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                                                   Business plan
[bookmark: _Toc193183782][bookmark: _Toc193184725]1. Company concept
Busy Bee is a cleaning firm designed primarily for freelancers, sole traders, and small enterprises functioning out of homes, offices, or small commercial premises. Offering tailored, flexible, reasonably prices cleaning solutions, and eco-friendly products, this service satisfies the specific needs of small businesses sometimes overlooked by larger cleaning companies (Kocsis, 2010).
 The concept originated from the increasing number of small enterprises and single traders—particularly those operating from home or small offices—especially during the pandemic (Peters, Freeman & Wilson, 2020). Most commercial cleaners focus on big operations; hence, these businesses sometimes have trouble finding cleaning services that meet their specific need (Bradley, 2017). Moreover, these individuals require priced, but competent, cleaning services to offer a healthy working environment, considering the increasing focus on hygiene and cleanliness in the workplace (Sundararajan, 2016). 
Our service maintains surfaces in offices look professional and tidy (Bradley, 2021). Designed for home-based businesses, home office cleaning handles work surroundings, kitchen cleanliness, and toilet sanitation. Environmentally friendly cleaning products promise a safe place of living (Crane, Matten & Spence, 2019). Offering ease for single stores, client customising of their cleaning schedules according to their needs—daily, weekly, or monthly—offers (Peters et al., 2020). Using non-toxic and biodegradable cleaning products will assist environmentally minded clientele (Crane et al., 2019). Complete cleaning for businesses when entering or leaving sites (Varga, 2021). 

[bookmark: _Toc193183783][bookmark: _Toc193184726]2. Company name and type of business ownership:  [image: A cartoon bee holding a vacuum cleaner
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  Busy Bee Cleaning Company is set up as a sole trader company, and this structure is a perfect choice because of its adaptability, and simplicity of setup (Sheedy, 2010). Being a single trader allows me to control decisions, allowing a quick and effective reaction to client needs (Rye, 2020).
Benefits of sole trader: 
· Complete control over all business choices, I do not have to contact partners or shareholders (Burns, 2016). 
·  With less regulations, setting up this kind of business is cheap and simple when compared to other ones (Mandviwalla, Flanagan, 2021).
· [bookmark: _Hlk193119689] Retention of Profits: Without distribution to others, all earnings directly go to the owner. The company can readily adjust to changes in client needs or demand (Shukla, 2025).

The cons include bearing liability for all company debts and obligations, which compromises personal assets (Burns, 2016), and difficulty in finance and growing my business. From operations to money, I can take complete accountability, which could cause burnout and stress.

[bookmark: _Toc193183784][bookmark: _Toc193184727][bookmark: _Hlk192155554]3. Mission statement 
· Our mission statement at Busy Bee Cleaning Services is to deliver economically cost, environmentally friendly, and premium cleaning. The dependable, professional services we offer will help our clients' workstations to be more orderly and efficient.
· We aim to be the preferred cleaning service provider for our customers, single traders, and small companies, offering customised services appropriate for their specific needs and thereby supporting sustainability using environmentally friendly solutions.
· My objectives (Conzemius and O'Neill, 2009):
· research the products I need (January-March)
· promote my business as much as possible (January- July)
· to do a management course that will help me improve my knowledge (March-June)
· achieve a 20% increase in repeat customers (July-December)
· implement targeted marketing strategies (All year round)
· offer promotions 
· introduce new services such as eco-friendly cleaning options and higher revenue that will support business growth, allow for potential expansion, and ensure financial stability.
 All this I wish to achieve in the next 12 months, providing tailored, flexible cleaning solutions catered to small company requirements and schedules helps one build a committed customer base. Through constant improvement of quality and feedback, keep customer satisfaction over ninety percent. Using sustainable products and cutting the usage of harmful chemicals will assist one in adopting and disseminating ecologically friendly cleaning solutions (Crane, Matten & Spence, 2019). 
· USP: Providing adaptable, eco-friendly cleaning solutions, my own cleaning product composed of vinegar, baking soda, lemon juice, and essential oil, Busy Bee Cleaning Company sets itself out by focusing mostly on independent businesses and single traders. By providing customised cleaning plans and unique treatment, unlike more established corporate cleaning companies, Busy Bee guarantees ease and savings for its clients. 

[bookmark: _Toc193183785][bookmark: _Toc193184728][bookmark: _Hlk193119773]4. Physical location
All cleaning products will be stored in a spare room in my house.
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[bookmark: _Toc193183786][bookmark: _Toc193184729]5. Human resources. How many people will the business employ? Where will you source these people? What will their job roles be?

The business will have two cleaners:
I will be one of the cleaners and I will hire my sisters for the busy periods.

