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Our Business: Squeaky Clean is a bespoke window cleaning business for small businesses and homes and we provide excellent window cleaning services.
Target Market: Our target markets are middle class adults, elderly and physically impaired people. The business is available to help those who do not have enough time to clean or maintain their windows. Our service has competitive prices and is affordable which makes us stand out from our competition and we are flexible with our days and hours. We will market our business by advertising our service on our own website, Google, social media, leaflets and brochures.  Our aim is to advertise in places where we will be able to gain new customers for example in community centres or in hospitals. A van will also be used for work and we will promote our business by having a logo on the van to attract attention. To make sales we will clarify our objective, create goals, provide the service according to customer needs, maintain favourable attention and reviews, listen and act on feedback. We will maximize time and use the resources. 
Key people in the business: There will be four business partners who are Mahmuda Begum, Jacob Masih, Ismatara Begum and Yasminara Begum. We are all friends who have known each other for 10 years and we have invested equal amounts into this partnership. Our nominated partner will be Yasminara Begum who will file the partnership tax returns.
Key Practical Issues: Issues we may face can be related to health and safety for example any work accidents. If one of us partners call in sick or decide to leave the partnership then we will have a shortage in staff. Any disputes in the partnership may cause the partnership to collapse. Receiving complaints. We need to promote our business appropriately so that we do not waste money and lose customers. Not being able to gain many customers will result in us having a loss or not making enough money which could mean we will lose our investment.
Presenting the Financial Forecast: All of this is i
Startup Finances: All four partners will invest £5,000 each from our savings so to start up the business we will have £20,000. We will not need to use £20,000 exactly, we will put some money aside in case any financial problem in the business occurs. 
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Business Overview
Plans
Business development plans gathered 1st September 2019. We discussed the idea that we want to open a cleaning business and provide services to small businesses and private homes after seeing the demand of having trustworthy cleaners to ease one job off the very busy day to day of everyone’s lives. There is much need of a new window cleaning business that provides quality & efficient services in Cardiff with it being a developing city. There is constant construction work in every corner of the city, spreading more pollutions and dirt in the air and onto the windows of residential homes and businesses. Our target is to open in January 2020 after getting everything in place and gaining approval.
Services we plan to provide
Bespoke Window Cleaning Services to homes & small businesses.
Business Objective
Our goal is to provide a quality and efficient service that will ease the pressure to our client’s busy life. We want to reassure every homeowners and small businesses that there is affordable, easy access and reliable help available.
Business Mission 
Our mission is to provide a bespoke, quality, hassle-free, reliable cleaning service at the click of a button. We will strive to achieve this goal by being mindful of the wellbeing of our clients and staff, treating each and everyone one with dignity and respect and maintaining high standards.
Owner management details
Our business status is a partnership between four partners. 
We will register the business as an Ordinary partnership with HM Revenue and Customs and aim to do this by October 2019. There are no costs to registering a partnership. We will name the partnership ‘Squeaky Clean’. The Ordinary partnership is flexible and simple and we would not need to register with Companies house.  In this business we are all equally liable for the costs and any financial losses and responsibilities. This can have a risk because if we face any losses in the business, we may need to clear our debts with our personal assets and the company will not hold its own legal identity. We will all need to file our own tax returns and register as partners in a partnership. We will nominate Yasminara Begum as the main partner of the partnership as she is handling the financial costs. She will declare the income for the partnership to HM Revenue and Customs on the Partnership return. Once we register ourselves for the partnership, we should receive a Partnership Unique Taxpayer Reference after 5 weeks. 
Positives and Negatives
We discussed and analysed the Pros and cons and believe that because we are aware of each other’s skills and background and there is a strong element of trust between us all, we are ready to invest our savings to achieve a successful business. The benefit of working for our own business is that while trying to establish the business we don’t have to hire or pay staff, we will support one another and work for ourselves and take the minimum wages at the starting point. The risk we could potential face is we could end up having a dispute and go our separate ways which would mean we will lose our investments. Also, the risk of not hiring extra staff means we could end up with staff shortage if anyone off sick. The business may not run successfully if we can’t provide an efficient service and customers. We are the owners and employees. The four of us will rotate the bookings and there will be two of us completing a booking at a time due to health and safety reasons and we will also accept phone calls and bookings while at work since we will not have an office for the first three years.
Plan for the future: PDP of where we want the business to be in three years
Personal Development Plan for Squeaky clean
	Objective
	Action
	Success Criteria
	Time Frame
	Resources

