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1. [bookmark: _2bh7dvkllpg][bookmark: _Toc50030805][bookmark: _Toc48506578]Executive Summary:
We are happy to show you all our business plan which is our cleaning service company and its situated in South East; we provide our services across London. We have a good reputation all around London from small businesses, medium-sized businesses to housing associations. ​We started our business as a window cleaning service, and we expand our business to a general cleaning service such as carpet cleaning, commercial cleaning, domestic cleaning etc.  
Our business called ARTE cleaning services and we offer specialist professional cleaning for offices, multiplexes, superstores, schools and other places where many people visit daily and need professional cleaning to maintain standard and healthy environment. We will help clients find cost-effective and safe solutions and support in the most challenging environments. Also, with a vast amount of experience and projects under our belt, we offer variety of cleaning services that require the expert knowledge to complete the task. Our objectives for our business are: 
· Grow our profits (increasing our list of customer and selling more ours services) Get more leads, grow our current market share, and expand into additional markets. 
· Improve customer service and quality and dominate our marketing. 
· Increase our number of customers served.​ 
· Develop sustainable home-based business, living off its own cash flow. ​ 
· Increase our staff and our vehicles. ​ 
Our mission is to provide the customer with our broad range of services in a trustworthy, environmentally sound and professional manner. And when we practice our mission, and everything else falls into place, our services will exceed our expectations of our customer and they will be our returning customers. 
The company’s office will be based out of South East London, where Tanmay is the owner of the company with expertise in marketing, sales and customer service, Ravi Sukhrani is operation manager and he has strong negotiation, communication and motivational skills, Espe Vita, who is a salesperson and she has strong listening skills, very confident and enthusiastic; Adriana Arce is a office manager and she is good at delegating with the customer and she also has strong negotiation, communication and relationships building skills. 
The start-up costs include cleaning equipment with one set of equipment per employee. A large employee expense per employee is a vacuum cleaner, assorted brooms, mops and chemicals (biodegradable). The marketing fees are brochures and business cards. The office equipment that we need: 
· Computer system 
· Land phone line 
· Fax machine  
· Pieces of furniture  
Uniforms will be used to give off a professional image, and lastly, we will need some cars to decorate them into the appearance of a company car. 
 
In our market analysis, we want to target a broad range of business from small to big and our business bring highest quality and a trustworthy service at competitive prices for businesses across London. 
In London, they have a wide range of different buildings and businesses that need a clean and healthy environment for the public. Also, in London, like most cities, has lots of cleaning services. Although there are lot of competitors, we are one of a few companies to target a broad range of different classes from small and big houses to housing associations. The demand for a broad range cleaning service will vary in different places of London, but it will allow us to have steady growth as we raise our reputation of having the highest quality, reliable and trustworthy service.  
Although there are lots of competitors in the cleaning service space, there is a good reason, for this type of competition. There are plenty of cleaning services that are serviced by one person doing everything for their company and that can have an effect on their quality of their services; customers want quality and reliability but not everyone in the cleaning service space offers quality. Also, there are many commercial cleaning services that are typically for caretakers that offers a broad range of services from window cleaning, to carpet cleaning, to office cleaning. Furthermore, there are residential cleaning services. The market is predominately by independent companies. Also, there are a few large companies in the residential cleaning service market. Moreover, the services have many different categories, carpet cleaners, window cleaners, house cleaners, and a variety of different services that do not have a high demand.  
ARTE competition in the cleaning service space is widely varied as they are many local competitors across different places in London that are not well known and many customers may choose a cleaning service that is close to them out of convenience. Even though there is competition in the cleaning service space, the best investment opportunities will be awarded to companies that have the quality and reliability to meet the customers’ demands for cleaning. For ARTE to achieve the status as a leader in the cleaning space in London, we must secure initial capital and this will be used for start-up costs, and to further develop the business, business infrastructure, and product and service development. Providing that the company is able to acquire its funding requirements, ARTE should be able to achieve their success for many years to come. 
To make any business profitable we have to offer quality services with competitive prices to our customers. We offer different services to our customer our business will grow only if we provide excellent customer service with minimal complaints. we can have a very exciting future because we know as a team we can work efficiently to create a bigger picture and deliver quality service on time.  To become successful we require continued help, support and dedication &we are convinced that we are on the right path to becoming a profitable company.​  
2. 


[bookmark: _Toc50030806]2. Business Description and History: 
We created an idea to open a new cleaning business company after we spent years working as a cleaner for different companies, but after some years we got tired because the salary was not enough to cover all our bills at the end of the month.  
We wanted to make a professional company, which would look after all the staff, and stop making feel bad to our staff because they are cleaners.
So, if we look after our staff, they will provide quality and customer happiness. 
Our project now has into an achievement, with more people were requiring our services every day over the past couple of years.
The 1st year was hard because we started, and we just paid and paid.   
 We cannot say that it was easy to start a business, it was really difficult, but we put all our interest and love and after some years we can see some profit, not at all but we have started seeming some nice benefits. 
ARTE is regularly expanding and as a team we are so happy to announce that we are just at the beginning!
 
