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Business Description 

Company Name: SecureSpaces  

Logo:  

 

Vision  

To manage properties safely and sustainably using cutting-edge technology to help people and businesses adapt 
to the rapidly evolving world. 
Mission Statement 

At SecureSpaces, we work hard to offer comprehensive property management and security consulting services 

while incorporating cutting-edge solutions to satisfy our clients' changing demands in the post-Covid-19 era. By 

ensuring the security, effectiveness, and comfort of property owners, tenants, and stakeholders, we hope to 

provide great value. 

Description of Product or Service 

SecureSpaces provides comprehensive solutions to address the issues property owners and enterprises 

encounter in today's complicated environment. SecureSpaces offers a distinctive combination of property 

management and security consulting services. Our creative strategy combines state-of-the-art technology, sector 

knowledge, and a focus on the consumer's needs to produce outstanding outcomes. 

Innovative Element 

The importance of having secure and protected areas has increased in the post-Covid-19 world. In addition to 

providing conventional property management services, SecureSpaces sets itself apart by incorporating cutting-

edge security consulting solutions (Kotler et al., 2019). Our inventive strength is implementing intelligent solutions 

for effective property management, enhancing security measures, and giving clients data-driven insights. The 

complete and future-proof solutions we provide to our clients to protect their assets and streamline operations 

are made possible by our forward-thinking approach. 

Need for the Product 

The Covid-19 pandemic has dramatically impacted how people and businesses see safety and security (Xiang 

et al., 2021). Property owners, facility managers, and tenants now need robust solutions that meet the additional 

problems created by the pandemic, such as social isolation, contactless operations, and remote monitoring 

(IOSH, n.d.). By providing a comprehensive approach to property management and security consulting, 



Business Plan 

Page 4 of 11 

 
 

SecureSpaces meets this requirement and enables our clients to mitigate risks and adjust to the new normal 

efficiently. 

Milestones Achieved 

Even though SecureSpaces is a new business, the founder's significant experience in the security sector and 

long-standing connections with industry stakeholders provide a solid basis for success (Pervez et al., 2018). At 

this point, significant accomplishments have included performing market research to determine the demand for 

integrated property management and security consulting services, assembling a robust network of strategic 

partners, and gaining initial interest from potential clients. 

Ownership and Legal Structure 

A privately held limited liability company with a UK registration is SecureSpaces. Ibrahim Gazi, the founder and 

CEO, is the owner and manager of the business. To ensure openness, accountability, and moral behaviour in 

our operations, we abide by all laws and rules governing property management, security consulting, and 

commercial operations in the UK. 
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Industry Analysis - Porter's Five Forces 

Competition in the Industry 

There are many well-established competitors in the UK's competitive property management and security 

consulting market and an increasing number of new entrants. The capacity to offer complete and original 

solutions, sustain solid client relationships, and exhibit proficiency in property management and security 

consulting are critical factors in the competition (Isabelle et al., 2020). Due to their existing clientele, industry 

expertise, and brand recognition, established businesses enjoy a competitive advantage. However, the dynamic 

nature of the market presents chances for new entrants with distinctive value propositions and cutting-edge 

strategies. 

The Threat of New Entry 

New entrants into the market pose a minor danger. While entry restrictions, including the requirement for 

qualifications, industry experience, and regulatory compliance, may prevent some would-be participants, the 

industry's growth potential and changing consumer expectations draw in new players (Investopedia, 2023). 

Building clients’ trust and developing brand recognition could be difficult for new competitors. However, innovative 

corporate strategies, alliances, and technology developments can give newcomers to the market a competitive 

edge. 

Threat of Substitutes 

The threat of alternatives is not significant in the property management and security consultancy sectors. Property 

owners and enterprises need specialised knowledge and all-encompassing solutions that combine security and 

property management services. The integration of both domains is essential for guaranteeing properties' safety, 

effectiveness, and compliance, even when the specific services can be substituted separately. However, 

emerging technologies and disruptive business models may bring about replacement threats in the form of 

alternative strategies. 

Bargaining Power of Customers 

Depending on their properties' size, complexity, and industry-specific requirements, clients' negotiating leverage 

varies throughout the sector. Due to their ability to negotiate contracts and demand specialised services, large-

scale property owners and organisations may have greater negotiating power (Isabelle et al., 2020). However, 

due to the availability of standard service packages and technical skill requirements, smaller firms and individual 

property owners may only have limited bargaining leverage. The level of market competition also influences 

customers' negotiating power because they can switch suppliers if they find a better deal or more agreeable 

terms. 