	Hire Staff
	Advertise position on social media, websites and conduct interviews
	New staff contracts
	By 21st July 2023
	Computer, printer, pen, paper and interview room

	Expand on Locations
	Advertise on signs, social media and website
	When we receive requests from new customers and confirm bookings
	By 10th October 2023
	Computer, printer, pen and paper

	Turn the Partnership into a Limited Liability Partnership
	Register with Companies house
	When we receive our LLP agreement
	By 29t November 2023
	Computer, pen and paper

	Have our own office
	Visit properties and view listings
	When we have received the keys and contract
	By January 19th 2023
	Computer, pen, paper and deposit

	Increasing services
	Advertise new types of services we offer on social media, websites and leaflets
	When we have confirmed bookings with new customers
	By 1st  September 2023

	Computer, pen and paper
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Market Summary
Squeaky clean possess good information about the market and knows a great deal about the common attributes of its most prized customers. Squeaky clean service will leverage this information to better understand who is served, their specific needs, and how Squeaky clean can better communicate with our customers
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Team 1 Wealthy one-income families 
Team 2 Affluent two-income families
Team 3 Assorted well off families
Team 4 Shops









Market Analysis

                                                                    
	Potential customers                       Growth   2020    2021   2022

	Wealthy one-income families           11%     1,876   2,082  2,311

	Affluent two-income families            13%     3,444   3,892  4,398

	Assorted well off families                  6%      2,876   3,049  3,232

	Shops                                              10%     1,765   2,053   2,200

	Total                                                             9,961   11,076 12,141



Market Needs
Squeaky clean is providing its customers with a professional, residential window cleaning service, aimed at the upper echelon of the market. Squeaky clean seeks to fulfil the following benefits that are important to our customers.
●	Professionalism: All employees will be well trained to exude professionalism from all of their actions and conversations.
●	Convenience: Squeaky clean will provide its services in a manner that is convenient to our customers, including arranging for visits when they are not at home.
●	Trustworthiness: Many people have legitimate concerns regarding window cleaning service in their homes and the possibility of theft and damage. These concerns have been eliminated or significantly reduced through a comprehensive insurance designed to cover any loss that the customer may attribute to the company.
Market Trends 
The market trend in window cleaning has shifted from individual service provides to companies. Years ago, most families had a single housekeeper who was responsible for the cleaning of the and the window cleaning of their home(s). This individual was often considered a member of the family. Less and less families these days are serviced by an individual housekeeper. The trend is moving towards having a window cleaning service come and clean the windows weekly. This market shift has fuelled the proliferation of different window cleaning services. There has been a shift from individuals to companies, as well a shift from having the same service provides for five to ten years to going through many different companies, unsatisfied with their services. This change in the market has created a receptive environment for a window cleaning service provider whose goal it is to develop long-term relationships.
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Team 1 wealth one-income families 
Team 2 affluent two income families 
Team 3 assorted well off families 
Team 4 shops 

Market Growth 

The market for residential window cleaning service has exploded within the last five years. The industry is now £ 1million pound industry. The growth rate for this market is forecasted to stay at 9% for the next four years.

The market is likely to maintain better than average growth due to the lifestyle of the welsh have developed within the last five years, working longer and longer hours. The effect of the longer work weeks is that people have less time to take care of the personal maintenance responsibilities such as window cleaning, instead, people will work longer hours and pay someone to take care of others, less important or less desirable responsibilities. 
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Team 1 Wealthy one-income families
Team 2 Affluent two-income families
Team 3 Assorted well off families 
Team 3 Shops 


The PEST or PESTLE Analysis

Originally designed as a business environmental scan, the PEST or PESTLE analysis is an analysis of the external macro environment (big picture) in which a business operates. These are often factors, which are beyond the control or influence of a business, however it is important to be aware of when starting a business marketing plan. 

