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SUMMARY 

Belgrade is one of the most beneficial cities in the Balkan region when it comes to sport tourism. 
The mild climate and its location in the center of Balkans, as well as the most famous city, are 
just some reasons that Belgrade is full of tourists throughout the whole year. Sports tourisms 
prove to be one of the most important parts of economy in Belgrade. Popularity and massiveness 
from both local and tourists are profitable. Although it seems like that all everyday sports are 
well developed in Belgrade, it is not true.  Racket sports, which are considered a luxury, are now 
considered to be trendy. While tennis is more popular and widely accessible, badminton and 
squash are less popular but cheaper to play and compete. The topic of this thesis is the analysis of 
a business opportunity related to the development of a sports and recreation center in Belgrade. 
All the aspects of a newly established business are explained in the business plan of SquashNov.   

Keywords: sport, tourism, sport tourism, racket sports, business plan, Belgrade. 

 

POVZETEK 

Beograd je eno izmed najbolj koristnih mest na Balkanu, kar zadeva športni turizem. Blaga klima 
in pozicija v središču Balkana ter najbolj znano mesto je le nekaj razlogov, da je Beograd celo 
leto poln turistov. Športni turizem se izkaže za enega najpomembnejših delov gospodarstva v 
Beogradu. Priljubljenost in množičnost tako domačinov kot turistov sta donosni. Čeprav se zdi, 
da so v Beogradu vsi vsakdanji športi dobro razviti, to ne drži. Športi z loparji, ki veljajo za 
razkošje, danes veljajo za trendovske. Medtem ko je tenis bolj priljubljen in splošno dostopen, sta 
badminton in squash manj priljubljena, a cenejša za igranje in tekmovanje. Tema te naloge je 
analiza poslovne priložnosti, povezane z razvojem športno-rekreacijskega centra v Beogradu. Vsi 
vidiki novoustanovljenega podjetja so razloženi v poslovnem načrtu podjetja SquashNov. 

Ključne besede: šport, turizem, športni turizem, loparji, poslovni načrt, Beograd. 
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1. INTRODUCTION 

“Entrepreneurship is conquering the world. It includes all strata of the population, all fields of 

science and all social formations. It means a source of order, the driving force behind is 

entrepreneurs-persons who perceive the needs of people and the environment, realize profitable 

opportunities, and thus accelerate the development of the economy and society …” (Plut and Plut 

1995, 11) 

Sport is a way of life or just a hobby. It is what challenges us and we cannot live without it. It is a 

popular part of the culture, a present for centuries. Today, everyone has the opportunity to use 

sport for something more. Since I have been an athlete for all my life, it is somehow logical that 

sport will remain a part of my future. As it is necessary to be dedicated, determined, and 

successful in a sport game, so it is in life. I learned how to best apply these qualities in life while 

studying management and I was convinced that I want both in life - doing sports and doing 

entrepreneurship. So, it makes the most sense to set up a company that will benefit from sport 

and sports tourism. 

In tourism, sports tourism is one of those industries for which predictions point in favor of 

economic for sustainable development, not only sports tourism, but also sports and the place 

where it is carried out. In the previous century, a large part of technological progress has been 

attributed to entrepreneurship, its role being more than just increasing gross domestic product 

(GDP). Entrepreneurship contributes to increasing income in the region, creates jobs, and ensures 

economic growth. Different types of entrepreneurship succeed in the regions of Serbia, as they 

depend on external factors and the tools at their disposal. Factors such as: where Belgrade is 

located, between The Sava River and The Danube River, and the factor that Belgrade is the 

capital of Serbia, also a mild, continental climate and well-organized logistical accessibility are 

very suitable and practically used for the development of sports tourism in the Belgrade region. 

The research problem, however, arises in the type of sports tourism. Sports such as football and 

basketball are well developed. Sports tourism, including activities with rackets, is very popular 

and it is confirmed by the analysis of our questionnaire, although it is not particularly accessible, 

in the mentioned region. 

The diploma thesis will present the business plan of a company engaged in sports tourism. An 

entrepreneurial company that is legally responsible with its own assets, i.e. a limited liability 

company (L.L.C.), and its legal organizational team, will be primarily focused on carrying out the 

sports activities that the company will offer. The business plan will present the company's vision 

and business planning. Since this will be a business plan for the company, we decided to add 

some theoretical points. 
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1.1 Problem definition and theoretical background 

By the definition of tourism, it is an activity of tourists or people travelling for some purpose and 

it includes all the things they do during their travel. This way tourism as industry becomes the 

sum of all the products and services consumed or used by tourists which directly and indirectly 

support their tourism activity (Pender and Sharpley 2004). From this we can say that sport 

tourism is the act of travelling from one place to another, with the intention of being in some way 

involved with a sport activity or event. As such, sport tourism crates new markets, encourages the 

development of sport and tourism, creates new workplaces, boost the economy and attracts 

people to visit the place and to experience the culture where the sport event/festivals take place. 

In the final thesis, we would like to evaluate a selected business idea related to the sports industry 

in Belgrade (Serbia). According to a lot of people, Belgrade is seen as a unique and beautiful 

place for raising the awareness for sport tourism. Therefore, we would like to define the 

conditions of sports tourism in Belgrade and the possibility of opening a sports and recreation 

center with a variety of activities with rackets. In order to evaluate and validate our business idea, 

we need to develop a business plan. A business plan is a written document that describes in detail 

how a business, usually a startup, defines its objectives and how it is to go about achieving its 

goals. A business plan lays out a written roadmap for the firm from marketing, financial, and 

operational standpoints (Kos 2017b). 

1.2 Purpose and aim of the final thesis 

The main objective of the final thesis is to prepare a business plan for a Belgrade sports and 

recreation center, thereby gaining new knowledge and experience in business planning. We 

would like to explain our business model and present the key goals and strategies of the newly 

formed company by preparing a business plan. 

The thesis contains both theoretical and empirical goals. We set the task by trying to add to each 

theoretical goal or to support it with an empirical one. In the theoretical part, we will pursue the 

following goals: 

 Define entrepreneurship and the entrepreneurial process, 

 Define the business plan and its main components, 

 Define sport tourism. 

In the first part, we will define entrepreneurship and the entrepreneurial process. The latter will 

include motivational factors for entrepreneurship, the necessary knowledge that a good 

entrepreneur must have, and forms of entrepreneurship in terms of legal form and size. Further, 
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we will present sports tourism, and the marketing of services - racket sports. In particular, we will 

analyze the service of playing with rackets in Serbia. 

Before preparing a business plan for the sport and recreation center, as our second goal, we will 

theoretically define what is such a plan is needed for, what a good business plan should look like, 

what are its main components and how to start and plan. 

In the empirical part of the thesis, the main goals are the following:  

 Define our customer segments, 

 Analyze the market needs of our customer segment related to our business idea, 

 Analyze the existent competition, 

 Based on the market analysis prepare a business plan for a sport and recreation center in 

Belgrade. 

Based on the research results of the market analysis, we will prepare a business plan for the 

selected business idea. We will therefore present the main elements of our business idea that will 

represent the foundation for establishing a new company.  

By conducting the research and preparing the business plan, we aim to validate our business idea 

and to concretely define the necessary steps in implementing the idea, so that the final thesis will 

be the basis for the actual opening of the company. The newly established company will be 

named after one of the best tennis player in the world Novak Djokovic: SquashNov  L.L.C. (from 

the word squash and Novak). This will also be the first company of its kind in Belgrade.  

With the business plan we want to identify and present the advantages and disadvantages of the 

company SquashNov L.L.C., which will offer mainly sports services in Belgrade. The purpose is 

also to validate the assumptions that the development of sports tourism in Belgrade will increase 

and thus attract a wider audience, even beyond borders. We believe Belgrade has an excellent 

geographical location. It is known as one of the most beautiful and interesting cities in Europe. 

Local communities and municipalities are also aware of the importance of the development of 

sports tourism in this region, so we assume we could get the support of different local 

stakeholders in acquiring the resources for implementing the idea. 

1.3  Methods for achieving aims 

In the diploma thesis we used different methods. In the theoretical part of the thesis, based on the 

existent research we defined the main concepts related to entrepreneurship and business planning. 

Further, we compared the finding of different authors. When presenting the sport tourism, most 

of the findings are from the analysis of secondary sources. In the empirical part of the thesis, we 
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collected data with a survey conducted among our target group of consumers. Due to greater 

control over the collection and processing of data, we used primary data, namely our own 

questionnaire. We aimed to gain a large number of respondents in a relatively short time. We 

ensured anonymity to all respondents. The questionnaire was dominated by closed-ended 

questions due to easy processing. We also performed the method of document analysis among 

non-personal sources to collect additional data about the market and the existent competition. A 

SWOT analysis was used to present the advantages, disadvantages, opportunities, and threats in 

the market. 

The beginning of the diploma thesis is an interpretive presentation of the theoretical part, which 

includes findings of individual authors, and then with the help of these theoretical foundations 

and with our own knowledge and findings, we present the business plan of the company 

SquashNov L.L.C. Our base of assertions and guidance is that the company must react to changes 

on the market, adapt to market conditions and customer’s needs. If you have a good vision, 

strategy, and well-defined goals then you can achieve a good business performance and make 

profit, which is the essence of every company. In achieving this, one must have a good financial 

and business plan. 

1.4 Assumptions and limitations of the final thesis 

We assume that there are several providers of similar services in the market, but none of these 

providers covers such a comprehensive offer as we would offer, and especially not in this area.  

