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ABSTRACT

The current final project of career consists on the elaboration for the creation and starting up of
an academy of languages in Bogota’s city focused in hospitality and tourism. Since it is about a
private academy of languages, we will begin placing it inside the sector of the educational
services, and for it, we are going to differ between the legal and not legal formation, being the
last the one that belongs to our company. Also we will elaborate a DOFA to synthesize the
strong and weak points we’ve detected our academy has. Regarding to the operations’ plan, first
the suitable place will be decided to establish the physical center where the activity is going to
carried out, for which, we have to have in mind aspects like: the best zone to locate it and if there
is availability for businesses which collect enough characteristics that fulfill what we are looking

in a near future.
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1. INTRODUCTION

In this managerial project we develop the need and we offer an educational product for the
professional of foreign languages focused in hotel and tourism which could be unrolled in
different contexts of the daily life, both in his labor area and in his life itself. Nowadays the need
of professionals is important since the lack of these has been demonstrated in many companies of
the sector and they are in need of a high demand of professionals, which has been indicated us
we should create this project and business plan. The problematic lies in the professionals
currently because they only have an educational approach and in general most of them finish
their careers performing employments which are little remunerated due to the high offer of
bilinguals of this type, therefore, with our educational program we will create a change in the
educational mentality of the average student, it doesn’t matter if he/she studies in college or
school in order to open new both labor and educational fields. In our country there isn’t an

institution that offers a similar service and if that exists they do not achieve the quality standards.
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2. PROBLEM STATEMENT

» The lack of entities or institutes to be focused on teaching English or other

languages just for tourism purposes.

Tourism is one of the most important items for the economy of the country and the need to learn
other languages is urgent. Englishtour is born from the necessity of learning English just to be
focused in one field: Tourism. This idea gives the company a preferred place because there is no

immediate competition which could guarantee success to our business.
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3. MISSION

The mission of the academy of English language is it to: offer services of education in the
mentioned language for adult people, by means of innovative methods and technologies that
combine theoretical - practical classes, in order to have a better personal, academic and
professional formation because it is important to make profit and consolidate our own

headquarters in the city of Bogota.

4. VISION

The vision of the academy is to consolidate in 5 years as a leading and competitive center in its
sector in the city of Bogota to start with and in 10 years in Colombia in which it will be
recognized by its quality and excellence, and it is always going to show its spirit of overcoming

and constant improvement, in order to be in the whole country.
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5. OBJETIVES:

5.1 MAIN GOAL OF THE PROJECT

e To analyze the viability for the creation of an enterprise that can teach English in an

innovative way and to know if it is possible that ECCI students can be part of it.

5.2 SPECIFIC GOALS OF THE PROJECT

e To determine the factors that limit and strengthen the creation of a company for English
learning.

e To identify the theoretical and statistical elements for learning of a second language with
a specialized approach.

e To create strategies to develop an enterprise with an innovative perspective.
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6. METHODOLOGY

At Englishtour we develop a market research in which we conducted numerous qualitative and
quantitative research projects in the travel and tourism sectors as well as the bilingual sector.

Each project is tailored to individual client needs.
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7. THEORICAL FRAMEWORK

7.1 General Framework

7.1.1 National backgrounds
Given the importance that has for the country the strengthening of the human capital,
which constitutes an important element for the professionals of different areas in order
to accede to better and major labor opportunities, SENA has implemented a successful
strategy of language teaching, that combining the technology with effective methods of
education, has managed to come from massive and free method to Colombians who live

both in cities and in isolated municipalities, and even out of the national territory.

The Program of Languages of SENA is a massive and free strategy that offers itself to
all Colombians who want to be formed in languages, using as a principal tool the virtual
environments of learning. Additional to the previous characteristic, all the virtual
courses of languages that SENA offers are guided by a virtual tutor who interacts with
the apprentices and supports the learning processes in this language. This tutor
coordinates the different activities that develop in every course and solves the worries of

the apprentices during the process”. (SENA, 2013)
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“The Department of Trade, Industry and Tourism launched today the program ENGLISH FOR
THE TOURISM, with an investment that promotes to the 2.342 $ million for the execution of the

third phase of the same one

Bogota, D.C., September 24th 2015.-

The Vice-Minister of Tourism Sandra Howard Taylor, indicated that these resources will be used
in " the training of the staff linked to the tourism in the English language by means of a program
specially designed for the sector that combines the modalities of virtual education and face to
face. The program of training will evaluate the progress of the students, according to the levels

the Common European Frame (Al - C2) ".

“The idea in this opportunity is to train 800 people in English language with face to face / virtual
methodology, addressed to those participants who approved both levels of the phases | and 11.
Additionally, we are going to qualify up to 5.000 persons who will start off from the level

beginner with virtual methodology ", they indicated.

“" We insist on guaranteeing the bilingualism to improve the attention of the foreign tourists who
visit us and to make ourselves more competitive as destination of world height *, indicated a
government official on having highlighted the importance that represents for the industry the

mentioned program, which is constituted in one of the projects of the Sectorial Plan of Tourism.

The Vice-Minister Howard Taylor repeated to the tourist businessmen the invitation to motivate
their employees in order that they take part of the program and emphasized that " the sectors of
housing and travel agencies are the ones that have taken more advantage of it; | hope this time

the guides of tourism and staff of restaurants also do the same thing ".
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In the measure in which we expect to continue increasing the number of foreign visitors, we

must prepare better to serve them well. The formation of our equipment of work is the key to

grow as an industry of trips and tourism, to manage to generate 300.000 new working places

from here to 2018. They want to close this year with 6.000 million dollars in currencies, those

are the goals the Department of Trade, Industry and Tourism have planned. “(DEPARTMENT

OF INDUSTRY AND TURISIMO 2015)

The Department of Industry and Trade, across the National Fund of Tourism, FONTUR, chose

Berlitz as his strategic ally for the training of more than 5.000 persons of the tourist sector.

Colombia has turned into one of the tourist epicenters of Latin America and the Caribbean. The
numbers from the Department of Trade, Industry and Tourism show that this growth in the last
decade has been constant, which has allowed its positioning as the second economic activity that

generates more money to the country, after the export of minerals and fuels.

According to Mincomercio, the annual number of income to the country came to brought near
from 2,2 million foreign tourists who contributed to the strengthening of the gastronomic, hotel,
business and transportation sector. A tourists' flow that demands a great level of coverage,
infrastructure, generation of employment and staff qualified to answer to the requirements of the

visitors.

With that in mind, the Department of Trade, Industry and Tourism in alliance with Berlitz,
created the program " English for the Tourism ", that seeks to qualify in English the staff of the
tourist sector (airlines, hotels, travel agencies, restaurants, means of transport, services related to

the tourism and tourist guides) by means of the National Fund of Tourism FONTUR. This
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initiative, in its first version in the year 2013, managed to qualify successfully 1000. For 2016

seeks to qualify in the language 5000 more people of the sector.

The program is based on the platform of self-learning “English for the Tourism " where the
beneficiaries will be able to learn English in a personalized way, according to their availability,
without constraint of time and / or distance, and with the safety and the support of the world

leader in the language teaching, Berlitz.
Who can accede to the English for the tourism program?

Professionals and workers of the hotel, tourist and transportation sector who are between 18 and

40. " (BERLITZ COLOMBIA 2015)

“" MINCIT AND FONTUR QUALIFY TO THE TOURISTIC SECTOR Courses in languages,
service to the client and tools for hotel managers with the intention of improving the
competitiveness of the tourist sector and Fontur offers major tools of work to the actors of this
industry, the Department of Trade, Industry, Tourism and the National Fund of Tourism, are
developing a serie of trainings in French language for lenders of tourist services; in customer
service for taxi drivers and also they have implemented a seminar of financial management and
other tools for hotel managers. Given the need to attend to the international markets that come to
the country, MinCIT and Fontur in alliance with Sena are developing in Bogota the program of
training in French language for lenders of tourist services like travel agencies, hotels and guides
of tourism. On the other hand, the first stage of the project Taxi drivers -Friends of the Tourism-
has already finished, where approximately 1.000 drivers of this mean of public transportation in

Bogota have been trained in topics related to customer service , tourist attractions, personal
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presentation and awareness to the sexual exploitation of children. In the second phase, which

finds itself in full development, the project is aimed at 830 taxi drivers assigned to the airports of

Cartagena, Medellin, Pereira, Barranquilla and Cali. In this month also the seminar ‘Revenue

Management for Hotels ' was staged in that hotel in which Bogota managers' approached

fundamental topics for their businesses, as the forecast, distribution channels, benchmarking, and

analysis of rates, between others, that searches, as different training courses, to continue

strengthening tourism in Colombia in several fronts to make this country a destination of world

height.” (FONTUR, 2014)

English for the tourism

The international prime language is the English for the reason that's very used in the Hotel and
Tourist Industry; also it is the language of daily communication. Knowing English brings many
opportunities, which could be in the country or abroad. Something fundamental is the power of

speaking and understanding English if an international projection is wanted.