“ARTE cleaning service” limited a company register in England under company number 07118862 and whose registered office is at 132 Old Kent Road, London. SE15 1NG. We are based since 2018 in South East, but we are providing services all around London.  
Our mission as a company is to provide excellent quality of cleaning and service that satisfied the expectations of both our company creator and our customers. 
 
Our opening hours that the business will operate will be Monday to Saturday from 07:00am until 19:00 pm. Sunday we are closed.  
 
Cleaning service will operate all the year, we work indoor and outdoor no matter summer or winter. So, staff working in this field needs to make sure that can tolerate both the heat in direct sunlight, and the negative temperature.  
 
The nature of the company is providing the best customer service to our customers.  
As a company we will provide: 
Service Agreement:  
1. Good communication before with our customers, when we are doing the job and after giving the best services.
2. Accept comment and nicely answer to client enquiries, even if they are using by telephone or email.
 3. To employ people with a strong job moral, such as those people who would do the job in way that it is for themselves.
4. To provide our customers satisfaction by giving accurate information respect our company, services, security and to support these such as the following: traditional cleaning, carpet cleaning and window cleaning.  
 
To make sure that the business succeeds, we will need to have some qualities and skills.  
So, as owner of the business, I will need to be self-motivated, to keep my business going.  
Needs to be good communicator, as a cost negotiation will be part of my job every day, needs to be able to stand myself without being rude with the customer.  
One of the important skills that required is to be organised, trustworthy and reliable. Customer needs to know that they can trust in the company and they will also expect you to be on time. Keep providing a great service, and they will become your customers for lifetime.  
Following the important skills and qualities I will help the growth potential.  It will be fine if I have regular contract. So, it will provide a regular profit to the company and allowing the company to growth. 
 
 
The individual that we have in the company are: 

Tanmay Vyas as a CEO of the business. He has been working for more than 10 years in the field of cleaning. 
Adriana Arce as an office manager of the company. She has been working in the business for more than 4 years.  
Ravi Sukhrani as an operation manager of the company. He has been working in the field of the cleaning for more than 8 years. 
Espe Vita as a salesperson. She has been working in the company for more than 2 years. 
 
Hiring staff, this step may or may not be a top priority when you start out but is necessary as you grow and scale the business.  
When the company started, I had my team close knit so you can train them well and ensure consistent quality and service. 
 As a company we have found that with four well-trained employees, you can do a lot of work. You can make it extremely efficient. 
Our company will be structured the following way and the staff that the company will need are: 

There is first the CEO of the company as an owner of the company will be able to develop business and leads through their network. Will manage to allocate contracts and teams of cleaners and cleaning supervisors, as well, apply health, safety and security procedures on contract sites: COSHH requirements, risk assessments, method statements and the implantation of the company’s health and safety policy. 

After we have operation manager, will be responsible for all staff and customer relations for the contract, including complaints or issues that may arise.  

Therefore, the company will need a salesperson, a sales representative's goal is to assure a business or individual that his company's services are worth the investment.  
And them, we will have an office manager, will be helping company running by keeping office organization and supervising employee.  As well, supply management, internal and external communications, and monitoring of the budget
We have also bookkeepers that will be responsible for providing accurate, up-to-date financial information about a business. Additionally, may also share some jobs with accountants, such as the preparation of annual financial reports and tax returns.
We have the cleaners, the most important staff. They will need to stock and keep cleaning store, supervises minor cleaning jobs daily. They also do more deep cleaning at specific moments.  (Anon., 2020)
We will have window cleaners as well. They will need to have a good equilibrium because they will frequently use scaffolding, ladders, or certain swinging seats to clean windows and other glass surfaces on buildings.  As well reliable, responsible and punctual. 
This business is special or different, because we are trying to offer the best customer service to our customers. 
We have provided uniform to our staff, so will be used to give off a professional image and to show that they are workers from the company, so customer can feel safer and comfortable when we are in their properties. 
As well we are introducing to our business an app that the customer can use to book their day that they will need a window cleaner. 

The business will be profitable because we will offer additional services to our customers. We can either advertise these services or only offer them on request. 
Offering different services to our customer our business will grow because we can have different kind of customers.  

There are some licenses that we will need to provide to our staff. The Federation of Window Cleaners provides a one-day course, which takes over the use of water fed poles and portable ladders. (This is for Window cleaners). (Bromley, 2018).
We are going to provide to our staff other courses as well, which contained one day risk assessment and action courses, accepted by the HSE and the IOSH. We stablished guidance to be very important and we modernize it commonly. It's essential that our staff have their qualifications in cleaning.   Our staff need to have "The Control of Substances Hazardous to Health Regulations (or COSHH)" is the UK regulation that need all staff to regulate the danger from toxic substances. 
As well the company will need to have a public liability insurance.
[bookmark: _Toc50030807]BUSINESS OBJECTIVES 

Our ARTE Cleaning company service’s aims for the initial 5 years of operation contain:

[bookmark: _Toc50030808]Short term objective:  It will be between 3 to 6 months to achieve. 
Grow our profits: that means increasing our customer list and selling more ours services.
To achieve that we will need to:
1.  have more leads, we will need to create sales channels that drive leads into our business in place of always having to go out and get new business.
2. Grow our current market share. We may need to step up our marketing or even work on getting better reviews.
3. Expand into additional markets. Try to expand our service outside London. We may be able to set up a remote team in a different town that’ll be responsible for servicing only that area.

