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ABSTRAKT 

Bakalářská práce se zabývá tématikou podnikatelského plánu, stejně tak jako i 

marketingového plánu a jeho strategií. V teoretické části jsou vysvětleny jednotlivé body 

podnikatelského plánu, jeho postup a vše podstatné, co by mělo být v tomto dokumentu 

obsaženo. Tato část obsahuje všechny důležité techniky a informace k sestavení a napsání 

úspěšně fungujícího podnikatelského záměru. Praktická část se zaměřuje přímo na 

podnikatelský plán fiktivního fitness centra Monster Gym. Představuje jednotlivé prvky, 

které jsou rozebrány a popsány v teoretické části, informuje o produktech a službách, 

výběru marketingových strategií a finančním plánu podniku. Popsány jsou zde i výhody a 

nevýhody podnikání a zvolené možnosti propagace.   

 

Klíčová slova: podnikatelský plán, marketingový plán, marketing, finanční plán, 

plánování 

 

 

ABSTRACT 

The Bachelor Thesis deals with the topics such as a business plan, as well as marketing 

plan and its strategies. In the theoretical part are explained particular points of a business 

plan, its process and everything essential that this document has to cover. This part 

contains of all important information for successfully working business plan and 

techniques how to write a business plan. The analytical part focuses directly on the 

business plan of the made-up fitness center Monster Gym. It presents particular elements, 

which are taken to pieces and described in the theoretical part, informs about products and 

services, selection of marketing strategies and financial plan of the company. It covers 

advantages and disadvantages of the entrepreneurship and chosen possibilities of 

promotion as well.  
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INTRODUCTION 

“A goal without a plan is just a wish.” - Antoine de Saint-Exupéry. A business plan is a 

written utterance and important document that clearly defines the goals of a startup or 

existing company. The plan that represents and analyzes business, presents actual position 

of a company, gives a probable prediction about its future and how to realize it. The 

business plan covers financial analysis and marketing mix as well, which are two crucial 

parts and cornerstones of a solid working business plan. There are mentioned all 

information about products that company offers, prices of products, place of the company 

and marketing and promotion techniques that company uses.  

 The theoretical part consists of parts that focus mainly on significant role and 

importance of a business plan, its process and all its parts. In the rest of the whole work is 

main focus on the Monster Gym business plan, which has the key role in the bachelor 

thesis. This plan can help answer relevant questions and solve all unpredictable situations 

that might happen.  

 Every business plan starts with an introduction and explanation of the company with a 

presentation of its products. It is necessary to analyze its potential customers and discover 

their motivation for buying these products. With the results of these analyses the company 

might be able to summarize company’s previous and current promotion and do a research 

about finding some possible forms of how customers can get the knowledge about 

company’s products and services.  

 A business plan is essential and helpful for setting new business or a company. The 

plan is accomplished for convincing prospective sponsors to support a business. The goal 

of this business plan is to display the situation within the market, come up with new ideas 

and marketing strategies that might help for running Monster Gym successfully, be aware 

of all advantages and disadvantages of the company and find out if this business plan is 

realistic and if it is possible to gain stable position in the market. 
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I.  THEORY 
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1 A BUSINESS PLAN 

An innovative idea can change everything, but is it a business? To discover if it is so, the 

best solution is to write a business plan. Writing a business plan is basic and fundamental 

process to figure it out. And not only ideas, but all the necessary things for setting a 

business or a company. First of all, it is absolutely inevitable to plan the work. Then, work 

the plan.  

 Writing a business plan basically means organizing to simplify company’s goals or 

marketing strategy and selling business ideas about a product and its possible profit that 

can make. An organizing helps to guide people to where they want to go and describes how 

exactly they can get there. A good solid business plan might help to avoid all possible 

mistakes (and mostly costly) even before a company or a business starts. These mistakes 

are taken into consideration and will serve as a better financial or distribution strategy for 

the future. That is a business plan, a written future of a business.  (Fiore 2005, 9) 

 According to McKeever (2010, 1-2) the written future of a business has many benefits. 

The first thing lenders or investors want to see is a business plan, because they want to be 

absolutely sure that all critical issues are considered as well. The plan gives a complete 

point of view from a business owner and represents his/her ideas, thinking and 

understanding of a business. This is not only helpful for potential investors, but for the 

owner as well. It gives an immense notion how money flows through the business.  

 Many business plans are submitted to banks therefore it is crucial to be prepared how 

banker analyzes a business plan and what key questions will be asked. It is obvious that 

people such as lawyers and certified public accountants should be included in the planning. 

The knowledge and judgment could be constructive. Professional work is an enormous 

help for a solid business plan, however the owner himself must be familiarized with it and 

understood all factors which are covered in the plan. A plan should be less formal if the 

owner’s plan is not about raising money and it is presented mainly to insiders. On the other 

hand if its main goal is presenting to outsiders, financial analysis and quality of 

presentation should be at the highest level.  Be well prepared is the cornerstone of a 

success.  

Basic goals of an every business plan are: 

1.  To assist to obtain money (from lenders, sponsors or investors etc.) 

2.  To establish and to apply ideas into business practices, products or services 

3.  To identify the strength and weaknesses of the company and its competitors 
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4.  To evolve guidance for the operation of the company 

 The main purpose of a plan is to help improve a business. The plan has no value if it is 

does not help at all. (Hutchinson, Ann 2015) 

The text of a business plan must be pithy and must accommodate as many information as 

possible, therefore there are some key words that might help to achieve that: 

1. Who 

2. What 

3. Where 

4. When 

5. Why 

6. How 

7. How much 

According to Pinson and Jinnett (1993, 3) by answering all these questions at the beginning 

of each paragraph might help to tell more about each element in every section.  

1. Who  

The question is pretty clear. Everybody who works with a business plan wants to know 

who is owner. It is critical that a business plan contains information about the owner, his 

business experience and qualification. The important role has people who work in the 

company, the roles they fill as well as their experience and qualifications. Bankers or 

investors are interested in form that business takes (partnership, corporation, etc.). 

2. What 

The purpose of a business is to sell some products or service and it must be explained in 

detail. What is so unique about this product that people will want to buy it?  The fact, that 

the owner looks ahead and has plans for the future or has some barrier to competition. If it 

is so, it must be mentioned in a business plan.  

3. Where 

A business plan must consist of description of marketplace. Who will be buyer of a product 

and where these buyers live. It is necessary to collect all data from public and other sectors 

to obtain ideal source of information about this issue. It helps to create a vision of a size of 

market, consumers and all information to create a business plan.  

4. When 

A business plan must have a timescale of actions and events, which helps for monitoring 

company’s progress. The company must be prepared and have to know how long the whole 
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process takes before a business clears a profit. Put down all things the owner wants to 

accomplish at each phase or each month. Bankers and loaners might want to see an 

implementation plan to compare how possible is to hit each targets.  

