Your Vacation Rental Business Plan

Legal Disclaimer:

This document is provided strictly for informational purposes. As regulations and taxation are complex and
variable, we recommend consulting a Certified Public Accountant (CPA) or financial advisor to validate your
final numbers.

Foreword: How To Use This Template?

This document has been designed to help you structure your project and convince your financial
partners (banks, investors). Simply fill in the bracketed parts [...] to personalize your pitch.

1: Executive Summary

This business plan details the project to acquire and operate a vacation rental property in [City]. Our goal is
to meet a strong local rental demand while offering a high-quality guest experience. This document
demonstrates the financial viability of the property, supported by an omnichannel marketing strategy and a
fully digitalized operational management.

* Project Name: [Name of your project or property]

* Project Owner(s): [Your first and last name(s) + key expertise]

* Location: [City, Neighborhood, Major geographical asset]

» Concept: [E.g.: Luxury apartment for business travelers / Eco-designed family villa]
« Funding Requirement: [Total borrowed amount] $ / £

« Personal Contribution: [Amount of your injected savings] $ / £

» Expected Net Profitability (Year 1): [X] %

SMOOBU TIP:

Write this section very last. It is the showcase of your project. The bank or lender must understand in 2
minutes: where the property is located, how much you are asking for, and whether it is profitable. Be
impactful!

2: Property And Concept Presentation

2.1 Technical Description Of The Property

* Property Type: [House / Apartment / Studio / Loft]

* Area: [X] sq ft/m? | Capacity: [X] guests

» Key Amenities: [E.g.: Pool, Dedicated workspace, Air conditioning, Private parking]
2.2 Strategic Positioning

* Attractiveness: [Detail the proximity to points of interest: shops, beaches, train stations, business
centers.]

» Added Value: [Why will guests stay with you? Decor, services, local experience...]

SMOOBU TIP:

Do not just say “it is well located”. Prove it with numbers (e.g.: “500 yards from the Convention Center”).
The lender needs to see that you are not just selling walls, but a sought-after travel service.



3: Market Study And Commercial Strategy

3.1 Demand Analysis And Targets
* Target Segment: [E.g.: Families (60%), Digital nomads (40%)]

» Seasonality: [Identify local activity peaks and slow periods.]

To smooth out seasonality and maximize revenue, we will apply an agile pricing strategy. By using dynamic
pricing, our nightly rates will be adjusted automatically based on local supply and demand and regional
events, thereby ensuring optimal occupancy even in the low season.

3.2 Competitor Analysis
[List 3 similar properties in your area and explain how you differentiate yourself by price or quality.]

SMOOBU TIP:

Never say that you have “no competitors”. Show that you know the market. Use actual prices found on
platforms to justify your own rate.

4: Legal Framework And Compliance

* Tax Status: [LLC / Sole Proprietorship / Schedule E / Limited Company]
» Energy Performance Certificate (EPC) / Energy Assessment: Rating [A/B/C/D/E].

* Regulations: [Indicate here that you respect your local municipality's short-term rental limits/caps (e.g.,
90/120 days) and that you hold your active registration or permit number.]

SMOOBU TIP:

In 2026, energy efficiency is an increasingly scrutinized criterion. If your property is poorly rated, you must
include quotes for renovation work in your financing plan below to reassure the bank.



5. Initial Financing Plan (The Starting Investment)

Needs (Expenses) Amount ($/£) Resources Amount ($/£)
(Financing)

Property Purchase Personal Contribution

Price

Closing Costs & Legal Requested Bank

Fees Loan

Energy Renovation Grants / Public

& Work Aid

Furniture & Decor

Safety Cash
Reserve (Working
Capital)

Total Needs Total Resources

SMOOBU TIP:

Your total Needs must strictly equal your total Resources. Do not forget to carefully evaluate the “safety
cash reserve”: the bank appreciates that you are planning a cushion for the first few months of operation.

6: Operational Organization And Technology

Managing a vacation rental requires professional rigor to guarantee profitability and minimize management
time. Our operation relies on Smoobu's Property Management System (PMS). This technological
infrastructure allows us not only to secure our calendars but also to develop our own direct bookings
(commission-free) thanks to the integrated Website Builder and Booking System. Guest reception is also
made reliable through a digital Guest Guide automatically sent to each guest.

The property's management is based on the Smoobu ecosystem:
» Channel Manager: To synchronize calendars in real-time and avoid overbooking.
» Booking System: To generate direct revenue and build guest loyalty.

» Guest Communication: Automating check-in and check-out instructions, and responses to frequently asked questions.



SMOOBU TIP:

The bank is afraid you will be overwhelmed. Proving that your management is digitalized and automated is
a major security argument for your application.

7: Financial Forecasts (Year 1 Projection)

* Estimated Annual Occupancy Rate: [X] %
- Average Daily Rate (ADR): [X] $/£
- Estimated Revenue: [...] $/£

« Net Profit (Cash-flow after all expenses and loans): [...] $ / £

SMOOBU TIP:

Be “pessimistic” about revenue (aim for 50% occupancy to be credible) and “realistic” about your expense
projections (maintenance, linens, taxes, software subscriptions). A bank will always prefer a cautious but
solidly argued estimate.

8: Risk Analysis And Solutions

+ Vacancy Risk: [Solution: Dynamic pricing and medium-term rentals (e.g., corporate housing) in winter.]

» Damage Risk: [Solution: Automated security deposit and specific landlord insurance.]

* Regulatory Risk: [Solution: Energy efficiency compliance and constant legal monitoring. Utilizing Smoobu's
permissions system to give restricted access to the accountant or cleaning staff and guarantee data
security.]

SMOOBU TIP:

Be “pessimistic” about revenue (aim for 50% occupancy to be credible) and “realistic” about your expense
projections (maintenance, linens, taxes, software subscriptions). A bank will always prefer a cautious but
solidly argued estimate.