[bookmark: _Toc50030809]Medium term objective: It will be between 1 to 3 years to achieve. 
1. Improve Customer Service and Quality. Our reputation should precede our business.
So, we want to be known as the best cleaning business in town, we’ll have to earn that reputation.
We will need to, better hires, better assessments and better incentives. 
2. Dominate our marketing. We will improve be stepping up our marketing, testing, assessing, changing and testing again. We are going to use, Facebook, Instagram.

[bookmark: _Toc50030810]Long term objective: It will be between 3 to 5 years to achieve.
We created a company whose number 1 objective is improve customer’s expectancy. To enlarge our quantity of customers served by 30% annually through better service. To grow continuous business, using off its proper cash flow. The implement of ARTE Cleaning Service on a constant basis by approximately 30% on all the customers call us to obtain more information. We will increase our staff and our vehicles. 
[bookmark: _Toc48506579][bookmark: _Toc50030811]3. Business Structure: 
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The business will be structured first with the: According to, (Morgan, 2017). 
Director of the company that is Tanmay Vyas. He has the skills of manage the finances of the company, he has some marketing, sales and customer services skills. As owner he has communication and negotiation skills. Therefore, he has delegation and problem-solving skills that it will help to manage in good way the company. He is passionate and persistent in what he is doing. 

Operation Manager is Ravi Sukhrani. He has good communication skills, good incentive skills and strong mediation skills. This is really good for the company. He knows all regarding health and safety requirements and he has the ability to take care cleaning chemicals safely.
Salesperson is Espe Vita. She has de ability to listen, she is empathy, as well she is confident and really enthusiastic. She understands the customer’s unique needs and cleaning challenges. She creates an atmosphere of trust with the customer. 

Office manager is Adriana Arce. She is good delegating with customer, she is reliable and discreet. She has communication, negotiation and relationship-building skills. Important skills that she has is organisation, and budgeting skills. She always looks after the minimum details of all the tasks. 



 
 
[bookmark: _Toc48506580]

4. [bookmark: _Toc50030812]Products and Services: 

ARTE CLEANING SERVICE is committed to supplying a service that always provide customer and relevant official and regulation constitutional requirements. Our based office is in London. We are specialist cleaners giving specialist experience cleaning services and maintenance. 
With a giant quantity of expertise and projects under our responsibility we offer a full diversity of building maintenance services that need the professional know how to complete. Our staff have the responsibility to make sure that the client get a good service, and that they show a highest level of competence always. The ARTE’s services and structure are set, manipulated and arranged to provide the customer’s demands through the easiest and most cost efficient for the company. ARTE cleaning service are providing different types of services, such as,  
· Antiviral sanitisation 
· Green Cleaning
· Commercial and Industrial Window Cleaners 
· Window Cleaning for Schools and Local Authorities 
· Window Cleaners for Housing associations 
· Commercial cleaning 
· Domestic cleaning 
· Carpet cleaning 

ARTE Cleaning Services provide a range of professional cleaner to both domestic and commercial customers. Primarily working throughout South East London, we can also cater for customers within the general London area. Fully DBS checked and insured to work with local authorities and schools/colleges for your peace of mind. 
We can provide permanent or temporal cleaner staff, kitchen porters, Toilets attendance and maintenance, handyman and more. 
 
 
 