Political

· Ecological/Environmental issues
· Current legislation home market
· Future legislations
· European/International legislation
· Regulatory bodies and processes
· Government policy
· Government term and change
· Trading policies
· Funding, grants and initiatives
· Home Market lobbying/pressure groups
· International pressure groups
· Wars and conflict


Economic

· Home economy situation
· Home economy trends
· Overseas economies and trends
· General taxation issues
· Taxation specific to product/services
· Seasonality/weather issues
· Market and trade cycles
· Industry factors
· Market routes and distribution trends
· Customers
· Interest and exchange rates 
· International trade/ monetary issues 


Social 

· Lifestyle trends
· Demographics
· Consumer attitudes and opinions
· Media views
· Law changes affecting social factors 
· Brand, company, technology image
· Consumer buying patterns 
· Fashion and role models
· Major events and influences
· Buying access and trends 
· Ethnic/religious factors
· Advertising and publicity
· Ethical issues


Technological

· Competing technology developments
· associated / dependent technologies
· Replacement technology / solutions
· Maturity of technologies
· Manufacturing maturity and capacity
· Information and communications 
· Consumer buying mechanisms / technology
· Technology legislation
· Innovation potential
· Technology access, licencing patents
· Intellectual property issues
· Global communications


SWOT analysis 


The SWOT analysis captures the key strengths and weaknesses within the business, and describes the opportunities and threats facing our business squeaky clean. 


Strengths


· An enthusiastic business with strong infections leaders. 
· A well 
· Designed training program to and capture intellectual capital for the organisation.
· Dedicated employees. 


Weakness 

· Labour - intensive industry.
· Inherent time lay when building goodwill and trust.
· The difficulty of establishing brand equity as a start-up business.


Opportunities


· A large percentage of the market that is unaware of squeaky clean. 
· Shift in consumer consumption habits that are moving toward increased utilisation of window cleaning services.
· A business model that is easily scalable 


Threats  


· Employee turnover.
· The entrance of a serious competitor.
· Individuals: there are still some individuals who are housekeepers for either one. Family or a couple of families. These individuals not only clean, but also take care of errands for the family, and help raise the children. This type of competitor is a shrinking market segment.
· Franchise or chains: these are larger business that have expanded into different regional markets. These service providers are best described as utilitarian. They get the job but not stellar in anyway. 
· Independent cleaning business: these businesses are similar to squeaky clean and vary greatly in quality.


List of competitors 


· Cardiff window cleaning service 
· Five Star cleaning solutions 
· Commercial window cleaning 



Service offering 

Squeaky clean window cleaning service will provide a residential window cleaning service for the upper end of the market. Squeaky clean will have two target customers. 


1 The affluent that have a space who do not work, and is not inclined to do housework. To many a maid / house cleaner is a symbol of wealth, and this idea symbolises this group of customers.
2 The two-income households whose opportunity costs are too great to spend time cleaning the windows. 

Squeaky clean offers window cleaning to these targeted customers. 

Key to success

The key to success is: 

· Professionalism
· Trustworthiness
· Quality work 
· Well selected and trained employees

Critical issues 

Squeaky clean is still in the speculative stages since it is a startup business just beginning operations. The critical issues that squeaky clean faces is to continue to take a modest fiscal approach; expand at a reasonable rate. Expansion should only occur if there is sufficient demand and the quality of service is not diminished.  


Marketing strategy

Squeaky clean market was chosen because these customers appreciate a professional, reliable, trustworthy and immaculate window cleaning service, and are more than willing to for the service. Where other companies have different window cleaning service, squeaky clean is the only one that targets the affluent exclusively. The wealthy are consistent customers. Whether they have a window cleaning service does not depend on the finances each month. These groups always have the money for our services, just as they always need / desire for clean widows. 

