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1. Executive Summary

This plan sets out a Vacation Rental Management  business in India — a firm that manages short-stay properties
(holiday homes, villas, serviced apartments, homestays) on behalf of owners, listing them on platforms like Airbnb,
Booking.com and MakeMyTrip, and handling pricing, guest communication, check-in/out, housekeeping, maintenance
and reviews. It earns a management commission on booking revenue plus setup and add-on service fees, turning idle
second homes into professionally-run, income-generating assets.

India's domestic travel, weekend-getaway and experiential-stay demand is booming, and owners of villas and holiday
homes in hill stations, beaches, heritage towns and city outskirts increasingly want professional management to maximise
occupancy and returns without the day-to-day hassle. A well-run vacation-rental manager with strong listings, dynamic
pricing and guest experience earns a recurring share of a growing short-stay market.

The promoter — a hospitality / travel / real-estate professional — seeks total funding of ₹10 lakh (₹4 lakh promoter + ₹6
lakh term loan, eligible under PMMY-Mudra / CGTMSE), targeting ₹34 lakh revenue in Year 1 and ₹82 lakh by Year 3 as the
managed-property portfolio grows.

2. Business Description, Vision & Legal Structure

Concept: A professional short-stay manager that markets, prices, and runs owners' holiday homes for maximum
occupancy, returns and guest delight.

Vision: To be a trusted vacation-rental management brand across leading Indian leisure destinations.

Mission: Maximise owners' short-stay income and deliver memorable guest stays — through great listings, smart pricing
and reliable operations.

Legal structure options

Proprietorship / LLP — LLP recommended as the portfolio and team grow.
Private Limited — for scaling across destinations and raising capital.

Regulatory anchor: short-stay rental blends hospitality and property management — subject to local homestay/tourism
registration, municipal & police (guest) norms, GST on hospitality, platform terms, and society/RERA-use rules. Occupancy,
pricing and guest reviews drive economics; seasonality and destination selection are the key swing factors.

3. Promoter & Ownership

Led by a promoter with hospitality, travel or real-estate experience. Delivery uses property managers, housekeeping &
maintenance staff/vendors, a guest-support desk, and a channel-manager/PMS system. Year-one ownership rests with the
promoter; ownership and profit-sharing are editable inputs.

4. Market Analysis — India

India's short-stay and leisure-travel market is expanding fast, driven by domestic tourism, remote-work "workations",
weekend getaways and demand for private, experiential stays over hotels. Owners of holiday homes seek professional
management to lift occupancy and returns. Demand is destination- and season-sensitive; the right locations, listings
and pricing win.
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Demand drivers

Domestic & leisure travel growth.
Private/experiential stays over hotels.
Workations & remote work.

Second-home owners seeking income.
Platform reach (Airbnb, MMT, Booking.com).

Market sizing (illustrative framing)

Layer Definition Indicative scale

TAM Short-stay rental demand in India Very large & growing

SAM Manageable homes in target destinations Substantial

SOM (Yr 1–3) Properties under management 18 → 55

Target segments

Villa & holiday-home owners.
Serviced-apartment owners.
Homestay & boutique-property owners.
Investors buying for short-stay yield.

5. Competition & Competitive Advantage

Landscape: national short-stay brands (e.g. managed-villa companies), local managers, and self-managing owners. The
firm competes on occupancy delivered, pricing skill, guest experience, reliability and destination expertise.

The firm's edge

Higher occupancy & revenue via multi-platform listings & dynamic pricing.
Great guest experience & reviews.
Reliable operations (housekeeping, check-in, maintenance).
Destination expertise & local teams.
Transparent owner reporting.

6. Services & Pricing

Service Model Indicative fee

Full short-stay management % of booking revenue 15–25%

Listing & onboarding setup One-time ₹10,000–30,000

Housekeeping & guest supplies Per stay / pass-through Cost + %

Photography & staging One-time Per property

Maintenance coordination Cost + margin As incurred

Experiences & add-ons Commission Value
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The management commission on booking revenue is the core; setup, housekeeping and add-ons supplement. Occupancy ×
nightly rate × commission drives income — dynamic pricing and reviews are the levers.

