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Part 1: Business Plan
1. Service Proposition and Company Name
One Week Bathroom is a UK-based design and renovation service specialising in complete bathroom transformations delivered within seven days. The concept addresses a key issue in a home renovation market: long project durations and poor contractor coordination. Research suggests that clear value proposition and strong operational processes are crucial for venture success (Barringer and Ireland, 2022). The business differentiates itself through speed, efficiently and fully manager project delivery.
The service includes professional design, procurement support, installation and structured seven days workflow. This reduces disruption foe homeowners, landlords and property investors who typically experience several weeks of constructions delays. As Williams (2022) notes modern startups must respond directly to consumer frustrations to establish competitive advantage. 

2. The Story Behind the Idea 
The idea emerged from direct experience in managing residential projects in the UK, where many clients expressed dissatisfaction with unpredictable timelines, inconsistent workmanship, and lack of communication. This highlighted a clear market opportunity: offering a renovation service with guaranteed, clearly stated timeframes, something rarely provided by traditional contractors. Identifying such service gaps became the key driver for creating the unique selling proposition (Finch, 2022).
The foundres’s background in interior design and project management enabled the creation of a repeatable workflow supported by efficient scheduling, preselected materials and trusted subcontractors. This approach aligns with the entrepreneurial principle that innovation often lies in improving processes rather than reinventing products. As highlighted in video What Entrepreneurs Need to Know Before They Start (Alvarez, 2018), successful ventures frequently emerge when entrepreneurs recognise opportunities to provide clearer expectations and reduce uncertainty for customers, principles reflected directly in the decision to embed the seven-day timeframe into the company name and proposition. 
 
3. Business Ownership Structure.
One Week Bathroom will operate as a Partnership, structured as a family-run business led by two co-founders. The partnership model is particularly suitable for early-stage service businesses, as it enables flexible decision-making, shared responsibility, and the ability to combine complementary skills (Burns, 2016). It also provides a practical structure for family-run enterprises, where trust and clear role division support efficient operations (Scarborough, 2018).
In this partnership, one founder will focus on bathroom design, client communication, and project management, ensuring accurate planning and coordination throughout each project. The second founder specialises in the technical quality of on-site work, including installation standards, workflow organisation, and daily supervision. This combination of managerial and practical expertise strengthens the business’s ability to meet the guaranteed seven-day renovation timeframe, supporting a consistent and systemised service delivery model.
4. Mission Statement, Aim and SMART Objectives.
Mission:
To deliver high-quality, professionally designed bathrooms in only seven days, offering a stress-free and efficient customer experience.
Aim:
To become the UK’s most trusted brand in time-guaranteed bathroom renovation.
SMART Objectives:
· Specific: Complete 4 – 6 bathroom renovations per month in Year 1.
· Measurable: Achieve at least 90% customer satisfaction (post-completion survey).
· Achievable: Build a network of subcontractors across four UK regions within 12 months.
· Relevant: Reduce typical renovation duration by at least 40% through process optimisation.
· Time-Bound: Reach profitability within 18 months of launch.
     SMART goal setting remains a foundation for effective strategic planning (Whittington et al., 2020).
5. Location and Rationale.
The business will initially operate in three major cities in Wales — Cardiff, Swansea and Newport, where demand for residential refurbishment and modernisation remains consistently strong. As the business grows and operational capacity expands, One Week Bathroom plans to extend its services to additional cities across Wales and, subsequently, to larger regions of the UK. This phased expansion approach supports controlled growth while ensuring consistent service quality and reliable contractor availability.
6. Human Recourses.
As a partnership-based, family-run business, the operational structure is initially centred around the complementary roles of the two co-founders:
· Founder / Designer and Project Manager: Responsible for design development, client communication, project planning, supplier coordination, and overall supervision of each renovation.
· Founder / Technical Lead: Oversees all on-site work, supervises subcontractors, ensures installation quality, manages workflow, and monitors adherence to the seven-day schedule.
As the business scales, additional support will be brought in through carefully selected subcontractors and industry specialists. Recruitment for expansion will focus on:
· Local trade networks in Cardiff, Swansea, and Newport, where qualified plumbers, tilers, electricians, and decorators can be sourced through established professional circles.
· Accredited trade platforms, such as Checkatrade, MyBuilder.
· Supplier referrals, as merchants and wholesalers frequently recommend trusted tradespeople they work with regularly.
Entrepreneurship literature highlights that early-stage ventures benefit significantly from leveraging networks, partnerships, and community-based resources to build capacity during growth phases (Reuer, Matusik & Jones, 2019). This network-driven approach supports controlled expansion while maintaining service quality and consistent delivery standards. 
7. Marketing Activities. 
Marketing efforts will focus on digital visibility, strong visuals, and transparent communication. Key tactics include:
· Instagram and TikTok campaigns featuring timelapses and before–after transformations.
· Google Ads targeting keywords such as “bathroom renovation Cardiff” and “tilling Wales”
· Brand partnerships with tile and sanitaryware suppliers.
· Online reviews (Google, Trustpilot) to build early trust.
highlight that digital, customer-focused marketing is especially effective for small service businesses. Referral incentives will also support word-of-mouth, which is essential in the home-improvement sector.
8. Market Research.
 Market research combined primary interviews and surveys with homeowners in Cardiff, Swansea and Newport, and secondary industry data. Primary findings showed frequent delays and poor communication during renovations, with many respondents preferring a faster, guaranteed-timeline service. This supports Finch’s (2022) view that business opportunities arise from addressing clear service gaps.
Secondary sources indicate strong demand for bathroom upgrades in the UK and growing customer expectations for convenience and reliability (Armstrong, Kotler, and Opresnik,2023). These insights confirmed a market gap for a fast, design-led renovation service and shaped the decision to adopt a seven-day model.
9. Financial Resources.
Key costs include subcontractor labour, materials, marketing, insurance, tools and transport. The business will be funded through partner contributions and a small start-up loan, which is a typical low-risk approach for new ventures (Williams, 2022). Using subcontractors helps keep overheads low, supporting the lean structure recommended for early-stage businesses (Barringer & Ireland, 2022). With expected income from 4–6 projects per month, the financial plan is practical and achievable.
10. SWOT Analysis
A full SWOT is provided in Appendix 1. Here the focus is on the main weakness
Dependence on Subcontractors. Relying on external subcontractors affects consistency, quality and the ability to meet the seven-day schedule, creating risks for timelines and customer satisfaction.
Actions to Address This Weakness
1. Select trusted tradespeople through trials and recommendations.
 2.  Apply clear daily schedules and checklists to reduce delays.
 3. Review quality and reliability regularly to keep only strong subcontractors.
 4. Secure long-term cooperation
5. Use local trade networks and accredited platforms to find replacements quickly.