5. Why 

To describe how a product of the company meets a customer need. If the company target 

are consumers, government or retailers. The company must identify their suppliers and 

back-up suppliers or sources indispensable for its parts.  

6. How 

Unique product is one step of a successful business. The second step is its promotion and 

creation of demand on the market. Demand could be created through advertising and 

promotional programs. It is important to mention plans of marketing, if they are realistic or 

not, what is overall marketing strategy and for instance what kind of media will the 

company use.  

7. How much 

The lifeblood of most of the businesses is money. The question how much is one of the 

oldest questions ever used. The plan must contain financial sections and the amount of 

money needed for start up and operations of the company. Resources and their expenses 

must be mentioned as well.  

The answers must be clear, definite and realistic. There are two questions that must be 

answered by all plans and are essential for the whole work:  

1. Will people buy this product or service? 

2. Is an owner the right person for this business, to make this idea a success? (Fiore 

2005, 21-25) 

 

Speaking about business and the factors that might affect a business, like consumer 

willingness to spend, consumer buying power or producer’s effort to sell, all of these factor 

are affected by the business cycle, which is periodic, but with up and down movements 

caused by economic activity. The movements are measured by fluctuations in real GDP. 

This pattern includes four different types of scenarios: prosperity, recession, depression and 

recovery. 

Prosperity - long cycle of combining elements such as low unemployment, high income 

and strong willingness to spend. It is typical that buyers are satisfied about their jobs, are 

willing to spend more money even if they want to buy more expensive products. On the 
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other hand sellers and marketers increase the amount of their product lines and distribution 

channels. Also the price could be higher. So there is higher buying power and low interest 

rates.  

Recession – is the moment, where unemployment rises and on the contrary buying power 

drops. Consumers lose their jobs because of limited buying power and are more likely to 

concern the price and the value of products.  

Depression – what is typical for depression is extremely high unemployment and low 

buying power. It the most critical part of the business cycle process. The effect on business 

and people included in the cycle is destructive. 

Recovery – the business cycle is moving again to prosperity. What grows is employment 

and incomes. Buyers are more confident again and are willing to spend more money. 

(Boyéé, Houston, and Thill 1995, 36-37) 

 It is good to be aware of these things when an owner has no experiences and tries to 

run a company or business for the first time. An entrepreneur should be aware of the theory 

and know any interesting and helpful facts as much as needed for successfully running 

company and for preparedness against possible threats that can set in.  
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2 HOW TO WRITE A BUSINESS PLAN 

Pinson and Jinnett (1993, 5) point out the major part of a business plan contains details 

about a business. This part begins with a detailed info about a company and its key 

elements. The ideal length of the summary is one page. The rest of the text focuses on other 

sectors presented in a business plan. It is better to address the topics in an order that seems 

logical. Information about an industry should be presented in general, the business in 

particular. It is important to have prepared some back up comments with supporting data of 

each section.  

 

Steps for creating a business plan: 

2.1. Title page 

2.2. Executive summary 

2.3. General company description 

2.4. Products and services 

2.5. Marketing plan 

2.6. Management and organization 

2.7. Financial analysis 

 

2.1  Title page 

 On the title page there should be information about the name of the company, contact 

person, address, e-mail address and all other contacts. If the company is already 

established, there should be also the logo. Also other things that could be mentioned here 

are experts and consultants that cooperated on the business plan. 

2.2  Executive Summary 

 As it was mentioned in the beginning, a business plan is one of the most important 

documents of a company. One of the main goals of it is how to achieve financial 

sustainability. After long hours of work and critical thinking a solid business plan covers 

almost every detail about a company, but not every investor or lender has time to look at it 

and go step by step. First of all, they are might be not interested or they have not got 

enough time. That is why a business plan should start with the executive summary, which 

is short form (one/two page long) of a complete business plan. It should duplicate the same 
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structure as a business plan. The main goal of the executive summary is to make reader 

want to read more. It should be clear for a reader and without any difficult terms or parts to 

understand. It is written when the whole business plan is done. 

It should include: 

1. A short and clear characterization of a company 

2. Competitor and market analysis 

3. Sales projections (Finch 2001, 6-8) 

 

2.3  General Company Description 

 The general company description, as Hutchinson Ann (2015) argues, gives a reader 

complete and detailed info about a company. The main question that should be asked is: 

“What business am I in?” The answer for this question covers products, services and short 

characterization of what is so special about a company or a business. This section is 

divided into three major sections. The first defines the business, the second covers the 

products and services and the last one is based on location of the company.  

In the general company description should be explained: 

1. Legalities – business form 

2. Business type (merchandizing, manufacturing or service) 

3. Information about product or service 

4. What kind of form the business is (franchise, takeover, expansion, etc.) 

5. Supporting facts about profitability of the product or service 

6. Opening hours of the company 

7. All possible known information about a business from outside sources 

A cover sheet is essential as well. A cover sheet contains name, address and telephone 

number of the business and names of principals as well. It is before the description of a 

business.  

2.4  Products and Services 

 This section analyses what kind of product or service company offers including details 

of product features. It is recommended not to focus so much on technology. It is a better to 

highlight the benefits of the product and reasons, why consumers will want to buy it. Most 

of startup companies do not have special or unique product. Then is it necessary to 
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differentiate them from competition. Possible ways how to do it are higher quality, lowest 

price or wider selection. Lenders or investment groups may lend capital only if they are 

confident about the business plan, so it is necessary to highlight researches and calculation 

that intensify their confidence. (Covello and Hazelgren 2006, 30) 

Questions that should every owner about his/her product asked are: 

1. What kind of product it is 

2. What are the benefits of it 

3. What is company’s position on the market 

4. How company’s products differ from competitor’s 

5. What are the reasons for buying this product (Sanford and Andoh 2006, 7) 

If a company provides a service, the owner has to specify what the service is about, who 

will do the work a where the work will be done. It is essential to list owner’s future 

services plans he/she wants to add to his/her business. Any proprietary rights such as 

copyrights should be mentioned in this section too. 

2.5  Marketing Plan 

 Probably the second biggest section of a business plan is marketing plan. Marketing 

plan is important to business improvement and future success. It is essential to identify 

potential customers and find the way how to make the product or service available to them. 

The time is crucial. Making a good marketing plan takes time, but it is worthy. (Pinson and 

Jinnett 1993, 10) 

As Westwood (2006, 33) states, marketing objectives are those objectives an owner or 

entrepreneur wants to achieve, a potential strategy that can get a company exactly where it 

wants to be. Another important factor is balance between products and markets. The 

question that every business man has to ask himself is which types of products will be sold 

and into which markets.  