The affluent desire quality and are willing to pay the premium for our service that they can trust 100% that extrudes professionalism. 

The business will be marked through a three-pronged approach. Will through word of mouth referral. Squeaky clean will offer an economic incentive (such as a free visit) to customers if they bring in new customers. This will be effective because the financial incentive will motivate their behaviour, and people naturally like to share good deals with their friends. 

The second prong will be an advertising campaign in social media, leaflets and newspapers. The advertisement will appear in the weekly home section of the newspaper.

The prong of the business will be marketed through distribution of colour brochure detailing our services. The distribution of this document will be targeted to hit the chosen segment such as commercial window cleaning. This will be done by setting up strategic relationships with organisations or clubs whose members fit the targeted customers profile. Examples of this would be higher- end athletic clubs, country clubs, etc. access will be gained to these clubs membership trough deals where the club owners will receive squeaky clean services for themselves.


Marketing mission statement

Squeaky clean mission is to provide the customer with all residential window cleaning service in an environmentally sound, completely trustworthy, and professional manner. We exist to attract and maintain customers. When we adhere to this maxim, everything else will fall into place. Our services will exceed the expectations of our customers.


Marketing objectives

· Increase repeat customers by 7% each quarter.
· Decreases customers acquisition cost by 8% per year.
· Develop brand equity so that squeaky clean is commonly known as the premier window cleaning service.

Financial objectives

· A double-digit growth rate for the next three years.
· Reduce overheads costs by 5% per year.
· Profitability within year one.

Target marketing 

Squeaky clean will be focusing on two upper socio-economic groups. first is the affluent where only one spouse is working. Although the other spouse is at home and has the time to clean the widows, he / she chooses not to. This spouse would rather volunteer for a public interest organization, play tennis and golf. Or just spend time how he / she chooses to. They have no desire to clean the windows. To them that is not enjoyable and they have the money to do this kind of work. This market has annual incomes over £50,000 and live in expensive houses.  

The second segment of the market is targeted is the two-house income family. Over the last two years a couple of decades, the number of two-income families has increased, to a point where in parts of the country they exceed one income families. The target customer is two-income families whose combined annual income is over £70,000. These families don't have the time to clean, can afford a window cleaning service, and choose to hire a service because the opportunity costs are too high to waste time cleaning their widows. These households are typically age 32-55 and live in houses valued over £250,000 approximately 10.000 families fall into this demographic. It is that segment has tremendous potential for Squeaky clean. Nearly 60% of dual income households use outside window cleaning service.

Strategy pyramids 

The single objective is to position squeaky clean at the top of the window cleaning market, commanding a large market share within four years. The market strategy will first seek to create customer awareness, developing the customer base, and work toward building customer loyalty and referrals. 
This message will be communicated through a variety of ways. The first is through printed materials leaflet that will be widely distributed. The second method is through an organized word-of-mouth referral system. The third method advertising campaign newspapers. The fourth will be door to door.

Door to door sales pitch 

We tend to keep it simple. People view their time as valuable and so should we. we have about 3 seconds to establish who we are, what we do and why we are there. If they consent to engage with us beyond the introduction, then we remember the 3 fundamental steps to every sale. 

1. Establish rapport
2. Build value
3. Ask for sale

It is going to be tough for us to do this quickly and effectively but we can do it.
We tend to keep it brief our time is valuable too. We are not there to make a new best friend. We are there to convince someone to put their money in our hands. 10 minutes is about the point of diminishing to present our service and price. Spending longer than this is unlikely to increase our and all that time mucking about could be spent either cleaning or selling to the next place.
We don't fear rejection we embrace it. Sale is a number game. Probability says that each miss gets us statistically closer to our next hit. 

Sales pitch 

Hi, I am from squeaky clean would you like a quote for window cleaning?

Hi we're doing window cleaning, would you like a price 

And always have a leaflet in our hands so that they can see as they open the door.