 
[bookmark: _Toc50030813]5. Market Analysis and Needs:
There is yet a huge untapped market where we can easily establish our business. There are approximately thousands of customers who are eager to be served through our services. 
[bookmark: _cr4uzxbuh2yt][bookmark: _Toc50030814]Target Customers of ART Professional Cleaners:
Our primary target is to serve the high-end customers which are basically commercial zones. Offices, multiplexes, shopping malls, super shops, hospitals, museums, galleries, housing estates, schools, colleges; these organizations are basically the customers that we are going to tap onto. We are looking forward to serving top-notch quality service within an affordable charge range. We want to focus on the higher tier customers only who seek the best service and professionalism. Now what differentiates us from other companies is our service quality (Bollinger, 2015). In the cleaning business, there are not many features to differentiate one company from another. But, we offer a unique business service that is still highly needed in the market. We have consolidated our service with three major components which are time management, resources, and cleansing features. ART Professional Cleaners fully consider the customer expectations as each customer is from different industries and has different priorities. We consider each customer with different strategies and high delicacy to serve as per requirement. In the cleaning industry, a happy client is the most important asset.
[bookmark: _mu392otefms][bookmark: _Toc50030815]Aligning the Purpose of the Business with Customer Needs:
Business organizations that are visited regularly often need to deal with cleansing. These businesses prefer high quality service than medium range quality service. These organizations have less time for such cleaning processes but require good finishing (Burfoot et al., 2017). As a company, we believe that cleaning is not only a necessary task but also an important part of the representation of that particular organization. Therefore, we offer from basic partial cleaning to full cleaning of the site including moving in or out cleaning, lawn cleaning. Besides, we have an exclusive service of emergency cleaning where our cleaners promise to reach within an hour and serve our respective clients within the time given. Moreover, we do all kinds of furniture, highly delicate instruments, or showpieces or crafts. There will be a few more additions besides our services, ART Professional Cleaners Company will be looking forward to launching basic cleaning tools. We realized that there is a potential market of such tools through which the organizations can serve themselves for basic cleaning jobs (Kirov and Ramioul, 2014). Therefore, we will bring in highly specialized tools that will offer multiple usages but with a simple design. These merchandise will be marketed under a completely new brand. 
[bookmark: _jabf3134bmd1][bookmark: _Toc50030816]Pricing Strategy:
When it comes to the pricing, ART Professional Cleaners requires high range charges, but the pricing perfectly aligns with the services we will be providing (Yiguo, 2012). The pricing strategy that the company will adopt is the competitive strategy which implies that the company will decide the prices based on the competitors’ prices. This will give our company an added competitive advantage over its competitors.
[bookmark: _x0htq3o054xv][bookmark: _Toc50030817]Market Research:
Before establishing our target customers and other decisive issues, we conducted broad market research. This market research was well-designed with a view to achieving certain benchmarks. We did surveys containing specific questionnaires, focus group discussions to get knowledge from the customers' point of view (Van den Borre and Deboosere, 2018). Besides, in these modern days, when every industry has its own digital entities, there is not much response from the cleaning industry. So, most of the data collected for the research is mustered through primary sources. Also, our personal experiences from our own offices showed us our scopes to penetrate in the market.  
[bookmark: _m6xpjeysr085][bookmark: _Toc50030818]Promotion Strategy:
Promotion for a cleaning company has always been through traditional media such as advertising through print media, Television, radios, etc because most of its customers are usually connected with such media (Tso and Wood, 2018). While promoting through these channels, we will be having a strong presence in social media. But the most effective promotions in the cleaning industry, we will be doing through PR. Effective and efficient public relations can be the game changer in this industry. 
[bookmark: _Toc50030819]Competitor Analysis:
Every business has competitors and ART Professional Cleaners is no different in this sector. Having competitors helps the business grow as the businesses have something to compare among them (Park, 2016). The competitor analysis can help the company understand the strengths and weaknesses of the competitors and will also allow the company to avoid the weaknesses and make better use of the opportunities. The competitor analysis of ART Professional Cleaners is given below –
	Competitor – Prestige Professional Cleaning Services Ltd.

	Strength
	· Already established company.
· Has good customer service.
· Good distribution network.

	Weakness
	· Limited flexibility
· Service can be imitated easily.

	Opportunity
	· Can continue expansion.
· Can develop new technologies.

	Threat 
	· Established cleaning companies.
· New entrants.


Table 1: Competitor Analysis using SWOT


[bookmark: _Toc50030820]6. Operations:
The operations of the ART Professional Cleaners largely depend on the type of relationship the company has with its suppliers (Ollus, 2016). The operations of any company also depend on other factors such as hiring staff, the form of operation of the business, etc. All these factors are equally important to understand the operations of the business.
[bookmark: _Toc50030821]Supplier Relationship of ART Professional Cleaners:
Our company also maintains a good relationship with the suppliers which will benefit us in the long run. However, the supplier relationship with ART Professional Cleaners is explained in a detailed way below –
	Supplier/Relationship 1

	Organization: Cotton and Sons Cleaning Supplies
	Relationship Status: A good and reliable relationship.

	Service Provided: The company provides cleaning supplies to ART Professional Cleaners.
	Key Terms of Relationship: Our company has been a loyal customer of this supplier which has built trust among both the companies.


Table 2: Supplier Relationship 1
	Supplier/Relationship 2


	Organization: Hygenol Cleaning Supplies
	Relationship Status: A decent loyal relationship.

	Service Provided: The company provides other hygiene supplies to ART Professional Cleaners.
	Key Terms of Relationship: ART Professional Cleaners has been a customer of Hygenol Cleaning Supplies for over a year now and both the companies have built trust among each other. 