According to Hutchinson Ann (2015) marketing represents any available strategies to meet 

potential customer needs. It is simple as that, when customers buy company’s product, 

company makes a profit. The key is to have clear idea what customers needs are. To find 

out what these needs are is essential to look at these for areas: price product, place and 

promotion. 

Price – a costumer has to know, that the price company offers equals to his/her needs or 

desire. Setting of a price could have a huge impact over sales.  
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Product – a customer buys only that product, which meets his/her needs. Company has to 

make enough effort to make their product as much attractive as possible.  

Place – a customer has to able to buy company’s product easily, to be able to go to the 

place, where the product is sells. Question where which was mentioned a few paragraphs 

above is therefore part of marketing as well 

Promotion – a customer must be aware of the product. A customer has to know the product 

exists and that it is on the market.  

At first is a good start to identify only customers, who are more likely to buy and find your 

product. Then it is possible to modify the marketing plan to find other customers. A 

marketing plan should be able to answer these questions: 

1. Who are company’s customers 

2. Are markets growing, steady or declining 

3. Is market share growing, steady or declining 

4. Are markets huge enough for expansion 

5. What will be the best pricing strategy  

2.5.1 Market Research 

 The key is to understand or to know the market. Knowing the market is absolutely 

essential and it is a critical part of a solid business plan. Market research help to find out 

and recognize what kind of products are most in demand, with what products is best to start 

and what other product might be use in the future as well.  

It is necessary to study the market to find opportunities and to be sure, that sales 

possibilities are realistic. A lot of businesses fail because their market research was done 

well, but on the other hand a good made market research does not mean immediate success. 

Only if it is done with all details, chances are high and possibilities of making mistakes are 

low. It is helpful to be aware of exact numbers of customers, who might be interested in the 

product. What kind of people they are, which helps to choose right packaging and 

orientation of the business. To be able to estimate appropriate price and what kind of 

distribution channel would be the best solution for the company. These are just some major 

points market research could help with.  

It is important to be aware of seasonality of products, which affects the prices. When the 

product is on its peak, prices are more likely to rise. (Finch 2001, 32-34) 
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The basic and useful analyses used in primary market research (which use primary data – 

data that has not been collected before and can be collected through quantitative research or 

qualitative research) are PEST and SWOT. 

PEST is a system for environmental research that has four categories: 

- Political: the legislation, regulations for the international business, labor law, government 

decisions, instructions, European Union prescriptions, protection of environment and etc. 

- Economic: GDP, economical growth, monetary policy, taxation, rate of exchange and 

inflation 

- Social: demographic factors (age, sex, size of families etc.), mobility of labor, education, 

fashion, hobbies, culture etc. 

- Technological: government expenditures on researches, new inventories, patents, 

development of new technologies, Internet, satellite communication etc. (Blažková 2007, 

53) 

As Wetherly and Otter (2008, 25) state SWOT analysis mix internal and external analyses. 

This means that focuses on strenghts and weaknesses of a business or a company and  there 

are included opportunities and threats in external environment. This methods of analyses 

are used in primary market research, but there is other option of analyses and that is the 

secondary market research, which are published sources as trade journals, newspapers, 

magazines or demographic profiles. 

2.5.2 Competition 

 As a result of Hutchinson Ann (2015) work business is highly competitive and it is 

decisive to know company’s competitors. It is a good start to find out at least five nearest 

direct competitors and be aware of indirect competitors as well. Try to get know if their 

businesses are steady or not. Focus on their advertising and put down everything what is 

possible to use. Be aware of their strengths and weaknesses. At last but not at least try to 

figure it out what is different about their products. Keep these advertising and promotional 

materials for future study.  

2.5.3 Pricing and sales 

 The pricing structure is the key to the success. One of the basic pricing strategies is to 

price within the range. It means between the price ceiling and the price floor. The price 

ceiling is given by the market. It is the highest possible price that costumer will pay for the 

certain product. On the other hand the price floor is the lowest price which company can 
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offer to the customers. It has to be considered all costs. The profitable company finds ideal 

position of price somewhere in between. (Pinson and Jinnett 1993, 12) 

Other pricing strategies that can be used are: 

- retail cost and pricing 

- competitive position 

- pricing below/above the competition 

- price lining or multiple pricing 

- material/labor/overhead costs  

2.5.4 Goals 

 Kozák and Staňková (2008, 31) say that this section simply means the goals company 

wants to achieve in the future (volume of sales, profit, etc.).  

The goals should be clear, measurable and realistic and employees must be motivated 

enough for successful fulfillment of this goal. When the goal is fulfilled, it is important to 

ask how long it took to achieve this goal, how much it cost and how important was this 

goal for the company.  

 There is method which is called SMART that helps companies with specifying their 

goals. This method consists of five words, which are: 

Specific – every goal has to be clearly specified. The value of it must be clear as well. 

Measurable – the concrete value a company wants to achieve must be measurable 

Agreed – there always has to be somebody who determines the goal and who has to make 

important steps for its achieving.  

Realistic – this is what most of goals do not have, because they are unrealistic and 

impossible to fulfill. The manager is the one, who has to consider, if it is realistic or not 

and of course this is not an easy work. Some changes and investments must be sometimes 

made to.  

Timely – time is crucial. It is essential to be aware of the time that is needed for achieving 

the goal. The company has to have a vision how long it takes and be prepared year or two 

ahead with solid time plan.  

2.5.5 Advertising and Public Relations 

 When the product is unique, it is the first step. But this step could not be made without 

a good promotion and advertising. Company has to be able to show and get people’s 

awareness and try to present their product or services in a best possible way. It is not true, 
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that the business promotes itself. Advertising and promotion is a lifeline of a good working 

business. (Hutchinson, Ann 2015) 

The advertising and promotion strategies according to Pinson (2008, 44-45) include 

networking, advertising plan, promotional campaigns, logo of the product, packaging and 

etc. All this strategies must work together to boost company’s image, build up the brand 

strength and guarantee that the product will distinct from its competitors. Both offline 

(traditional) and online (new media) factors of the marketing strategy should be able to 

work together correctly and functionally.  

2.5.6 Marketing Strategies 

 As Horáková (2003, 11) proposes the marketing strategies can help an entrepreneur to 

achieve company’s goals more effectively. A strategy is some kind of scheme or plan how 

the goals can be achieved. It is essential to know and be aware of an overview of possible 

steps and activities that can company do in the future.  

The activities involved in marketing strategies are sales, advertising, public relations and 

networking. Each of these segments has its own purpose in the marketing plan. All factors 

must work together to strengthen company’s image or brand and of course distinct from 

other competitors. (Pinson 2008, 44-45) 

 The main goal of strategic planning is to be clear about the way the company will use 

for taking advantage of attractive opportunities in the environment. The very famous 

method for marketing planning was developed by the Boston Consulting Group (BCG). 

Thanks to this method companies can classify its strategic segments.  

