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To illustrate the process, financial projections will be developed for a new fictional 
campground development. Details of the project are as follows:

100-site destination campground complete with laundry facilities, boat dock, store, •	
showers, flush toilets and a complete range of outdoor and indoor recreational 
activities.

Located adjacent to a major tourist attraction, within 1 ½ hour drive of a large urban •	
center.

60 sites serviced (power, water hook-ups, etc.) in the first year, and an additional 20 •	
sites will be serviced in the second year.

Construction and start-up costs have been projected based on firm quotes.•	

A $451,035 term loan at 12% amortized over 25 years, five-year term, has been •	
approved in principal.

Owners will contribute $603,693 in cash during the construction and start-up phase from •	
the sale of an existing business, $527,364 and cash deposits/GICs $76,329. $603,693 
of the owner’s contribution is loaned to the company by way of a non-interest-bearing 
shareholders loan with no fixed terms of repayment. This sum is formally postponed 
to the bank and is thus classified as equity on the balance sheet.

Marketing, human resources and operating expenses have been projected for three •	
different scenarios for the construction and operating phases.

Opening date is scheduled for June 1, 2010.•	

The proposed campground does not conflict with any existing land use planning •	
documents and no environmental or historical resources impact assessments are 
required.

Based on this information, the following are projected:

Construction /Start-Up Costs and Sources of Funding•	

Monthly Income Statement – Construction/Start-Up Phase•	

Monthly Cash Flow Statement – Construction/Start-Up Phase•	

Opening Balance Sheet•	

Note: The effects of taxes, with the exception of property taxes, have been excluded from 
these financial statements for a fictional company. Tax planning issues are an important 
consideration and you should endeavor to seek additional information or advice prior to 
undertaking major commitments.

The reader is cautioned that the figures used for construction are fictional. The reader 
is advised to get updated/current cost quotes should they be considering a campground 
development. The same cautionary note applies equally to the figures presented in the 
income statement, cash flow statement and balance sheet.
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Notes to the Summary of Construction/Start-Up Costs and Sources of Funding:

Construction and start-up projected costs must be based on firm quotes when available •	
and supplemented through discussions with the trade.

A 12-month option to purchase on the land is currently being negotiated.•	

A $451,035 term loan at 12% amortized over 25 years, five-year term, has been •	
approved in principle.

A $59,675 vehicle and equipment loan at 12% over five years has been approved in •	
principal.

Owner’s contribution of $603,693 will be available during the construction and •	
start-up phase, as outlined in the cash flow projection.

The monthly income statement and monthly cash flow statement are projected next. 
Because the income statement is based on accrual accounting while the cash flow 
statement records actual timing of cash receipts and disbursements, you will notice the 
following differences between these two statements.

Prepaid insurance: In this example annual insurance payments are prepaid.•	

On the income statement, insurance is recorded in equal monthly amounts.•	

On the cash flow statement, insurance is recorded in the actual month in which •	
payment is made.

Depreciation, a non-cash item, appears on the income statement only.•	

Inventory totaling $5,829 is purchased in May 2010. Payment terms are $2,220 on •	
delivery and $3,609 by June 30, 2010. Inventory payment of $2,220 is recorded on 
the cash flow statement on May 2010. The balance of $3,609 is recorded as accounts 
payable on the balance sheet.

The final statement to complete is a balance sheet as at opening day, June 1, 2010. The 
balance sheet is also based on accrual accounting. Keep the following points in mind 
when projecting a balance sheet:

Fixed assets are recorded at cost.•	

Net fixed assets = fixed assets - accumulated depreciation.•	

Total assets = liabilities + owner’s equity.•	
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A set of financial projections, complete with explanatory notes, have been completed 
for the construction/start-up phase of our fictional campground development. These 
projections have been established based on a certain set of assumptions which must be 
outlined for the reader:

Long term financing will be arranged in the amount of $451,035 at 12% amortized •	
over 25 years, five year term, secured by a General Security Agreement providing a 
first charge over all of the company assets.

Vehicle/equipment financing will be arranged in the amount of $59,675 repayable •	
over five years at 12% secured by a fixed charge over equipment.

Financing will be arranged by September 30, 2009.•	

Construction will commence November 1, 2009 with a completion date of April 30, •	
2010.