Our courses of English are taught by highly qualified teachers who use modern methods of
education. Ecotet possesses a laboratory of languages designed especially for the learning of our
pupils. Also it has elaborated the only course, since it is focused on the topic of the tourism,
hotels, and gastronomy, teaching not only languages, but the specific terms used in hotels and
Tourism. In addition we possess a modern laboratory of systems, which by means of multimedia

tools, allow the learning and development in English.
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The courses of English are offered from beginner to advanced, with 5 levels of learning in total.”

(ECOTET.COM 2014)

7.1.2 International background

“Currently the need to dominate the English is an indisputable fact because we're in a world
where international relations acquire every time major importance and where the language of

communication, for excellence, is English.

But furthermore, before the current difficulties to accede to the labor market. Any person
plaintiff of employment or improvement of this one, is conscious of the enormous
importance of English to accede to the labor market. And, though it is possible to accede to
a position without knowing languages, the certain thing is: to dominate some foreign
language allows people to accede to some more 72,55 % offers of employment according to
Adecco, whereas if they don't know the language, the possibilities of finding an

employment, improving it or to change of company are less.

The workers of the tourism sector are furthermore capable to this reality, wittingly that in
its sector this skill acquires a maximum prevalence. The English for the professional of

tourism constitutes a basic tool in any of the fields where it develops, from the tourist
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information up to the management and promotion of destinations or tourist activities, happening

for the companies of intermediation, housing and transport.

According to the World Tourism Organization WTO, the contribution of the tourism to the
employment in 2011 was estimated between 6 % and 7 % of the total number of employments in

the whole world (direct and indirect).

An interesting offer is the one presented for Innovtur, a virtual Center of tourist formation,
they give a course 100 % online of professional English for the tourism aimed at tourist

workers who want to join this sector, which beginning is programmed for February 23rd.

The students acquire the knowledge and skills that allow them to express themselves and to be
unrolled in a fluid way in English, in different positions of the tourist professional activity,
giving response to situations in which they must do a suitable interpretation of the
communication with different speakers, in direct attention to clients, travel agencies, offices of

tourist information, means of transport, resolution of contingencies, offer of tourist products”

(INNOVTUR, Spain, 2015)

“We know that to be employed at hotel, catering business or tourism means to be always in
movement. Flexible, comfortable and quick as our English course. We put to your disposition
lessons and teachers 24 hours of the day, 7 days of the week. With us always you'll find what

you need.
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It is difficult to find sectors more international than hotel, catering business and the tourism, in
which is needed a high level of English and a great capacity of conversation, that's the reason
why, our course is much more than a simple specialized course of English, with our online
school and our varied tools of study, you will learn everything what you need to be successful.”

(ENGLISHEF.COM 2014)

8. Definition of geographical area

The company is delimited only to Cundinamarca’s department. In the city of Bogota more
exactly in Teusaquillo and Chapinero in the university zone, later we want to expand on

the national level and to obtain international recognition.

9. Delimitation of the Project for Product
There will be created a company of services which will offer the learning of English
language for college students and schoolchildren of the city of Bogota focused in hotel
and tourism. These courses, workshops and programs will get up-to-date with the
promotions that go out to the market, besides offering routes for the economy of all our

clients. What is wanted in the future is to be in the whole national territory.

10. Frame of reference
10.1 Name of the Project

ENGLISHTOUR Ltda
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It is a limited company because if it is necessary to finish it in the future there wouldn't

be legal and juridical complications.

10.2 Capital

The capital with which this company will be begun is $30.350.000 COP, that divides in
contributions and in cash given by the partners, which are Faber David Burgos Sarmiento
identified with ID 1018454254 of Bogota and Viviana Alexandra Pedraza identified with

ID 1018535823 of Buenaventura

10.3 Logo of the Company- Proyect

Figure No. 10.3.1 Logo Englishtour

10.4 Slogan — Axis of External Communication

“Language is your path to the world”
Source: Los Autores

10.5 CIIU code. Economic activity
The classification of the Company is in the section of educational activities. The code is 10458
11. Legal framework

11.1Procedures in the Chamber of Trade
Page 21|83
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The name that we decide to use is ENGLISHTOUR because it is not registered

in the Chamber of Trade of Colombia. Not before a regulatory entity.

°

Empresarial

°

Figure 11.2
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«* No. 2 Procedures form in front of other entities

Marzo/2008
DE COMERCIO DE BOGOTA Marzo/200

1 de d

FORMULARIO ADICIONAL DE REGISTROS CON OTRAS ENTIDADES

Camara’ No. matricula: il I I ] I I [ l I I

No. inscripcion ESAL: [ ]

(Para uso exclusivo de la Camara de Comercio de Bogoti)

RN EEEEEEN

Se obtienc uma vez diligencie el formulario de registre iinico tributario en Ia phglna www.dian.gev.co

Numero de formulario DIAN

Sobicktud de inseripeion en of reglstro dnico tributarko (RUT) de b L lon de ¥ Adunnas N fes DIAN y RIT en In Secretaria de Haclendn Distrital

I Asignacion:[_]

I. Datos basicos

2. Nombre y apellido o razén social:

3. Actividades econémicas (describa por orden de importancia las principales actividades econdmicas).
Cédigo CIIU

Letru Cédigo SHD

31 |

32, I O
33, 1 O Y O
34, | I |

35. N I

4. Entidad que ejerce control, inspeccidn y vigilancia (Solo para Entidades sin Animo de Lucro).

, - -y

s ~

1L Solicitud de inscripeion en el Registro de Informacion Tributaria (R1T)en la Secretaria de Hacienda Distrital.

Afio Mes Dia
5. Fecha de inicio de actividades con ICA: I I I I ” I |I I ]

IMPORTANTE: SENOR CONTRIBUYENTE no olvide que para quedar inscrito en el RIT de la Secretaria de

Hacienda de Bogota, es indisp ble que informe la FECHA DE INICIO DEACTIVIDADES.
P . — . P N
IIl. Caracteristica de las personas juridicas (solo para entidades sin dnimo de lucro)
1. Cooperativas: |:|__-| 2: Otras organizaciones no D:l
clasificadas:

3. Entidades de derecho piblico descemralizadas[:l]
R
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+ Figure No. 3 Book entries

Oct | 2006
Bogota,DC. 1 de2
Sefores
CAMARA DE COMERCIO DE BOGOTA
Departamento de Registros
Bogota
Apreciados sefiores:
Atentamente les solicito el registro de los siguientes libros, pertenecientes a:
Indico, para el efecto, el nimero de la matricula en el registro mercantil:
*NUMERO DE NOMBRE DEL LIBRO CANI'I'DAD cODIGO NUMERACION
REGISTRO HOJAS UTILES DE: A:

Diligencar estos campos en caso de compra de fbros en las sedes de la Camara de Comercio
de Bogota
ORIENTACION TAMANO DEL TIPO DE
DEL PAPEL TG DEPAPEL PAPEL IMPRESION
HORIZONTAL o ;
VERTICAL BLANCO, RAYADO ¢ CUADRICULADO CARTA uOFICIO | | SENCILLA o DUPLEX
Firma del Representante Legal o Matriculado Nombre

Namero de |dentificacion

*NOTA: & "NUMERO DE REGISTRO™ es un espacio para ser diligenciado por B Cémara de Comercio de Bogald

Source: google
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% Figure No. 5
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< Figure No. 6 Value added tax —=VAT
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< Figure No. 7 National Taxes

REPUBLICA DE COLOMBIA

.) D I AN Formulario del Registro Unico Tributario

oot B Hoja Principal

Rt
R

Espacio reservado para la DIAN
2 oo
4. Numero de formulano
- s
v
Thl i
7212484(8020) 001400507973
5 Numero de [dentificacién Tributana (NIT): 8.0V, 12, Administracson 14. Buzén electrénico
830135728 ; {4 30