The growth share matrix method distinguishes four different types of business units: 

stars, cash cows, question marks and dogs.  

Stars – means high-growth or high-share products. What is needed in the beginning is 

higher investment for financing their growth. If their growth slows down, they turn into 

cash cows. 

Cash cows – low-growth and high-share products, which are already successful units and 

do not need high investment, producing lots of cash that company needs for paying the bills 

or to endorse other business units. 

Question marks – low-share business units, which need a lot of cash to support and to hold 

their share. A company has to consider which of these question marks will be build into 

starts and which of them should be eliminated.  
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 Dogs – low-growth and low-share products, which achieve just enough money for 

themselves. The dogs are not huge source of money. (Armstrong, Harker, Kotler and 

Brennan 2009, 46-47). 

2.5.7 Operational Plan 

 As a result of William M. Luther (2011, 10) work the operational plan describes how 

practical operations will work at the company. All the things that were said are actually 

nothing compare to the fact of making the product and ways how the work will be done. If 

the company is not able to make their own products, all marketing and promotional 

strategies are useless and meaningless. Of course it must be done in a way that will leave 

enough room for profit. What the operational plan does is that it explains how the company 

will make the product/deliver services and what will be the real costs of these operations. 

But it is not easy to predict the future, so the company or the owner has to be prepared for 

anything. Nevertheless this document is able to guide company’s activities and to offer 

assurance. In summary, the operational plan helps to: 

- manage the production 

- manage the service delivery side 

- minimize risk 

- ensure profitability 

The operational plan is divided mostly into six basic sections: 

1. overview 

2. production process 

3. supply chain 

4. production costs 

5. production experience 

6. risk management 

It is essential to make these key sections clear and easy to understand the meaning of it.   

In the section about production, it must be explained the process of producing the goods 

and all the available equipment, materials and labor requirements. It is necessary to 

mention techniques a productive process as well. How effective are these techniques to 

respond a rise or fall in demand and by what methods will be the quality of products tested.  
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2.6 Management and Organization 

 Duties and responsibilities should be clearly delegated and the organization should be 

divided in few levels of different roles. A company could take an advantage of its 

flexibility and ability to adapt to new circumstances. If the company is able to reorganize 

itself easily it could be a huge benefit in the future. This situation might happen first few 

years, when the company is trying to adapt to changes of the market and competitors. Give 

each area of the business their responsibilities and task. A company could be running up 

quickly if its management, human resources, finance and administration are already set up. 

(McKinsey 2015) 

 Every kind of business forms its personality, as McKeever (2010, 154) says, and this 

personality is formed by company’s employees as well. Daily interactions with customers, 

suppliers or simply each other help to form company’s identity. The owner has to choose 

which kind of identity he/she wants to have. If he/she is sure about that, then it is no 

problem to find ideal employees that will fit owner’s vision. It is essential to treat 

employees well, make them feel they are part of the team and that they can contribute to the 

business with their own ideas. An owner has to consider, how many employees would be 

necessary for running the business. If the company needs more than 10 employees, it is a 

good idea to create organization chart showing the hierarchy of the management. A job 

description might be useful (to write down some several items like job title, job duties, 

skills and education required and pay rate).  

These are some of the basic questions that should be answered in this sector: 

1. Who will be responsible of managing the business on the day-to-day basis? 

2. What kind of experience can that person bring to the business? 

3. Does the company have special plan for continuation if that person is lost? 

4. Who will be part of the management team? 

5. What strengths and weaknesses they have? 

6. What will be their duties? 

7. Does the company have plans for hiring and training their personnel? 

2.7 Financial Plan 

  The message of the financial plan is simple – to show how profitable the business will 

be and what would be its cash flow. But it is not simple as that. If the company’s marketing 

plan is weak or the management and organization are poor, the financial plan is doomed to 
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failure. The readers, lenders or investor must be already interested in the business plan. If 

the rest of the work is weak, then the financial plan changes nothing. (Lawrenc and Moyes 

2003, 27)  

It is the final product of accounting. The financial situation of the company is summarized 

here. These data and information might be used by administrators, shareholders or 

creditors. In the financial plan should be included balance, statement of results, cash flow 

and budget.  

Balance – shows the financial position of the company 

Statement of results – shows the economic position over a period of time 

Cash flow – is forecast of cash availability 

Budget – it is a plan directed to achieve a certain determined goal (Longenecker, Petty, 

Palich and Hoy 2011, 179-181)  

 How the owner manages his/her finances is one of the cornerstones of a success 

company. Many business fail every year due to weak financial plan. The budget must be 

realistic. This could be done by determination of the amount of money needed to start the 

business and the amount of money needed for its working. Start-up budget includes costs 

as major equipment, utility deposits, down payments etc. (Hutchinson 2015) 

 According to McKinsey (2015) it must be mentioned how revenues and expanses will 

develop during the years, how much cash will be needed if the worst scenario happens, 

which sources of capital are available for the company, what the company can offer to their 

investors or what return they can expect and etc. The financial planning includes financial 

report and financial analysis as well.  
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II.  ANALYSIS 

 

 

 

 



TBU in Zlín, Faculty of Humanities 27 

 

3 BUSINESS PLAN  

 

 

 

 

 

Figure 1 - Figure 1. Monster Gym logo (own creation) 

 

 

 

 

Name of the organization: Monster Gym 

Contact person: Ladislav Jandrt 

Address: Tylova 725, Otrokovice 

E-mail: MonsterGym@seznam.cz 

Telephone: 776 055 563 
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3.1 Executive summary 

 This business plan focuses mainly on complex establishing a new fitness centre on the 

market. The main purpose of the business plan is to find out if the idea of establishing a 

new fitness centre in Otrokovice is feasible and financially realistic. Other purpose of this 

business plan is to serve for potential future investors.  

This idea seems to be interesting from the point of view of costumer and financial 

standpoint. This type of centre is missing in the city and it would be perfect fit for active 

life and for people interested in healthy lifestyle, fitness or bodybuilding.  

 Nowadays lots of people are willing to spend their lives with healthy lifestyle and 

focus on their physique therefore there is huge demand for good equipped fitness centers.  

In this location there is no fitness centre such as this business plan represents. It would be 

something completely new and innovative, not just another ordinary gym with minimum 

equipment.  

 The advantages of this fitness centre would be: 

- good accessibility 

- agreeable and professional personnel 

- huge amount of new fitness equipment and machines 

- additional services such as tanning bed, box ring etc. 