Staff will be hired and trained by May 2010.•	

These assumptions appear to be reasonable. However, as the foregoing are by no means 
certain events, alternative sets of projections should be developed based on different sets 
of assumptions. It is particularly important to develop different scenarios for operating 
phase projections because of the magnitude of events, which can influence the company’s 
performance. Some of these events include changes in consumer preferences, interest 
rates, competitor’s behaviour and environmental or other regulations.

In addition to the five assumptions (fictional) used in the preceding projections, operating 
phase financial projections are based on the following assumptions.

Above average per capita expenditures by Albertans on camping will continue for the •	
duration of this plan (source: Campground Study).

Aggressive, joint-marketing efforts with the new major tourist attraction, local •	
Chamber of Commerce and regional fairgrounds will attract out-of-province campers. 
Percentage of revenue generated from out-of-province campers projected to increase 
by 8% per annum (source: in-house marketing research).

No new environmental, legal or human rights legislation will be passed during the •	
time frame of these projections (source: discussions with Chamber of Commerce and 
the provincial government).

Revenue generated from laundry facilities and grocery/souvenir store will be 25% •	
of total site rental revenue. Bicycle and boat rentals will be 45% of total site rental 
revenue during peak seasons and 25% during shoulder season. (Source: Campground 
Study, discussions with Campground Owner’s Association).
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Day lodge/picnic site rental will be $75 per day.  The projected  annual rental schedule •	
will be:

2 days per week (June 20 through September 7);•	

1 day per week during shoulder season (May 20 through June 19 and September 8 •	
through September 31); and,

1 day per month during the winter season (October – May).•	

(Source: discussions with Campground Owner’s Association)

Site rental revenue projections are based on the following:•	

Full-service site rental $25; unserviced rental $16.50.•	

65% occupancy during peak season: June 20 through September 7; 35% •	
occupancy during shoulder season: May 20 through June 19 and September 8 
through September 31; 10% occupancy during winter season.

Cost of goods sold calculated at 30% of revenue.•	

*Note: The preceding assumptions were developed for the fictional campground 
facility. Developers and entrepreneurs are cautioned to obtain updated data in relation to 
assumptions they form for a similar type of development.
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Projections should now be completed for the following two years of operation. Your 
completed set of projections should contain:

Summary of construction/start-up costs and sources of funding;•	

Monthly income statement – construction/start-up phase;•	

Monthly cash flow statement – construction/start-up phase;•	

Opening balance sheet;•	

Monthly income statements for the first three years of operation;•	

Monthly cash flow statements for the first three years of operation; and,•	

Balance sheets for the first three years of operation.•	

Three different scenarios should be developed based on three separate sets of assumptions. 
These are normally titled worst, average and best-case scenario. The underlying 
assumptions used in developing projections together with the sources of information 
employed must be outlined for the reader.

Analyze Financial Projections

Once your financial statements have been projected, they need to be analyzed and 
interpreted. The tools of financial statement analysis are used to develop an understanding 
of the numbers and to form the basis for informed decision making. Ratio analysis, 
common size analysis and break-even analysis are three of the tools commonly employed 
in financial statement analysis.

Ratio Analysis

Ratios are used to compare one company’s actual or projected performance to that of 
other companies of the same size in the same industry. They are also used to compare 
trends over time for a particular company. There are four categories of ratios. A few 
examples of the types of ratios that can be employed are outlined below. 

It is important to remember that ratios in and of themselves are of limited usefulness. 
Ratios must be relevant to your specific business, must be compared to performance in 
other time periods and to appropriate industry standards to be useful financial tools.

Profitability Ratios•	

Return on Assets (ROA) relates after-tax earnings to the company’s total asset •	
base.

ROA = Earnings After Tax

 
	 Total Assets

Three different 
scenarios should 
be developed 
based on three 
separate sets of 
assumptions. 
These are 
normally titled 
worst, average 
and best-case 
scenario.
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Return on Equity (ROE) relates after-tax earnings to the owner’s equity.•	

ROE = Earnings After Tax

       
         Total Equity

Liquidity Ratios•	

Current Ratio measures the relationship between Current Assets and Current •	
Liabilities.

Current Ratio =    Current Assets

     
		      Current Liabilities

Quick Ratio measures the relationship between assets which can be quickly •	
turned into Cash and Current Liabilities.