Marketing mix 

Squeaky clean marketing mix is comprised of the following approaches pricing, place, promotion and product service.  


· Pricing: Squeaky clean pricing scheme will be based on what the customer needs. The prices are front of house £10, full house £20, back windows £12, and shop fronts large business window £35 and small shop fronts £25
· Place and Distribution: services will be provided within a 25 miles area of Cardiff.
· Promotional and Advertising: the most successful ways will be social media. Leaflets, brochures, and a targeted advertisement campaign.
· Product services: squeaky clean recognizes that the secret to success will be exceeding customer’s expectations. To achieve this objective, the employees have a fair amount of discretion to remedy most issues that may come up. 


Market research 

During the initial stages of the marketing plan construction, I held four focus groups in order to determine the market prices for residential window cleaning. Topics that were expanded in the focus groups are how price sensitive consumers are, in the last few years, how often employ a service, how did they find out about their past services etc. the participants for the focus group are made up of people from two different targeted groups. overall, the focus groups provide squeaky clean with a lot of insightful information that would have been difficult or impossible to obtain using other methods. I used a window cleaning questionnaire to find out the rest. 95% of people said they would use a window cleaning service. 


Sales forecast
 
The first month will be used to set up the business. It is unlikely much/any business will be officially transacted during this month. In addition to dealing with legal and accounting issues for the business. The employee’s policy and procedure manual will be developed. Then the training program will be cotreated. This will take a bit of time. Therefore, it is very important it is set up at the outset, ensuring that it is completed and done properly when there are far less time constraints
The second month will begin to some activity. Squeaky clean will begin to field inquires over the phone and expect to turn some of those into contracts. The first week of jobs will be done as a team with myself and one partner. As the number of contracts begin to pick up, probably an additional person will be hired to form the first employee team. By the end of month four thee will be enough demand that a new team of two will be trained and begin working. 

Having two teams of two will be sufficient until month seven when two more people will be brought on. Squeaky clean expects to remain with six person head count into mid-year two we expect to bring on one more team. 

The sales forecast is based on the assumption that increases demand will occur at a steady pace. This based on assumption that a larger part of new clients after month two will be from word of mouth referrals. All this will happen steadily and incrementally. This forecast is on the conservative side, it is possible that squeaky clean is superior to our competing services that things really take off, however, it would not be prudent to take that aggressive of forecast. 
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Sales forecast for year


Sales forecast 


Sales                                          2020         2021          2022

Wealth one-income families       54,433       56,433       57,854
Affluent two-income families      119,487      119,486     128,744
Total sales                                  173,920      175,919     186,598


Direct cost of sales                   2020           2021        2022

Wealth one-income families     2,722          2,822        2,893
Affluent two income families     5,974          5,974        6,473
Subtotal direct cost of sales     8,646          8,796       9,473

Expense forecast 

The expenses will be budgeted so that they are increased during the first quarter in order to generate visibility for squeaky clean. The expenses will then lower and remain steady until the second half of the last quarter when they will be increased preparation for increases usage of window cleaning service for the winter holidays.


Marketing expense budget                  2020        2021          2022

Printed material                                   600          1,000         1,200
Economic incentives (for referrals)    1,200       1,500         1,800
Social media                                        100          100            100


Controls 

The purpose of ‘Squeaky Clean’ marketing plan is to serve as a guide for the business. 
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Front cleaning £10 per house
Full house cleaning £20 per house
Back window cleaning house £12
Full business windows cleaning £35
Small Business windows £25
Shop fronts £20
Management
Key Personnel
4 business partners, equal share, equally managing and taking on the responsibilities of window cleaning and taking calls. However as stated below under Operations roles and responsibilities, different business partners will have specific responsibilities which I have selected taking in account different skill sets and experiences of each partners. It has also been communicated that everything will be monitored and if any issues arise or if a partner requires support for their tasks or is off sick, the other partners will help as team work makes the dream work. We are all invested equally in the business and supporting one another will make us all succeed.
Ismatara Begum-Experience in Customer Services, Tax, Administration, Bookkeeping, Health & Safety inspections, Cleaning. Knowledge of legal contracts and procedures.
Jacob Masih- Experience in Customer Services, Marketing, Advertising, Cleaning, Organising Events
Mahmuda Begum- Experience in Customer Services, IT, Tax, Nursing, Maintaining and Cleaning equipment
Yasminara Begum- Experience in Financing, Cashflow, Customer services, Teamwork, Cleaning
Advisors and support services
Having friends from the legal background such as an experienced Solicitor & a Trading Standards Officer has meant that we have been able to get plenty of free legal advice regarding setting up and maintaining a business. Also own personal background from working for HM Revenue & Customs helps understand the tax thresholds and what we would need to pay when.