Tennis is well represented, badminton less while squash games are not available at all. For this 

reason, we assume that a comprehensive, flexible, and new offer will be an advantage and would 

attract the interest of many users. Financial plan, marketing plan and pricing policy will be based 

on our assumptions. When established, the company in Belgrade will be a small company, with 

less than 10 employees and an annual profit of up to 2.5 million euros. In the present case, the 

next limitation is inexperience and the inability to compare with the competition. Precisely 

because of this limitation, we want to get familiar with the theoretical principles of 

entrepreneurship and market operations, before preparing a business plan. Sports tourism in 

Belgrade is a profitable, active, and dynamic industry; however, the tradition of racket games is 

still very young. On one hand it is a limitation, but we, as future entrepreneurs, will turn it into a 

great advantage and opportunity. Another limitation related to the implementation of the business 

idea is the acquisition of financial resources. Further, data collection will be limited to a survey. 

Our business planning will be limited to a business plan. To conclude, the lack of track record 

could also represent a limitation when entering the market. 
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2. ENTREPRENEURSHIP AND SPORT TOURISM 

Wrong knowledge and unsuccessful research are mistakes that make many companies and 

entrepreneurs fail. In the following chapters, a clear presentation is made on entrepreneurship and 

forms of companies, and specifically on an industry in which there is a lot of potential to gain 

success in entrepreneurship. 

2.1 Entrepreneurship  

Entrepreneurship as such is not a science that one could study, but it is one of the social sciences, 

more precisely embedded in business organizational sciences, and the concept itself is studied in 

the context of management. The term was first used in an economic context in the 18th century 

by Richard Cantillon (1680-1734), one of the prominent economists of that century. At the time, 

he described as "a company" "tenants of land, traders, artisans, as well as all others who buy at a 

certain price in order to sell at an uncertain, unknown price when buying or renting" (Belak 1993, 

7). In economic theories, many perceptions of entrepreneurship have developed and retained, so 

today it is impossible to imagine the perception of two people identically. 

Entrepreneurship is the process of creating and shaping opportunities from practically nothing, 

into new value. The entrepreneur is thus looking for or coming up with a business idea, sees an 

opportunity, organizes, and runs a company, and generates a profit. The entrepreneur takes the 

risk for profit. Entrepreneurship, however, is not enrichment in the short run, but moderate access 

enrichment in the long run. Making a profit will be used by the entrepreneur as a source for new 

investments. Only in this way will the profit gradually accumulate and bring him a difference, 

which will not necessarily have to go to the fund for investments, purchase of equipment or for 

other expenses necessary for the company. 

2.1.1 Definition of entrepreneurship and its development 

Anyone can be involved in entrepreneurship, but not everyone will be successful. For success, we 

need a lot of answers to a question, even for things that did not happen. The answers to the most 

common rumors that appear at the very beginning of establishing a company are described below 

(Kos 2017a): 

 It takes strength and skill. 

 Knowledge of the technical field is essential, as only such knowledge gives priority. 

 Knowledge of the industry and the operation of the economic system lead to systematic 

thinking. 

 Systematic thinking can be expected, and the steps can be adapted to expectations. 
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 Strategic knowledge can usually be learned. 

 Various business schools, faculties and literature inform us about business planning, setting 

strategies, strategic decision-making, and the basics of marketing. 

 Theory often does not work in practice. 

 Knowledge of theoretical parts gives an advantage in practice itself. 

 Practical entrepreneurial skills are also a type of knowledge. 

From this we can understand that for entrepreneurship, we need the knowledge that is why we 

seek for knowledge, absorb it, and learn it. The individual entrepreneur dedicates his time and 

effort to the industry. It takes certain financial, social, and psychological risks in return for 

creating something worthy. In the literature we can find researchers (Gartner 1988) who said, 

“That an entrepreneur is born,” those entrepreneurial qualities are innate. On the other hand, we 

have those who claim (Drucker 1985) that only desire is innate and that we learn the rest. Such 

learning is called “learning by doing” and lasts throughout the entire entrepreneurship process. 

That is why entrepreneurial success is tied to the long term, because the more we do, the more we 

learn, the better we are.  

Entrepreneurship is therefore complex and largely dependent on the environment in which we 

operate. Namely, the entrepreneur's personality is related to the dynamics of the environment in 

which he works. The more dynamic the environment is, the more characteristics an individual 

acquires in favor of entrepreneurship for good business. Therefore, the entrepreneurial 

characteristics that can affect the operation, as well as the employees in the company, are also 

important for the entrepreneurial process. Recent research (Chell 2008) on entrepreneurial 

personality shows that the innate qualities of entrepreneurs can be important for entrepreneurship. 

Some of these qualities are listed in the textbook for entrepreneurship (Šuštar 2011): leadership 

efficiency, the ability to communicate well with others, the ability to schedule and redistribute 

time, compassion, and the ability to empathize. The entrepreneur must therefore not only collect 

data when learning, but also connect it in accordance with his personal characteristics to the 

extent that he can manage it. 

2.1.2 Types of companies according to size and legal regulation  

In Serbia, we divide companies into four categories. Each of them has its own definition, and all 

of them also have a card or short form for easier identification and classification (Table 1). 
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Table 1: Company form and abbreviations 

Form Abbreviation (in Serbian) 

Partnerships (ortačko društvo) o.d. 

Limited partnership (komanditno društvo) k.d. 

Limited liability company  

(društvo s ograničenom odgovornošću) 

d.o.o. 

Stock company (akcionarsko društvo) a.d. 

 

Partnership Company 

A partnership company is a partnership of two or more partners, natural and / or legal persons, 

who are indefinitely jointly and severally liable with their entire property for the obligations of 

the partnership. There is no prescribed minimum share capital of the company (Wikipedia, 

2021a). 

Limited Partnership Company 

A limited partnership is a company that has at least two members, of which at least one person is 

jointly and severally liable for the obligations of the company (general partner), and at least one 

person is liable limited to the amount of his agreed role (limited partner). 

General partners have the status of partners of a partnership. The contract on the establishment of 

a limited partnership must also contain the designation of which member of the partnership is a 

general partner and which is a limited partner. 

The provisions on the partnership shall apply accordingly to the roles and shares of the general 

partners and the limited partner may freely transfer his share to another limited partner or to a 

third party. Members of a limited partnership participate in the distribution of profits and 

coverage of losses in proportion to their shares in the company, unless otherwise determined by 

the founding act (Wikipedia, 2021b). 

Limited liability Company  

Limited Liability Company is a type of enterprise in the form of a company established by one or 

more legal and / or natural persons for the purpose of performing certain economic activity under 
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a common business name. It is considered a capital company. A limited liability company is a 

capital company that is most often chosen when organizing small and medium enterprises. It 

represents a transitional form between the partnership and the joint stock company. The share 

capital is at least 7,000 euros (Wikipedia, 2021c). 

Stock company 

A joint stock company is established by one or more natural persons, shareholders, and the share 

capital of the company is divided into shares. What is important is that shareholders are not liable 

for the company's obligations, except in the case of abuse of the rules on limited liability. A joint 

stock company is liable for its obligations with all its assets, and the company may or may not be 

public. 

The shareholders who establish the company sign the founding act and the first statute of the 

company. The founding act of the joint stock company does not change. The statute regulates the 

management of the company and other issues in accordance with the law. 

The division and forms of companies are also divided according to size. The criteria for 
classification into micro, small, medium, and large enterprises are the average number of 
employees in the financial year, net sales revenues, and value of total assets. However, it is 
sufficient to satisfy two of the conditions for appropriate classification.  

A micro company is a company whose average value of employees in the financial year does not 

exceed ten employees, whose net sales revenues do not exceed 700.000 EUR and also its total 

assets does not exceed 350.000 EUR. 

A small company can employ a maximum of 50 employees, its net sales revenue may not exceed 

8,800,000 EUR and the value of assets may not exceed 4,400,000 EUR. 

There is a slightly larger range between the notion of small and medium company. Medium 

company employs up to 250 people, has net sales revenue up to 35.000.000 EUR and its total 

assets do not exceed 17.500.000 EUR. 

Out of a total of 93,150 companies in the Republic of Serbia, in 2014 there were: 81,327 micro 

(87.3%), 9,198 small (9.9%), 2,131 medium (2.3%) and 494 large (0, 5%). In 2014, companies in 

the Republic of Serbia employed 967,199 people. 

In the Belgrade region of interest, the Agency of the Republic of Serbia for Public Legal Records 

and Related Services provided information on business results. This region also has the largest 

number of micro companies. The micro company model is established in the region where we 

also want to do business ourselves. Given the number of people, distribution and the number of 
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smaller places that make up the region of Belgrade, a micro society will also be our form of 

company in terms of size (Wikipedia, 2021d). 

2.1.3 Marketing and its importance 

Marketing is something with which we as people are in constant contact. Whether we look from 

the perspective of the consumer or the provider, we encounter marketing tools every day, at every 

turn. Al and Jack (2000) highlighted four basic tools with which we will successfully launch our 

services and these are: 

 product and product group policy, 

 pricing policy, 

 communication policy, 

 sales policy. 

In marketing itself, from the point of view of advertising, which is only one of the forms of 

marketing communication, communication and sales policy are important. Both need to be 

planned and we have made an extensive marketing plan in the chapters that follow. When 

communicating with the crowd, we want to communicate with each of the participants and to 

become our customer. This includes decisions about which types of communication we will 

choose, through which channels we will do advertising (Al and Jack 2000). Advertising on 

billboards, advertisements in newspapers, television and radio advertisements, advertising via e-

mails ... All these are possible tools that we use depending on who our target group is. The same 

is for sales policy, only when we decide through which channels we want to sell, we coordinate 

marketing communication appropriately. 