Quick Ratio = Cash + Marketable Securities + Accounts Receivable

            
Current Liabilities

Operating Efficiency Ratio•	

Sales to Inventory compares Sales to Inventory levels.•	

Sales to Inventory = Net Sales

   
		         Inventory

Leverage Ratios•	

Leverage refers to the extent to which the firm employs debt capital to finance its •	
operations. The higher the debt level, the more highly leveraged the company is.

Debt to Equity =  Total Debt
  

		     Total Equity

Common Size Analysis

Common size financial statements express all accounts on the balance sheet and income 
statement as a percentage of some key figure. Net sales are set at 100% on the income 
statement and all other items are expressed as a percentage of net sales. On the balance 
sheet, total assets are set at 100% on the left hand side while total liabilities and equities 
are set equal to 100% on the right hand side.
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All asset accounts are listed as a percentage of total assets, and all liability and equity 
accounts as a percentage of total liabilities plus owner’s equity.

The common size income statement shows the proportion of the sales or revenue dollar 
being absorbed by the various cost and expense items. The common size balance sheet 
focuses on the internal structure and allocation of the firm’s financial resources. The 
choice of distribution between current and fixed assets and between long and short term 
debt are outlined in the common size balance sheet. Again, the relationships portrayed 
by common size statements is meaningful only when compared to trends or to industry 
standards.

Break-Even Analysis

Break-even analysis investigates the relationships among sales, fixed costs and variable 
costs. A firm’s break-even point occurs when total revenues are exactly equal to the total 
of fixed and variable costs. Above this point a profit is generated, and below this point a 
loss is incurred.

Fixed costs are those costs which occur regardless of the level of sales generated. Rent, 
depreciation, interest expenses and property taxes are examples of fixed costs. Variable 
costs are those expenses which vary depending on the level of sales. Costs of goods sold 
are variable expenses. Many other expenses such as utilities and salaries have both a 
fixed and a variable component.

The first step in calculating the break-even point is to determine the total fixed and total 
variable costs. Next we solve for the following:

Break-Even Revenue = Fixed Costs + Variable Costs

For more information on funding sources, please refer to ATPR’s Tourism Funding 
Sources Guide.

Complete a Financial Plan

The goals and objectives established for the company in Task #2, the organizational 
form and human resource plan established in Task #3, the project schedule developed 
in Task #4, the operations plan developed in Task #5, the marketing plan developed in 
Task #6 and the green plan developed in Task #7, must be taken into consideration when 
developing your financial plan. Your financial plan, objectives, projections, action plans, 
contingency plans, and procedures for monitoring and evaluating performance must flow 
logically from, and be consistent with, the analysis prepared in previous sections. Only 
then will you be in a position to determine the feasibility and viability of your proposed 
tourism business.

To develop a financial plan, follow these steps:

Establish your financial goals and objectives.•	

Develop financial projections for the construction/start up phase of your business.•	
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Develop financial projections for the operating phase.•	

Analyze the financial statements.•	

Develop a plan of action to accomplish these goals and objectives.•	

Establish procedures for controlling, monitoring and evaluating results.•	

Answer the following questions prior to finalizing your financial plan:•	

What are your financial goals and objectives? Are these consistent with •	
those developed in Task #2? If not, what changes need to be made to achieve 
consistency?

Who will be responsible for controlling, monitoring and evaluating financial •	
operations?

What are the strengths and weaknesses of your financial plan?•	

Do you have sufficient cash equity to invest in the business to meet the •	
requirements of your banker and or other equity investors?

What aspects of your proposed business need to be changed as a result of the •	
development of your financial plan?

Note: Please refer the The Business Link’s website or toll-free business information line 
for more information on financial projections for your business. Detailed examples and 
worksheets for business plans can be obtained from The Business Link (Canada-Alberta 
Business Service Centres)

Toll-free Business Information Line: 1-800-272-9675 or www.canadabusiness.ab.ca

You can also find an online interactive business plan at: www.canadabusiness.ca/ibp

After completing your financial plan, do you still feel that your proposal is feasible? If 
so, proceed to: Task #9 - Assess the Project’s Viability
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Task #9 - Assess the Project’s Viability

The purpose of this task is to: 

determine whether the business is really viable•	

whether changes are needed – either to the initial concept or to the financing •	
arrangements

Up until this point, the focus has been on determining the feasibility of your proposed 
tourism project. As stated in the introduction to the Guide, to be viable the project 
must also demonstrate independence; it must survive and be self-sufficient. Viability is 
determined by comparing the results of each task and, most importantly, to the goals and 
objectives outlined in Task #2.

