 
            ♦ 78% of UK visitors to Wales came for a holiday, 11% to visit friends or relatives and 8% for a business trip.
  
            
 
            ♦ North Wales attracted the largest share of overnight UK tourists on a holiday (37%). The majority of overnight business trips occurred in the South East (46%).
  
            
 
            ♦ Wales attracted 955,000 international visitors spending £321 million during 2009.
  
            
 
            ♦ The most common origins of overseas visitors are Republic of Ireland, France and Germany.
  
            
 
            ♦ Holiday trips accounted for 39% of international visitors, 34% were visiting friends or relatives and 19% were on business during 2009.
  
            
 
            ♦ In total there were 9.9 million overnight visitors to Wales spending just over £1.7 billion during 2009.
  
            
 
            ♦ The most recent day-visitor survey indicated that yearly expenditure attributable to tourism trips amounted to £1.5 billion.
  
            
 
            ♦ The Welsh Economy Research Unit (WERU) at Cardiff University has recently updated the Wales Tourism Satellite Account (TSA) work to a 2007 base. Its purpose is to provide a more accurate assessment of the contribution of tourism to the economy. It follows an internationally accepted methodology approved by the United Nations World Tourism Organization (UNWTO).
  
            
 
            ♦ The top line results indicate total annual tourism demand of around £4.2.billion, gross value added (GVA) by tourism of £1.8 billion, equating to 4.3% of total direct GVA for the Welsh economy. These figures compare with the following for TSA 2000: £3.5 billion for demand, £1.1 billion in respect of GVA and 3.7% of direct GVA.

         
 
         Trips and expenditure by visitors to Wales
         
 
         
            ♦ North Wales accounts for 37% of all trips and 35% of the total spent in Wales.
  
            
 
            ♦ South West Wales accounts for 19% of all trips and 19% of the total spent in Wales.
  
            
 
            ♦ Mid Wales accounts for 17% of all trips and 17% of the total spent in Wales.
  
            
 
            ♦ South East Wales accounts for 26% of all trips and 27% of the total spent in Wales.

         
 
         Tourism trips taken in Wales 
         
 
         
            
                    
                           
                                  
                        	              
                        	2008 (Jan–Dec) 
                                     
                        	2009 (Jan–Dec) 
                                     
                        	% change
                                 
                     
         
                                  
                        	Trips (millions)
                                     
                        	8.489             
                        	8.949             
                        	+5.42         
                     
         
                                  
                        	Nights (millions)
                                     
                        	31.901             
                        	32.880             
                        	+3.07         
                     
         
                                  
                        	Spending (£ millions)
                                     
                        	£1,411             
                        	£1,413             
                        	+0.14         
                     
         
                                  
                        	Average nights per trip
                                     
                        	3.76             
                        	3.67             
                        	–2.23         
                     
         
                                  
                        	Average spend per trip
                                     
                        	£166             
                        	£158             
                        	–5.01         
                     
         
                                  
                        	Average spend per night
                                     
                        	£44             
                        	£43             
                        	–2.84         
                     
     
                   
               

            

         
 
         Source: UK Tourism Survey
         
 
         Purpose of domestic trips in Scotland
         
 
         
            
                    
                           
                                  
                        	Purpose
                                     
                        	2008 (Jan–Dec) (millions)
                                     
                        	2009 (Jan–Dec) (millions)
                                     
                        	% change
                                 
                     
         
                                  
                        	Holiday
                                     
                        	8.287             
                        	8.854             
                        	+6.84         
                     
         
                                  
                        	1–3 nights
                                     
                        	3.865             
                        	3.842             
                        	–0.60%         
                     
         
                                  
                        	4+ nights
                                     
                        	2.699             
                        	3.141             
                        	+16.38%         
                     
     
                   
               

            

         
 
         Source: UK Tourism Survey/VisitWales 
         
 
          
         Scotland
 
         During 2006, VisitScotland undertook a significant research programme to understand consumers in the domestic UK marketplace. Over 12,000 consumers throughout the UK were interviewed to learn about their lifestyles, holiday habits, relationship with Scotland and choice of media. This research has enabled VisitScotland to find out more about potential consumers and how VisitScotland can make sure marketing campaigns match their preferences.
 
         Information is available below on the six segments which are keys to VisitScotland. Click onto www.visitscotland.org for more information. Another site that is a must to visit is the Tourism Intelligence Scotland website (www.tourism-intelligence.co.uk).
 
         Domestic tourism
         
 
         
            [image: ]
            
 
            Source: VisitScotland 
            

         
 
         VisitScotland reports that the performance of domestic tourism for May was down compared with the same period in 2009; although 2009 conditions were more favourable in terms of external events, consumer confidence and economic growth. Looking at domestic overnight tourism performance for the year to May, trips and nights remain up on same time last year based on strong performances over April. Expenditure dropped for the year to date in May following a break-even point reached in the first four months of 2010.
 
         In the first five months of 2010, visitor overnight trips for Scotland from Scottish residents have grown 5% to 2.5 million compared to English resident trips which fell by 3%. Welsh and Northern Ireland resident trips, (representing 3% of total trips) varied significantly with the trend showing an increase in Welsh visitors and a decline in Northern Irish. Scots residents in Scotland whose purpose of their trip was a holiday, saw trips increase 6%. Expenditure following similar patterns to trips with Scottish resident overnight spend was up 4% on last year (with a 14% rise in expenditure for Scots where their trip purpose was a holiday) compared with a 12% decline for English residents. Purpose of trip (for all overnight visitors) saw holiday tourist trips decline 2% with a 0.2% growth in expenditure. Business travel grew 10% on 2009 with a 19% fall in expenditure; visiting friends and relatives (for non-holiday purposes) continued to follow the 2009 trend and has declined 10%.
         