- membership card with possible discounts and bonuses 

 The main goal of Monster Gym fitness centre is to be best in the business. Therefore 

other goals are:  

1.  focusing on utilization maximum potential customer capacity 

2.  be in awareness of all people who live in the city and environs 

3.  100% quality of services and products 

 Monster Gym will focus on the newest trends in the fitness industry and all customer 

needs and wants. It is expected average up to above average attendance, because of the 

niche in the market and that the fitness centre will be profitable in the first year of the 

entrepreneurship. This is the optimistic variant. Otherwise profit is expected in the second 

year.  The next step in the future will be to establish another Monster Gym fitness centers 

in other cities and to strengthen the name of the company.   
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3.2 General Company Description 

 This centre is established as limited liability company (LLC / Inc.), which means that 

copartners are liable for commitments only up to these deposits. Monster Gym is new 

established fitness centre. This company will have one executive director. Ladislav Jandrt 

is the only executive director of Monster Gym. Ladislav Jandrt put 3 605 000 crowns into 

the entrepreneurship. The money was gained from savings and inheritance.  

 The fitness centre will run in rented building near to the city centre. It is prearranged 

with the owner of building that if the economy situation of the company will be stable and 

fitness centre will be profitable there is an opportunity to buy the whole building.  

3.2.1 Visions and goals of Monster Gym 

Apart from making a profit, Monster Gym visions and goals are: 

- focusing on utilization maximum potential customer capacity 

- be in awareness of all people who live in the city and environs 

                  - 100% quality of services and products 

 

The main goal of the company is to enter the market of fitness services and focus on 

utilization maximum potential customer capacity.  This goal can be done by high quality of 

fitness services, agreeable personnel and affordable prices. The next goal is to gain strong 

position in the market and make such a profit, which will satisfied owner’s private needs. 

The future plans are known already. The future plan is to make strong marketing and public 

relation advertisement to strengthen the company name and get into people’s awareness. 

The next step will be establishing of another Monster Gym fitness centre in other cities. It 

is important to have individual plan for every potential customer, because not only young 

people are customers of fitness centers or gyms. It is necessary to have high qualified 

personal trainer to help all kind of customers that come in Monster Gym. This means 

discounts for students, help for older people or membership cards as well. Customer’s 

needs are Monster Gym’s first priority.  

3.2.2 Information about products 

 The target of Monster gym is to offer customers different types of services, which will 

be on one place and do not occur in other fitness centers. Monster Gym tries to create 

perfect place for people, where they can enjoy their free time and in the same time be active 

as well. For satisfying customer needs Monster Gym offers spacious gym, cardio zone, box 



TBU in Zlín, Faculty of Humanities 30 

 

ring and special room for stretching. During opening hours there will be always high 

qualified personal trainer, who can help new customers with their exercises or create them 

perfect diet plan for their body transformation they always wanted. For people who are 

interested in sunbathing, Monster Gym offers special tanning beds, which are called as 

tanning beds of new generation. The difference between common tanning beds and these is 

that these types are healthier and strengthen the whole vitality of organism. Sport bar will 

be used as a bar and reception. Customers can buy all kinds of supplements here. Monster 

Gym will have wide range of proteins, gainers and other world’s popular supplements in 

the fitness sphere.  

These are some of advantages that Monster Gym can offer to their customers: 

- Choice of location – people are more likely to go to fitness center, which is near to their 

houses or takes place in their neighbourhood. Research in this location showed that offer of 

fitness services is not satisfied.  

-  Monster Gym offers different types of discounts and bonuses for students and seniors 

- Customers can obtain a membership card, people who have this card will have 10% 

discount on every service that Monster Gym offers. Other bonus is two free lectures with 

personal trainer and one free entry for person who comes with them. 

- Another advantages that all fitness machines will be completely new 

- Always one high qualified personal fitness trainer in the gym 

3.2.3 Place of business 

 Monster Gym will take place on the street Tylova, in Otrokovice. There are trolleybus 

stations so there is no problem with accessibility. The building has ideal size (700m2) and 

the structure is separated nicely for fitness centre. Benefit of this building is elevator and 

ramp for material and equipment transportation.  

3.2.4 Equipment 

 The space is not equipped with furniture. It is crucial to buy mostly fitness machines 

and equipment, because Monster Gym will be kind of loud fitness center, there is need to 

buy good music setup and to equip two locker rooms with at least 30 locker boxes and 

showers with bathrooms.  

3.3 Products and Services 

This section focuses mainly on services that Monster Gym offers to its clientele.  



TBU in Zlín, Faculty of Humanities 31 

 

3.3.1 Services 

1. Gym 

The main service is definitely modern gym with wide range of different types of fitness 

machines and equipment for satisfying all possible client needs and wants. There will be 

always one high qualified personal fitness trainer, who will be available for any help and 

advice. The trainer can also provide the customer with some tips about diet plan and 

information about healthy lifestyle. All machines and equipment will be from GrünSport 

company, which is Czech company that has been working on the market for 20 years. The 

gym will be equipped with machines, bars, dumbbells, benches and pads. There will be 

different kinds of stands, where can be practice all parts of human body. Many gyms have 

just one bench press machine or stand and one section where squats can be done. This is 

not case of Monster Gym, which plans at least three sections for bench press, two sections 

for squats and another three sections for heavy deadlifts. The word monster is not in the 

name of the fitness center just for fun. In this type of gym real “monster” will be born. 

Monster Gym differs from their competitors in style of music which will be played during 

opening hours. It is planned to play all genres from pop and rock to heavy metal and metal-

core. Customers can also bring their personal cd and staff can play their music for them.  

2. Cardio zone 

The special zone with modern exercising on the fitness machines, where all body parts of 

human body can be exercised physically and mentally. Monster Gym offers running 

machines, indoor cycling bicycles, crossing and rowing simulators and steppers.  

3. Boxing ring 

Monster gym pays attention to people who are interested or do martial arts as well. The 

brand new boxing ring will offer a great training place for boxers, thaiboxers or 

kickboxers. In Monster Gym customers can find 3 boxing bags that can be used for their 

training. If they do not have their own boxing gloves, there is an option of lending them on 

the reception. 

4. Tanning beds 

The tanning beds of new generation. The organism is warmed, muscles are relaxed and 

skin is slowly sunbathed. These tanning beds offer healthy and quality sunbathe. 

Sunbathing in these tanning beds has the same effect as sunbathing on direct sun.  
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5. Reception 

There will be one or two persons on the reception, which depends on the workload during 

week and weekends. They will take care about new customers and lend them sport 

facilities. The staff has to take care about the reception itself too. It must be clean and 

always representative. The main requirement is to be polite, has individual attitude and be 

under any circumstances nice and willing to help.  

6. Locker rooms 

There will be two locker rooms, one for men and one for women. Every locker room will 

have for about 30 boxes, where clients can put their personal things and clothes. Customers 

can use some of benches, which will be available there. In every box there will be hook for 

their clothes.  

7. Showers 

The locker rooms will be equipped with bathroom and showers. Clients can use one of 4 

available showers and in between every shower there will be partition for better client’s 

privacy. Everything will be designed with regard to strict hygiene rules, comfort and safety.  