The following questions are designed to assist you in making this viability assessment:

Did the initial market research reveal sufficient demand for your product experience? •	
Are future trends and changes in technology indicating a continuing interest in your 
product/service?

Will your marketing plan successfully capture this demand? Are projected sales levels •	
sufficient to cover projected expenses? Can your business generate profits and positive 
cash flows over the long term?

Are the projected profits, cash flow and demands on your own time and resources •	
compatible with your personal and business goals? Will the business generate a 
sufficient return on your equity investment?

Does management have the necessary expertise to successfully operate this •	
business? If not, have you obtained commitments from outside professionals to 
supplement management skills? Are experienced, trainable staff readily available for 
non-management positions?

 Can you secure the necessary debt and or equity financing for your proposed project? •	
Do you have the necessary cash equity to contribute towards the project to meet your 
lender’s requirements?

After assesing your project’s viability, do you still feel that your proposal is feasible? If 
so, proceed to: Task #10 - Outline Critical Risks and Assumptions

To be viable, the project must also 
demonstrate independence; it must 
survive and be self-sufficient.
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Task #10 - Outline Critical Risks  
	           and Assumptions

The purpose of this task is to:

Outline the opportunities and successes, as well as the risks and weaknesses in the •	
market

Develop contingency plans within your marketing strategy•	

Throughout the Guide you have been requested to outline the assumptions underlying 
your projections together with the rationale for using these assumptions. The rationale 
is often simply reliance on reputable sources such as published third party studies by 
consultants, Statistics Canada, ATPR or other reliable organizations. The underlying 
assumptions used in your business plan should be summarized for the reader in a separate 
section.

Risk is the probability of the occurrence of unfavourable outcomes. The major risks 
facing your proposed business operation should also be summarized in a separate section. 
Outline the critical risks (e.g. competitor’s actions), estimate the probability of their 
occurrence, and describe what contingency plans you will adopt to mitigate the negative 
impact of these risks.

Once you have identified the risks, you are now better able to develop tools to reduce, 
prevent, control, eliminate, or transfer risk and manage change. Outline contingency 
plans for your marketing strategy (product, price, place, promotion, partnership, etc.), 
and establish which plans will be adopted if your goals and objectives are not being met 
(e.g. if your competition significantly alters their marketing strategy or if a measurable 
change in consumer behaviour is identified).

Please proceed to: Task #11 - Write an Executive Summary

Once you have 
identified the 
risks, you are now 
better able to 
develop tools to 
reduce, prevent, 
control, eliminate, 
or transfer risk and 
manage change.
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Task #11 - Write an Executive Summary

The purpose of this task is to develop a summary of your tourism project that previews 
the main points of your business planning for the reader.

An executive summary is an integral part of any business plan. Potential investors or 
lenders often use the executive summary as an initial screening tool when evaluating a 
project. A well written, concise executive summary, highlighting all the salient points 
contained in the business plan, can serve as a valuable marketing tool when approaching 
lenders or investors.

The executive summary should be completed as the last step in the process and appear 
at the front of the business plan. The content of the summary should be presented in the 
same order as in the business plan itself. Keep the executive summary short – at the most, 
three pages in length.

Please proceed to: Task #12 - Edit and Organize the Business Plan

Potential investors or lenders often use the executive summary 
as an initial screening tool when evaluating a project.
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Task #12 - Edit and Organize the Business Plan

Your business plan should be organized as follows:

Title Page•	

Table of Contents•	

Executive Summary•	

The Company•	

Goals and Objectives•	

Products and Services•	

Management Team•	

Human Resource Plan•	

Industry and Market Analysis•	

Project Schedule•	

Operations Plan•	

Green Plan•	

Marketing Plan•	

Financial Plan and Projections•	

Critical Risks and Assumptions•	

Appendices•	

Review the results of each task and correct any 
inconsistencies among the plans. Write the first draft 
of your business plan keeping in mind the editing and 
presentation tips contained in the introduction section of 
this Guide. A second, third or even fourth revision may 
be necessary to produce a satisfactory business plan. 
Consider having someone else review your business plan 
to catch any errors.

Remember to review and update your plans on an annual 
basis.