Table 3: Supplier Relationship 2




[bookmark: _Toc50030822]Staff Employment:
ART Professional Cleaners will be employing staff as per requirements. If the company faces high work demand, then the company will be employing staff as per responsibilities and job descriptions (Liu et al., 2013). ART Professional Cleaners has an outlined list of staff roles that will is implemented while employing new staff. The key staff roles are explained below –
Job Title: Professional Cleaner
Key Responsibilities: The professional cleaners have the key responsibility of cleaning empty and work spaces, ensuring the spaces are cleaned and organized. Another important responsibility of the professional cleaners is to empty the trash cans (Liang-xing, 2011). The professional cleaners are entitled to keep the spaces clean and maintain a healthy environment. They may be required to purchase cleaning supplies as per the company requirements.
[bookmark: _Toc50030823]ART Professional Cleaners’ Form of Operation:
Every business chooses a particular form of operation to ensure the best productivity. The business has to ensure the form of operation that has the most potential for the company. Our business has an office to manage all the employees and professional cleaners as per company principles (Bollinger, 2015). We have chosen to set an office to run our operations because it ensures the highest productivity for us and also maintains a hierarchy in the company.
[bookmark: _Toc50030824]Laws and Regulations of ART Professional Cleaners:
Every successful company needs to have proper laws and regulations in order to maintain a good discipline within the company. ART Professional Cleaners also have come up with some laws and regulations that will be maintained by the company and also their customers. The employees are entitled to maintain the best hygiene possible while cleaning (Burfoot et al., 2017). The requirements of the cleaning job should be specified so that it gets easier for the cleaners to understand the job. There is no refund policy unless the customers can prove any mistake of the company. These are the basic regulations that will be maintained by the ART Professional Cleaners.
[bookmark: _h8h0fb5dhouq][bookmark: _Toc50030825]
7. Technology Plan: 
In the cleaning industry, it is a must to look out for new ways to optimize processes. In the upcoming years, the cleaning industry will be going under massive changes. By 2023, the industry will be worth two billion dollars (Kirov and Ramioul, 2014). Continuous new innovations of cleansing tools, which also lead to new processes, are altering the way managers used to conducting their businesses. These new innovations also affect the employees' day to day activities in their jobs. 
[bookmark: _sk1rqznx9l2j][bookmark: _Toc50030826]Green Cleaning:
Green cleaning is still a far-fetched thought for this industry. But with this pace of innovations in materials and tools of cleaning, green cleaning will be here sooner than expected. Green cleaning basically refers to the usage of green materials and tools for cleaning purposes. The existing green cleaning materials still face efficiency issues (Yiguo, 2012). On the other hand, efficient green materials still cost too high which becomes an unappealing and extra cost for the clients. But, ART Professional Cleaners is looking forward to staying invested in the advancement of green cleaning. 
[bookmark: _46q2kxi0lpjf][bookmark: _Toc50030827]Automated Management:
Automated Management is a must for a cleaning company nowadays. Automated management eases down the whole process and makes the operations more systematic. To function in automated management, there should be proper information provided. With the help of the automated management, our company can do the internal works faster. It makes the decision about making the process easier (Van den Borre and Deboosere, 2018). We can now easily fix how much human resources we will need for a particular job, what materials and tools we will be needing for that, and many more. Also, the customers can put the data on our website online which makes the process easier and simpler. Automated management can lower our costs and save a lot of working hours. 
[bookmark: _1j83b87y1jb7][bookmark: _Toc50030828]Social Media Marketing:
Social media marketing is a highly crucial factor nowadays. As stated before, the traditional cleaning companies did not have much digital entity. But this generation customers are more inclined to online and the feedbacks or reviews can decide the fate of our company (Tso and Wood, 2018). We will be launching our website where customers will be able to order or put in their requirements for service. Besides, we plan to have a strong presence on social media. Digital media marketing can give us a competitive advantage for our business.



[bookmark: _Toc48826248][bookmark: _Toc50030829]8. Management and Organization: 

[image: ]
[bookmark: _Toc48826249][bookmark: _Toc50030830]Figure: Management Structure of Art Professional Cleaners

Art Professional Cleaners believe in providing the highest level of quality and perfection to their services. This is why, it does not follow the conventional management structure that most other cleaning organizations follow. In this organizations, all the activities are divided into three different departments, which are: Operations, Sales and Office Management. Most other cleaning organizations follow the conventional way in which every employee reports directly to a certain person (Bernard, 2017). It often leads to lack of organization. Keeping this fact in consideration, the management structure of Art Professional Cleaners has been designed in a way in which every employee reports to the manager of their respective department, and then the managers provides a summarized report to the president or CEO of the organization.
If we segregate the chain of command furthermore, we can say that in Art Professional Cleaners the operations manager gets all the supervisors, team-leaders, cleaners, staffs and technicians reporting directly to him. The operations manager plays the most significant part since he needs to organize the whole operational activities.
The sales person has a number of assistants working under him, who get to settle the appointments, manage communication with potential clients and perform other promotional activities. These employees can be both full time and part time staffs. Through mails, calls, social media promotions, events and direct approaches, they try to manage potential clients to confirm the selling.  
The office manager or the head of administration perform the inside work mostly. Directing a bookkeeper and 1 or 2 office assistants, he manages all the HR and administration activities. However, the bookkeeper often needs to communicate directly to the president when the president feels necessary. Also, all the operational, sales, and administration heads need to maintain a summary of their activities and submit that to the president. The president then goes over the reports and get to take the major decisions for the betterment of the organization.