Goals of advertising are divided according to purpose. Whether the purpose is to inform 

customers about a new product, price change, innovations in sales, use of the product, 

recommend ways of use. Or you want to convince customers to purchase our product, change the 

consumer's perception of the product's characteristics and raise the company's reputation. Or we 

just want to remind customers about the possibility of buying the product, about the fact that the 

customer will need the product again, to keep the product in the mind of the customer even out of 

season. The company wants to achieve its goals in advertising with three strategies: a strategy for 

creating needs, a strategy for expanding the offer, a strategy for directing needs. Advertising is 

certainly one of the key factors in the good functioning of a company and a key tool for the 

company to communicate with the public. However, sharing goals by purpose is not enough. For 

the most successful results, we need to define goals in other areas as well. For the most 

successful business results, we must set an advertising goal, a financial goal, and a social goal. 

The advertising goal is primarily about retaining existing customers and acquiring new ones. In 
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the case of a financial goal, it is important to determine in advance what amount of financial 

investment in advertising will bring the maximum of a given, previously determined, desired 

increase in profit. A social goal or goals, on the other hand, are those that describe a company as 

socially friendly and useful and are somehow a precursor to achieving all other goals. 

Online advertising is another type and increasingly popular and successful communication that 

we are used to. Like most other media, the Internet has existed for long as a tool for one-way 

information. This means that we monitored information prepared by someone through various 

media (radio, television and internet). According to the findings of the traditional media, this 

does not allow maintaining a loyal audience. The emphasis was increasingly on contact 

broadcasts, the opinion of the audience or users. Thus, two-way communication began, which 

worked very well, especially on the World Wide Web. To continue, it is good to know the 

difference between the term’s internet and the World Wide Web. The Internet is software that 

supports the interconnection of most existing networks. It goes on a large network that allows 

computers from different parts of the world to communicate with each other. Of all the supported 

services, the Internet also supports the World Wide Web. The World Wide Web is thus the fastest 

growing part of the Internet, combining text, graphics, multimedia, and file links, and is aimed at 

the general public (Smith and Bedak 2000, 9-11). 

Billions of users have brought the internet into their lives. Such a population speaks in favor of 

the vendor, as it can easily address the crowd in one place. Otherwise, online advertising is at 

least two steps ahead of the classic. The first thing is to move from the real world to the web. 

There we can dynamically change the ad and customize it and make the ad seen and noticed by 

more people online. Another advantage relates to social networks. According to Facebook, there 

are more than 600 million active users on their social network every day. Social networks such as 

Facebook and others allow products to be presented directly, so it works best on social networks. 

Social networks are also great imitators of so-called word-of-mouth advertising. The 

recommendations of friends online are quite similar to classic advertising. The advantages of 

online presentation are thus the ability to engage and reach large crowds and feedback in terms of 

measuring results. 

2.2 Sport Tourism 

In the following sections, a briefly presentation is made of the definition and development of 

Sports Tourism.  
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2.2.1 Definition of Sports Tourism  

Sports tourism is a concept that has already got its own specifics. When we use the terms sport 

and tourism, however, two social areas and individual activities meet, so we must be careful in 

using and understanding the terms. Bunc (1986) defines tourism as the totality of relationships 

and phenomena arising from the travel and residence of foreigners in a place, provided that the 

stay does not result in permanent settlement and is not associated with gainful activity (Bunc 

1986, 18). The first connection between sports and tourism is already noticeable in ancient Rome 

and Greece. At that time, there were already trips, with the clear intention of either participating 

in sports games or visiting them with a spectator, a visitor. This kind of definition of sports 

tourism can also be found on the world online encyclopedia Wikipedia. But today we can put 

tourism in a much broader context. Tourism can be considered as a set of relationships and 

phenomena that arise due to the travel and residence of a person for whom the place of 

establishment is neither the main nor permanent residence, nor the place of employment. Sport, 

on the other hand, is all forms of physical activity whose purpose is to express or improve 

physical fitness or mental well-being, to create social relations or to obtain results through regular 

or occasional participation. Thus, many classifications of sports tourism are known, and Weed 

and Bull (2004, 123-134) divided tourism into several different types: 

 Tourism with sports content: passive tourism, where the choice of vacation and destination 

does not depend on sports, but on other factors. 

 Tourism with active sports participation: the tourist collection of the destination depends 

exclusively on sports. 

 Sports events: the reason for this trip is to see and participate in one or more sporting events. 

 Luxury sports tourism: represents a type of tourism with activities or visits to prestigious 

sports. 

 Sports trainings: a destination intended for amateur or professional training. 

Holding on to their division (Weed and Bull 2004), our vision of the company coincides with 

several types. The service we will offer can be simple tourism with sports content, where users 

will be citizens and tourists in Belgrade. Certainly, our offer and services is tourism with active 

sports participation. Namely, users will choose Belgrade as a tourist destination precisely because 

of what is on offer. Because we offer tennis and "squash", both of which still belong to the luxury 

sports, due to difficult accessibility (higher prices, location specificity), this component is also 

intertwined in the type of sports tourism that our company will offer. This tells us that our users 

will be: 

 those who live in Belgrade and love tennis and “squash”, 

 those who will be on holidays in Belgrade and want to do sports, 

 those who came to Belgrade on holiday due to our offer, 
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 those who play tennis and “squash” because of their title “luxury sport”. 

In modern times, sports tourism has been given a new, broader role. It has become an important 

part of tourism. Both sides both sport and tourism create new markets while encouraging the 

development of sports industry and equipment. There is a strong economic interest behind the 

connection between the two, as sport is an excellent for promoting the country, and it also 

promotes sponsors and organizations that invest in sports. 

2.2.2 The development of sports tourism 

The marketing of sports tourism was first undertaken by companies in the 1970s, to describe the 

company's activities. They used sports mainly as a means of communication with their 

consumers. It was more about marketing through sports than marketing sports. Even today, there 

are various companies operating in the sports industry that are not directly related to sports. With 

this kind of marketing, they want to communicate with consumer, their views on participation in 

sports. As a result, the marketing of sports tourism is a more specific social process. More 

emotions are involved, and marketing campaigns almost always have a personal touch. 

Successful marketing can be associated with quality execution, with professionally educated staff 

and satisfying technical conditions, such as equipment and infrastructure. In general, consumers 

in sport are both participants, spectators, and sponsors. As consumers are very important, is 

clearly defined by the caricature (Shank 2009, 11): “If a sporting event is the heart of the sport, 

then the spectators are the blood that makes it beat”. 

In the last century, the promotion and marketing of sport has been self-sufficient. Today, 

however, special strategies or models are used for this type of marketing. Sports recreation is 

marketed in the simplest way and also in the most widespread way. Sports recreation can be 

adapted, by the provider, to passionate groups. It can be adjusted according to location 

capabilities and according to weather conditions. Marketing of sports events is also extremely 

trendy. The users of these services are not tourists who would participate in sports activities here 

and there, but tourists, that will satisfy sport’s needs. Next, we have marketing of sports 

preparations. It is a "safe zone" from the economic point of view and the most profitable. 

Namely, sports preparations are a target group for dozens of people who need a little more from 

both passive and active users of sports tourism. And because in sports tourism is the logic of 

giving more: the more you give, the more you have, and the profit of this marketing model is 

higher and constant. 

The procedure is also gaining ground in Serbia, believing that tourism and sport are an essential 

part of a successful and comprehensive tourist offer. Both tourist places and companies 
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themselves achieve greater business effects if they include sports activities, products, and 

industry ... sports in their offer. 

2.3 The tradition of playing sports with rackets 

So, we are talking about sports tourism in Belgrade, a region that has so much diversity. We 

would like to focus our attention on racket games. The first reason is simple- this activity has not 

been offered in Belgrade or has not been developed yet, to the extent that would make all 

possible profit from the market. The second reason is due to the growing of its popularity. Racket 

games are already widespread in the world. While tennis is marked by prestige, it is just the 

opposite with other types such as table tennis, badminton, and “squash”. Table tennis is one of 

the five most popular sports in the world, perhaps also because the equipment for it (table and 

racket with a ball) is available in most sports shops. Badminton also belongs to the group of the 

most popular sports and the reason may be the possibility of playing outdoors or in any closed 

space with at least forty-two meters of surface and a tight net. "Squash" is slightly lower on this 

scale and we believe that it is precisely because of the limitation of space possibilities, as the 

playground has precisely defined dimensions. These are very strict and complex: 6.40 m wide, 

9.75 m long and 5.64 m minimal clear high. This type of space can thus be used exclusively for 

playing this dynamic sports game, in which the opponents alternately hit a rubber ball with a 

racket. A special feature of "squash" is the fast flight of the ball on a relatively small court. 

Another feature is the corner kicks when the ball touches the front wall after bouncing off the 

side or back wall of the court. As a result, there are rapid exchanges of hits between the players, 

giving the game its dynamic nature. It has a very beneficial effect on the development of human 

vital abilities, and at the same time does not require much time for learning or resources for 

exercise. With it, we maintain good physical condition, which is crucial for the establishment of 

the player's upper age. It is suitable from the age of six and depends on the physical ability of the 

individual. It can be played by two individuals or four players (doubles) in a space whose four 

walls and floor represent the playing surface (Squash-revolution 2020). 
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Source: World Squash 2020. 

 

The tradition of “squash” take us back to 1581, when a small ball was bounced in France in a 

similar way. In Serbia, squash is not such a well-known sport. There is only one club that was 

founded in 2003, it is called “Squashland”, and it has only three courts. Therefore, we choose as 

an example the Republic of Slovenia. 

There are 42 "squash" courts in Slovenia, of which 24 in the so-called "squash" centers (Table 2).  

Not a single center is in Belgrade. Tennis is the most developed in Belgrade. The covered hall or 

balloon offers the possibility of recreational as well as professional use. Table tennis is a popular 

game that is also played by children as part of physical education. It is similar with badminton. 