Write the first draft of your business 
plan keeping in mind the editing and 
presentation tips contained in the 
introduction section of this Guide.
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Provincial Agencies

For all inquiries on Government of Alberta programs and 
services, contact the Programs & Services Call Centre: 
Telephone: 310-0000 (toll free anywhere in Alberta) 
(780) 427-2711 (outside of Alberta) 
www.programs.alberta.ca/contact_us.aspx

Alberta Finance and Enterprise

(This website has provincial economic and community 
development related information and statistics) 
www.finance.alberta.ca  or www.albertacanada.com

4th Floor Commerce Place 
10155 - 102 Street 
Edmonton, Alberta T5J 4L6 
Telephone: (780) 427-6787 

Regional Development Offices:

Calgary Regional Office	
3rd Floor Standard Life Building 
639 - 5 Avenue SW 
Calgary, Alberta T2P 0M9 
Telephone: (403) 297-8906

Camrose Regional Office	
5005 - 49 Street 
Camrose, Alberta T4V 1N5 
Telephone: (780) 679-1235

Edson Regional Office	
111 - 54 Street 
Edson, Alberta T7E 1T2 
Telephone: (780) 723-8229

Grande Prairie Regional Office	
Box 20 3rd Floor Provincial Building  
10320 - 99 Street 
Grande Prairie, Alberta T8V 6J4 
Telephone: (780) 538-5636

High Prairie Regional Office	
4723 - 53 Avenue 
High Prairie, Alberta T0G 1E0 
Telephone: (780) 523-6564

Lethbridge Regional Office	
105 Provincial Building 
200 - 5 Avenue South 
Lethbridge, Alberta T1J 4L1 
Telephone: (403) 381-5414

Medicine Hat Regional Office	
1st Floor Provincial Building 
346 - 3 Street SE 
Medicine Hat, Alberta T1A 0G7 
Telephone: (403) 529-3630

Peace River Regional Office	
Bag 900 - 3 Provincial Building  
9621 - 96 Avenue 
Peace River, Alberta T6S 1T4 
Telephone: (780) 624-6113

Pincher Creek Regional Office	
Box 2813 
1st Floor Provincial Building  
782 Main Street 
Pincher Creek, Alberta T0K 1W0 
Telephone: (403) 627-1165

Red Deer Regional Office	
2nd Floor Provincial Building 
4920 - 51 Street 
Red Deer, Alberta T4N 6K8 
Telephone: (403) 340-5300

Appendix: Sources of Information



Appendix: Sources of Information

Appendix: Sources of Information 67

St. Paul Regional Office 	
3rd Floor Provincial Building 
5025 - 49 Avenue 
St. Paul, Alberta T0A 3A4 
Telephone: (780) 645-6358

Alberta Tourism, Parks and 
Recreation 
www.tpr.alberta.ca

Tourism Division:  

Tourism Business Development, Research
and Investment Branch	
6th Floor, Commerce Place 
10155 - 102 Street 
Edmonton,  Alberta T5J 4L6 
Telephone: (780) 422-4991  
Fax: (780) 427-6454

Tourism Development Branch	
6th Floor, Commerce Place 
10155 – 102 Street 
Edmonton, Alberta T5J 4L6 
Telephone: (780) 422-6544 
Fax: (780) 427-0778 

Alberta Tourism, Parks and Recreation 
(Library Resource)	
5th Floor, Commerce Place 
10155 – 102 Street 
Edmonton, Alberta T5J 4L6 
Telephone: (780) 427-4957 or Government of Alberta 
toll-free at 310-0000.

Travel Alberta Corporation 
www.industry.travelalberta.com

Travel Alberta - Marketing Information 

#500, 999 – 8th Street SW 
Calgary, Alberta T2R 1J5 
Telephone: (403) 297-2700 
Fax: (403) 297-5068 
E-mail: info@TravelAlberta.com

Travel Alberta (In Province)

10949 - 120 Street 
Edmonton, Alberta T5H 3R2 
Telephone: (780) 732-1625 
Fax: (780) 423-6722 
E-mail: inprovince@travelalberta.com

Travel Alberta - Visitor Information

P.O. Box 2500 
Edmonton, Alberta T5J 2Z4 
Toll free: 1-800-252-3782 
Fax: (780) 427-0867 
Email: travelinfo@TravelAlberta.com