Part 2: Individual Reflection. 
Developing my business plan for One Week Bathroom has been a meaningful and eye-opening experience that helped me deepen both my business understanding and self-awareness as an entrepreneur. Although I already had practical experience in bathroom design, communicating with clients, and managing renovation projects, turning this into a structured and academically grounded business plan required a completely different level of thinking. The process pushed me to analyse my idea critically and justify each part of the business model, rather than relying only on experience and intuition.
One of the most valuable skills I developed was the ability to conduct market research using both primary and secondary data. Before this project, I had a general understanding of customer frustrations because I work with clients regularly. However, when I conducted short interviews and surveys, I saw the results more clearly and objectively. Many people reported the same issues: long delays, poor communication and inconsistent quality. Seeing this confirmed that our seven-day, structured renovation service directly addresses a real market gap. This made me more confident in the concept and helped shape the direction of the business.
Another important skill I gained was financial planning. I had never created formal financial projections before, and translating my ideas into realistic numbers was challenging at first. Working through costs, revenue estimates and cash-flow considerations helped me understand the financial side of the business much better. I realised how essential it is to prepare for slower periods, rising material prices and unexpected expenses on site. This experience made me more disciplined and aware of the financial commitment required to run a renovation business.
I also strengthened my project management and organisational skills, especially when it came to structuring the seven-day workflow. Since the main promise of the business is fast delivery, I had to develop a clear daily schedule, define responsibilities and create checklists for every stage of the renovation. It made me convert the knowledge I carry in my head into a proper system that other people can follow. This step was important not only for the business plan but for the business itself, as it will help us deliver consistent results.
Throughout this process, I also identified an entrepreneurial trait I need to develop: delegation. I tend to take on too much because I feel responsible for every detail. However, in a business that depends on coordination, teamwork and multiple subcontractors, I must learn to trust others more. To develop this skill, I plan to create clearer processes and guidelines, and start delegating smaller tasks before moving to bigger ones. Building trust in both people and systems will help me grow as a leader and prevent burnout.
If I were an angel investor evaluating One Week Bathroom, I would invest in it. The business solves a clear and common problem in the renovation industry: unpredictable timelines and lack of reliability. Our seven-day model, combined with my design experience and my partner’s technical expertise, creates a strong foundation. As an investor, I would acknowledge the risks, especially dependence on subcontractors and limited start-up resources, but I believe the potential outweighs the challenges. With strong processes and gradual scaling, the business has real opportunities for growth.
Overall, creating this business plan has not only improved my skills but strengthened my motivation to build One Week Bathroom into a successful family-run brand.
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Appendix 1: SWAT Analyses

	Strengths
• Seven-day renovation model
• Strong complementary founder skills
• Structured workflow and clear processes
• High demand in Cardiff, Swansea and Newport
• Flexible partnership structure
	Weaknesses
• Dependence on subcontractors.
• Low brand recognition at launch.
• Limited capacity (two founders).
• Risk of supply delays.
• Limited financial reserves.