 

Figure 1: Squash court with marked dimensions 
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Table 2: Squash courts in Slovenia 

Number Squash center Adress 
Number of 

courts 

1 Ljubljana, Squashland Pesarska cesta 8, Ljubljana 6 

2 Ljubljana, Konex Cesta na Brdo 109, Ljubljana 4 

3 Ljubljana, Sostro Sosterska c 22, Dobrunje 1 

4 Maribor, ŠP Krsnik Dolnja Počehova 35, Pesnica 2 

5 Maribor, Hotel Habakuk Pohorska ul. 59, Maribor 2 

6 Maribor, UŠC Leon Štukelj Koroška c.130, Maribor 2 

7 Voličina, Bar Žogica Spodnja Voličina 88, Voličina 2 

8 Veržej, Penzion Bobnjar Franja Kozarja 26, Veržej 1 

9 Vojnik, ŠVIC Prušnikova 12, Vojnik 1 

10 Velenje, Mihelak Miran Cesta Simona Blatnika 8, Velenje 2 

11 Velenje, Rdeča dvorana Šaleška c. 3, Velenje 1 

12 Velenje, Vihar Bevče 8 D, Velenje 1 

13 Rogla, Hotel Planja Rogla 1, Zreče 2 

14 Zreče, Pension Težak Cesta na Roglo 4C, Zreče 1 

15 Šempeter, Športno društvo Mat 
Juhartova 1, Šempeter v Savinjski 

dolini 
1 

16 Podčetrtek, TIC Podčetrtek Zdraviliška cesta, 3254 Podčetrtek 1 

17 Kranj, Vogu Vogel 10, Sp. Besnica 2 

Continuous on following page...  
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Source: Squash Zveza Slovenije 2020. 

  

Continuous from the previous page 

18 Kranj, Fitnes Irena Ljubljanska c. 29A, Kranj 2 

19 Gozd Martuljek, Hotel Špik Jezerci 21, 4282 Gozd Martuljek 2 

20 Škofja Loka, Mini hotel Vincarje 47, Škofja Loka 2 

21 Bled, Hotel Kompas Cankarjeva c. 2, Bled 1 

22 Kranj, Mega center Savska c. 34, Kranj 1 

23 Zapuže, Društvo Polet Zapuže 1 A, Begunje na Gorenjskem 1 

24 Šempeter pri Gorici, ŠC Hit Polje 5 Šempeter pri Novi Gorici 1 
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3. BUSINESS PLAN 

The business plan is the basic document of every company. It is something tangible with which 

we plan and present our ideas to others. It is a mandatory segment of entrepreneurship and a 

guide through the process and business of the company. In theory, there is a clear explanation, 

not only of how to write it, but also why. Examples of a well-written business plan are reflected 

in a successful company in practice. 

3.1 Definition of Business Plan   

When planning, we need a 10 to 50 page long document, which is called a business plan. "The 

business plan is one of the first documents that anyone, who is considering entering 

entrepreneurship, should address." (Kos 2017a) A business plan is just like a map. The business 

plan guide us in the company's operations, and help us to identify possible shortcomings in a 

timely manner, reminds Kos (2017b). The business plan must reflect the goals and strategies of 

the company. If the goals and strategies are set more clearly, it is easier to realize and achieve 

success in the market itself. 

When to start preparing a business plan: 

 when we want to check our business opportunity, 

 when we set up a company in which we will bring the idea to life, 

 when the idea is part of a company restructuring, 

 when we are preparing to merge or join several companies, 

 when we plan a turnaround in business, 

 when we want to share a business idea, 

To start a business, we first need a good idea, a team of people who will implement this idea, and 

the capital to start, grow and develop the company. A business plan is the first step from idea to 

realization. In the case of the idea of opening a sports and recreation center in Belgrade, where 

we have already determined that there is no such activity, the business plan will include several 

described points. It is necessary, if we want to establish a company and develop the idea, because 

we want to share the business idea and, last but not least, because of the verification of our 

business opportunity. 

3.2 Theoretical and methodogical knowledge and planing  

"A good business plan is one in which the idea is presented in the most specific way possible and 

then comprehensively covers segments and areas. Only such a plan will help to concentrate and 
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ensure that it will not be crushed by the critical." (Hiebing and Cooper 2003) The business 

plan,therefore, helps the entrepreneur to start a business and also to "insure" against the 

increasingly demanding market. It can be argued that the better the plan is designed, the easier 

the transition from idea to realization will be. Most often, a business plan is used as an element to 

attract investors. A business plan is the first and fundamental document that helps an 

entrepreneur to see every new day. 

In the following, we will describe the so-called six theoretical points, taken from Hiebing and 

Cooper (2003), which indicate how to make a successful business plan. The purpose of all points 

is their easy use, both in the preparation of a business plan and in the implementation. The first 

and also very important for the realization is the outlined methodological background, which we 

stick to, despite the fact that we are still open and accessible for opinions and innovations. Since 

we are working with already assessed data, we cannot compare them with our own case, and 

secondly, it is very important to explore additional possibilities and find the opinions and 

confirmations of several economic factors. Focusing on the primary idea, which is why we also 

decided to prepare a business plan, the authors emphasize as the third point. It is perfectly normal 

for new ideas to develop. We pay more attention to the evaluation of their roles in the primary 

business idea than to the evaluation of new ones. Knowledge of theory or theoretical background 

(Hiebing and Cooper 2003) is mentioned as the fourth, and encourages the prior acquisition of 

theoretical knowledge and the use of theoretical orientations, especially in marketing. It is not 

wrong to check in advance how others, the successful ones, started in the realization. Learning 

from good practice how others started in realizing their idea and applying their model or ways is 

the second last point. Last but not least, it is desirable that sometime should elapse between the 

first writing and the realization. This time, the future entrepreneur does not need to plan. This is 

the time when all the administrative, legal and other components necessary for the evaluation are 

regulated. 

Hiebing and Cooper (2003) strongly encourage market research, and the background, that a 

business idea has. We believe that knowing the market and the broader background of a business 

idea and being aware of the consequences - positive and negative - would protect many young 

entrepreneurs from the early failure of their realization of the idea. It is here that thinking and 

building on a business idea already during their studies is a great advantage for management 

students. It is also important to educate ourselves in a direction that answers the question: And 

what will happen next? This knowledge can also be acquired during studies, because, last but not 

least, we are taught things for the future, for life, in the faculties. So we will only be able to 

predict, avoid obstacles and make sure that they do not cover our business ideas with the 

knowledge of the background, the existing and the coming (Kos 2017b). 
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3.3 The content of the Business plan 

Before the technical preparation itself, we need to be confident in our idea and have researched 

all the possible options and situations that we may encounter. We need to have a vision. The 

structure itself is divided into parts or chapters and first is a simple description of the creative 

process. Kos (2017b) names the second part, where analyzes are present, in the analytical chapter 

and suggests that the following analyzes are included in it: analysis of the macroeconomic 

environment, analysis of the market and competition, analysis of customers. Since it is a plan, it 

makes sense to make plans on everything we think we are going to need. Plans consist of 

assumptions and do not exclude risks. With consistent planning, we will be able to look at what’s 

next at any time and stick to the plan. 

In general, this is the structure of a business plan described in Table 3.  

 

Table 3: Structure of a Business plan 

Content Useful tips 

1. Summary 

This chapter is a concise overview of the entire 

business plan. 

Emphasize the appeal of our business. 

With numbers that will support our predictions, 
show that we have done a thorough survey. 

Demonstrate our leadership skills. 

Show that there is a market for our product. 

2. Company description 

It is important to show a good understanding of the 

business we are entering. We need to discuss the 

business concept and the reasons why we think they 

will be successful. 

Prepare an overview of our business idea. 

State why we chose this business. 

We list all personal knowledge and/or experience 
that will help us in our business. 

State why you believe our business will be 
successful. 

Contious on following page 
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Continous from the previous page 

3. Description of the product or service 

In this section, we think about our product or 

service. Let the chapter reflect the ability to 

understand and meet the expectations of your 

customers. 

Describe the range of our products or services. 

Talk about innovative ideas. 

What value do our products have for customers? 

What do customers expect from our products? 

4. Market analysis 

This chapter helps us understand the environment in 

the industry we intend to enter. With it, we can 

identify important changes that are most likely to 

happen in the market. 

How big our industry is? 

How many companies operate in it? 

What are the general trends? 

How is our industry changing? 

How will these changes affect us? 

Do we know the laws and / or regulations that 
could affect our business? 

 

 

5. Competitor analysis 

In order to be successful in our business, we need to 

know your competitors well. It is helpful to examine 

how and why they achieved success. We also need 

to know the reasons for their failure to avoid the 

same mistakes. 

Who are our competitors? (domestic and foreign) 

What are their strengths / weaknesses? 

How can we be different? 

How can we become more competitive? 

6. SWOT analysis 

S = strengths 

W = weaknesses 

O = opportunities 

T = threats 

In this chapter, we observe the internal strengths and 

weaknesses of our business and identify external 

opportunities and potential threats 

 

 

What are our strengths? (internal) 

What are our weaknesses? (internal) 

What are our opportunities? (external) 

What are our threats? (external) 

Continous on following page 
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7. Marketing and sales plan 

Nothing helps us if we have the best product in the 

world, but we cannot sell it. In this section, we focus 

on our potential customers and see if the products 

can meet their needs. 

Is the market stagnating, growing or declining? 

Which market segments will we focus on? 

Who are our target customers? 

Are our products suitable for niches or for the 

mass market? 

How do we compare ourselves with our 

competition? 

Where will we sell our product? 

8. Human resources plan 

People are the biggest resource of any business. In 

this chapter, we will focus on the workforce, its 

educational needs, as well as material needs in terms 

of health and safety, job satisfaction, and rewards. 

Describe the management structure. 

What technical skills do our employees need? 

Will we have to invest in education? 

