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Executive Summary


The business plan presents a small property improvement business based in West Midlands specialising in installing resin- based epoxy flooring for homes and small businesses. The service will focus mainly on garages, workshops and houses where concrete floors are stained, damaged or the customers wants to upgrade. Instead of replacing the concrete, the business will prepare the surface and apply a multi- layer coating to create a clean, durable and easy to maintain floor that improves the appearance and usability of the space. This is important to customers because it reduces cleaning, protects the floor from damage and makes the area more practical for everyday use.
There is a market opportunity because many homeowners want to upgrade but large businesses often avoid small jobs. This business will offer a professional yet affordable service, providing a long-lasting solution and better value for customers.
The company will operate as a sole trader with one or two workers. Marketing will rely on a website, google search visibility and social media posts showing completed jobs.
Startup costs are estimated at £8000 for equipment, materials, advertising and insurance. The initial target is five jobs in the first two months, with future growth expected through reputation and customer referrals.
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Overview of the Business Idea



The proposed startup will be a small property improvement business specialising in installing resin-based epoxy flooring for homes and small commercial spaces in West Midlands. The service focuses mainly on garages, workshops and small business units where concrete floors are often dusty, stained or damaged. Instead of removing the concrete, the business will prepare the surface properly and apply a multi-layer epoxy coating that creates a smooth, sealed and easy-to-clean floor.
Many homeowners struggle with oil stains, tyre marks and cracking concrete, especially in garages. Epoxy flooring solves these problems by protecting the surface from moisture, dirt and everyday wear while also improving the appearance of the space. In the UK, the home improvement market is worth over £20 billion each year, and more people are upgrading garages into usable rooms, storage areas or home workshops, which increases the demand for durable flooring.
This is a strong entrepreneurial idea because there is a gap in the market. DIY floor paints often fail quickly, while large contractors usually only take big commercial projects. For example, ABC XYZ. The unique selling point (USP) of the business is providing a professional but affordable service specifically aimed at homeowners and small businesses. By offering proper preparation, reliable installation and attractive finishes, the company gives customers a long-lasting solution and better value than temporary DIY alternatives.







Legal Format and Management Structure

The business will run as a sole trader. This means the company is owned and managed by one person (myself) who is responsible for all decisions, income and expenses. A sole trader structure is common for small startup businesses because it is simple to set up, has low costs and requires less administration than a limited company (Burns, 2016). In the UK, it only requires registration with HMRC and tax reporting through Self-Assessment (GOV.UK, 2023). This format is suitable because the business will begin on a small scale and offer a specialised installation service rather than large construction projects.
The main disadvantage is unlimited liability, meaning the owner is personally responsible for business debts. To reduce risk, the business will use public liability insurance.                                                                                                                The management structure will be simple. The owner will manage bookings, pricing, customer communication and materials. One or two full-time workers will help with installations under my supervision. A small, direct structure allows better quality control and faster decisions in early business stages.














PESTEL Analysis and Competition

Political- Government decisions about housing and renovation affects the business. When fewer people move houses, many improve the house, such as garages, which can increase demand for epoxy flooring.
Economic: This business depends a lot on people disposable income. Epoxy flooring is not essential; it is a luxury upgrade. When the cost of living is high, customers often delay it. When the economy is good, more people are willing to spend on home improvements.
Social: Trends help the business. Many people now want modern, clean garages, home gyms or car detailing areas. Social media makes nice-looking floors popular because people like attractive spaces.
Technological: Modern tools and new resit materials, especially social media marketing, before and after photos, help small companies compete with larger companies. It is easier to advertise as well.
Environmental: Because epoxy is a chemical, customers may worry about fumes and safety, but a business must assure the customer about ventilation and also business should use safe products.
Legal: The business needs insurance, safety equipment and training of the correct handling of the materials to operate professionally and avoid issues.











Marketing Plan

In an epoxy flooring business, my main customers are new homeowners, people that want to improve their garage. Usually, they have a decent income and care about their house looks. Many are car enthusiasts, people who wash their car often or those building a gym or workshop.
The business will mainly use online marketing to attract customers because most people now search for local services on their phones or computers. A simple professional website will be created showing photos of completed floors, customer reviews and a contact form so potential customers can easily request a quote. The website will also appear on Google search and Google Maps so homeowners nearby can find the service when searching for flooring or garage improvements.
Social media will also be important. Platforms such as Facebook, Instagram and TikTok will be used to post short videos and before-and-after pictures of projects. Visual content helps customers understand the quality of the work and builds trust. Paid local Facebook and Google advertisements will target homeowners within a specific area to reach people who are most likely to need the service.
The business will operate as a mobile service and will not require a retail shop. We have a van. Work will be carried out at the customer’s property, which reduces rent costs. However, the service will focus on residential areas with high home ownership because these locations provide more potential customers and consistent demand.








Funding and Expenses


The business will require approximately £8,000 of startup funding. This money will be used to purchase essential equipment such as a floor grinder, mixing tools, rollers, protective equipment and initial materials. The main funding source will be personal savings supported by a small bank loan if needed, as this reduces outside control and allows the owner to keep full decision-making authority.
During the first month, main expenses will include materials, insurance, fuel, marketing advertisements, website setup and basic business registration costs. Keeping overhead costs low is important in the early stage so the business can become profitable quickly.
If a business takes on 5 epoxy flooring jobs in the first month and each job is £2000, the total revenue would be £10,000. This shows how a small number of projects can generate a high income because the epoxy flooring business is a premium service. However, this is not all profit. The business must still pay for materials, equipment, fuel, labour and marketing. This example shows the strong earning potential of this industry.
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