[bookmark: _Toc48826250][bookmark: _Toc50030831]9. Social Responsibility and Sustainability: 
[bookmark: _Toc37627375]Corporate Social Responsibility is one kind of self-regulation for businesses. The goal is to contribute to the society and perform social responsibilities. Corporate Social Responsibilities make a business socially accountable. Businesses performing this activity do care about the customers, society, people and the nature. This positive approach toward the society is expected to be performed by every business internationally (Campling, 2018).
Our company, Art Professional Cleaners is providing the locality a great service with proper organization. The work we do is necessary and useful to keep the working environment and living place well cleaned (McDonald, 2013). From the very beginning, some of the basic CSR approaches have always been followed by the company people. We try to give our society enough priority and keep a positive relation with it besides providing service. 
Improvement of Labor Policy: We consider our employees an essential part of our company. They are the people for whom our services are being well provided, our reputation is kept, and our customers are being satisfied. They deserve to be prioritized and get enough facilities. So, we try to keep improving the labor policies for our workers that inspire and please them more.
Eco-Friendly Cleaning Tools: Art Professional Cleaners do not just do their job, but with at most eco-friendly manner. We understand our customers’ needs of cleaning and demands. It is our duty to understand their necessity and hold the value. We ensure the usage of ecofriendly products and tools for cleaning. We avoid any kind of harm from what our customers can be affected. At the same time, our customers know that we are not going to use the products which are not preferred.
Voluntary Services: The very common thing our people do is voluntary. We be always there to keep our societal environment clean. There are natural calamities, flood, heavy rain our society suffers from. Art Professional Cleaners try to do some voluntary works to help out the society people as soon as possible. There are also some manmade disasters from what the societal environment and society people suffer. We intend to reach any place anytime where we can do at least something beneficial. Leaving that, weekly cleaning session can be performed regularly for the environment to be healthy for all of us.
Separate Service: There can be several sizes and types of businesses our clients hire us for. We segmented our categories well and do provide individual service thus people can hire even if they want to clean their windows only. It is also acceptable for them to pay for one particular service, where they do not need to pay for the services they do not want. People can get our services for a selected time-period too. We can provide daily, weekly, fortnightly, instant and many other service packages. These programs consider the limited budget of our clients and their other financial limitations. 




[bookmark: _Toc48826251][bookmark: _Toc50030832]10. Financial Plan: 
[bookmark: _Toc48826252][bookmark: _Toc50030833]Sources of Finance
On the initial level, the source of finance or the investment money is managed with the investment of the business partners along with the investments provided by donors who have been interested to this business seeing its potential. However, in spite of these investments it has not been possible to manage the full amount that was necessary for starting the business. This is why, a significant amount of loan has been taken to manage the necessary funding needed for starting the business. If we break the sources down, 55% of the total initial investment has been managed by the business partners. The donors got interested to invest another 25%. The rest 20% needed for the business was collected by taking loans from the bank.
This is the initial investment that we are talking about here. But as the business gets to walk step by step, more sources of finance has been initiating. After several months, the revenues earned by providing the services turns out to be the major source of finance for the business. Also by providing voluntary services at special and emergency points, the business expects to catch attention of the top NGOs and other social welfare organizations, and thus it looks forward to manage some mentionable donations from them which can be quite helpful for Art Professional Cleaners to expand their business to the level they desire.    

[bookmark: _Toc48826253][bookmark: _Toc50030834]Cash Flow Statement

	Particulars
	Year-1
	Year-2
	Year-3

	Cash Received
	
	
	

	Cash from Operation
	
	
	

	Cash Sales
	£1,78,970
	£1,81,491
	£1,86,598

	Sub-total cash from operation 
	£1,78,970
	£1,81,491
	£1,86,598

	Additional cash-received
	
	
	

	Sales Tax and VAT, HST/ GST paid
	£0
	£0
	£0

	Current Borrowings (new)
	£5,000
	£0
	£0

	Other liabilities (interest free)
	£0
	£0
	£0

	Long term Liabilities (new)
	£0
	£0
	£0

	Sub-total cash received 
			£1,83,970
	£1,81,491
	£1,86,598

	Expenditures
	Year-1
	Year-2
	Year-3

	Operational Expenditures
	
	
	

	Cash-spending
	£1,10,889
	£1,18,200
	£1,28,460

	Payment of bills
	£32,586
	£37,444
	£32,305

	Sub-total on Operational Expenditures
	£1,43,475
	£1,55,644
	£1,60,765

	Additional Cash-spent
	
	
	

	Sales tax and VAT, HST/ GST paid 
	£0
	£0
	£0

	Principal Repayments of Current Borrowings
	£0
	£0
	£0

	Other Liabilities (Principal Repayments)
	£5,000
	£0
	£0

	Long term liabilities (Principal Repayments)
	£0
	£0
	£0

	Purchase (Others current asset)
	£0
	£0
	£0

	Purchase (Long term assets)
	£0
	£0
	£0

	SUB-TOTAL CASH SPENT
	£1,48,475
	£1,55,644
	£1,60,765

	Net Cash-Flow
	£35,495
	£25,847
	£25,833

	Cash Balance
	£35,495
	£61,342
	£87,175



According to the Pro-forma cash flow statement, this entity will earn cash mainly from the sales revenue. This company will not make any additional borrowing in the first three years of its operations. So, the sales revenue will be the only probable earning source. This company will mainly do expenditure in service or operational sectors, and for bill payment. It will also pay some current liability, which will also consider as the principal repayment. After deducting all the expenditures from the revenues, ARTE Professional will find out its expected net cash flow and cash balance. 
		