How will we motivate employees? 

How will we monitor their achievements? 

9. Financial plan 

We do business for money. 

Managerial accounts are a very powerful tool and 

should therefore not be neglected. Successful 

businesspeople understand how money works. 

 Will we run managerial accounts? 
 How will we control cash flow? 

How will we finance the necessary changes in our 

business? 

10. Selected options and critical actions 

Based on the analysis of our business, we can make 
a list of logical options open to us. 

Once we identify the options, we can look for 
critical actions that need to be implemented 
according to the options chosen. 

Based on the analysis performed in the previous 
chapters, we make a list of critical actions that 
need to be performed. 

Examples: 

 Invest in manager education 
 Invest in employee education 
 Hire new staff 
 Conduct ongoing research 
 Invest in IT system 
 Find new partners and premises 

11. Schedule 

This is a list of all the critical actions mentioned in 
the business plan. 

 

 We list all the important critical actions that 
need to be taken. 

 We provide time frames for the 
implementation of individual critical 
measures. 

 

Source: Bratkovič Kregar 202
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4. BUSINESS PLAN FOR THE OPENING OF A SPORTS AND RECREATION CENTER 

The entrepreneurial idea, the opening of a sports and recreation facility, that would offer areas for 

playing racket games, with an emphasis on "squash" and badminton, is new in Belgrade. There is 

no such center here and in the current area. We assume that the established company will attract a 

lot of interest from the local community and the town, as they are aware of the importance of the 

development of sports tourism. We believe that quite a few non-profit legal entities, that 

demonstrate public benefit and social character, will decide to cooperate with the company. This 

will be great for promoting the company’s offering. The very form of competition of such a 

center is oligopoly, which is an advantage, as it will operate as the only company in the Belgrade 

market, but at the same time dictates the size of the company, which can not be met, as the 

company will not employ more than ten people. The newly established company will be socially 

friendly, as it will encourage part-time activities, additional training, distribute profits fairly and 

will employ according to the principles of social entrepreneurship from the very beginning. 

Employment will also be aimed primarily at first-time job seekers and hard-to-employ persons. 

We want to offer our first-time job seekers the job mainly for the simple reason,  that we have 

been looking for our first job also, some until recently, and we know their difficulty. Harder 

employable people are good for this kind of job because the work in the sports and recreation 

center will not be mentally and physically demanding, and will be accessible to people in this 

category. The offer itself will be based on the possibility of renting areas for playing games with 

rackets, while also offering catering services, the possibility of purchasing and servicing 

equipment. 

4.1 Company Description 

The following is a short presentation of the registration of the company and the location of the 

facility. The name of the Sport and Recreation Center would be SquashNov L.L.C. The company 

would offer various games of racket sports. The owner of the company would be Marko Nikolić 

and the address of the sports center would be Bulevar Nikole Tesle 10, Belgrade (Serbia). 

Furthermore, the vision of the Sport and Recreation Center SquashNov is to provide excellent 

opportunities for those we serve to experience a lifetime of joy and fun throughout racket games. 

Mission is to take an active role in the health, recreational and educational life of city of Belgrade 

and the surrounding area through racket sports. 
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4.1.1 Registration of the company  

Sports activities are one of the most popular, widespread, but at the same time, due to their 

popularity, constantly well attended and profitable activities. The sports and recreation center in 

Belgrade will mainly offer suitable premises for recreation and socializing, and the center will 

also host various competitions and events related to racket sports. The first step in the realization 

will be the registration of the company. We will do this immediately and initially determine the 

home address of the owner for the address. Early registration of the industry and quick entry in 

the register brings tangible facts for concluding partnerships and finding investors. It is also 

easier for an existing company to hire contractors for the realization of the project, purchase of 

equipment, etc.  

Companies in the Republic of Serbia are registered through the APR portal, which is located on 

the government server (www.srbija.gov.rs). The so-called code lists of standard classification and 

activities are defined there. The company will be registered under code U2.4589, which defines 

facilities for sports and recreation. In addition, we will register the dispensing of beverages and 

drinks, activities under the code 1989IK66.47. 

The process of adding activities is not complicated, it is easily done online. Light bureaucracy 

enables sports registration of activities, which works great in practice. As Hiebing and Cooper 

(2003) point out, the government will spread through the realization of the idea, so 

uncomplicated and fast registration of the idea into a real activity that has a positive effect on the 

course of business and protects the company from so-called illegal business or undeclared work. 

Starting a business can be compared to “policy” analysis, which has four stages: description, 
business ideas, making a business plan, and the stage of implementation or implementation. We 
have already answered the question of how to set up a company, but we have not defined the 
technical procedure. Registration is done through the website of the Government of the Republic 
of Serbia (https://www.apr.gov.rs/registri) using the form for registration of a simple single 
proprietorship with limited liability (L.L.C.). For financial and tax reasons, we will also choose a 
limited liability company (L.L.C.) for the legal form of the company, which needs the founding 
capital (20.000€). The APR portal enables us to pay the capital electronically, and for this 
purpose we will first open a temporary deposit account at one of the Serbian banks. At the same 
time, the registered office of the company must be determined. The logical and most convenient 
are two titles: 1) the address of the director 2) the address where the activity will be carried out. 
Specifically, due to the time-consuming administrative and bureaucratic system, we will use the 
home address of the owner when registering. However, when the building itself is defined as a 
building and obtains its number and address, and also because the owner will also be part of the 
collective in an already limited company, the headquarters will be the actual address of the sports 
and recreational facility. All other bureaucracy will be arranged at the same time via APR and 
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electronically signed. We will have to sign: the act of incorporation, the statement of the single 
shareholder and the tax return of the partner. Apart from the required initial capital at the time of 
registration, no costs will be incurred at the time of registration except for the cost of a bank 
transaction upon payment. Today, we have more ways to raise funds than ever before. The 
project itself could be financed with the help of government, various loans, European funds or the 
so-called blue angels, start-ups, online crowdfunding. 

4.1.2 Location and business facilities 

The ideal location of such sport and recreation center would be near the rivers Sava or Danube. It 
would be located near the coast of the river and surrounded with parks and sport courts. As such, 
it would attract all the people who love sport and recreation, and also the nature. The location is 
shown in Figure 2.    
 

 
Figure 2: Location of the Sport and Recreation Center 

The detail presentation of the “SquashNov” sports and recreation center is provided in Annex 1.  
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4.2 Product/Service 

The sports and recreation center, i.e. the company, will initially have a clear, perhaps even 

limited offer. It will be based on renting out playgrounds for a fixed period. All available courts 

will be rented out, for example squash courts, badminton, and tennis courts. The user will have to 

book the playground. Reservations will be possible by phone, in person at the location or on the 

company's website, which will have a special table, divided by days and hours. By clicking on 

the box, i.e. on the desired day and time, the program will request the personal data of the person 

who wants to book. When you successful book your desired day and time, the box will be 

colored. Those who will accept reservations by phone or in person will also enter the dates in the 

same timetable. Given the limited offer of the use of playgrounds for racket games, for the first 

year of operation, renting out playgrounds and serving drinks in the sports and recreation center 

will be enough. However, when the company starts operating more and making profit, we will 

expand the offer to a guided squash exercise and the possibility of using it for associations, 

federations, and institutions. So, through a contract, a few hours a week (depending on demand) 

at a sports and recreation center, a squash expert will teach a small group or individuals. We will 

offer the nearby educational institutions the opportunity to perform additional sports activities. 

Additional activities are a mandatory part of the learning process and if we present a good offer 

to the school, it will be a mutually good cooperation. As the performance of such activities 

requires the supervision of students, there could be employees of the sports and recreation center, 

a professional trainer, or an animator. Great emphasis will be placed on providing and advocating 

the most suitable training conditions. With good conditions, we would also like to attract 

professional clubs and associations (tennis, "squash", badminton ...) to use, rent our areas. The 

courts will also be available to be used for other types of recreation (yoga, pilates, aerobics) in 

free time. 

In addition to sports, it will be possible to offer many sports-related activities. Distributing of 

drinks and beverages will be registered together with the main activity. We will expand the offer 

of drinks to very popular shakes, freshly squeezed juices, and protein drinks. Eventually, we will 

also offer our customers affordable servicing, repair, and adjustment of rackets, as well as advice 

on the choice of equipment. We will also connect with the providers of the equipment and offer 

them cooperation in terms of selling their equipment in our sports and recreation center in 

exchange for a percentage of the sale or for a certain one-time cash investment. 
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4.3 Market Analysis 

The maximum growth of a company is determined by the size of the available market in which it 

operates so before entering a new market or entering a new product / service, the market must be 

previously thoroughly examined. 

The importance of knowing the market in general has already been pointed out in the business 

plan theory. In this case, it is an analysis of the offer of sports and recreation centers with the 

possibility of using "squash" and badminton courts. Since the sport center will be located in 

Belgrade, we will focus on people of Belgrade and the surrounding, as well as people that would 

like to visit Belgrade. 

4.3.1 Market needs 

Undoubtedly, tourism is a big producer of profit and the most popular activity in Belgrade. It is 

good for operations; favorable climate, a location that is very convenient because Belgrade is 

among the most visited tourist cities in the Balkan region. It also has all the conditions of 

developed sports activities, but the most often sports are ball sports and sports that are carried out 

outdoors. Slightly fewer options are offered for racket sports: tennis, “squash”, and badminton. 

These activities are not actively carried out in Belgrade and its wider surroundings, precisely 

because of two target constraints: spatial and financial. Because entrepreneurship is complex and 

largely depends on the environment in which it operates, this can interfere or encourage the 

realization of entrepreneurial ideas. The search for finance to meet the financial conditions would 

be focused on the municipality and local community. The possibility of cooperating with the 

mentioned actors would be a so-called "win-win" combination. The company would benefit from 

receiving financial support, the municipality and the local community would add a very popular 

activity for which users would pay. We see cooperation with the municipality not only in the 

form of a financial investment, but also in that we can set up a sports and recreation center 

together. 