24 Tipo de
Persona juridica i1

i

Lugar de expedicn: 28. Pais:

29. Departamento:

31 Primer apeliido 32. Segundo apeliido

33, Primer nombre W) /
| l K
35. Razén social: \y
TU CORAZON Y EL MIO PARA LA HUMANIDAD N
38. Nombre comercial: N NS NS

38. Pais:
COLOMBIA

41, Direccion

CiL. 65 iSjUR 7:1

42, Correo electronico;

Actividad principal
48 Codigo: 47 Facha inicio actvidad:
9199 2004 02 1

52. Numera establecimeentos

04. Impuesto sobre la
07. Retencién en la fi
08. Retencion timbrg nagional

Py
\ \ Uty‘;‘u aduaneros

Exportadores

55. Forma 56. Tipo Servicio 1 2 3
54. Cadigo: . . = | N ‘

1
]
i i 57. Modo :
| - | 58.cPC ' i i i
! ; o
1
L

Para uso exclusivo de la DIAN

59 Avaxos:  SI NO X 80. No. de Folios: K—\ 0 61.Fecha 2005 01 27

La informaciin contenida en el formuieno, sera responsabiidad de quien o suscribe y en
carresponden exactamenie a |a realidad; por lo anterior. cualquier falsedad an que incurra podrd ser sancionada.
Articulo 15 Decreto 2788 del 31 de Agosto de 2004

neie | Sin penuicio de lad verificacioned que
Firma del funconajo autor

el solictante: )
% 984, Nomtra  HERNANDEP PINEROS/JESUS ARMANDO
985.Cago:  TIP | 25-10 /

/
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% Figure No. 8 Request of R.I.T
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Direcchn Distrital de impuestos

RS ConR RS

[ w | n []
% [ L . Moot
oL ii i jeay nerd [ »n [ st [
PTTTITTLTR ov 2 P ? N
Y.
~z ~pr > A SR M o I’ |
RACKERS AND SWEETS ITDA [y
L Tvectin & Watcacio — =TT
\ CALLE 103 e
11 Tobans |} (L Togms 1 Sume
3 Sia . 'm I
m (10 R Ripmenbrcticn | | digmee Gl |}
11 Wmans e poavec b w3 8 < o e, L {15t s b oy mrvan
BOGO $SETEES0 0;5 st (X pe [
Cuted Lewen & batecch Vet
WO ACHMd ombaics e ConkBapnt, Choge (10 3o B 3 C
B8kt Tavoan
sop0 it
|
|
[‘&:l\ 1L S
KA
f
[T o i e Mcmatadi e s bt TR G v saca ke 3 wra 2 e v |
»ina
X

Source: Google

¢ Figure No. 9 Payment of Taxes ICA

Formulario diligenciable web del impuesto

ICA

Datos para liquidacién del impuesto SeNor(a) Contribavente:

Opcidn de us .
Declaracién Inicial _ * Mediante esta aplicacion usted podra liquidar su
Consulte el etalle de as opclones de v impuesto de industrila y comerds, avisos ¥

tableros ICA, imprimir la declaracién fista para
Afio gravable 2016 L] realizar su pago en cualquiera de las entidades

bancarias autorizadas o electrinicamente en los

Régimer Smpiiicads . casos en que se cuente con firma digital.
Consulte los reguisitos para pertenecer a cada régimen =

Para reallzar su pago imprima dos copias de su
¢Entidad financiers: No v declaracién en una impresors Idser, asegrese
de que tanto el declarante como ol revisor fiscal
o contador firmen con baligrafo de tinta negra y
realice su declaracién v/o pago en cualquiera de
las entidades bancarias autorizas

Periodo

Fecha de vendimiento

Fecha de limite de pago

ento tiene avisos y/o tableros dispuestos

3d econsmica principal gase gravable neta
93201 | [DTRAS ACTIVIDADES RECREATIVAS Y
nsulte aoui los <o

=

Adicionar actividad econémica

Source: Google
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% Figure No. 10 Register in E.P.S.
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% Figure No. 11 AR.P.
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« Figure No. 12 Register in SENA

?.""\‘* Ay
Cantro de la Tecnologla del Disedo y la Productvidad Empresarial

25-9511-101
Girardot,
. - -

- lo:2-2013-000248
ORIANA MENDOZA VIDAL
Presidente Ejecutivo
CAMARA DE COMERCIO DE CAUCA
Carrera 7 N° 4-36
Cauca-Popayan

Reciba un cordial saludo:

En calidad de subdirector del Centro de la Tecnologia del Disefio y la Productividad
Empresarial de Girardot-Cundinamarca, de manera atenta me permito dar AVISO que
personas inescrupulosas y con fines presuntamente ilicitos vienen adelantando gestiones
ante los comerciantes del pais donde vinculan a nuestro Centro de Formacion en procesos
de contratacion de bienes y servicios, los cuales no han sido autorizados con base en los
procedimientos previamente establecidos en nuestra Manual de Contratacion vigente.

En ese orden agradecemos alertar a los comerciantes para que tengan claridad que el SENA
como establecimiento publico de orden nacional esta sujeto al marco normativo vigente de
Contratacién Estatal y en consecuencia, todo proceso contractual del SENA se surte a través
de la pagina del SECOP, conforme a los requerimientos legales vigentes.

Atentamente, /

CARLOS FERNANDOO COMETA HORTUA
Subdirector de Cent,

Proysced o F W}(
wu-s-unw_g

SENA: Una entidad de clase mundial

Ministerio ce Trabajo
SERVICIO NACIONAL DE APRENDIZAJE
Carrera 10 30-04 Teldfonos 8335321 - 8310608 Fax 8335320 Girardot - Colombia

Source: Los Autores
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Figure No. 13 Register in the Colombian Family Welfare institute

+ Figure No. 14 Register in the Family Compensation Fund
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Lo radicaciin de 08108 dOCUmanios. NO &5 CONSLANca
Inscripcion

Sl ustedes son acoptados como Titulares Administrados de SAYCO, sordn noaficados a traves

G0 LNA CANa So bienvensda

+ Figure No. 15 Permission Sayco — Acinpro

O 13 acoptacidn de los mismos pava la

Para efocos Go informacidn © rciamos prasents ests espronditie

Firma y Seio Funconaso SAYCO

R/

Liberuady Onden
Ministero de Ambiease, Vivienda y Desarolls Terrsorid
Kepiblica de Colomhia

« Figure No. 16 Enviromental Permissions in EPA

FORMATO (INICO NAGIONAL DE SOLICITUD DE LICENCIA AMBIENTAL
Base legal: Ley 99 de 1883, Decreto 1220 de abril 21 de 2005

Source: Los Autores

DATOS DEL SOLICITANTE
1. Mombre o Razén Sockl:
ce._ NT_ M. de
2. Representante Legal
CE.No. Direccitn, Ciudad
Teléfona (5) Fax Emai
3. Apodarado (Sl tine): TP
ce.No. Direceitn, Ciudad
Teléfona (5) Fax E-mal
DATOS DEL PROYECTO
Proyect
Sector. Valor del P
Valor en leiras.
Tino de Licencia:
co AREAS DE MANEJO
ookl 3 con permises [ ESPECIAL
implicitcs
Modificacién: Indigenas. — Arsas sistemas parques Nacionsies [
Giobal [ Can permises [ Negritudes [} Areas de Reserva =
Implicitos Otrs calegoris. —
Ordinaris [—) cusl
LOCALIZACION DEL PROYECTO
1.
2. Municipia (s)
3. Veredals)
4 Corporacian (5)
Region (2s): Andina__ Carioe Ornaquia Amazania Paaifica_
RELACION DE PERMISOS Y TRAMITES AMBIENTALES REQUERIDOS
Concesion de Aguas: Superficial (] Sublemanea [] |Emision atmosférica —_
Exploracidn aguas sublerraneas. [ | sustraccion de Aea de Reserva Forestal -]
Verimiento [ |Levaniamiento de veda %
Aprovechameento Farestal [ | Explotacion de materiales de construccion
Ocupacién de cauce I Jore:
Cusl
DOCUMENTACION QUE DEBE ANEXAR A LA SOLICITUD
1. Cancepta previo Disanéslico Ariertal de ANernaiivas
2. Plano IGAC de Iocalescié cel prayecio, cbrs o acided.
Fy s
« para el deve sertro ge
aniesiores 3 |a Tocha de presentatién de I solictud
5 queincluya por o
cperanen
5 et 0 schidod.
7. Infermann st ctea o actidad propucsta.
& Cerbfcana def is presencia o e negy
5 prayecta, obea 0
achuicad, para las solkGhudes radicaas ante o Minsteno ds Armtrents. Viwenda y Desarollo Terlansl
10, Bl estucio de anpaclo ambientl en erginaly me o magaéticn.
FIRMA DEL SOLIGITANTE 0 APODERADO DEBINAMENTE CONSTITUING
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Figure No. 17 Invima’s permission
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ABSORBENTES DE HIGIENE PERSONAL
EXPEDICION Y RENOVACION
DECISION CAN 706 DE 2.008