[bookmark: _Toc48826254][bookmark: _Toc50030835]Balance Sheet	

	Particulars
	Year-1 (£)
	Year-2 (£)
	Year-3 (£)

	Asset
	
	
	

	Current Asset
	
	
	

	Cash
	£35,495
	£70,417
	£96,250

	Inventory
	£1,492
	£1,074
	£1,088

	Other current assets
	£0
	£0
	£0

	Sub-total of current assets
	£
	£71,491
	£97,338

	Long term assets
	
	
	

	Long term assets
	£0
	£0
	£0

	accumulated depreciation
	£0
	£0
	£0

	Sub-total of  long term assets
	£0
	£0
	£0

	Total Assets 
	£46,062
	£71,491
	£97,338

	Liabilities, and Capitals
	Year-1 (£)
	Year-2 (£)
	Year-3 (£)

	Current Liabilities
	
	
	

	Accounts Payable
	£5,193
	£2,888
	£2,634

	Current Borrowings
	£0
	£0
	£0

	Other current liabilities
	£0
	£0
	£0

	Sub-total of current liabilities
	£5,193
	£2,888
	£2,634

	Long term Liabilities
	£0
	£0
	£0

	Total Liabilities
	£5,193
	£2,888
	£2,634

	Paid in Capital
	£13,000
	£13,000
	£13,000

	Retained Earning
	(£3,925)
	£27,869
	£55,603

	Earnings
	£31,794
	£27,734
	£26,101

	Total Capital
	£40,869
	£68,603
	£94,704

	Total liabilities, and capital
	£46,062
	£ 71,491
	£97,338

	Net Worth
	£40,869
	£68,603
	£94,704



Following the balance sheet, this company will operate its business with only the current assets in the first three years. It will not invest in buying any fixed asset and it will give this company enough money to continue its operations. From the liability section, the same scenario can be seen as this company will not have any long-term liability in the first three years and it will have only current liability. The source of capital for this company will probably come from three sectors. Those are paid-in capital, retained earnings and earnings of per accounting years.   


[bookmark: _Toc48826255][bookmark: _Toc50030836]Sales Forecast
Here, an assumption of ART Professional Cleaners’ monthly gross margin has been provided. The gross margin indicates a consecutive increase of sales, which is supposed to be possible with ART professional cleaners’ modern marketing initiatives and organized operational activities (Cox, 2012). Though the sales is supposed to be quite low in the initial stage, it is expected to increase exponentially and at the end of year it is supposed to reach the place that ART Professional Cleaners desire. For a better understanding, the chart has been provided below:

[image: ]
[bookmark: _Toc48826256][bookmark: _Toc50030837]Figure:  Monthly Gross Margin Forecast

From the above-expected chart of monthly gross margin, it has found that this company’s sales will increase day by day and it will also enhance the profitability of this company moderately. This thing will happen because, at the initial stage, no company can adequately perform. But after some time when the popularity of the organisation increase, it can reach more customers and that will increase its sales along with gross profit. 

[bookmark: _Toc48826257][bookmark: _Toc50030838]Break Even Analysis
Break even analysis is an important tool that helps an organization to understand or assume the time period in which it can expect to make some profit covering all the costs incurred for the business (Drucker, 2016). It is an important measure to judge the viability of a business. Here, the breakeven analysis of ART Professional Cleaners has been provided. 
[image: ]
[bookmark: _Toc48826258][bookmark: _Toc50030839]Figure: Break-Even Analysis

	Break Even Analysis

	Revenue Break-even (Monthly)
	11,140£

	Assumptions:
	

	Avg. Percent Variable Cost
	3%

	Estimated Fixed Cost (Monthly)
	10,797£



The break even analysis here seems to be quite reasonable, which is a fact to be delighted for Art Professional Cleaners. It means the plan is good to be carried on without much major risk at all (Hammonds, 2013). If the organization can do its best to do a proper judgment to their plan and performs according to the need, it can be expected that reaching their desired growth and success would not be much of a problem for Art Professional Cleaners. The breakeven analysis has shown that this company will able to pass its break even and can enjoy the profit from business after its sales of £11,140. So, its sales graph goes above £11,140 this company will become profitable. 