	Opportunities
• Expansion across Wales and later the UK.
• Growing demand for fast renovation services.
• Supplier partnership
• Strong potential for digital marketing
• Future franchising
	Threats
• Rising material and labour costs
• Economic instability
• Competitors copying the model
• Shortage of skilled tradespeople
• Changing customer expectations
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Appendix 4: Cashflow 
	Month
	Seles Income
	Subcontractors
	Marketing
	Insurance/Admin
	Transport
Tools
Softwear
	Total Expenditure
	Net Cash Flow

	Jun
	32.000
	25.600
	500
	300
	700
	27.100
	4.900

	Feb
	32.000
	25.600
	500
	300
	700
	27.100
	4.900

	Mar
	32.000
	25.600
	500
	300
	700
	27.100
	4.900

	Apr
	40.000
	32.000
	600
	300
	900
	33,800
	6.200

	May
	40.000
	32.000
	600
	300
	900
	33,800
	6.200

	Jun
	40.000
	32.000
	600
	300
	900
	33,800
	6.200

	Jul
	48.000
	38.400
	700
	300
	1.100
	40.500
	7.500

	Aug
	40.000
	32.000
	600
	300
	900
	33,800
	6.200

	Sep
	48.000
	38.400
	700
	300
	1.100
	40.500
	7.500

	Oct
	48.000
	38.400
	700
	300
	1.100
	40.500
	7.500

	Nov
	48.000
	38.400
	700
	300
	1.100
	40.500
	7.500

	Dec
	32.000
	25.600
	500
	300
	700
	27,100
	4.900

	Total
	480,000
	384,000
	7,200
	3,600
	10,800
	405,600
	74,400



According to the cashflow projections, the business begins with four bathroom renovation projects per month, each averaging £8,000. This workload is fully manageable with two subcontractor teams, aligned with the One Week Bathroom strategy, where each bathroom is designed to be completed within one week.

Even when considering additional works, hidden defects, or unforeseen complications that may slightly extend timelines, two teams can comfortably deliver this volume. Each team has the realistic capacity to complete 2–3 projects per month, while still maintaining comfortable rest days and a healthy work–life balance. This creates operational flexibility and ensures that unexpected delays do not disrupt planned schedules.

The financial projections show that operating at four projects per month results in a stable and positive net cash flow (between £4,900 and £7,500 per month), confirming that this initial level of activity is both sustainable and financially sound.

As the company gains visibility, brand recognition, and referrals, monthly project volume can gradually increase to five or six projects, still within the realistic capacity of two well-coordinated teams. This structure allows the business to scale safely without compromising service quality or customer satisfaction.

Overall, the model confirms that:
 • two teams can easily manage four projects per month,
 • each team can realistically undertake 2–3 projects with comfortable scheduling,
 • the One Week Bathroom model remains achievable even with unforeseen site issues,
 • and the business is positioned for steady and sustainable growth.

Appendix 5: Customer Survey for One Week Bathroom Strategy
Purpose of the Survey
One Week Bathroom will operate in an existing and competitive market; the aim of this survey was to identify the main customer frustrations and service gaps in bathroom renovation. These insights were used to shape the business strategy and develop a strong Unique Selling Proposition (USP) focused on speed, reliability, and predictability.
Survey Questions
 1. What is the biggest frustration you have experienced (or expect to experience) during a bathroom renovation?
· Delays
· Unclear timelines
· Lack of communication
· Unexpected costs
· Mess at home
 2. How important is it for you to have a clear and guaranteed timeframe for bathroom renovation?
  Very important / Important / Neutral / Not important.
 3. How difficult do you find coordinating different trades (plumber, tiler, electrician, carpenter) during a renovation?
 Very difficult / Difficult / Neutral / Easy.
 4. Would you be interested in a service that completes a full bathroom renovation within one week?
 Yes / Maybe / No.
 5. What would make you feel more confident and comfortable when hiring a bathroom renovation company?
· Fixed timeframe
· Clear budget
· Daily updates
· Design included
· One project manager

Main Survey Results

Main Frustration


                  Importance of a Guaranteed Timeframe

These findings directly informed the development of the One Week Bathroom USP: a fast, predictable, fully managed bathroom renovation completed in one week, with clear communication and transparent pricing.


Delays and extended timelines	Hiden costs and changes to budget 	Poor comunications from constractors	Mess and disruption at home	0.78	0.64	0.57999999999999996	0.46	Delays and extended timelines	Hiden costs and changes to budget 	Poor comunications from constractors	Mess and disruption at home	39	32	29	23	Delays and extended timelines	Hiden costs and changes to budget 	Poor comunications from constractors	Mess and disruption at home	


Very importrant 	Importrant	Neutral	Not importrant	0.7	0.22	0.06	0.02	
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