7. Go-to-Market — Marketing & Sales

Owner acquisition: holiday-home owners, brokers, developer villa-projects.
Guest demand: multi-platform listings (Airbnb, Booking.com, MMT), direct & social.
Reviews & superhost status for ranking.
Destination density for operational efficiency.
Corporate & group booking tie-ups.

Sales approach

Sign owner mandates → list, price & run for high occupancy → delight guests for reviews → grow portfolio & direct bookings.
Occupancy delivered and owner returns drive referrals and portfolio growth.

8. Operations Plan

Base: a hub per destination cluster with local teams; central pricing & guest-support desk.
Process: onboarding & staging → multi-platform listing & pricing → booking & guest comms → check-in/out &
housekeeping → maintenance → reviews & owner reporting/payout.
Technology: a channel manager/PMS (sync listings, calendars, pricing), guest messaging, and owner dashboards.
Quality: housekeeping & guest-experience SLAs; safety & guest verification.
Capacity: managers + system handle property load; scale by adding destinations & teams.

Stay workflow

Stage Activity Metric

Onboard List & stage Properties

Price Dynamic rates RevPAR

Book Guest comms Occupancy

Host Stay & cleaning Reviews

Report Owner payout Retention

9. Regulatory, Licences & Compliance (India)

Local homestay / tourism registration where applicable; municipal & society use-permissions; police guest-
intimation norms.
Business & tax: proprietorship/LLP or Pvt Ltd; PAN/TAN; GST (hospitality/commission attracts GST); Shops &
Establishments.
Platform & contracts: platform terms; owner management agreements; guest terms; safety & insurance.
Data & safety: DPDP-aligned guest-data handling; fire/safety; guest verification.
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10. Organisation & Manpower Plan

Role Yr 1 Yr 2 Yr 3

Promoter / Head 1 1 1

Property / Destination Manager 2 4 6

Guest-support & pricing 1 2 3

Housekeeping & maintenance 3 6 9

Sales & admin 1 2 2

Total 8 15 21

11. Implementation Timeline & Milestones

Phase Timeline Milestone

Setup Month 0–2 Registrations, PMS, teams, first properties onboarded

Launch Month 2–4 Listings live; first bookings & reviews

Traction Month 4–9 Occupancy builds; break-even nears

Scale Year 2 More destinations & properties; direct bookings

Growth Year 3 ~55 properties; strong reviews & retention

12. Financial Plan (Illustrative)

All figures are illustrative model assumptions for an Indian context, shown so the promoter can replace them with live rates.

They are not projections of guaranteed results.

12.1 Project cost & means of finance

Capital requirement ₹

Office/hub & setup 1,50,000

PMS/channel manager & IT 2,00,000

Onboarding kit (linen, supplies, staging) 2,50,000

Photography, branding & marketing 2,00,000

Deposits & pre-operative 1,00,000

Working-capital buffer 1,00,000

Total project cost 10,00,000

Promoter contribution 4,00,000

Term loan (Mudra / CGTMSE) 6,00,000
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12.2 Projected Profit & Loss (3 years)

Particulars Year 1 Year 2 Year 3

Management commission 24,00,000 44,00,000 58,00,000

Setup & housekeeping fees 7,00,000 13,00,000 17,00,000

Add-ons & experiences 3,00,000 5,00,000 7,00,000

Total revenue 34,00,000 62,00,000 82,00,000

Salaries & field staff 15,60,000 28,00,000 37,00,000

Housekeeping & supplies 4,50,000 8,00,000 10,50,000

Rent, PMS & IT 3,00,000 4,20,000 5,20,000

Marketing & platform costs 3,40,000 5,00,000 6,40,000

Admin, travel & misc 2,40,000 3,60,000 4,60,000

Interest on term loan 64,000 48,000 28,000

Total expenses 29,54,000 49,28,000 63,98,000

Net profit (before tax) 4,46,000 12,72,000 18,02,000

Net margin 13.1% 20.5% 22.0%

12.3 Unit economics & break-even

Per property: commission = occupancy × nightly rate × nights × commission %; setup & housekeeping add margin.
Levers: occupancy, RevPAR (dynamic pricing), reviews, and destination seasonality.
Break-even: reached around month 8–10 as occupancy and portfolio build; seasonality smoothed by multi-destination
spread.