[bookmark: _Toc50030840]11. Conclusion:
(By Tanmay)
ARTE Professional Cleaners had to come up with different aspects of the market, the competitor analysis to understand the growth of the market. The company had to align its business purposes with the customer needs, had to come with an effective pricing and marketing strategy that will be beneficial for the company. There will also a detailed description of the operations of the company and the key roles that will be ensured by the employees. The assignment also includes the regulations of the company that will be maintained by the employees and the customers. There is also a probable technology plan that will help the company grow in the future.
(By Ravi)
ARTE Professional Cleaners has come up with a business plan that offers everything that a business needs to start with. It has an impressive business structure, and the products and services it provides is quite demandable. Especially in this situation when people all around the world are looking for better health and hygiene standards, ARTE Professional Cleaners can be something that would be preferable to everyone. The market analysis of the business that has been provided here, shows that the business has a good chance to flourish and be preferable to the customers. Though there are a number of good competitors in the market, it would not be much of an issue for ARTE Professional Cleaners to catch the market with their organized business operations and out of the box management structure. Also, since the company is giving much significance towards making the best use of technology and correctly using it as a way to be more preferable to the customers, it can be expected that ARTE Professional Cleaners will quite easily surpass their competitors. Another great thing about this business that it has come up with a proper plan to carry out their corporate social responsibilities. This thing will make the company even more famous to the educated and aware people all around. Lastly, the financial plan shows that this business plan is quite viable and do not have much risk, rather it can be quite profitable in a quick time. All of these indicates that ARTE Professional Cleaners can quite easily be successful if they can stick to the business plan that has been provided here.
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COVER LETTER

* Our group are happy to show you all our business plan which is
our cleaning service company and its situated in South East; we
provide our services all across London. We have a good
reputation all around London from small businesses, medium-
sized businesses to housing associations.

* We started our business as a window cleaning service, and we
expand our business to a general cleaning service such as
carpet cleaning, commercial cleaning, domestic cleaning etc. so
we want to expand our business.
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INTRODUCTION

Our business called ARTE cleaning services and we offer
specialist professional cleaning for offices, multiplexes,
superstores, schools and other places where many people visit
daily and need professional cleaning to maintain standard and
healthy environment. We will help clients find cost-effective and
safe solutions and support in the most challenging
environments. Also, with a vast amount of experience and
projects under our belt, we offer variety of cleaning services that
require the expert knowledge to complete the task.
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BUSINESS DESCRIPTION AND HISTORY

‘Two years ago, I developed an idea to start a cleaning business after
Ispenta few years working as a cleaner for different companies.

‘The idea has tumed into a success, with more customers were using
our services every day over the past 2 years.

“ARTE cleaning services” limited a company register in
England. We are based since 2018 in South East, but we
are providing services all around London.

Our mission as a company s to provide excellent quality of cleaning
‘and service that satisfed the expectations of both our company
creatorand our customers.

Opening hours will be Monday to Saturday from 07:00am until
19:00 pmn.
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BUSINESS STRUCTURE

DIRECTOR
TANMAY
VYAS

PERSON
ESPE VITA
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BUSINESS STRUCTURE

Skills that each member can bring to the business.

% Tanmay Vyas, owner of the company. He is passionate in what he is doing.
He s persistent. Skills in marketing, sales and customer services skills.

“*Ravi Sukhrani, operation manager strong communication skills, good
motivational skills and strong negotiation skills.

«*Espe Vita, salesperson ability to listen, empathy, confident and enthusiastic.

« Adriana Arce, office manager good delegating with customer, reliable and
discreet, Communication, negotiation and relationship-building skills.
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PRODUCTS AND SERVICES

ARTE CLEANING SERVICES is commifed to
providing a service that consistently meets
customer and applicable rogulatory and stafutory
Jr—

% Antiviral sanitisation

<+ Commercial and Industrial Window
Cleaners

% Window Cleaning for Schoolsand Local
Authorities

&+ Window Cleaners for Housing
associations

“+Con

1 cleaning
“*Domestic cleaning

R ——
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MARKETS ANALYSIS AND NEEDS

* There i still unexploredmarket for professional cleaning business
* Target customers

Offices, schools, college campuses, housing estates, multiplexes, shopping malls. super stores.
hospitals, museuns and galleries

Now what differentiates us from other companies is our service quality (Bollinger, 2015)
* Aligning the purpose of the business with customer needs

‘These organizations have less time for such cleaning processes but require good finishing
(Burfootet al,2017)

Business organizations that are visited regularly ofien need to deal with cleansing. These
businesses prefer high quality cleaning service.
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Already established company.
Has good customer service
Good distribution network.

Limited flexibility
Service can be imitated easily.
Can continue expansion
Can develop new technologies.
Established cleaning

companies.
New entrants
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Relationship Relationship Status. A

status: A good decent loyal
and reliable A
relationship. Key Terms of
Key Terms of Relationship- ART
Relationship: Our Professional Cleaners
company has been has been a customer

a loyal customer of Hygenol Cleaning
of this supplier Supplies for over a
which has built year now and both
trust among both the companies have

the companies. built trust among
each other
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CONCLUSION

* To make any business profitable we have to offer quality services
with competitive prices to our customers . We Offer different services
to our customer our business will grow only if we provide excellent
customer service with minimal complaints. we can have a very
exciting future because we know as a team we can work efficiently to
create a bigger picture and deliver quality service on time. To
become successful we require continued help, support and
dedication &we are convinced that we are on the right path to
becoming a profitable company.
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Break-even Analysis
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