Alberta Tourism Destination 
Regions (TDR):

Alberta Central	
#303A, 4406 - 50 Avenue 
Red Deer, Alberta T4N 3Z6 
Telephone: (403) 309-9412

Alberta North	
#2, 4907 - 51 Street 
Athabasca, Alberta T9S 1E7 
Telephone: (780) 675-3744

Alberta South 	
3096 Dumore Road SE 
Medicine Hat, Alberta T1B 2X2 
Telephone: (403) 526-6355

Canadian Rockies	
Box 520 
Banff, Alberta T1L 1A6 
Telephone: (403) 762-0279

Calgary and Area	
www.tourismcalgary.com	
120 - 9th Ave SE 
Calgary, Alberta T2G 0P3 
Telephone: (403) 218-7892 
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Edmonton and Area	
www.edmonton.com/tourism	
5th Floor, World Trade Centre Edmonton 
9990 Jasper Avenue 
Edmonton, Alberta T5J 1P7 
Telephone: (780) 917-7662

Federal Government Agencies

Community Futures Network of 
Alberta 
www.cfna.ca

PO Box 184
#4, 205 First Street East
Cochrane, Alberta T4C 1A5
Telephone: (403) 851-9995 
Fax: (403) 851-9905 

Industry Canada 
www.ic.gc.ca

Industry Canada Web Service Centre 	
Industry Canada  
C.D. Howe Building  
235 Queen Street  
Ottawa, Ontario  K1A 0H5   
Toll-free: 1-800-328-6189  
Fax: (613) 954-2340

Calgary Office	
Suite 400, 639 - 5th Avenue SW 
Calgary, Alberta T2P 0M9 
Telephone: (403) 292-4575 
Fax: (403) 292-4295

Edmonton Office	
Suite 725, 9700 Jasper Avenue 
Edmonton, Alberta T5J 4C3 
Telephone: (780) 495-4782 
Toll Free: 1-800-461-2646 
Fax: 780-495-4780

Statistics Canada 
www.statcan.gc.ca

Statistics Canada Prairie Regional Office	
Toll free: 1-800-263-1136 
Fax: 1-877-287-4369 
Email: infostats@statcan.ca

Calgary Office	
Harry Hays Building, Suite 686 
220 4th Ave SE 
Calgary, Alberta T2G 4X3 
Toll free: 1-800-263-1136 

Edmonton Office	
Suite 900, 10909 Jasper Avenue 
Associated Engineering Plaza  
Edmonton, Alberta T5J 4J3 
Toll free: 1-800-263-1136

Other Important Contacts

AlbertaFirst.com	
www.albertafirst.com 
Box 71 
Okotoks, Alberta T1S 1A4 
Phone: (587) 888-4602 
Toll free: 1-866-209-5959 
Email: info@albertafirst.com

Alberta Bed & Breakfast Association	
www.bbalberta.com
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Alberta Country Vacations Association	
www.albertacountryvacation.com 
Toll free: 1-866-217-2282

Alberta Chambers of Commerce
www.abchamber.ca
1808, 10025 - 102A Avenue  
Edmonton, Alberta T5J 2Z2 
Telephone: (780) 425-4180
Toll free in Alberta 1-800-272-8854
Fax: (780) 429-1061

Alberta Hotel & Lodging Association	
www.ahla.ca 
#401 – Centre 104, 5241 Calgary Trail 
Edmonton, Alberta T6H 5G8 
Telephone: (780) 436-6112 
Toll free: 1-888-436-6112 
Fax: (780) 436.5404

Alberta Museums Association	
www.museums.ab.ca 
9829 - 103 Street 
Edmonton, Alberta T5K 0X9 
Telephone: (780) 424-2626 
Fax: (780) 425-1679 
Email: info@museums.ab.ca 
 

Alberta Outfitters Association	
www.albertaoutfitters.com 
Box 277  
Caroline, Alberta T0M 0M0 
Toll free: 1-800-742-5548 
Email: aoa@albertaoutfitters.com 

Alberta Professional Outfitters Society	
www.apos.ab.ca 
#103 6030-88 St. 
Edmonton, Alberta T6E 6G4  
Telephone: (780) 414-0249 
Fax: (780) 465-6801 
E-mail: info@apos.ab.ca 