 
         Performance for the year to April
 
         International tourism
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         Tourist trips taken in Scotland
         
 
         
            
                    
                           
                                  
                        	              
                        	2008 (Jan–Dec)
                                     
                        	2009 (Jan–Dec)
                                     
                        	% change
                                 
                     
         
                                  
                        	Trips (millions) 
                                     
                        	12.145             
                        	12.465             
                        	+2.63         
                     
         
                                  
                        	Nights (millions) 
                                     
                        	44.187             
                        	46.075             
                        	+4.27         
                     
         
                                  
                        	Spending (£ millions) 
                                     
                        	£2,812             
                        	£2,736             
                        	–2.70         
                     
         
                                  
                        	Average nights per trip 
                                     
                        	3.64             
                        	3.70             
                        	+1.60         
                     
         
                                  
                        	Average spend per trip 
                                     
                        	£232             
                        	£219             
                        	–5.20         
                     
         
                                  
                        	Average spend per night 
                                     
                        	£64             
                        	£59             
                        	–6.69         
                     
     
                   
               

            

         
 
          
         Purpose of domestic trips in Scotland
         
 
         
            
                    
                           
                                  
                        	 Purpose 
                                     
                        	2008 (Jan–Dec) (millions)
                                     
                        	2009 (Jan–Dec) (millions)
                                     
                        	% change
                                 
                     
         
                                  
                        	Holiday 
                                     
                        	8.287             
                        	8.854             
                        	+6.84         
                     
         
                                  
                        	1–3 nights 
                                     
                        	4.791             
                        	5.412             
                        	+12.96         
                     
         
                                  
                        	4+ nights 
                                     
                        	3.496             
                        	3.441             
                        	–1.57         
                     
     
                   
               

            

         
 
          
         Northern Ireland
 
         
             
             
             
             
             
             
             
             
            
         
 
         Room and bed space sales and occupancy rates
         
 
          
          
          
          
         Guest house and Bed & Breakfast bed and room occupancy rates by region – 2008 and 2009
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         Tourism trips taken in Northern Ireland
         
 
         
            
                    
                           
                                  
                        	              
                        	2008 (Jan–Dec)
                                     
                        	2009 (Jan–Dec)
                                     
                        	% change
                                 
                     
         
                                  
                        	Trips (millions)
                                     
                        	2.177             
                        	2.317             
                        	+6.43         
                     
         
                                  
                        	Nights (millions)
                                     
                        	6.922             
                        	6.881             
                        	–0.59         
                     
         
                                  
                        	Spending (£ millions)
                                     
                        	£450             
                        	£452             
                        	+0.44         
                     
         
                                  
                        	Average nights per trip
                                     
                        	3.18             
                        	2.97             
                        	–6.60         
                     
         
                                  
                        	Average spend per trip
                                     
                        	£207             
                        	£195             
                        	–5.62         
                     
         
                                  
                        	Average spend per night
                                     
                        	£65             
                        	£66             
                        	+1.04         
                     
     
                   
               

            

         
 
          
         Purpose of domestic trips in Northern Ireland
         
 
         
            
                    
                           
                                  
                        	Purpose
                                     
                        	2008 (Jan–Dec) (millions)
                                     
                        	2009 (Jan–Dec) (millions)
                                     
                        	% change (millions)
                                 
                     
         
                                  
                        	Holiday
                                     
                        	1.523             
                        	1.604             
                        	+5.32%         
                     
         
                                  
                        	1–3 nights
                                     
                        	1.081             
                        	1.249             
                        	+15.54%         
                     
         
                                  
                        	4+ nights
                                     
                        	0.443             
                        	0.355             
                        	–19.86%         
                     
     
                   
               

            

         
 
          
         The Republic of Ireland
 
          
         
            
                    
                           
                                  
                        	2002
                                     
                        	2003
                                     
                        	2004
                                     
                        	2005
                                     
                        	2006
                                     
                        	2007
                                     
                        	2008
                                     
                        	2009
                                 
                     
         
                                  
                        	6,065             
                        	6,369             
                        	6,574             
                        	6,977             
                        	7,709             
                        	8,012             
                        	7,839             
                        	6,927         
                     
     
                   
               

            

         
 
         Visitors to Ireland
         
 
         
             
             
             
             
            
         
 
          
         
             
             
             
            
         
 
          
          
          
         
             
             
            
         
 
         Channel Islands
 
          
         
            
                    
                           
                                  
                        	              
                        	Visitors (millions)
                                     
                        	Nights (millions) 
                                     
                        	Spending (£ millions)
                                 
                     
         
                                  
                        	UK and overseas residents 
                                     
                        	16             
                        	125             
                        	9         
                     
     
                   
               

            

         
 
         The Isle of Man
 
          
         
            
                    
                           
                                  
                        	              
                        	Visitors (millions) 
                                     
                        	Nights (millions) 
                                     
                        	Spending (£ millions)
                                 
                     
         
                                  
                        	UK and overseas residents 
                                     
                        	12             
                        	124             
                        	5         
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         Notes
 
          
         THE DOMESTIC MARKET
 
          
          
          
          
          
         Seasonality
 
         
            
                    
                           
                                  
                        	              
                        	UK residents % of trips 
                                     
                        	Overseas residents % of visits
                                 
                     
         
                                  
                        	January, February, March 
                                     
                        	15             
                        	14         
                     
         
                                  
                        	April, May, June
                                     
                        	29             
                        	32         
                     
         
                                  
                        	July, August, September 
                                     
                        	34             
                        	39         
                     
         
                                  
                        	October, November, December
                                     
                        	20             
                        	16         
                     
     
                   
               

            

         
 
          
         Short break holidays
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