FORMULARIO UNICO DE SOLICITUD DE NOTIFICACIO'N‘SANITARIA
OBLIGATORIA PARA PRODUCTOS DE HIGIENE DOMESTICAY

DOCUMENTOS ANEXOS
L] Poder debidamente otorgado (segin el caso)
Fornulario
Certificado de constitucion existencia y representacion legal del solicitante
Certificado de constituein existencia y representacion legal del fabricante

Cerfificado & v on del importador

Certificado de libre venta (importados)

¢ 1 0 1)
LIy

Autorizacion al importador (segin el caso)

Recibo de pago por derechos de_registro

Contrato de fabricacion (segin el caso)

G sicion

Clasificacion {segin articulo 14)

1

1=1

L Especificaciones de calidad del producto terminado

Presentacion comercial y material del envase primario

: Sustentacibn del poder bactericidaen el caso de los desinfectantes

Certificado de CCNF o CCP (segin el caso)

L Provecto de arte final de laetiquetao rotulado

Uso del producio e instrucciones de uso

| L] Precauciones y restriciones (si es del caso)

Mbservaciones:

CCNF: Certificado de cumplimiento de normas de fabricacion
CCP: Certificado de capacidad

EL FORMATO IMPRESO DE ESTE DOCUMENTO ES UNA COPIA NO CONTROLADA

F41-PMO1-RS V1 10/05/2010

Source: Los autores
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< Figura No. 18 Sanitary Permission — Visit to a labeled Hospital

Bogota 16 de Octubre de 2009

Senores

SECRETARIA DISTRITAL DE SALUD
E.S.E Hospital San Cristobal
Direccién de salud publica

Ciudad

Respetados senores:
Por medio de la presente nos dirigimos a ustedes con el fin de solicitarles una visita a nuestras
instalaciones, para el tramite del concepto sanitario establecido en la ley 09 de 1979 y demds

normas vigentes sobre la materia.

Sin otro particular y esperando su pronta respuesta

Cordialmente,

YENY MARCELA DUARTE GOMEZ
Representante legal
Glomya Ltda.

Source: Los autores
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12. MARKET ANALYSYS
12.1 Market segmentation

12.1 Construction of the Matrix product — Market — Distribution channels.

Graphic No. 12.1 Matrix product 1

Praduct Warket segment

Students who live in the city of

Courses and workshops in
Bogota it doesn't matter their

English language focused on

turism for Bogota citizens stratus or where they're studying.

Distribution channeld

Publicity on facebook, flyers and web

12.2 Segmentation for individuals

The service offered by EnglishTour is directed to people of all the ages, principally students who
do not know the English language in Cundinamarca's department and to residents of Bogota
who, in the same way, have the immediate need of the second language to obtain a better labor
area.

12.3 Segmentation for Legal people

The courses and workshops of the English language focused in hotel and tourism are also
directed to companies and entities that want to carry out activities of scattering between its
employees or partners of the company, in the same way to educational entities that make

pedagogical excursions.
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13. Analysis of the Demand

13.1 Projection of the Demand in least squares

(It doesn’t apply)

13.2 Determination of the Elasticity Price of the Demand

(It doesn’t apply)

13.3 Determination of the Elasticity Income of the Demand

(It doesn’t apply)

14. Analysis of the Product

14.1 Physical element of the Product

(It doesn’t apply)

14.2 Trademark of the Product

Table No. 14.2 Trademark of the Product

\

=@l

EJC

CHARACTERISTICS

ADVANTAGES

BENEFITS

Corporative image

% Familiarity
% Learning

X/
°

X/
L X4

It expresses the
naturalness of our

company.
It represents our
ecological intention

with the learning of
the second language
and the use of a
"parrot” which can

speak several
languages giving
sense to our image.
SLOGAN % Created by the « Remarkable
L . th to th founders of % Comfortable
an?duage IS your path fo the Englishtour < Visual
wor s Easy recall.
CAMPAING % Advertising posters % Remarkable

Source: Los Autores
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15. Package of the Product

(It doesn’t apply)

16. Guarantee of the Product
Table No. 16 Guarantee of the Product

\
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CHARACTERISTICS ADVANTAGES BENEFITS
Time of use % Flexibility. % Economy
% Long or  short % Savings in time

The time in which the client

. : duration.
wants to obtain our services.
Scheduling < Economy < Security
% Credibility
Contract % Guarantee % Tranquility
% Security

A contract is signed on part
and part by the time
stipulated right there.

2
°o

Replacement Satisfaction

The client will be rewarded,
if he/ she was unsatisfied
with our service.

>

L)

» Reliability.

L)

Source: Los Autores
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17. Negotiation Terms of the Product

Table No. 17 Negotiation Terms of the Product

\

=@l
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CHARACTERISTICS

ADVANTAGES

BENEFITS

Price:

Our company offers
attainable prices for all
kinds of public.

% Comfort
< Economy

« To satisfy the needs
in the client.

Payment method:

It offers all the ways of
payment, cash, card credit,
checks, etc.

X3

%

Affordability
Profitability

X3

%

< Comfort

Delivery terms

Directly in Englistour's
facilities.

% Stability
% Credibility

% Competitiveness

Guarantees

They are stipulated
according to the
dissatisfaction or
suggestions of the clients.

Alternatives
Additional
Information

O %
L X X4

¢+ Previously stipulated

Source: Los Autores

18. Distribution and Coverage of the Product

To announce our tourist packages we will use all the social networkings to do promotion. In

the same way we're going to use tools for distribution of digital advertising across Facebookads

and Google adWords, besides advertising posters, leaflets in the universities and the most

crowded schools of the city and we will sign contracts with legal people in order for them to

have our services.
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Table No. 18.1 Additional services of the Product

\
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CHARACTERISTICS ADVANTAGES BENEFITS

Costumer service s Quality ¢+ Confidence
s Commitment

Promotions « Advertising + Opportunities
+ Alternative

Boosters s Dynamism + Recreation

Source: Los Autores

Table No. 18.2 Post Element — Sales of the Product

CHARACTERISTICS

ADVANTAGES

BENEFITS

Suggestions box

2 2
L X X4

Tranquility
Satisfaction

< Health
< Comfort

Phone lines % Security % Lifestyle
< Quality < Economy
Surveys % Improvement % Lifestyle
% To know the needs of %+ Savings in time
clients
Internet % Communication < Savings in time

Information

< Comfort

Source: Los Autores

19. Competition’s analysis in base of the life cycle of the products

19.1 Competitive map — Direct competitors

The direct competitors are the companies of learning language in the whole national territory in

this case universities, institutes and schools.
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Table No. 19.1 Competitive map — Direct competitors

COMPETITION ADVANTAGES

Escuela Colombiana De Carreras Industriales ++ Recognized national Brand.

+ It offers a program of Languages at a
professional level

+ Credit advantages for its students

EnglishEF % Second brand more recognized in the
market.

+ They have tourist programs of learning
focused in the English language

% More accessible prices than any
another brand

EAN (university) % Recognized brand by the public.
+ Discounts to children of the military
forces and others

Source: Los Autores

19.2 Competitive map — Indirect competitors

Table No. 19.2 Competitive map — Indirect competitors

INDIRECT COMPETITION ADVANTAGES
Tourist and hotel Agencies % Affordable prices.
« They offer a wider package of services.