As part of the market analysis, we have developed a questionnaire. The questionnaire is attached 

in the chapter of the annexes (Annex 2), the following chapters are based on the findings and 

results we received by analyzing the data collected by the questionnaire. The questionnaire was 

sent out to potential customers via email and various social networks. In the period from April 

16th,2021 to April 23rd,2021, we received 55 completed questionnaires. An analysis of the 

questionnaire results is presented in Annex 3. The questionnaire helped us determine the right 

approach to target our customers. 
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4.3.2 Target market segment strategy 

After a preliminary research of the market in which we want to operate, we have clearly formed a 

target market. This is Belgrade, more precisely the surroundings of the largest river, the Danube. 

The need of such services is huge, because of the popularity of sports tourism increasing in the 

region and the popularity of racket games in general. As the company will be the only service 

provider, we will be able to constantly align it with the market needs of users and the market as a 

whole. The positioning of our services will be unique in another point, and we want to present 

"squash", badminton and tennis as a consumer service and break the myth of luxury sports. 

Our most profitable target segment will include male and female, 35-40 years old that are from 

Belgrade and the surrounding. Furthermore, our target segment will also be students that are 

physically active.  

4.3.3 Industry and competition analysis  

A company with such an offer, that not only offers the privilege to play tennis, but also squash 

and badminton, does not have much of a competition in this specific market. We will present the 

advantages and disadvantages of the company's operation in the selected industry by adopting the 

increasingly popular SWOT analysis. We take a closer look at four aspects: strengths, 

weaknesses, opportunities, and threats, with the first two aspects relating to internal and the other 

two to external factors of competition in the Belgrade region. The main difference between the 

two groups of factors is that the company has the control over the internal factors. Opportunities 

and threats, however, relate to external factors over which the company has no control. We are 

left with only the possibility of adjustment. So there are two areas: one is the area of influence 

where we have the power to directly influence ourselves through our actions, other factors are 

outside our area, we cannot do anything directly, but we can use it all to our advantage with 

flexibility.  

In Belgrade, there are around ten Sport and Recreation Center that offer tennis, badminton and 

squash.  The main difference is that all of those sports center offer various other sports (football, 

basketball, handball…). Because of that, we are unique. We offer all the racket sports in one 

place. The results of the SWOT analysis are presented in Table 4. 
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Table 4: SWOT analysis 

Strengths Weaknesses 

- Unique company  

- Speed and flexibility 

- Lack of competition 

- Young, professional, motivated, 

and educated team 

- Knowledge of the market and the 

profession 

- Broad offer 

- Inexperience in entrepreneurship 

- Unrecognizability in the market 

- Large financial resources to start a 

business 

- Difficult comparison with the 

competition 

- Still unknown locations and the 

dimensions of the building, which 

depends on financial resources 

Opportunity Threats 

- Development of sports tourism 

- Development of services and the 

facility 

- Greater demand for existing and 

new services 

- That the company becomes the 

largest and best sports and 

recreation center in this part of 

Serbia, which would combine as 

many different services as possible 

- New offer/competition 

- Large start-up and expansion funds 

- Payment indiscipline 

- Low purchasing power due to 

economic crisis 

 

4.4 Strategy and implementation  

In the following sections, a breifly presentation is made of the strategy of the company, 

competitive advantage, pricing policy, company’s strategic alliances and time schedule. 

4.4.1 Strategy 

In the marketing plan, we relied on a brief market research. We conducted a short survey in 

which we asked the respondents what their interest in the mentioned sports is, how often they 

play them, if they play them at all. If they would return, we are assuming they liked the service. 

The results of the research showed that most of the respondents have already played tennis and 



 

29 

badminton, but "squash" not yet. We found that “squash” would also be the main subject in 

addition to the existing offering. They would use these services several times a month, and 

several times a week, and they would return regularly, if they like the service, and they would 

also bring friends and colleagues. In the end, it is clear that the respondents have the opinion that 

Belgrade needs a facility that would combine a comprehensive range of these services. The 

organization of marketing itself is about providing the customer with the optimal combination of 

marketing elements with the product or service, price and promotion, adapted to him and our 

knowledge (Plut and Plut 1995, 126). It is necessary to start by knowing the needs of the 

consumer as well as knowing the willingness of the consumer to pay for the service. If we want 

to be successful in marketing, we must pay attention to the following combination: usability, 

aesthetics, economy and technique of the product, in our case services. So good marketing means 

offering the right service to the customer at the right time and in the right place. Other important 

components are the pricing policy and the attractiveness of the product presentation to both target 

and other users. 

Our sales will be initially focused on the offer of renting courts for practicing ball games, i.e. 

renting "squash", badminton and tennis courts. In addition, the offer will also include the sale of 

refreshing drinks. 

In the extension of the activity or the so-called growth of the company, we will include guided 

individual or group practice of racket games in the offer. The company will also offer the 

possibility of servicing and purchasing sports equipment. 

As we will be a company offering catering services, we will, of course, upgrade our offer in this 

area as well. In addition to the already mentioned sale of refreshments from refrigerators and 

vending machines, there will be a reception and bar at the entrance of the sports and recreation 

center, as well as some comfortable seats with tables. Thus, together with sports activities, we 

will also provide the possibility of daily rest and socializing after sports activities and offering 

refreshing drinks. 

Our target users are recognized as an age group up to 25 years. These will be pupils and students, 

between the ages of 15 and 25, who will come to the sports and recreation center to take lessons, 

relax and take an active day. There will be a playground with animation in the sports and 

recreation center, which will offer childcare during their parents’ or siblings’ training. As for the 

parents of the younger tennis learners or for the older people, there will be a café where they can 

enjoy the games and have a nice talk. With this kind of move, we will enable the target users to 

use our services easier and more often. 

The ultimate goal of market strategy is to collaborate with sports clubs and racket sports 
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federations. The premises could be used by professional athletes to train and run competitions. 

4.4.2 Marketing strategy 

The last component of marketing in the planning itself and the first noticeable on the market is 

the presentation of our services and the facility, which will be called a sports and recreation 

center. Through advertising, we want to prepare people who represent our potential market to 

become our customers. The choice of media will depend on the habits of customers because it is 

with advertising that we start some marketing communication with them. 

Depending on the time, we will also adjust the intensity of advertising. Immediately upon 

acquiring the stockholder and the known location, we will present ourselves in the public 

newspaper. This presentation will not be marketing-oriented yet, but rather a presentation of 

novelties, which we will perform for free in the local media. 

We will intensively and carefully address the marketing message and advertising as a preparation 

for the market entry. We will hire a qualified team to prepare the advertising campaign. The 

preparation of a marketing message, the recording of advertisements and the preparation of 

printed promotional material will cost us around 1000 €.  

Before the opening, the auditory, visual, and reading media will be filled with our presentation 

and invitation to the opening. We planned 400 EUR of expenses for the opening propaganda and 

the opening as an advertising event. 

Otherwise, the services will be advertised in the local newspaper “Blic”, on the radio “Play” and 

of course online, through our web site and social media, like Facebook, Instagram and Twitter, all 

the time. We will also advertise by making donations in a set of prize games. 

The most effective way of marketing communication will certainly be sending offers and special 

promotions to companies as an option for employees, various sports clubs and, of course, 

individual households. In cooperation with sports clubs, we will take care of advertising at sports 

events by offering free use of our services in exchange for advertising sports. It will be a kind of 

sponsorship. 

Otherwise, in the first months, advertising expenses will be higher, up to 300 €. Later we want to 

limit them to 100 € per month. 
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4.4.3 Competitive Advantage 

Our main competitive advantage is providing customers with the best and high-quality courts for 

playing racket games. As an expansion of the offer, we also want to offer customers the 

opportunity to train on another level and to give them the best advices. Thus, we want to offer 

customers more in one place, which means more revenues for the company. The customer does 

not have to visit several institutions, he gets the knowledge in one place, which consequently 

increases his success in achieving his goals. With regular education and following trends, we 

want to maintain our competitiveness and provide a high-quality service. 

Important factors in our industry are price, wide range of services, professional staff, good 

references, visibility and company name. We attribute the main advantages to the quality of 

services, which will be the result of professional staff, and price, as the ratio between price and 

quality of products is very good. In these two points, we see a great advantage over other 

providers. Other factors that are important in every industry are flexibility and innovation where 

we have an advantage because young companies are more inclined to innovation, so we also 

consider these factors as an advantage of the company. 

4.4.4 Pricing policy 

The price will be set up in such a way that it will cover all our cost and enable us to earn profit. 

As a newly established company, we will need to be cautious about potential price reductions due 

to new competitors, since it can result in inability to cover our variable and fixed costs. 

In determining the price, we focused on the following factors: competitive supply, product costs, 

historical demand for the product, expected trends, customer interest and service popularity. The 

company’s price list is presented in Table 5. Scholars and students will have special benefits if 

they present their ID cards. Also, for rent of a larger amount of services (hours), a discount in the 

sense of 4 hours + 1 hour free of charge will be granted. Equipment rental and childcare will be 

possible for all users of the services. It must be told to the receptionist for the childcare at the 

time of booking. Members of the "squash", badminton and tennis club or association will also be 

granted a discount. Special prices will also apply to educational institutions. 
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Table 5: Price list of services 

Service Price 

1 hour "squash" 10 € 

1 hour of badminton 10 € 

1 hour of tennis 12 € 

Sauna surcharge 

(when using other services) 

5 € 

Racket and ball rental 3 € 

1 hour of child care  

(within the scope of services) 

3 € 

Food offer Depends on price list of the selected supplier 

Sports equipment Depends on price list of the selected supplier 

4.4.5 Strategic alliances 

Strategic connections will be extremely important for our company. Initially, we would connect 

with equipment suppliers. We see the advantages of such a connection in payment terms, 

purchase price and delivery time. Their products and brand would be marketed on our website as 

well as in our sport center. Assuming good business, the company also wants to establish 

strategic connections with professional trainers and clubs who would like to practice and train in 

our center. Of course, we would offer appropriate commission payments and discounts for the 

service and the possibility of mutual marketing. 

