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RESUMEN

Ante el creciente incremento de turistas debido a la estabilidad economi~
politica que vive el pais y al tener en el Peri una maravilla del mund.
identifica oportunidades de negocio para brindarle al turista y mas aun nuestro
arte donde se plasma la cultura y tradicion de los pueblos que los turistas
aprecian y que no escatiman en el precio para llevarse un recuerdo de su visita al

Peru.

La técnica e instrumento empleado fue la encuesta, la que permiti6 obtener
informacion primaria del mercado detectando algunas ventajas competitivas
como: Los horarios de atencion accesible, Atencion personalizada y Calidad en
los servicios, Instalaciones amplias con mucha iluminacion y ventilacion, Personal

altamente capacitado.

El objetivo del presente trabajo de investigacion consiste en determinar la
viabilidad comercial, técnica, econdémica y financiera para la instalacion de la
Galeria de Arte en la ciudad de Mancora, cuyos objetivos especificos pretenden
diagnosticar por medio de un estudio de mercado la necesidad de instalar esta
iniciativa empresarial para satisfacer la demanda potencial de Turistas tanto

nacionales como extranjeros.

Asimismo, establecer un Plan estratégico a mediano plazo y un Plan de Marketing
a corto plazo, una estructura organizacional adecuada y evaluar la rentabilidad
econdémica de su instalacion. Esta investigacion se encuentra enmarcada dentro
de la modalidad de Plan de negocios viables, apoyado en un disefio de campo de

tipo descriptivo.
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ABSTRACT

SPA is a place where you can breathe a sense of peace and harmony, where can
recover the daily stress or a problem that takes us to progressive depletion of our
life force, the spa is an establishment that offers treatments, therapies, relaxation

systems using the water as the main basis.

The objective of this research work is to determine the commercial viability,
technical, economic and financial for the installation of a spa exclusively for men in
the city of Sullana, whose specific objectives intended to diagnose by a market

research the need to install a business initiative to meet the demand of this city.

Also set the appropriate organizational structure and evaluate the economic
profitability of its installation. This research is framed in the form of feasible project,

supported by a field design of a descriptive type.

The methodology used for the development of this study was the survey applied to
the men of the city of Sullana and personal interviews with the owners of the spas

to understand your business vision.

The results of market research, technical, economic and financial evaluation,
allowed evidencing that the project is viable and deserves to be put in place as
there is an extensive potential demand and an excellent opportunity to enter the
market. Was further found that earnings and cash flows are sufficient and are able
to meet financial commitments and other costs generated by the operation of the
service of car wash. Similarly, the economic evaluation revealed the high
profitability of the project, which is why, was recommended for installation in a

short term and over time increase services such as sale of accessories.
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