8. Bar 

Monster Gym will offer one of the best supplements in the market. Anything from protein 

powders, snacks, gainers to drinks such as coffee or tea. It is the place where all people can 

relax after their workout and enjoy another moments with their friends.  

3.4 Marketing Plan 

Product 

The main plan was to have wide range of products and services that Monster Gym can 

offer to their clients. However the core of customer base would be mostly men between age 

of 15 and 40. The smaller part of clientele would be probably women, even though trends 

show that nowadays there is huge increase of women who started visit fitness centers and 

gyms. So the main focus of services and products is on male population although there are 

services like diet plan or tanning beds.  

Price 

The price is influenced by many factors. First of all it must be sufficiently high for paying 

expenses such as loan, electricity, water and wages. Second is improtant to compare prices 

of competitors to find something in balance. It is crucial to attract as many people as 

possible in the beginning of entrepreneurship to get better position in the market, possibly 
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with lower prices or some discounts for students and older people, but it is also essential to 

find that kind of price, that people will be willing to pay according to services Monster 

Gym offers. 

Promotion 

It is neccessaty to get in people’s awareness even before the fintess centre starts running. 

Monster Gym cannot offer put large amount of money into advertisment, so the way of 

promotion must be choosen wisely and effectively. The main stress will be put on the 

location where the fitness centre is situated. The key is to attract the customer and by 

quality of gym’s services and products get more favourite among exercising people. 

Leaflets have their positive and negative side. People do not always read the whole 

advertisment or even notice it. So it is improtant that the leaflet has to have big an catchy 

logo of Monster Gym, which immedietally catch people’s attention. Monster Gym will 

have their own websites in czech as well as in english. Another type of promotion is mouth 

to mouth. Every satisfied customer cannot says nothing bad about the gym and these words 

are unpaid and effective type of advertsiment. Another effective way of advertising is 

Facebook, where could be create webpage presenting Monster Gym and people can share 

with their friends news and information about fitness centre. This way is quicker than 

mouth to mouth promotion.   

3.4.1 Market research (SWOT analysis) 

 It is crucial to be aware of strengths and weaknesses of the company. These facts can 

serve as a guide for future improvement and might help with the running company 

effectively.  

Strengths 

- location – good accessability, perfect traffic, trolleybus stations 

- personnel – high qualified people in fitness industry, attention is paid on 

responsiveness, politeness and good communication skill 

- discount for seniors and students 

- a lots of exercising sectors and new equipment 

- enough space 

 

Weaknesses 

- new fitness centre – it is harder to attract clientele, expenses on advertisment 
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- competitor is near to the place where is Monster Gym situated 

- first entrepreneurial experince 

 

Opportunities 

- high unemployment gives Monste Gym opportunity to choose from many 

high qoualified personal trainers in fitness field 

- only two competitors with different style of fitness centre 

- increasing fitness and active lifestyle trend on the market 

Threats 

- increasing of value added tax 

- possibility of lease termination 

- world’s crisis – might affected pension of customers 

- new competitors 

- increase of expenses 

3.4.2 SMART method 

 SMART method is set of rules which will be used for better defining of the goals the 

company wants to achieve. 

Specific – good management of the fitness centre, satisfied customers and full capacity of 

the gym 

Measurable – weekly, monthly and yearly turnover, average and above-average amount of 

customers 

Agreed – the goals of Monster Gym must be acceptable, not impossible 

Realistic – the activities of the company must be realistic 

Timely – the plans must have solid time limits, long-term plan must be planned at least two 

years ahead, the short-term plans at least one month ahead 

 

3.4.3 Competitors 

 The competition is divided on the basis of these three criterions: 

- Location – a fitness centre has to be situated in the same location, customers 

choice is what is closer to their houses 

- Character of a fitness centre and its services 

- Attendants  
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The figures were taken by personal visits, interview with fitness center’s customers and on 

the Internet on their websites. Luckily for Monster Gym there is small competition for 

entrepreneurs in fitness industry in Otrokovice. It is not a big city (only 18 000 citizens) 

and there are not many fitness centers, in fact there are only two – Gym Fitness Otrokovice 

and SPORTKLUB Eva.  

 

Gym Fitness Otrokovice 

Gym Fitness Otrokovice is situated in Hotel Baťov. This fitness centre is on the third floor 

and its size is just for about 100m2. This is number one competitor, because its location is 

close to the area where Monster Gym will be situated. 

 

Offering services by Gym Fitness Otrokovice are: 

- gym - 35 sections of exercising equipment, dumbbells up to 34kg, first visit is 

with qualified trainer for free, option of buying drink on the bar 

- cycle studio – 8 indoor bicycles for effective burning of body fat and for 

strengthening joints 

- aerobic 

- body styling 

- body forming 

- exercises for children 

 

      pay in cash 10 % discount 

Etrance fee (gym)     50 CZK 55 CZK 

Etrance fee (cycle studio)   90 CZK 100 CZK 

Season tickets   10 entries 450 CZK 500 CZK 

      Monthly 575 CZK 640 CZK 

     Quarterly 1 485 CZK  1 650 CZK 

     Half-year 2 700 CZK 3 000 CZK 

      One-year 4 770 CZK 5 500 CZK 

Entrance fee - gym max 90 minutes, cycle studio 6 entries 

            

Season tickets are importable.       

Can be used at Gym Fitness in Otrokovice or Napajedla 

            

Coupons - SODEXO PASS, TICKET BENEFITS, TICKET MULTI 

Figure 2 - Gym Fitness Otrokovice price list (own creation) 
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The prices are propitious. There is possibility of usage coupons as well. The gym is not 

spacious. The equipment is old and not well maintained. The dumbbells are just up to 

34kg, which could be not enough for heavy lifters. If a customer buys the entrance fee, 

he/she could stay there and use their exercising machines for only 90 minutes, so the time 

is limited.  

 

Opening hours 

Monday to Friday – 8:30 – 21:00 (break 11:30 – 14:30) 

Saturday, Sunday – closed 

 

Advantages: 

- good accessibility 

- propitious prices 

- agreeable personnel 

- coupons  

Disadvantages: 

- small space of the gym 

- old and not well maintained equipment 

- not enough weights 

- no air conditioning, in summer heated room 

- no place where people can relax and sit after their work out 

- opening hours (breaks, Saturday and Sunday closed) 

 

SPORTKLUB Eva 

SPORTKLUB Eva is sport club, which focuses on modern forms of exercising for public, 

men, women, youth and children. Its activity is done in gymnasiums with all needed 

facilities (music, pads, dumbbells). 