Source: Los Autores

20. Fieldwork

20.1 General goal from the fieldwork

To know the EnglishTour viability as a company of tourism offering services in the English
language and later some other languages. Bearing in mind that the tourism has increased
significantly in the last years, and our intention as a company is to teach to our people different

language with tourist approach.
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20.2 Specific goals of the fieldwork

< To know which ones are the students who requires education in a second language.
« To obtain information about the income of the target market, in order to fit

them at prices of the services.
% To implement the preferences of the clients in the services given by the company.
% To give an exclusive service for natural and legal people
% To launch the initiative initially in one language only and several in the future in

accordance with the collected information

20.3 Franchaise details of the fieldwork

X4

Elements of the population: Men and women especially foreigners older than 21 years

L)

%+ Sample unit: National men and women from 18 to 24 years with income between 200.
000 pesos to 2. 000. 000 pesos
% Scope: directed to schools and university ecci of the elected sector.

% Time: from July to September.

21 Determination of the Size of the Sample

21.1 Determination of the Type of Sampling (number 1)

The type of sampling that we decided to use is random stratified, since towards the population
that we go it is easier for us to look for characteristics that possess major homogeneity. In this
case students from 18 to 24 years of the city of Bogota and that only possess a revenue between

200.000 to 2.000.000 pesos.
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21.2 Definition and construction of the form

We presented this survey to 50 students who have a high school and college level, we were asking
their thoughts and opinions about studying a second language focused in hotel and tourism with

stratification of 2-3-4 and an average age of 16-24 years. The questions were the next:

ANSWER YES OR NO TO THE NEXT QUESTIONS:

1) Would you like to study a second language?

2) Would you like to travel and study at the same time?

3) Do you know a second language?

4) Do you like tourism?

5) Do you know how a hotel works?

6) Do you know how a travel agency works?

7) Do you have abilities of leadership and good communications?

21.3 Tabulation and analysis of the result

The survey that we realize was applied to 50 students between universities and schools of Bogota
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RESULTS:

Would you like to study a second language?

45
40
35
30
25
20
15
10

YES NO

H Columnal

INTERPRETATION

According to the table 1 the people who have the desire to study a second language corresponds
to 92,3% and its represented in 41 people they also considered that it is important to have a
second language when they finish their careers , and just the 8,97% that corresponds to 7 persons

considered that a second language is not really important in their lives.
CONCLUSION

We determinated with this data that there is a highly possibility that for students to obtain
university-level education focused on foreign language therefore there is a good understanding of

the importance of this in the current context.
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Would you like to travel and study at
the same time?

60

50

40

30

20

10

YES NO

INTERPRETATION

On the table 2 the knowledge about working and traveling at the same time corresponds in our
niche to the 82,4% that its represented on 43 persons that will work in enterprises that give them
this kind of opportunity and just the 28,6% that corresponds to 7 people indicate that they don’t

have this wish in their lives.

Conclusion

We believe that people don’t want to have a job where they can travel and work but it is because
they don’t have knowledge about the benefits of this. For that we give them information about

this theme in our services
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Do you like turism?

50
45
40
35
30
25
20
15

10

YES NO

INTERPRETATION

According to the table 4 most students like the tourism and its represented with the 95,2% that
corresponds to 46 persons and just the 4,8% that corresponded to 4 people that doesn’t like the

tourism

CONCLUSION

We can determinate that the followers of the tourism in our niche are high , but talking about the
4 people that don’t like the tourism we can say that they don’t have access to the information that
explains the advantages and benefits to study languages applying the tourism in the professional

careers.
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Do you know how a hotel works?
30

25
20
15

10

€]

YES NO

H Columna2

INTERPRETATION

According to the table 5, the data shows that 50% corresponds to 25% people that know how a
hotel works, and the other 50% that corresponds to people who don’t have any idea about the

function of a hotel.

CONCLUSION

According to the data, we considered that exists a short gap to access the information between
the students, this happens for social conditions, and we considered that many students don’t have

the resources to be in a hotel.
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Do you know how a travel agency works?
35
30
25
20
15

10

€]

YES NO

B Column

INTERPRETATION

According to the table 6, the 24,5% corresponds to 16 people that know how a turistic agency

works and the 76% that corresponds to 34 students that dont know how a touristic agency works.

CONCLUSION

According to our last data we considered that the students don’t have knowledge about how a
touristic agency works due to demographic and economic conditions. Maybe they can’t get the
services from one of these agencies. One of the reasons is money or maybe they live so far of

those kind of places.
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Do you have abilities of leadership and good
communications?

45
40
35
30
25
20
15
10

YES NO

W Serie 1

INTERPRETATION

According to the table 7 the amounts of students that consider have a high performance talking
about leadership and good communication skills corresponds to 95% of all the group and it’s

represented in 45 students and on the other hand 5 students say they don’t have this skills
CONCLUSION

According to the last data the students that were surveyed on both places (school, university) feel
they have the skills to lead, it indicates that they are capable to develop their economy in their

lives.
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22. SURVEY ANALYSIS

As we can see on the respective tabulations, the professional of modern languages can get good
jobs on different enterprises it can be on the hotel sector or touristic sector. That's the reason why
the candidate can apply for our learning services focused on the previous topics mentioned, thus
we can apply our business plan to this niche and get positive results in a short time. We can take
the possibility to join ourselves with other enterprises where our students can work applying their

knowledge.

23. STRATEGIC FORMULATION OF THE PROJECT

23.1 Guide of questions for the formulation of the Mission

It is a company focused in the learning process of the persons, offering services in 1 language
(English) for a major service ability and with accessible prices so that our learning bundles are

within reach of persons be natural or juridical

23.2 Guide of questions for the formulation of the Vision

In three years we hope to have a better position opposite to the market expanding our scope to
other departments of Colombia to be one of the best companies of learning to achieve

international recognition
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24. DETERMINATION OF THE CORPORATE TARGETS

PROFITABILITY: The utility that we are hoping to reach is 50 %

KNOWLEDGE OF THE MARKET:

To open a space for the suggestions of the clients and to create formats in which they could
evaluate the service that was given to them, in addition to include an added value which could be

a souvenir or to grant them a discount in its next language

Customer service: To offer accompaniment service in the learning for major service ability of the
clients, in addition to establishing agreements with some other places of languages focuses in

tourism to achieve better results.

MARKET SHARE: Nowadays the market of language and tourism is distended in the city of
Bogota for which these companies only offer services of learning of the English language but
without any type of approach. That's the reason why a business opportunity was found in this
sector, with the knowledge in languages in addition to the preparation in the managerial sector

we decide to investigate on this market.

During the first two years the company will be provided with limited personnel since the
associates will be in charge of handling the administrative part, in addition to directing the
activities that are realized, the transport services will be hired on the part of an external company,
and in the moment that more personal is needed we will do it for rendering of service, since in

certain period of the year it does not justify itself to have a large number of personnel.
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24.1 Determination of the corporate values

The company will be characterized by the professionalism of the workers, which will achieve
excellent results for the company and for each one it will be remembered for its quality and high

educational level.

It is expected that the company will help the development of the country generating jobs and

motivating the preparation of people in the educational and professional field.

25. SWOT analysis of the Project

Chart No. 25 SWOT analysis

Weaknesses Opportunities Strengths Threats
% The target % The lack of ¢+ Service in one «» Competence
audience is really language on the part of
quite limited. effective focused on companies
% The companies in student and that teach
limitation learning a university English or
will be by second population another
geographical language. ¢+ Professionalism language
area % Students with on the part of « Companies
little employees with more
resources. time in the
% Alliance with sector
different
companies to
achieve some
type of
sponsorship

Source: Los Autores
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25.1 Construction of the Profile of Internal Competitiveness (CPI)

% Analysis of the Directive Capacity
The managerial capacity has a great control, since this has great influence on the
decisions  made by the company either when looking for teachers or some kind of
necessary provider.

% Analysis of the Competitive Capacity
It is thought to face the competition by offering audiobooks and multimedia content
focused on English, as it is directed towards the tourism market in the city of Bogota,
since most students focus on learning in any institute without any specific focus, In
addition, the other companies focus on a single language or several languages without
emphasis and give small companies the opportunity to exploit their learning and tourism
market.

% Financial Capability Analysis
The company has $ 20,000,000 which are divided between cash and contributions from

partners.

>

% Analysis of Technical or Technological Capacity
The company has $ 5,000,000 pesos in computer equipment, which are intended for
advertising through social networks, printing brochures, contracts and audiobooks, or any
learning materials.