Operations
Location: Cardiff
Operational hours: 8am-8pm
Business Commencing: 04/01/2020
Season: 6 days a week all year around excluding Christmas day & New Year’s Day
	Person
	Responsibilities/ Processes

	Ismatara Begum
	Window Cleaning, 
Taking calls
Bookkeeping, Scheduling (Organising rotas) 
Health & Safety training, 
Monitoring licences, Renewal dates etc

	Jacob Masih
	Window Cleaning, 
Marketing,
Advertising
Forward forecasting
Printing fliers and distributing

	Mahmuda Begum
	Window Cleaning, 
Shopping, 
Maintaining Equipment (regular checks for safety)
Pre-cleaning call reminders/ courtesy calls
Taking calls
Interacting with stakeholders
Building customer relationships & bringing in new customers


	Yasminara Begum
	Window Cleaning, 
Cashflow/ budgeting, income & expenditure
Financing/Banking 
Record keeping
Taking calls



The main service of window cleaning will require 2 workers on each premise at given one time due to Health & Safety risks because of using long ladders and risk of fall. This role will need good communication, collaboration and teamwork as sharing out the jobs fairly and professionally is paramount. The individual responsibilities detailed below for each partner demonstrates their individual skill sets that was discussed and analysed before deciding who takes on which roles. However, teamwork is at the centre of our hearts and business needs, therefore everyone is aware that they made need to support or take on the other partner’s responsibilities if the need arises, for example, if one partner is off sick or another has an emergency. We will have monthly team meetings to review and discuss any problems that may arise or if changes need to be made in terms of our specific responsibilities. Communication is key and will take lead on making our business develop and successful. 

Salary & working hours:
Start-up minimum wages each £8.25 per hour
40 hours a week 
Some unpaid overtime required 
During the first year we are keen to bring in as much work as possible to make our business popular and in demand. Therefore, we will put in the extra hours without thinking about financial benefit. This will only come after sacrifices, compromises and hard work. Our Salary will start at the minimum for the first year so we could get back our investments by saving the rest. Then we can afford to increase our own salaries. By the third year our projection is we will be earning more than double the salary due to customer increase and profit making.



	Service Areas
	Target Market within the area

	Pontcanna
	Residential homes, Local shops & businesses

	Canton
	Residential homes, Local shops & businesses

	Leckwith
	Residential homes

	Riverside
	Residential homes

	Grangetown
	Residential homes, Local businesses

	City Centre
	Small businesses

	Roath
	Student Accommodation, Residential homes, Shops/businesses such as restaurants & takeaways