4.4.6 Time schedule 

The presented activities in Table 6 with time units represent the outlined goals and wishes of the 

realization made by the owner. Due to external factors and time-consuming bureaucracy, we need 

to look at the timetable only as an implementation plan with the possibility of changes. A time 

frame is also provided for each major activity, i.e. the number of days in which it is to be 

realized. 
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Table 6: Time schedule 

Activity Start dates End dates 

1. General activities 

- Company registration 

- Opening a bank account and other essentials 

- Search for a procurator (investor presentation) 

 

10.12.2021 

 

01.01.2022 

2.Requirement of fixed assets 

- Identification of the location 

- Obtaining a building permit 

- Construction 

- Equipping 

 

01.01.2022 

 

01.01.2023 

3.Development 

- Searching for staff 

- Composition of the offer 

- Programming computer programs  

- Advertising 

- Preparation of a marketing communication message 

- Media search 

 

 

01.01.2023 

 

 

12.3.2023 

4.Entering the market 

- Great campaign 

- Opening 

- Presentation of premises and offers 

 

12.3.2023 

 

27.3.2023 

5.Start of business 01.4.2023 31.12.2023 
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4.5 Management 

The company will be managed by the founder and the director of the company. The company will 

deal with development, marketing, and customer relationship strategies. Also, in our company, 

only one person will initially take care of the accounting services. If necessary, we will provide 

accounting to the accounting service through a cooperation agreement and pay according to the 

services provided. In the same way, i.e. according to the price list of services provided, our 

company will pay a legal advisor. Immediately after the opening of operations, a job 

announcement will be published. The company will mostly hire external specialized associates 

for certain services, which it will hire if needed. The relations will be contractually regulated, in 

this way the company will reduce the costs of salaries, employment and raise the quality of 

services provided. 

The company will be socially friendly. It is planned to employ one to three members. At least one 

should be a first-time job seeker, under the age of 30, and at least one from a group of hard-to-

employ people. Employees will perform the duties of receptionist, manager of the sports and 

recreation center and, if necessary, work as a cleaner. For the needs of animation, we will employ 

a student from the Faculty of pedagogy through the Student service. For group training, servicing 

and other services, the company will operate through an individual contract with qualified staff 

and pay according to the issued monthly invoice. The company must also find a procurator who 

will be appointed according to the financial investment. 

The organization of the company is presented in Figure 3 and will include the following 

positions: 

Director: a person who will run the company. The director will be in his twenties, with the 

advantage of knowing the sport and with a bachelor degree in the relevant field: management, 

economics, entrepreneurship, etc. 

Partner: is the person who will be a partial owner of the company and who will perform tasks 

related to the company. In our case, the partner will invest his capital in the provision of sports 

equipment, nutrition programs, and consultancy in these areas. Experience and previously 

acquired knowledge in the field of sports equipment and nutrition are expected from him. 

Employee: the person who will be in charge of everyday activities in our sports center. There will 

be one such person in the company in the beginning. There will not be specific requirements 

regarding the education level, but knowledge of the basics of working with a computer, good 

communication skills and basic knowledge about sales and finance are expected. Initially, this 

person, as the only employee, will also have to perform the work of managing sports equipment 
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and facilities. 

Animator: is a person with strong motoric skills, positive energy, and communication skills. In 

the company, our animator will take care and actively spend time with the clients' children. The 

animator can be a student and will work in the company as needed. We will hire him through the 

Student service. 

Cleaner, Maintainer: the person who will take care of the cleanliness and maintenance of the 

building. Education is not important, fast and efficient cleaning and maintenance is expected. If 

necessary, this person will be hired through a Cleaning and maintenance service. 

Accountant: the person who will take care of the financial situation in the company. The 

accountant will work with the company on the basis of a contract and is expected to have at least 

bachelor degree in economies/accountancy. The person is expected to be in charge of the daily 

financial operations of the company. 

Lawyer or legal advisor: the expert who will be acquainted with the law and will work with the 

company on the basis of a contract. A bachelor degree in law will be expected for this position. 

This person is expected to conduct legal-administrative transactions, especially at the beginning 

of the company's establishment, and to further draw attention about legal operations.  

 

Figure 3: Organization chart of the company 
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4.6 FINANCIAL PLANING 

The financial plan of the company shows us in more detail the activities of the company and their 

performance. Already in the first year of operation, the company wants to operate positively. The 

first month of business will of course be a bit more difficult due to poorer visibility of our 

company. With strong marketing, we want to increase the visibility and consequent interest of 

customers. 

In Table 7 are presented the operating revenues from the sales. We are already positive in the first 

year and we want to increase our revenues in upcoming years. 

Table 7: Operating revenues for the first 3 years (in EUR) 

 

 

 

 

 

In Table 8 are presented the operating expenses for the first 3 years. As we can see, the expenses 

are increasing through the years.  

Table 8: Operating expenses for the first 3 years (in EUR) 

 

 

 

 

Financial Plan 

Categories 

Year 1 Year 2 Year 3 

Service 78.000,00 € 80.340,00 € 82.810,00 € 

Other 18.000,00 € 18.540,00 € 19.110,00 € 

Total net sales 
revenues 

96.000,00 € 98.880,00 € 101.920,00 € 

No. Financial Plan 
Categories 

Year 1 Year 2 Year 3 

Variable costs      
Costs of goods, 
materials and 
services 

24.000,00 € 24.720,00 € 25.480,00 € 

 
Costs of gross 
gross wages 

36.000,00 € 36.000,00 € 36.000,00 € 

Fixed costs 
    

 
Other operating 
costs 

19.240,00 € 18.240,00 € 18.240,00 € 
 

Total costs 79.240,00 € 78.960,00 € 79.720,00 € 
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In the income statement, we focused on items that are important to our business. The plan is 

made in more details for the first year of operation and for the next two years in the annual 

record. At the beginning of the business, it is noticeable that the company will operate at a small 

profit, and with strong marketing we want to end the first year with a bigger profit, which we 

want to increase in the next two years. The costs include all activities that we consider important 

for the company's operations. On the picture below is presented our income statement (Figure 4). 

 

 

Figure 4: Income statement 
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The company will be fully financed with its own funds, thus avoiding the cost of debt capital. 
Own funds will be 20,000 € and will be partly in the form of assets, equipment and inventory and 
partly in cash. 

The table 9 shows the indicators that predict that the company will generate a profit in the first 
year and gradually increase it over a period of three years. Figure 5 shows a graph with business 
indicators. Despite the desire to employ more people, we remained realistic in the table and 
initially stayed with one employee. 

Table 9: Business indicators 

Ratio Year 1 Year 2 Year 3 

Profit or loss before 

interest, taxes and 

amortization 

(EBITDA) 

 

16.760,00 

 

19.920,00 

 

22.200,00 

Operating profit / 

loss before interests 

and taxes (EBIT) 

 

14.676,67 

 

17.836,67 

 

20.366,67 

Operating profit / 

loss before taxes 

(EBT) 

 

10.760,00 

 

19.920,00 

 

22.200,00 

Return on revenues 0,11 0,20 0,22 

Operating efficiency 

ratio 

1,21 1,25 1,28 

Number of 

employed 

1,00 1,00 1,00 

Value added per 

employee 

72.000,00 74.160,00 76.440,00 
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Figure 5: Ratios
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5. CONCLUSION  

A business plan is the first document that every entrepreneur must dedicate himself to. It is a kind 

of map that guides us. It represents the first step into the world of entrepreneurship. In the thesis, 

we enriched the business plan for a newly established company with a theoretical background in 

the initial part of the thesis. Knowing entrepreneurship and exploring the market, that we are 

entering, will be a great benefit to us in starting our own business. All possible obstacles along 

the way would be solved wisely, by consideration, consultation and help of people and 

institutions that have more experience and knowledge in this field, which successful 

entrepreneurs certainly have. 

From the research that we have conducted, we believe that Belgrade, due to its location and 

climate, have the potential to be one of the most promising and visited cities on the Balkan. The 

city offers a lot of services and locations that can be used to attract visitors and local community. 

That is why we believe that this sport and recreation center is just what Belgrade needs. It can 

bring something new to the city, a modern and exiting playground for racket sport. From our 

research, we believe that racket sports are not so popular in Belgrade yet, except tennis. That can 

change. If people have a chance to experience the joy and pleasure that racket sports provide, it 

can change the concept of racket sports. If people had this kind of sport and recreation center, the 

popularity of racket sports would grow. That would attract more and more people to Belgrade, 

not just for the culture and monuments, but also for racket sports.  

The results show that our most profitable target market will be people, both genders, 35-40 years 

old. Also, pupils and students will have a major impact on this center, since they love to be 

physically active and like to play racket sports. We believe that through different age groups, we 

can show to people that everyone can be physically active, no meter the age group. It will be fun 

for everyone. Thus, the price of the service will be normal priced, so that everyone can afford it. 

We believe that this kind of project is unique, innovative and new in Belgrade, perhaps even on 

Balkan. Most important is that people recognize our idea, name and the importance of racket 

sports. The success does not happen by accident, it is made by working hard for your dreams to 

become reality! 
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Description of the sports and recreation center “SquashNov” L.L.C. 