 

Offering services by SPORTKLUB Eva are: 

- Zumba 

- Bodyform 

- Power step 

- Bosa exercises 
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- Exercises with big balls 

- Yoga 

- Slow body 

- Pilates 

- Aerobic 

- TRX 

- Piloxing 

- Deepwork 

 

Entrance fee     70 CZK 

Season tickets   10 entries 600 CZK 

    20 entries 1 000 CZK 

          

Coupons - EDENRED, SODEXO   

Figure 3 - SPORTKLUB Eva price list (own creation) 

 

 

SPORTKLUB Eva does not offer many possibilities. There is only choice of one entrance 

or two season tickets. The lections are done in school gymnasiums. The most of their 

services are with focus mainly on women. If customer is looking for bodybuilding or some 

exercises with weights, this is not the right choice for him/her. SPORTKLUB Eva offers 

nutritive consultancy as well.  

Consultancy – 300 CZK (60 minutes) 

Individual course for loosing body weight – 10 entries – 1000 CZK (one entry = 60 

minutes) 

TANITA BC – GMON PROFI (measurement of body values) – 150 CZK 

  

Opening hours 

Monday –     18:00 Bodyform 

                     18:30 Trampolines 

                     19:30 Deepwork 

Tuesday -     16:30 Bodyform   

                     18:00 Deepwork 

                     19:00 Zumba 
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                       19:15 Pilates 

Wednesday -  18:30 Power step 

                       19:35 Yoga 

Thursday -      16:30 Pilates + Yoga 

                       17:30 Zumba 

                       19:00 Piloxing 

 
Advantages: 

- average prices 

- wide range of offering services 

- coupons 

Disadvantages: 

- offering services are mostly for female customers 

- no gym 

- gymnasiums, not own bulding or fitness centre 

- not a fitness centre as such 

- opening hours 

3.4.4 Pricing and opening hours (Monster Gym) 

 The price list is created on the basis of competitors prices. The prices should be 

sufficiently suitable for potential customers and able to compete. This method is simple 

and reflects customer’s point of view on other competitor’s services.  On the other hand the 

disadvantage of this method is that it is not profitable and does not pay attention on 

expenses.  

 

Adults           60 CZK   

Students and seniors       50 CZK   

Membership card owners - 10% discount       

Personal trainer         350CZK/one hour 

Tanning salon         10CZK/one minute 

Season tickets    10 entries + 1 for free 500 CZK   

        Monthly   600 CZK   

      Quarterly   1 400 CZK   

      Half-year   2 500 CZK   

        One-year   4 500 CZK   

Figure 4 - Monster Gym price list  
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The time that everybody can spend in the gym is unlimited.  The price is same at week as at 

weekends.  

 

Opening hours 

Monday – Friday     8:00 – 22:00 

Saturday – Sunday   9:00 – 20:00 

Holidays                  10:00 – 18:00 

3.4.5 Suppliers 

 For problem-free running company the key points are definitely suppliers. Suppliers 

must be trustworthy and reliable. Their machines will be one of the cornerstones of the 

gym. Nowadays there are many of potential suppliers with gym equipment on the market, 

but the most crucial role for cooperation is the equality between price and quality.  

3.4.5.1 Gym equipment supplier 

 Monster gym chose as a main supplier for their gym equipment company called 

GrünSport s.r.o. This company has been around for more than 20 years and it s well known 

for their high quality products. Many other fitness centers use their exercising machines 

and lots of famous athletes, bodybuilders, football and hockey players use it as well for 

their training.  GrünSport s.r.o. offers wide range of exercising machines and complete 

consultancy about choosing the right equipment. Another great thing about their services is 

possibility of choosing combination of colors of their machinery, surface working and 

covering material. (GRÜNSPORT s.r.o. 2015) 

3.4.5.2 Tanning beds supplier  

 EUROBALNEO s.r.o. will provide Monster gym with SUNSKY tanning beds, which 

are familiar for their high quality. The company was established in 2003 and since this year 

it realized many of complex deliveries for commerce and private sphere. The services 

include transportation, installation of their new products and facilities, warranty and post-

warranty service and inspection on a regular basis. SUNSKY tanning beds are easy to 

maintain, have nice design and great efficiency. (EUROBALNEO s.r.o. 2015) 

3.4.5.3 Supplement supplier 

 The one of the best Czech company on the market orientated on the supplements is 

NUTREND D.S., a.s., which is leading Czech producer of nutrition and supplements not 
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only for athletes, but also for everybody who is interested in fitness or active lifestyle. The 

company was established in 1993 and nowadays it has more than 150 employees. The main 

aim is to focus on high quality products and their completely legal make-up. The company 

owns ISO and BIO certificate. Also cooperates with many external specialists and athletes. 

NUTREND D.S., a.s. will provide Monster Gym with their products such as proteins, 

gainers, creatines, BCAAs and many others, which are important and essential for perfect 

nutrition that human body needs after one solid work out. (NUTREND D.S., a.s. 2015) 

3.5 Management and Organization 

Operational manager 

The owner and at the same time the only manager will be Ladislav Jandrt. The manager 

will take care of the whole running of the company. Also he has to deal with problems and 

things, which happen in the gym and they will be his responsibility to solve them. The 

manager has to have resistance to stress, must be able to communicate with customers and 

staff, interested in sports and fitness, be able to motivate and lead people, self-contained 

and he has to know something about management and marketing.  

Business manager 

The main role of the business manager will be finding of new opportunities. He will be 

responsible for flow between the fitness center and suppliers. He has to know legislation 

and be able to create, to process and reshape business contracts. The business manager has 

to be aware of economic commercial code and be communicative as well as he has to have 

great managerial skills. 

Gym administrator 

This person has to deal with possible fitness center technical problems that can occur 

during its working hours. This situation might happen for example when some of 

machines, showers or something else brakes up. Gym administrator has to also check up all 

facilities and maintain them in operation.  

Trainers 

An every customer in Monster Gym must have an opportunity to ask about anything he/she 

wants to know about fitness, exercising or nutrition that best fits his goals and dreams. That 

is trainer’s job. The trainer must be high qualified person that can help at every time it is 

needed. He has to be able to give advice to customers not only about exercising, but also 
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about healthy lifestyle and everything that is connected to this topic. Communicative skills, 

responsibility and responsiveness are crucial points of a great trainer’s attitude.  

Receptionists 

This is the person that will be in the permanent contact with customers, so it is crucial to be 

polite, have communicative and administrative skills, also has to be consistent and 

conscientious. The receptionist has to have positive effect on Monster Gym customers. It is 

planned that this job will be done by temporary workers. It is not difficult and the company 

can also save their money.  

Accountancy 

The accounting will be done by external company, because it is not so financially 

expensive. 

Cleaning of the company 

The cleaning of the rooms, gym and building will be done by cleaning company. These 

cleanings will be every day after opening hours and the price depends on the size of 

surface. 