Bargaining Power of Suppliers 

Property management and security consultancy suppliers typically have moderate bargaining leverage. 

Manufacturers of security equipment, technology providers, maintenance and repair companies, and staffing 

firms are examples of suppliers. Despite the availability of several suppliers, building trusting connections and 

obtaining favourable conditions can be essential for cost efficiency and service quality (Pervez et al., 2018). 
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Additionally, using specific suppliers might become less common due to technological and automated 

improvements, which might impact their negotiating position. 

Operations and Management Team 

Operations 
Process stage Description 

Client 

Acquisition 

- Marketing and advertising initiatives to draw in prospective customers. 

 - Networking activities and alliances to create contacts and recommendations. 

- Online presence to create leads via a website and social media channels. 

Needs 

Assessment 

and 

Consultation 

- Meeting with prospective clients to learn about their property management and 

security needs. 

- Conducting detailed evaluations of the properties to spot any problems and dangers. 

- Delivering advice and solutions specifically tailored to the client's needs. 

Proposal and 

Contract 

Negotiation 

- Producing thorough proposals describing the range of services, prices, and delivery 

dates. 

- Bargaining with the client over the terms and cost of the contract. 

- Securing signed contracts and completing agreements. 

Supply and 

Equipment 

Procurement 

- Finding reliable vendors for technology, maintenance tools, security systems, and 

other essential supplies. 

- Building connections and negotiating advantageous terms and prices. 

- Consistently tracking and updating the supplier base to guarantee quality and 

efficiency. 

Property 

Management 

and Security 

Implementation 

- Installing the required technologies, monitoring tools, and security measures. 

- Carrying out routine checks, maintenance, and repairs on the property. 

- Setting up access control systems, security procedures, and emergency response 

plans. 

- Managing lease negotiations, tenant interactions, and property management. 

Customer 

Service and 

Support 

- Continual customer support to handle questions, issues, and requests. 

- Holding regular client evaluations and discussions to gauge satisfaction levels. 

- Constantly enhancing services following customer input and industry best practices. 
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Revenue Generation Strategies 
SecureSpaces will use revenue-generating techniques like upselling, whereby enhanced or extra services are 

provided to current customers depending on their changing demands. Upgrading will be promoted by 

emphasising the advantages of cutting-edge technology and improved property management features. By 

expanding operations and gaining more clients, utilising cost-saving measures, providing competitive pricing for 

service bundles, or focusing on more extensive property portfolios, the company will also try to achieve 

economies of scale. For SecureSpaces, these tactics will aid in driving revenue growth and maximising 

profitability. 

Strategies to Prevent Revenue Loss 
SecureSpaces will preserve solid client relationships, guarantee service quality, proactive risk management, 

prompt contract renewals, and continual improvement to avoid income loss. The company seeks to minimise 

revenue loss and maximise profitability by prioritising customer happiness and remaining flexible to market 

changes. 

Management 
Name Skills What do they bring to the firm 

Ibrahim 

Gazi 

Property 

Management, 

Security 

Operation/Consulting. 

Extensive experience in property management and corporate security 

consulting with strong understanding of operations.. Strong industry 

network. 

John 

Smith 

Property 

Management, 

Security Consulting 

Extensive experience in property management and security 

consulting. Strong industry network. 

Project Management, 

Team Leadership 

We have a proven track record in managing complex projects and 

leading teams. 

Jane 

Johnson 

Business 

Development, Sales 

Strong business acumen and expertise in sales and client acquisition. 

Negotiation, 

Relationship Building 

Excellent negotiation skills and ability to build strong relationships with 

clients. 

Mark 

Davis 

Financial 

Management, Risk 

Analysis 

Solid financial management skills and experience in risk analysis and 

mitigation. 

Strategic Planning, 

Decision Making 

Strategic thinker with a keen eye for financial planning and decision-

making. 

Emily 

Brown 

Marketing, Branding Proficient in developing effective marketing strategies and building a 

solid brand presence. 
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MARKETING: The Four P's 

Product 

To satisfy the needs of customers looking for 

qualified assistance in managing properties and 

guaranteeing the best security precautions, 

SecureSpaces offers property management and 

security consulting services (Twin, 2023). Its 

product life cycle includes the introduction and 

growth phases. 