%+ Analysis of Human Talent Capacity

The human talent with which the Company counts has the virtue of being professionally

prepared both in the language sector, as the administration.
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25.2 External Competitiveness Profile (ECP)

7
L X4

Economic Factors Analysis

As a language company, there are limited resources, since no product is developed or
manufactured. As we have mentioned before in this document, the clients are students to
whom a quality service is provided, which is directed in English initially and later to

other languages. The competence is the second language learning schools.
Analysis of Political Factors
The company is affected by a very important political factor in the country:

The free education for the school sphere raised by the government not more than 2 years

ago in which the number of possible clients increased exponentially to future.

Analysis of Social Factors

In the country, an important social factor that affects the project is the lack of resources,
basically in Colombia, there is much difference between each stratum, some people
cannot have resources or opportunities to start their studies because they did not have or
do not have a good quality of life.

Basically what is sought is to offer opportunities to this type of students and generate

minimal profit for this.

Analysis of Technological Factors
The technological factors that affect the company are the mass media, such as television,

radio and internet. This last one is very important for the company, since through this,
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social networkings such as: Facebook, Twitter and YouTube will be used as advertising
media. At the time of publicizing the company and services, a web page will also be
created together with the aforementioned social networkings, because this way you can
reach customers in an easy and fast way.
Analysis of Geographic Factors
The only geographical factor that affects the company is the location of the main office
(university area, paloquemao, chapinero, teusaquillo), since it’s located there, it will be
easier for students to choose a place to start their studies of a second language.

Analysis of Competitive Factors

The competitive factors affecting the company are:

7
A X4

The tourism sector: there are many language companies in the city of Bogota, which
provide their services, most of the time without focus, that is a great advantage for our
company

Direct competition: the company will compete with technological and non-technological
companies, in the case of Bogota, but it will have a very important point in favor:
providing the service in a single language focused on tourism with which companies like

(institute meyer, praxis, or others) have neither staff nor focus.
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25.3 Strategic Crossing of the Project

< Strategies S.O.
Create tourist language packages for natural and legal persons, at low prices with added
value, motivating the development of tourism in Bogota.

« Strategies S.T.

L)

Offer services that other language institutes and universities do not have,
% Strategies W.O.
Implement advertising aimed at the local public, using the sponsorship of some tourist

places with which you have an agreement to achieve a common goal.

2
L <4

Strategies W.T.
Motivate the love of tourism in Bogota through language learning packages in this city,
packages that include audiobooks and books in English for the convenience of the public

and create agreements with legal entities to choose the services of the company.

25.4 Formulation and Strategic Proposal of Introduction to the market

Product strategy

In this case, the company does not offer a product, but a service which will be directed to local
students. The service has as an added value. It will be not an institute that only sells languages
without any type of approach, ENGLISHTOUR will be a tourist language company dedicated to
teaching the importance of knowing a language focused on a specific economic sector,
Englishtour will provide a educational service of the highest quality in the English language
focused on tourism which will be the first to offer it.
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Price strategy

The price we decided to use is $ 200,000 pesos per course or workshop and 1,000.00 per
semester which generates 40% of profits, to reach the point of equilibrium we must sell 130
packages a month, to achieve this we seek agreements with companies which They are interested

in our services.

Strategy of penetration in the market
As mentioned above, the company’s approach will be in English which is aimed at local students
for them to learn a second language focused on tourism and so they can find new job

opportunities in their life.

Distribution strategy and channels
The strategy for customers to contact the company is through social networks such as Facebook,
Twitter and YouTube; also through the main office, which is located in the university area. The

customer can also communicate with us through our lines (+57) 1 7403777 or 3125460254

Communication strategy-advertising-promotion

The best strategy to be successful in the marketplace is to provide the best service possible with
policies of superior quality, also to make the customer feel comfortable with the services offered
to ensure that the client achieves the company at the top of their mind. To be able to reach the

customer we have the means of communication already referred above.
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26. Determination of the Functional Areas of the Project

ADMINISTRATIVE DEPARTMENT:

The administrative department has the function to identify, analyze, prepare and summarize
information about the financial statements, which are used to plan, evaluate, control and improve
the performance of the company.

It is a must to handle all the accounting information, the movements and records. The most used
are: costs, expenses, taxes, payroll and sales. On the other hand, it controls relations with partners,
banking procedures, payments, collections, risk insurance, and others that are part of the

administrative and financial structure.

COMMERCIAL AND LEARNING DEPARTMENT:

The unit of purchase and sales performs the main activity of any organization, it depends if the
portfolio of customers and suppliers is growing. This unit elaborates the sales and purchasing
policies, which help to foresee contracting conditions in order to improve the optimization of

production plans.

Its objective is to establish and strengthen contacts in the first place with customers, being

responsible for fully identifying their requirements.
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DEPARTMENT OF GENERAL SERVICES:

It is the service that a company provides to interact with its customers. It is the set of interrelated
activities that a supplier offers in order for the customer to obtain the product at the right time
and place and ensure its correct use. Customer service is a powerful marketing tool. It is a tool
that can be very effective in an organization if it is used in an appropriate way, in order to do that

certain institutional policies must be followed.

26.1 Organization chart

Figure No. 26.1 Organization chart

GENERAL
MANAGEMENT

ADMINISTRATOR ACCOUNTANT 2 TEACHERS

26.2 Manuals to follow

Immediate Chief: Board of Directors.
Supervisor: Financial Manager

Functions and Authorities
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The General Manager of EnglishTour acts as the legal representative of the company, sets

operational, administrative and quality policies based on the parameters set by the major

Company.

It is responsible to the partners, for the results of operations and organizational performance,
plans, directs and besides controls the activities of the company. Exercises functional authority
over the rest of the executive, administrative and operational positions of the organization.

It acts as a support for the organization at a general level, that is, at the conceptual and
management level of each functional area, as well as with knowledge of the technical area and
application of our products and services.

It is the image of the company in the external and international scope, provides contacts and
business relations to the organization with the aim of establishing long-term business, both
locally and internationally.

Its main objective is to create added value based on the services we offer, maximizing the value
of the company for the partners.

Its main functions:

L)

% To lead the process of strategic planning of the organization, determining the critical
success factors, establishing the objectives and specific goals of the company.

% To develop general strategies to achieve the objectives and goals proposed.

% To create an environment in which people can achieve group goals with the least amount
of time, money, materials available.

%+ To prepare descriptions of tasks and individual objectives for each functional area.

%+ To Define personnel needs consistent with the objectives and plans of the company.
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% To Select competent personnel and develop training programs to enhance their capabilities.
% To Exercise a dynamic leadership to make operations and execute the determined plans
and strategies.
% To develop a work environment that positively motivates the group.
He must handle all the accounting information, their movements and records. The most used are:
costs, expenses, taxes, payroll and sales.
On the other hand, it controls the relations with the partners, bank procedures, payments,
collections, insurance of risks, and others that are part of the administrative and financial

structure.

ADMINISTRATIVE DEPARTMENT:
Immediate Chief: General Manager
Supervisor: Teachers

The unit of purchase and sales performs the main activity of any organization, from it depends
that the portfolio of customers and suppliers grows. This unit elaborates sales and purchasing
policies, which help to foresee contracting conditions in order to favor the optimization of

production plans

s Analysis of financial aspects of all decisions.
% Analysis of the amount of investment necessary to achieve the expected sales, decisions

that affect the asset.
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The way to obtain the funds and to provide the financing of the assets that the company

X/
°e

requires to elaborate the products whose sales will generate income. This area represents
the financing decisions or the structure decisions of the company's capital.

% Analysis of the balance sheet in order to obtain valuable information about the company's
financial position.

% Analysis of the individual accounts of the income statement: income and costs.

%+ Control of costs in relation to the value produced.

% The administrative manager links the company to the money and capital markets, since it
is where the funds are obtained and where the values of the company are negotiated,
always with the prior authorization of the General Manager.

% He is in charge of preparing budgets that show the economic and financial situation of the
company, as well as the results and benefits to be achieved in the following periods.

% Negotiating with suppliers, for purchasing terms, special discounts, forms of payment and
credits. Responsible for the financial aspects of all purchases made in the Company

% Responsible for all administrative issues related to human resources, payroll, loans,
discounts, vacations, etc.

% Management of the administrative and accounting file.