3.6 Financial plan 

 One of the most essential parts of every business plan is its financing. Companies must 

determine their financial sources not only for establishing a new project or business, but 

also because of new equipment and all necessary facilities that are included in successfully 

running business. The registered capital is 3 605 000 CZK. Monster Gym will not have any 

liabilities or bank loans.  

 

Assets     Liabilities     

Total assets 3 605 000 Total liabilities 3 605 000 

Long-term property 0 Equity   3 605 000 

      Registered capital 3 605 000 

Floating assets 3 605 000 Borrowed capital 0 

Petty cash   3 605 000 Bank loan   0 

Figure 5 - Initial balance sheet (own creation) 

 

 

The biggest initial expense will be obtaining of exercising machines and expenses for 

transport and assembling of tanning beds. Also the huge amount of expenses will be due to 

needed equipment for Monster Gym fitness centre.  
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ASSETS       Liabilities     

Total assets   2 904 429 Total liabilities 2 904 429 

Long-term propery   1 449 456 Equity   3 196 090 

Exercising machines   808 022 Registered capital 3 605 000 

Tanning beds   102 835 Profit and loss -408 910 

Boxing ring   10 300       

Computer technology   25 235       

Other long-term property 503 064       

Floating assets   1 454 973 Borrowed capital -291 661 

Internally produced invetory 1 420 Bank loan   0 

Petty cash     1 453 553 Liability   -291 661 

Figure 6 - Balance sheet at the end of the third month of entrepreneurship (own creation) 

 

Other expenses will be a little bit smaller in the first year, because the entrepreneurship will 

start after first three months. During these months the building where is Monster Gym 

situated will be reconstructed.  

 

        1st year 2nd year 3rd year 

Rent, heating, electricity, gas, water rate 865 200 865 200 865 200 

Telephone + WiFi     4 635 6 184 6 184 

Cleaing service     41 715 55 620 55 620 

Domestic waste     930 1 240 1 240 

Other expenses     13 905 18 550 18 550 

Total       926 385 946 794 946 794 

Figure 7 - Other operational expenses (own creation) 

 

        1st year 2nd year 3rd year 

Marketing expenses     160 000 110 000 60 000 

Figure 8 - Marketing expenses (own creation) 

 

In the first year the marketing expenses will achieve higher figures. For the second and the 

third year it is planned to reduce them. 

Speaking about the first year of entrepreneurship, in the optimal variation the company has 

positive profit, in the medium and pessimistic variations the profit is negative, which is for 

first year of an entrepreneurship common and normal.  
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        1st year     

        optimal medium pessimistic 

Revenues from sold goods   125 581 95 379 73 604 

Expenses on sold goods   33 487 25 434 19 628 

Sale margin     92 094 69 945 53 976 

Production       4 757 560 3 996 051 3 223 745 

Production consumption   155 736 138 432 121 128 

Added value     4 693 918 3 927 564 3 156 593 

Personnel expenses     3 165 520 3 165 520 3 165 520 

Other operating revenues   926 385 926 385 926 385 

Advertising expenses     160 000 160 000 160 000 

Depreciations of intangible and tangible assets 41 884 41 884 41 884 

Operating profit/loss     400 129 -366 225 -1 137 199 

Interest expenses     0 0 0 

Profit before tax     400 129 -366 225 -1 137 199 

Taxes and fees     77 070 0 0 

Profit/loss of current accounting period 323 059 -366 225 -1 137 199 

Figure 9 - Planned profit and loss account for the first year of entrepreneurship 

(own creation) 

The cash flow in the first year is in negative figures, which is mainly because of equipment 

and exercising machines, which create huge amount of expenses needed for successfully 

running of the company.  

        1st year     

        optimal medium pessimistic 

Initial cash flow     3 605 000 3 605 000 3 605 000 

Cost of sales     4 883 140 4 091 430 3 297 349 

Sale expenses     -189 223 -163 866 -140 756 

Wages and salaries     

-2 405 

320 -2 405 320 -2 405 320 

Advertisement     -160 000 -160 000 -160 000 

Other expenses     -926 385 -926 385 -926 385 

Taxes and fees     -77 070 0 0 

Cash flows from running activities 1 125 142 435 859 -335 112 

Payment of shares in equity to partners 0 0 0 

Cash flows from financing activities 0 0 0 

Expense on fixed assets 

acquisition     

-1 742 

536 -1 742 536 -1 742 536 

Tax added value refund   291 659 291 659 291 659 

Cash flows from investing activities 

-1 450 

877 -1 450 877 -1 450 877 

Total CF       -325 735 -1 015 018 -1 785 989 

Net cash flow     3 279 265 2 589 982 1 819 011 

Figure 10 - Planned cash flow for the first year of entrepreneurship 

(own creation) 
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CONCLUSION 

The aim of this bachelor thesis was a business plan of made-up fitness center called 

Monster Gym. The main goal of this work was to prove, if the plan is feasible or not. Some 

of the values and figures were supposed based on information from competitors or own 

preconditions and experiences. The business plan uses various types of fitness center 

attendance. The reason is that it is more realistic and the profit mainly depends on 

attendance as well. The financial plan has optimal, medium and pessimistic variations. The 

main condition is that the owner does not take any bank loans in the beginning of the 

entrepreneurship and the fitness center will be open only with help of registered capital. 

Based on data of profit/loss account it is expected that in the first year of optimal and 

medium variation the company will be in positive numbers and profitable. In the 

pessimistic variation the fitness center is loss-making. The next years Monster Gym will 

have positive profit. Because of done analysis in this work it could be said that the business 

plan is workable. The company will be unprofitable only in the first year of 

entrepreneurship. The competition in the market is not so high, but the entrepreneurship 

could be influenced by internal and external factors like financial crisis, nevertheless based 

on data of the analysis, which was done, this business plan will be practicable and the 

owner can expect his money back in the future as well. The main problem could be the 

starting money. As it was said in the beginning of this work, the registered capital, the 

money used for this plan, were gained from savings and inheritance. It could be difficult for 

an ordinary entrepreneur to obtain such an amount of money, which are the key and the 

cornerstone of this business plan. On the other hand if somebody wants to start his/her own 

fitness centre in Otrokovice, he/she has a huge chance to success. As it was mentioned, the 

competition is not high, in fact, there are only two competitors in the market. What is 

missing is fully equipped fitness centre or gym that can completely satisfy all needs and 

wants that customers have. The main problem or the crucial thing is the customer desire for 

better place, where all exercise can be done, new and clean machines, wide range of 

exercising machines and weights and not necessary high qualified personnel, but at least 

agreeable and nice treatment with people. So yes, the money makes difference, but every 

potential owner or business man, who wants to establish a new fitness centre must be able 

to find out what people are really looking for and what are their needs. With this 

knowledge and awareness there is always chance to success, but as it is known, not always.   
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