Price 

The range of services, size, complexity, and level of 

security of the property determines pricing for 

SecureSpaces (Twin, 2023). Competitive pricing 

considers customer value and industry norms while 

accounting for operating costs, employee salaries, 

technological investments, and training expenses. 

Promotional Mix 

SecureSpaces will run focused internet marketing 

efforts to reach potential customers using social 

media and SEO (Twin, 2023). CRM based on the 

IDIC model will create solid relationships while 

establishing customer touchpoints through 

personalised encounters, frequent communication, 

and outstanding customer service. 

Place (Distribution Strategy) 

Through a centralised office, SecureSpaces will create a 

tangible presence to engage clients (Twin, 2023). The 

business will offer remote support by utilising technology, 

guaranteeing convenience and tailored services across 

all property locations through physical and digital 

channels. 

 

 

Financials 

 

Sources of Funds 

To support its company operations and expansion, SecureSpaces intends to obtain funding from various sources. 

The following are the primary funding sources: 

1. Equity Investment: Angel investors, venture capitalists, or private equity firms are the kind of investors 

SecureSpaces hopes to entice to provide equity investment. These investors will contribute money in 

return for equity holdings in the business, enabling initial finance to launch operations and expansion. 

2. Personal Investments and Savings: The founding team will make private investments and savings 

contributions to build the company's financial base. It also serves as a sign of commitment and initial 

working cash. 

3. Bank Loans: SecureSpaces will look into obtaining loans from banks or other financial institutions to 

complement its funding. Access to the necessary funds will be ensured while ensuring financial stability 

through a well-structured loan agreement. 

4. Crowdfunding: Using crowdfunding platforms, a larger community can donate smaller sums of money 

in exchange for various rewards or early access to services, aiding in the production of start-up capital. 

5. Strategic Partnerships: Working with businesses complementary to one another or in the same industry 

might result in joint ventures or strategic alliances that provide money and pooled resources. 
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Repayment Plan for Business Loans 

 

SecureSpaces will follow a planned repayment schedule for bank loans to guarantee prompt repayment. For 

instance, if the business obtains a £50,000 loan with a 5-year term and an interest rate of 8%, the repayment 

schedule might include:  

• Approximately £1,033 in principal and interest payments every month. 

• Annual financial assessments to evaluate the operation's performance and capacity for payback. 

• A backup strategy to modify payment schedules if the company encounters unforeseen difficulties. 

Financial estimates of SecureSpaces show consistent revenue growth and profitability throughout the first five 

years, guaranteeing a solid ability to repay. The loan repayment will be aided by operating revenue, lessening 

the need for outside finance. 

 

Use of Funds 

 Month 1  Month 2 Month 3 Month 4 Month 5 Month 6 

Revenue  £20,000 £22,000 £25,000 £25,500 £26,500 £27,000 

Fixed Assets        

Office rent  £1,000 £1,000 £1,000 £1,000 £1,000 £1,000 

Salaries £15,000 £15,000 £15,000 £15,000 £15,000 £15,000 

Utilities and 
overheads  

£1000 £1000 £1000 £1000 £1000 £1000 

Total Fixed 
assets  

£17,000 £17,000 £17,000 £17,000 £17,000 £17,000 

Variable costs        

Marketing and 
Advertising 

£500 £600 £700 £800 £800 £800 

Supplies 
(Security 
Equipment) 

£500 £500 £500 £500 £500 £500 

Staff Training £250 £250 £250 £250 £ 250 £ 300 

Total Variable 
costs  

£1,250 £1,350 £1,450 £1,550 £1,550 £1,600 

Profits  £1,750 £3,650 £6,550 £6,950 £7,950 £8,400 
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Market Research 

Understanding the target market and determining SecureSpaces' strategic decisions depend significantly on 

market research. The business will learn important information about client preferences, wants, and behaviours 

through market research, discover market trends and analyse competitors. Surveys, interviews, and focus groups 

with prospective clients will be conducted as part of this research to learn more about their expectations (Twin, 

2022). A thorough awareness of the market environment will also be provided by studying industry publications, 

market data, and internet trends (Twin, 2022). To effectively meet customer expectations and take advantage of 

market opportunities, SecureSpaces will modify its services, positioning, and marketing strategies based on 

market research results. 
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