DEPARTAMENT OF TEACHERS

Immediate Chief: Financial manager

A teacher must be able to captivate his audience while presenting a wide variety of illustrative and

reference topics. He is also the "executor" of the visiting program. The more languages he speaks,
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the more work he will have and the more he will enjoy it. Teachers are responsible for teaching

and interpreting any topic of a specific language and showing the love for tourism in a second

language.

Functions:

To coordinate with Englishour the type of service to offer and the clarification of it

To coordinate with Englishtour the meeting point with the student

To have the necessary material for the development of their course or subject

To have basic information or details of the students to attend

To arrive in advance at the place or meeting point (classroom), in order to locate the
modality among others.

To make the necessary coordinations with the other teachers if necessary

Before the start of the course or subject or workshop should be explained the topics,
material included and the duration of it.

To allow students to feel comfortable and enjoy their class

GENERAL FUNCTION: - The teacher is responsible for the coordination, reception,

assistance, driving, learning and information of local students.
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26.3 Process Maps by Functional Areas and Levels of Responsibility

Figure No0.26.3 Process by Functional Areas
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Customer service
Figure No. 26.4 Levels of responsibility

Fequest of
the customer

|
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requirements attention

Information Search for

YES ) i
information about END
learning
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Acquisition
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Source: Los Autores
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HOW TO

INDICATOR VARIABLES CALCULATE IT INTERPRETATION

Total active $ 20.000.000 All debts are backed by 187
Solvency _ pesos for each peso we owe.

Total pasive $ 13.603.920,00

Programmed 130 we have satisfactorily achieved
Fullfilment the proposed goal with 99%

Real 124

#. absence 3 Absenteeism is 75%, which will be

sanctioned with the discount

Absenteeism corresponding to the days of

Personal 4

absence.
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27. Determination of Project Location
27.1 Construction and Weighting of the Factor Matrix

Tabla No. 27.1 Construction of management indicators

: Paloquemao .
Weighting Teusaquillo zone Jone Chapinero zone
Factors by Calificat Calific Calificat
importance |ion (1 - | Score ation(1 | Score ion (1 - Score
10) -10) 10)
6 3
1, Ease of
Access to | 18% 8 2,25 5 3,6
markets
5 2,6
2, Ease of
’ 1,85714 2,16666
0 ) 1)
access fo 13% 7 5857 6 6667
suppliers
5 1.4
3, Ease of
Access to | 7% 7 1 7 1
water
4 1,25
4, Climatic | -, 0,83333
conditions % 6 3333 4 1,25
3 1,33333
3333
5, Public| o, 4 1 5 0,8
services
6 1
6, Sector| g0, 5 1,2 3 2
security
7 1,14285
7143 1,33333
8% 8 1 6 3333
7, Ease of
negotiation
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8, Good
environme
nt for
production

5%

0,625

0,83333
3333

0,83333
3333

9, Easy
use of
natural
resources

4%

0,44444
4444

0,8

0,66666
6667

10, Good
incentives
for the
creation of
the
company
in the
region

8%

1,6

2,66666
6667

11,
Excellent
local
support

3%

0,42857
1429

0,75

0,5

12, Good
forecasts
of
developme
nt in the
region

5%

0,83333
3333

1,66666
6667

1,25

13, Good
workmansh
ip in the
region

8%

1,33333
3333

1,6

14, Lack of
private
Company
(low
competitito

n)

6%

1,2

1,2

15

TOTAL

100%

15,6051
5873

21,6428
5714

20,5
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27.2 Analysis and Justification of Location by Proposed Sectors

The locality of Teusaquillo was chosen since the project focuses on the students, this point of the
city allows us to have all the universities nearby, it has easy access to the markets, specially to the
learning process, where you can advertise to the company through brochures and pamphlets, the
security of the sector is good because around there are several companies focused on the
production sector, one of the advantages of starting a business in the capital is that there are

government programs that encourage the creation of companies.

In this sector, the competition is medium, since the majority of language companies are in the
chapinero sector or north of the city, and the quality of professionals from the capital favors our

project, based on the fact that it is a of the few cities offered by the Modern Languages career.

28. Size of the project

28.1 Determination of the Requirement in Square Meters of Each Functional Area of the

Project

The total functional area is 8 meters wide and 15 meters long. Since it is only an administrative
office and we do not have a production sector, the company is limited to enough space for four

desks, space for printers, customer service room and bathroom.
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28.2 Construction of the Plan of Distribution of Plant and Office

Figure No0.28.2 Plan of Distribution of Plant
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Source: Los Autores

In this image we can appreciate what would be the distribution of offices within the company

these include the offices for each member of the company in addition to a bathroom, reception

for customers and a waiting room.

28.3 Determination of the Construction Type Required in each Functional Area

As the company is focused in services, therefore the modifications we make to the office are

aesthetic in order to receive customers we have wood floors and walls in VVenetian stucco, for the

bathroom we have 10x10 size tile, this has its toilet and sink and as the law requires with enough

ventilation; for the offices we decided to use stucco walls and the floors with marble tiles.

711 83



\

=@l

UNIVERSIDAD

2aECCI

29 Technical Evaluation of Raw Materials

To provide services in ENGLISHTOUR, we count with: learning packages via internet,
telephone and for self-learning; for this we need computers, telephones and our main office
located in the Teusaquillo area we have an exclusive transportation service that is obtained

through alliances with companies; for this we need the buses and the necessary fuel.

29.1 Obtaining Technical Information about Products - Patents - and Processes

(It doesn’t apply)

29.2 Selection of the Process or Production System

Regarding the technology used in ENGLISHTOUR, it is 100% available because they are
basic elements that can be acquired in any chain store that provides this type of things, they are:

Computers, telephones, printers. The investment in this type of machinery would be:

Computers, four computers will be used, two laptops and two desktops each with a value of $

1,050,000 pesos for a total of $ 4,200,000 pesos.

Multifunctional printers will also be used for printing mainly contract, each printer has a value
of $ 800,000 pesos for a total of $ 1,600,000 pesos, additionally for the operation of these will be
used two black ink refillable cartridges for a value of $ 50,000 and two Rechargeable color ink

cartridges worth $ 70,000.

As for the phones, four will be used in the office for a total value of $ 250,000 pesos.

The complexity of the technology is basic, because they are easy to acquire and their

management is basic to be able to provide a good service of exclusivity and quality.
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In available matters, it refers to the supplies that are needed to offer the service, which are: the

sale of packages via the Internet, personally and by telephone, involving computers, telephones
and real estate of our office, as well as alliances with transport companies that It would be

through the buses and the fuel needed for them.
29.3 Selection and Specification of Machinery and Equipment

The company does not elaborate any product, however for the development of the activities we
need: Computers, two laptops and two desktops, the total cost of purchasing these is $4,200,000,
with a one-year warranty that covers manufacturing defects, our supplier is Hewlett-Packard.
Multifunctional printers with an acquisition cost of $ 1,600,000 pesos, these as the computers are
Hewlett-Packard brand, the warranty offers a comprehensive protection plan against accidents

the option of coverage is 2 to 3 years.

30. Determination of the Installed Capacity

INSTALLED AND USED CAPACITY

TIME BRN?.IPSUCTION IN EESSSUCTION IN USED CAPACITY
MONTH 1110 $22.000.000 7%

MONTH 2 1109 $21.800.000 7%

MONTH 3 |103 $20.600.000 7%

MONTH 4 199 $19.800.000 7%

MONTH 5 | 143 $28.600.000 7%

MONTH 6 | 114 $22.800.000 7%

MONTH 7 1130 $26.000.000 7%

MONTH 8 | 143 $28.600.00 7%
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30.1 Budget of Direct Production Costs
30.1.1 Cost for Raw Material

(It doesn’t apply)
30.1.2 Cost of Other Supplies

(It doesn’t apply)

30.1.3 Cost per Production Workforce
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To perform our service we have 5 people on the payroll, each with a monthly salary of $

1,000,000 which are divided between administrative, sales and teachers. Our margin of

contribution per package of English language in pesos is $ 57,666 which is equivalent to 44%.