Alberta Women Entrepreneurs (AWE) 
www.awebusiness.com

Calgary Office	
610, 736 8th Avenue SW 
Calgary, Alberta T2P 1H4  
Telephone: (403) 777-4250  
Toll free: 1-800-713-3558 
Fax: (403) 777-4258 

Edmonton Office
100, 10237 104 Street NW 
Edmonton, Alberta T5J 1B1 
Toll free: 1-800-713-3558
Fax: (780) 422-0756 

The Business Link 
www.canadabusiness.ab.ca

Edmonton Office	
100, 10237 - 104 Street NW 
Edmonton, Alberta T5J 1B1 
Telephone: (780) 422-7722 
Toll free: 1-800-272-9675 
Fax: (780) 422-0055 

Calgary Office	
250-639 5 Avenue SW 
Calgary, Alberta T2P 0M9 
Telephone: (403) 221-7800 
Toll free: 1-800-272-9675 
Fax: (403) 221-7817

Calgary Airport Authority	
www.calgaryairport.com 
2000 Airport Road NE 
Calgary, Alberta T2E 6W5 
Telephone: (403) 735-1200 
Fax: (403) 735-1281 
Email: calgaryairport@yyc.com
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Canadian Restaurant and Foodservices 
Association  
www.crfa.ca

Western Canada Office 	
Suite 2410 – 555 West Hastings Street  
PO Box 12125  
Vancouver, British Columbia V6B 4N6  
Telephone: (604) 685-9655  
Toll free: 1-866-300-7675  
Fax: (604) 685-9633

Canadian Tourism Commission	
www.canadatourism.com 
Suite 1400, Four Bentall Centre 
1055 Dunsmuir St./Box 49230 
Vancouver, British Columbia V7X 1L2 
Telephone: (604) 638-8300

The Conference Board of Canada	
Canadian Tourism Research Institute	
www.conferenceboard.ca/topics/economics/travel.
aspx 
255 Smyth Road 
Ottawa, Ontario K1H 8M7 
Telephone: (613) 526-3280 
Toll free: 1-866-711-2262 
Fax: (613) 526-4857

Edmonton Regional Airport Authority	
www.flyeia.com 
P.O. Box 9860 
Edmonton, Alberta T5J 2T2 
Telephone: (780) 890-8900 
Fax: (780) 890-8329 
Email: info@flyeia.com

Niitsitapi Tourism Society of Alberta	
Suite 310, 6940 Fisher Road, SE 
Calgary, Alberta T2H 0W3 
Telephone: (403) 212-6685 
Email: niitsitapi@treaty7.org

World Tourism Organization	
www.unwto.org 
Capitán Haya 42  
28020 Madrid, Spain  
Telephone: +34 91 567 81 00  
Fax: +34 91 571 37 33  
Email: omt@unwto.org 

World Travel & Tourism Council
www.wttc.org
1-2 Queen Victoria Terrace Sovereign Court 
London E1W 3HA United Kingdom
Telephone: 44 (0)870 727 9882  or 44 (0)20 7481 8007 
Fax: 44 (0)870 728 9882  or 44 (0)20 7488 1008
Email: enquiries@wttc.org
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Tourism Development Guide

Tourism Funding Sources Guide

Tourism Business  
Planning Guide
The Business Plan is a tool used by entrepreneurs to 
logically and systematically plan all aspects of their 
business.  Writing a business plan is an important 
step in the development of a successful business. This 
guide is designed as an aid to writing a business plan 
for an existing or prospective tourism project.

OTHER ALBERTA TOURISM DEVELOPMENT GUIDES:

A guide to funding and business advisory sources

Providing an overview of federal, provincial, and other agencies and 

institutions that have funding programs for a range of tourism development 

projects. This guide has been developed for for-profit businesses, non-profit 

organizations/communities and tourism investors.

A guide to help navigate the business development 
process

This guide examines Alberta’s tourism industry and provides a thorough 

analysis of tourism development in the province. The information abides by 

the regulations set by municipal, provincial and federal governments, making 

it a practical tool for the first-time tourism developer.

Tourism, Parks and Recreation
Tourism Business Development, Research 
and Investment Branch
6th Floor, Commerce Place
10155 – 102 Street
Edmonton, Alberta T5J 4L6 
Telephone:  (780) 422-4991 
or 310-0000 (toll free anywhere 
in Alberta)

www.tpr.alberta.ca