[bookmark: _Toc193183787][bookmark: _Toc193184730]6. Marketing activities 
[bookmark: _Hlk191211351]To promote my business, I will:
· utilize a business website
·  platforms like Facebook, Instagram, and LinkedIn to showcase services
·  share customer testimonials
·  regularly post before and after photos
·  I will use targeted email campaigns to announce special offers or discounts to attract new clients and retain existing ones
·  I will distribute flyers in the local neighborhood community centers to raise awareness of the cleaning services offered, participate in local events, and offer free cleaning services to local charities (Ghoshal, 2019).
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[bookmark: _Toc193184731]7. Market research 
I began a market research poll distributed among various local social media groups to assist my business by analysing other cleaning companies and pointing out their shortcomings and offers. Analysing the graphs from the questionnaire and other corporate competencies, I collected all the information and responded to all client requests, guaranteeing total coverage, Increased flexibility, temporary contracts, and coverage for weekend schedules.
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                                                    8. Cashflow forecast
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[bookmark: _Toc193184732]                                                     9. SWOT Analysis

· Strengths

· Low overhead costs, no salaries, and no rent for an office, which maximizes profitability (Harrison & Mason, 2019).
· Flexibility
· Personalised services, leading to strong customer relationships and loyalty (Burns, 2016). 
· Quick decisions making, without consulting with someone.

· Weaknesses 
           •   Limited resources to invest and limited ability to expand (Perry, 2020).
           •  Sole trader may reach capacity quickly and struggle to meet increased demand or manage growth (Harrison & Mason, 2019).
           •  Skills limitation in marketing and accounting, which can affect long-term business development (Burns, 2016).
· Opportunities 
 •   Niche Market 
            •    Awareness
            •    Engagement with local communities using online marketing tools 
            •    Building partnerships with other local businesses
· Threats 
            •    Intense Competition (Ngo Ntomp, R.G., 2025).
            •    Economic Uncertainty
The biggest threat to the success of a sole trader cleaning company is competition from larger cleaning businesses. Larger firms can offer lower prices, have more sophisticated marketing, and offer a broader range of services, making it hard for sole traders to retain clients and grow their market share (Harrison & Mason, 2019). 
Proposal to Overcome This Threat: 
· Focus on offering specialized services like eco-friendly cleaning, deep cleaning, or high-end residential services that larger competitors may not cater to. 
· Differentiation can help carve out a dedicated customer base (Perry, 2020).
· More direct communication and customized services can foster loyalty (Burns, 2016).
·  Local Marketing
· Flexible Pricing and Service Packages 
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1. [bookmark: _Hlk193120516]Business skills and knowledge which I have acquired during the process of formulating and developing my business plan.

     Creating my company strategy taught me some quite valuable business information and skills that have drastically changed my attitude toward entrepreneurship.
 Making a business plan motivated me:
· to apply several business models
·  carefully organise data
· Apply critical thinking 
 I have learned:
· How to assess customer behaviour
·  Evaluate the competitive landscape
·  Identify possible markets. 
      This meant gathering data from many sources and looking for trends to confirm that my company's idea made sense.
       Knowing client needs, preferences, and pain points helped me to build my business to show value. Creating budgets, estimating expenses, and projecting income helped the company get somewhat ready for financial equilibrium.
   
2. My entrepreneurial strengths

    I sharpened my performance analysis, financial estimate development, profitability evaluation, and cash flow prediction-generating abilities. Knowing the financial outcomes of the choices I made enabled me to identify areas requiring the most careful planning and probable risk. Good control of startup resources and guarantees of sustainability depends on this growing financial understanding.
       Strategic thinking turned out to be still another quite useful ability I developed. As I worked through the business model, I had to strike a compromise between the operations required to satisfy the benchmarks I aimed for and the long-term concentration of the organisation. This also implies considering general and temporary strategies.
       I gained knowledge on how to balance operational specifics with a high-level strategy such that every activity complemented the overall company goal. Regarding my business ability, I believe that conquering challenges is crucial.
       Along the road of developing the firm plan, I faced several difficulties, including how to ensure scalability, govern restricted resources, and produce my good or service unique from competitors. 
      I greatly value my ability to methodically approach challenges, break them down into manageable chunks, and provide unique answers.
       Entrepreneurs must be able, as the road usually consists in overcoming challenges with limited resources and changing market conditions. I became aware of my flexibility as well. Business is continuously changing, and as I worked on my strategy, I came to see how much under-uncertainty adaption requires. Whether it was reevaluating the distribution model to cut expenses or changing my marketing approach relying on fresh customer insights, my ability to quickly pivot helped me to create a stronger and solid plan. This adaptability will be crucial in the actual world when change is assured.

3. Entrepreneurial trait
       Resilience is one trait I came to know about in myself that would be fit for a businessperson. Creating a company plan is an ongoing process; occasionally, mistakes or obstacles made me wonder if the idea made sense. 
      Still, my capacity to push on and create goals has revealed some degree of resilience needed by every business owner. Managing the ups and downs of entrepreneurship requires these kinds of skills since success usually results from several tries and blunders. All things considered, improving and developing my firm strategy supplied strategic thinking, financial awareness, and market research-based, fundamental corporate knowledge. My will kept me focused on my entrepreneurial objectives; my capacity for adaptation and problem-solving helped me past difficulties.
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Cash Flow Forecast - 12 Months
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