Chart No. 31 Total contribution margin of the company

MARGIN OF TOTAL CONTRIBUTION OF THE

COMPANY
A B C D | E | F |G
PRODUCTS | UNITS | PRICE UNITARY |(C-D) (BXC) (BXE)
MARGIN OF
CONTRIBUT | PRODUCT
SOLD |OFSALE | VARIABLE |IONOF SALES CONTRIBUTION
COST
INTHE | OF THE OF THE THE OF THE MARGIN
MONTH | PRODUCT | PRODUCT | PRODUCTO | MONTH TOTAL IN'$
TURISTIC
130 200.000 170.000 30.000 26000000 29121330
PACKAGES
26000000 29121330
TOTALS
4000000 22.000.000
26000000 78%
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31.1 Costs for Law Endowments

(It doesn’t apply)

31.2 Cost for Energy Consumption

Our cost per Energy Consumption is $ 120,000 per month, our value per kW is 379.76

31.3 Cost for Water Consumption

Our cost per water consumption is $ 70,000 per month, this includes garbage.

31.4 Cost for Fuel Consumption

(It doesn’t apply)

31.5 Cost for Depreciation of Technology in Plant

Chart No. 31.5 Cost for Depreciation of Technology in Plant
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Concept Annual Depreciation
Computer Equipment 1.210.000
Goods and chattels 148.000
32. Budget of Indirect Production Costs
32.1 Administrative expenses
CONSU
MPTIO
ADMINISTRATIVE VALUE MONTHLY N
EXPENSES CONSUMPTION EIGHT
MONTH
S
STATIONER'S SHOP
AND PAPER WORK | 201000 81.000 648000
THIRD PARTY 1660800
CONTRACTS 20760000 20760000 00
ENERGY 60000 120000 960000
AQUEDUCT 35000 70000 560000
PHONE 35000 35000 280000
INTERNET 40000 40000 320000
OTHER EXPENSES | 750000 750000 6000000
21.881.00
TOTAL |0 21.856.000 | 174.848.000
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32.2 Direct Payroll Expenses

Chart No. 32.2 Direct Payroll Expenses

VALUE EIGHT
MONTHS

MONTHLY

CONCEPT % VALUE

SALARIES 41% $4.000.000,00 | $ 32.000.000,00

SUBTRANSPORT | 6,68% $296.000,00 | $ 2.368.000,00

WORKLOAD

PREMIUM

SERVICES 8,33% $333.200,00 | $ 2.665.600,00

VACATIONS 4,16% $166.400,00 | $1.331.200,00

SEVERANCE 8,33% $333.200,00 | $ 2.665.600,00

INT/CESANTIAS 1% $400.000,00 | $3.200.000,00

HEALTH

PROMOTING

ENTITY 8,50% $340.000,00 | $2.720.000,00

PENSION 12% $480.000,00 | $ 3.840.000,00

ARL (ARP) 1% $400.000,00 | $ 3.200.000,00

SENA 2% $800.000,00 | $ 6.400.000,00

ICBF 3% $1.200.000,00 | $ 9.600.000,00

CAJA

COMPENSACION | 4% $1.600.000,00 | $ 12.800.000,00

OTHERS

TOTAL 59,00% | $6.348.800,00 | $ 48.422.400,00

Fuente: Los Autores
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32.3 Marketing Expenses

Tabla No. 32.3 Expenses of Marketing and comercialization

ADVERTISING VALUE MONTHL \E/;AE;L:_:_E
EXPENSES Y VALUE MONTHS
$
FLYERS $ 90.000,00 | 90.000,00 $ 720.000,00
LAUNCH $ $
CAMPAIGN 500.000,00 | 500.000,00 | $4.000.000,00
$
INTERNET $ 40.000,00 | 40.000,00 $ 320.000,00
$
TRANSPORTATION | $60.000,00 | 60.000,00 $ 480.000,00
OTHERS
$ $
TOTALS 690.000,00 | 690.000,00 | $5.520.000,00

Source: Los Autores

32.4 Expenses for Depreciation of Office Equipment
Chart No. 32.4 Expenses for Depreciation of Office Equipment
| DEPRECIATION OF OFFICE EQUIPMENT \

MACHINE USEFUL INVESTMENT MONTHL
TYPE LIFE QAU VALUE Y VALUE
) $
COMPUTERS | 5 ANOS 4 $ 4.200.000,00 70.000,00
$
PRINTERS 5 ANOS 2 $ 1.600.000,00 27.000,00
CALCULATO ~
RS 10 ANOS 4 $ 92.000,00 $ 770,00
PHONE 10 ANOS 4 $ 250.000,00 $ 2.083,00
$
TOTALS 14 $6.142.000,00 99.853,00

SOURCE: Los Autores
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32.5 Summary of Indirect Production Costs

Tabla No. 32.5 Summary of Indirect Production Costs

SUMMARY OF INDIRECT PRODUCTION COSTS

MONTH 8
TYPE OF COST CLASIFICATION MONTH 1
ADMINISTRATIVE
EXPENSES $ 2.856.000,00 $ 12.301.552,00 | $98.412.416,00
$
INDIRECT PAYROLL $ 20.760.000,00 $ 20.760.000,00 | 166.080.000,00
WORKLOAD $ 2.348.800,00 $ 2.348.800,00 | $ 18.790.400,00
MARKETING AND SALES $ 690.000,00 $ 690.000,00 $ 5.520.000,00
DEPRECIATIONS $ 99.853,00 $ 99.853,00 $ 798.824,00
OTHERS
$
TOTALS $ 26.754.653,00 $ 36.200.205,00 | 289.601.640,00

Source: Los autores

33 Classification of Total Costs
33.1 Total Costs

(It doesn’t apply)

33.2 Cost per unit

(It doesn’t apply)

34 Project Financing
Our project will be financed with own resources contributed by the partners in cash and in kind.
34.1 Quantification of Resources in the Project

For the development of this company a working capital of $ 20,000,000 million pesos is
required, of which $ 13,000,000 million are contributed by the partners in cash and $ 7,000,000

million in kind.
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34.2 Credit Amortization Plan
(It doesn’t apply)

34.3 Investment Flow

Chart No. 34.3 Investment Flow

‘ FORMAT TO REGISTER THE FLOW OF INVESTMENTS

MONTH EIGHT
TYPE OF INVESTMENT ONE MONTHS
ACTIVE
ACTIVE CURRENT

$ $
BANKS 20.000.000,00 | 18.212.465,00
INVESTMENTS
ACCOUNTS RECEIVABLE
INVENTORIES

$ $32.000.323,0
TOTAL CURRENT ASSETS 20.000.000,00 | O
PROPERTY PLANT AND EQUIPMENT
LAND, BUILDINGS HOUSE
APARTMENT
FLEET AND TRANSPORT EQUIPMENT
MACHINERY AND EQUIPMENT $ 2.853,00 $ 22.824,00
FURNITURE AND FIXTURES $ 148.000,00 | $1.184.000,00
COMPUTER EQUIPMENT AND
COMMUNICATIONS $ 97.000,00 $ 776.000,00
PROPERTY PLANT AND EQUIPMENT | $ $
TOTAL 20,247,853,00 | 33,982,824,00
OTHER ACTIVES
LIBRARIES
ART ASSETS
DECORATION
OTHER ACTIVES TOTAL

$ $
ACTIVES TOTAL 20,247,853,00 | 33,982,824,00
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35 Economic Analysis of the Project

35.1 Breakeven point
Chart No. 35.1 Breakeven point

BREAKEVEN POINT (=) $13.592.800 (=) $33.832.000
40%

Source: Los Autores

35.2 Present Net Value
Chart No. 35.2 Present Net Value

INCOME VALUE AND /
OR SALES $ 33.832.000
VALUE OF EXPENSES
AND / OR EXPENSES $ 6.000.000
$ (
27.832.000(m | - (=
DIFFERENCE es) ) | $27,832.000 |) |$ 27,832,000

Source: Los Autores

35.3 Internal rate of return

Each partner invests an average of 10 million in the project, the internal rate of return per

month is $ 27,832,000 which means that in one month the investment is recovered.

35.4 Period of payback
Tabla No0.35.4 Period of payback

VALUE OF THE TOTAL NET INVESTMENT OF THE PROJECT | $ 20.000.000

ANNUAL AVERAGE INCOME (SALES) $ 324.000.000,00

PERIOD OF RECOVERY IN YEARS 0,06

Source: Los Autores
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36. CONCLUSIONS

According to the results of the research, the company ENGLISHTOUR LTDA, is viable, since
its profit margin is very high, there is no loss within the company, the investment made by the
partners is recovered in less than a year, is a self-sustainable company with an idea that could be
innovative in the market, which is the English language learning model with a focus on tourism.
With the results obtained it can also be concluded that the company will have an expansion in a

short time and will even begin to organize its own language center.
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