 

The “SquashNov” sports and recreation center will be architecturally perfect in a modern, but 

light and quickly practical style. The construction itself will consist of prefabricated beams; the 

interior will be supported by wooden beams. The surroundings will offer an aesthetically perfect 

space that will have a parking space. To avoid parking for other purposes, parking spaces will not 

be marked with lines or traffic signs. Access is provided on the left. On the right side of our main 

building there will be another building under which there is a sand tennis court. The balloon will 

be perfect for every weather conditions and the surface will be like an outdoor playground. With 

the balloon, our entire offer is not limited to spring/summer, but it represents a source of income 

throughout the year. 

Ground floor: 

- Hall -main part- 560m2, 

- Wardrobe - 2x10m2 

- Sauna - 20m2 

- Entrance part with reception - 15m2 

- Hallways + stairway - 20m2 

- Engine room / boiler room -15m2 

Upper floor: 

- Lobby - 55m2 

- Business space - 25m2 

- Bar - 45m2 

- Balloon - 25m x 30m 

The main part is big enough to have space for two badminton and two squash courts. The 

building is prefabricated in nature with a steel structure and trim panels with isolation as a facade. 

The hall retains its great functionality, as the prefabricated squash courts can be removed if 

necessary in the future, thus obtaining the necessary playing surface for, for example, volleyball, 

basketball...The hall is 7 meters high, as 6.7 meters is the prescribed height for badminton. The 

main part of the hall is approximately 560m2, of which the entrance and service part with the 

ground floor is approximately 120m2, and the upper floor around 130m2. The 

diagonal span in the main part, in the direction of the horizontal roof beams, is 17 meters. The 

distance is bridged with wooden primary glued beams. The floor is covered with sports parquet. 

On the ground floor is a smaller area for service for athletes and on the upper floor is a common
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lounge, glazed, for relaxation after recreation, which offers a view of the interior of the hall. On 

the ground floor, the entrance part and the corridor are covered with ceramics and partly with 

linoleum. In front of the hall there would be space for about 25 parking spaces around 450m2. If 

we add to this another 250m2 of surrounding areas, on which a simple tree-lined avenue and a 

bench for relaxation would be placed, we come to a total plot size of around 2400m2. The value 

of the investment itself, with all equipment and arrangements, excluding land, is estimated at 1.2 

million euros. In the case of obtaining sufficient funds, which would exceed the planned 1.2 

million euros, due to the construction itself, it would of course be possible to expand the facility 

itself, with the addition of an additional playground if necessary. 

The desire is also to obtain a space with at least 50m2, intended for fitness, with an emphasis on 

functional exercise, which is not yet represented in the facility and is very different from classic 

gyms. A connection to the city utility would also solve the problem of wastewater. Solar cells, 

that are most suitable for this type of climate, could be placed on the roof, thus making the 

building also energy independent. This would increase the value of the project to 2.1 million 

euros. 

Logo 

The company logo will consist of a name and a symbol reminiscent of the type and offer the 

company is dealing with. The logo will be present on the building itself and inside the building in 

terms of a pattern on the wall, carpets, bills released, etc. A recognizable character would be 

marketed as an easy remarkable company symbol. It would be part of an advertising campaign on 

promotional material, ads, etc. We would make key attachments and plastic 3D images. The 

products would be given as a gift at the first membership in the sports and recreation center, as 

prizes for games, and they would also be given to our business partners as a sign of good 

cooperation. We also plan to sell T-shirts and hoodies with our logo in the future.
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Questionnaire  

 

Greetings! My name is Marko Nikolić and I am third year student at UP Faculty of Management. I am 

now conducting a research for my final thesis. My thesis is about a business plan of a sports and recreation 

center that is called SquashNov and it would be based in Belgrade, Serbia. In order to understand the 

market needs, I need to conduct a research. Therefore, I kindly invite you to take 5 minutes and answer the 

questions below. The identity of the respondents will remain anonymous. Thank you very much in 

advance! 

Gender:    ☐ Male      ☐Female 

Age: ☐ 15-20    ☐ 21-25   ☐ 26-30    ☐ 31-40   ☐ 40+ 

 

Location of home:  ☐ Serbia     ☐ Other: ___________ 

 

Education:  

☐ Primary School       ☐ Bachelor’s Degree      ☐ Ph.D. or higher 

☐ High School            ☐ Master’s Degree         ☐ Trade School 

 

Status:  

☐ Student               ☐ Employed      ☐ Self-employed 

☐ Unemployed       ☐ Retired 

 

Annual household income: 

☐ Less than 5.000 €    ☐ 7.500€ - 10.000€         ☐ More than 12.500€ 

☐ 5.000€ - 7.500€       ☐ 10.000€ - 12.500€       ☐ Prefer not to say 

 

Are you a physically active person (in term of performing any type of sport activity)? 

☐ Yes       ☐ No  
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How often do you do sport activities each week? 

☐ Fewer than 2 days per week       ☐ 2 days per week       ☐ More than 2 days per week 

Where do you most often do physical activities? 

☐ At home                                       ☐ Outdoor 

☐ In sport centers (like fitness)       ☐ Other 

Have you ever played tennis? 

☐ Yes      ☐ No  

How often do you play tennis? 

☐ Every day            ☐ At least once a week              ☐ Once a month 

☐ Once a year         ☐ Several times in a year           ☐ Never played tennis 

Have you ever played badminton?  

☐ Yes      ☐ No 

How often do you play badminton? 

☐ Every day              ☐ At least once a week               ☐ Once a month 

☐ Once a year            ☐ Several times in a year            ☐ Never played badminton   

Have you ever played squash? 

☐ Yes      ☐ No 

How often do you play squash? 

☐ Every day               ☐ At least once a week                ☐ Once a month 

☐ Once a year            ☐ Several times in a year             ☐ Never played squash    

Please indicate which of the above sports you play most often and explain why? 

___________________________________________________________ 

___________________________________________________________ 

___________________________________________________________ 

Please explain what you like most about racket sport (consider the sport in the previous question: tennis, 

badminton, squash). 

_______________________________________________________________________ 

_______________________________________________________________________ 

_______________________________________________________________________
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If you had the possibility (like the access to sports facilities/centers), would you also play any of the sports 

above (tennis, badminton, squash) that you are not currently practicing? Please explain your answer. 

_______________________________________________________________________ 

_______________________________________________________________________ 

_______________________________________________________________________ 

Do you think that Belgrade needs a facility that would offer these services in one place? 

☐ Yes      ☐ No 

 

If you had the possibility, would you visit a Sport and recreation center in Belgrade that offers various 

types of racket sport? 

☐ Yes      ☐ No 

 
Would you like to invite a friend, colleague or relative to join you at the Sports and recreation center? 

☐ Yes      ☐ No 

 
If you liked sports, would you recommend it to friends, colleagues, relatives ...? 

☐ Yes      ☐ No 

 

 

 

Thank you for your cooperation and help!
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Results of the market research  

 

In the research, 55 people of both genders and from all age groups have participated. 

 

Figure 6: Results of the genders 

 

Age:      A: 15-20      B: 21-25    C: 26-30    D: 31-40    E: 40+ 

 

Figure 7: Age
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Location of home: 

 

Figure 8: Location of home 

 

Education: 

 

Figure 9: Education
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Status: 

 

Figure 10: Status 

 

Annual household income: 

 

Figure 11: Annual household income
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Are you a physically active person (in terms of performing any type of sport activity)? 

 

Figure 12: Active person 

 

How often do you do sport activities each week? 

 

Figure 13: Weekly sport activity  
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Where do you most often do physical activities? 

 

Figure 14: Place of physical activities 

 

1. Have you ever played tennis?  

 

Figure 15: Results for question 1
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2. How often do you play tennis?  

 

Figure 16: Results for question 2 

 

3. Have you ever played badminton? 

 

 

Figure 17: Results for question 3
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4. How often do you play badminton?  

 

Figure 18: Results for question 4 

 

 

5. Have you ever played squash? 

 

Figure 19: Results for question 5
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6. How often do you play squash? 

 

Figure 20: Results for question 6 

 

7. Please indicate which of the above sports you play most often and explain why? 

 

o Badminton, because we have fun in summer with friends, 

o Tennis, because it’s the best sport among mentioned, 

o Tennis, because I’ played in my young age, 

o Tennis, because it is most accessible to play and most famous in Serbia, 

o None from the above. 

 

8. Please explain what you like most about racket sport (consider the sport in the previous 

question: tennis, badminton, and squash). 

 

o I like it because it can be played when weather is fine it doesn’t need a playground 

it can be played everywhere, I speak about badminton 

o Because Novak Djokovic is from my country and he is my idol, my role model. He 
is very popular sportsman. 

o It’s full of accelerations, movements, speed and that’s important thing! 
o Fun and enjoyment. 
o Nothing specific, I just do not like racket sports
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9. If you had the possibility (like the access to sports facilities/centers), would you also play any 
of the sports above (tennis, badminton, squash) that you are not currently practicing? Please 
explain your answer. 
 

o No, because I am not so interested in sports; 
o Yes of course, I would like to try squash even I am not sure what it is about; 
o I would probably, because I love to play tennis; 
o Yes, I want to try new sports; 
o Yes, because I have never played squash 

 

10.  Do you think that Belgrade needs a facility that would offer these services in one place? 

 

Figure 21: Answers for question 10
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11. If you had the possibility, would you visit a Sport and recreation center in Belgrade that 

offers various types of racket sport? 

 

Figure 22: Answers for question 11 

 

12. Would you like to invite a friend, colleague or relative to join you at the Sports and recreation 

center? 

 

Figure 23: Results for question 12
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13. If you liked sports, would you recommend it to friends, colleagues, relatives …? 

 

Figure 24: Results for question 13 
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