12.4 Projected Cash Flow — Year 1 (quarterly, illustrative)

Particulars (₹) Q1 Q2 Q3 Q4

Opening balance 1,00,000 85,000 1,15,000 2,05,000

Collections 6,00,000 8,00,000 10,50,000 9,50,000

Operating outflows 5,95,000 7,50,000 9,40,000 8,80,000

Loan EMI 20,000 20,000 20,000 20,000

Closing balance 85,000 1,15,000 2,05,000 2,55,000

Bookings are seasonal (peaks around holidays/summer); multi-destination spread and direct bookings smooth income. The
buffer covers the ramp and off-season troughs.

12.5 Key Performance Indicators to Monitor

Revenue: occupancy %; RevPAR; booking revenue.
Portfolio: properties under management; owner retention.
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Guest: review score; superhost status; repeat/direct %.
Economics: commission per property; cost per stay.

13. Funding Requirement & Bankability

Total ask: ₹6 lakh term loan against ₹4 lakh promoter contribution — eligible under PMMY (Mudra) and coverable under
CGTMSE. Year-1 net profit ~₹4.46 lakh against annual debt service of ~₹1.7 lakh gives a DSCR above 2.5, strengthening
as the portfolio and occupancy mature — bankable with a realistic ramp.

13.1 Funding utilisation

Use of funds ₹ % of total

Onboarding kit, PMS & IT 4,50,000 45%

Photography, branding & marketing 2,00,000 20%

Office/hub setup & deposits 2,50,000 25%

Working-capital buffer 1,00,000 10%

Total 10,00,000 100%

14. Risk Analysis & Mitigation

Risk Mitigation

Seasonality / low occupancy Multi-destination spread; dynamic pricing; direct & corporate bookings

Platform dependence / ranking Multi-platform + direct; superhost reviews; own booking site

Property/guest damage Deposits; insurance; guest verification; house rules

Owner churn Strong returns; transparent reporting; service quality

Regulatory/society restrictions Homestay/tourism registration; society & municipal compliance

15. SWOT Analysis

Strengths

Growing travel demand; commission on rising revenue; asset-
light; multiple streams; brand potential.

Weaknesses

Seasonal; occupancy-dependent; platform-reliant; operations-
intensive.

Opportunities

Domestic tourism & workations; new destinations; direct
bookings; corporate & group stays.

Threats

Platform policy/fee changes; competition; regulation; travel-
demand shocks.

16. Recommended AiSevak Tools for This Business

This vacation-rental manager would use AiSevak's Real-Estate vertical tools in delivery:

Stay ops: channel-manager/PMS, dynamic-pricing, guest-messaging and owner-reporting tools.
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Documentation & compliance: owner-agreement, homestay-registration and guest-terms tools (with Legal vertical).

Practice: Business Plan, occupancy/RevPAR and Unit-Economics tools to model the portfolio.

17. Key Assumptions & Notes

Management commission (15–25% of booking revenue) + setup/housekeeping + add-ons combined.
~18 properties in Year 1 growing to ~55 by Year 3 across destinations; occupancy builds seasonally.
Term-loan interest ~11% p.a., 5-year tenure; hospitality/commission attracts GST.
Occupancy, dynamic pricing, reviews and destination spread are decisive; figures exclude GST.

▶ Use these tools now — free on AiSevak

Every tool referenced in this plan is available on aisevak.in. Open the Real Estate toolkit to browse and use them all at
https://aisevak.in/verticals/realestate — or go straight to any specific tool at https://aisevak.in/service/<tool-

name>. No signup needed to explore; each tool guides you step by step.

Prepared by AiSevak.in — a product of ABL Digital Technologies. AI-powered business services for India. This is AI-assisted guidance; figures are
illustrative and not a guarantee of results. Verify all numbers, licences and regulatory requirements with a qualified professional before relying on this
plan for binding decisions. © 2026 ABL Digital Technologies Private Limited.

AiSevak.in  ·  by ABL Digital Technologies Business Plan  ·  Page 8 of 8

https://aisevak.in/verticals/realestate
https://aisevak.in/verticals/realestate

