25.0 Contingency Plan:

Tourism business is all about back up, so if unpredictable events occur that prevent you from delivering your service you will have an alternative option to operate and make money.  

These unpredictable circumstances are out of our control and one are a threat to our company (see 9.0 SWOT analysis).  Most likely, this will be in part because of bad weather conditions or an environmental catastrophe.  As zorbing, is only operating in summer months this could have a serious effect on our business as we will not be able to run our operation and therefore will not be able to bring in revenues.  

Our solution was to think of ways we could use the zorb in the wintertime.  As snowmobiling is very well integrated into the HSF and a popular activity, we would not want to use their trails.  But rather, we thought of a way to integrate the two to each other, but attaching the zorb to the back of the snowmobile.  This will also provide zorbing to another target market and niche group of snowmobilers.  There would obviously be a lot more planning involved in the process and consideration of how to keep the zorb on track.  Recycled tires could be used from trucks as this would be sustainable but also may take away from the aesthetic appeal of the forest.  Another wintertime option would be to set up an ice rink somewhere and have the zorbs slide around and act in a similar manner to bumper cars.  If we operated our program in the winter we would have a different outlook towards certain aspects of the program such as in the debrief rather than offering juice and a snack we will make available soup and hot chocolate with marshmallows.  

We are also going to have contingency money as discussed in our budget and financing (See 19.0 Budget).  This is to ensure that our business will still be able to operate for a few months if there are no sales.  There are advantages to the fact that we only have to pay for start-up costs, maintenance and human resources and do not have to worry about variable costs such as hydro, electricity and so on.

26.0 Growth:


As strategy for growth is appealing to a new target and differentiating our product to accommodate them.  Based upon the success of our activity we will see if there is potential to reach out to new markets.  We could make the zorbing experience appealing to more age groups and thus, it could become a family event.  Baby-zorbs, could be purchased so we could accommodate our younger crowd and have them roll around on flat gently sloped land.  If we wanted to make the zorbs a possible for the older crowd, we would make the activity with softer adventure and more appropriate to the age group.  We would have a scenic trail walk to get to the activity and use one of the HSF trails that has a hill that is not too steep.  Therefore the whole family can come to the forest and enterain themselves zorbing, because zorbs of all sizes and trails of all levels will be implemented. 


We also have ideas such as offering an obstacle course, or making a game out of zorbing.  As New Zealand, is a sustainable icon in terms of it’s tourism operations, as innovations and ideas are implemented in their country we may adopt some of them. We would have a whole New Zealand theme to our activity, and on top of the activity make some of their food or listen to their music.  We would attempt to give the customers a taste of New Zealand, but in a more cost effective manner.

Contingency- zorb being cannapoled out of the water
As it is unpredictable the nature of the event and the amount of harm done to the activity, we have come up with different alternatives as back-up plans

$3 Eco tax.  

· Per cent towards Green Globe 21, other environmental improvements

· Per cent towards Reef Relief

Per cent towards carbon off setting

Other areas we plan to see benefits to:

· reduced staff turnover (training less often)

· environmental benefits

· local community benefits (destination remains sustained)

Consumer benefits (tourist destination remains sustained, and nice to come back to in years to come)