	Cathays
	Student Accommodations, Residential homes

	Lisvane
	Wealthy Families

	Cyncoed
	Wealthy working family


 
Equipment & Costs:
2 Vans -£2500 each, Business Car insurance, Road Tax £180 each, Weekly petrol £150 Per week, MOTs £60 each, Service charge £110 each, Marketing for Van £100
Full driving Licences required
2 Business Smartphones- £100 each 2 giffgaff £25 each 
2 Ladders- £160
4 Buckets- £50
4 Squeegees/scrapers- £50
10 Microfiber Towels- £12
4 Workman’s belt £40
Stain Removers-5 litres- £18
Detergents- 5 litres -£18
Washing liquids-5 litres-£18
Heavy duty Gloves-8 pack-£10
Storage: Garage (Personal garage)
For the first year running personal garage will be used to store equipment. It is easily accessible as well as secure. We plan to set up a mini office in the second year with back storage. 
Suppliers: Window cleaning warehouse Ltd (Barry), Wholesalers, 
Although our suppliers will be Window cleaning warehouse, we will continue to look for bargains and discounts offered by other competitive wholesalers and stores. The quality and safety of the products we use will be essential whether it is the equipment or the substances used to clean.
Trainings
Squeaky clean will position themselves as a professional, trustworthy, residential window cleaning service. Squeaky clean will leverage their competitive edge of human capital investments to achieve the desired positioning.
Squeaky clean begins with a rigorous training program for all new employees. At the outset, employees will be trained on how to clean. Granted not everyone has the same ideas on how to clean, but they will be shown a methodical way producing a cleaner window more efficiently. Squeaky clean will then be training employees to work effectively in teams. Where there are some households that prefer individual cleaners instead of a team. Working efficiently on a team takes training, and through this team training, squeaky clean is able to make significant gains in efficiency.
The next topic of training involves professionalism. Employees will be given the tools necessary to impress the most affluent clients. Professionalism is a skill that is used throughout the service call, from the way the employees great and interacts with the client, to the way clean, to the way they act when they are cleaning the windows. In case something is broken, squeaky clean has specific guidelines for the employee to follow to resolve conflict.
Squeaky clean will train the employees to know what the expectations of the clients are. They will be provided the tools needed to exceed these expectations. This extensive training, both up front, as well as contently (called the continuous learning system) builds trust relationship between the business and the client. It is the bond of trust that will not only earn squeaky clean the loyalty of the customer but also the referral of several more of their friends.
Health and Safety: 
We plan to complete all relevant trainings within next 3 months so we can be fully trained, knowledgeable and skilled prior to business commencing.
After researching we have gathered the following information to start our trainings soon.
The below trainings will be undertaken prior to business commencing:
Cosh trainings online £25 each person, every time you buy new substances, it is the law that requires employers to control these substances, under control of substances hazardous to health regulations cosh 2002
Health and safety training £150 each person, every 3 years, 
First aid training £150 each person, every 3 years
We will have Photo ID Badges to give reassurance to customers
Risk assessments: Safety precautions will be taken and monitored at all times
Bad weather: We will make sure we wear Raincoats and suitable shoes/boots to prevent falling ill or slipping during bad weather. We will check weather forecast prior to the job day.
To maintain health & safety standards, other than the above training and insurances Squeaky clean will use substances, equipment and uniforms that will meet hygiene requirements at all times.
Photo ID Badges: To give reassurance to customers
Risk assessments: Safety precautions to be made by everyone
Things that should be considered such as:
Bad weather: Wearing Raincoats to prevent falling ill or even slippery ground so supervising and holding ladder firmly
Allergic reactions to substances/chemicals: Testing beforehand, in case of emergencies 
Squeaky clean will emphasize the use of environmentally sound chemicals. Other businesses also use environmentally sound chemicals so this mot huge differentiation, but it is something that squeaky clean are proud of, and will be mentioned.
Squeaky clean will also be creating the appearance of professionalism through the use of uniforms and magnetic signs affixed to the side of the vehicles used and regularly clean and maintain them. Maintaining high hygiene standards will be paramount to us.

Insurances
We have researched and compared insurance quotes.
We will require Danger insurances, Worker’s compensation/ personal liability insurance, Life insurance, accidental death & injury
Aviva Life insurance-competitive quote £22 per person per month.
Public liability insurance: £82 a year per person
Car Insurances for the 2 Vans will cost £120 per month

Complaints procedures
Unsatisfied customers are able to call or email at any time. We will take all complaints seriously and deal with it promptly. If the customer feels the window has not been cleaned to the standards expected, we will reschedule them in as soon as possible for a second clean at no extra cost. If the customer’s express disappointment we will offer to refund them or provide a discount on their next clean. We will take calls or call back to left messages in a timely manner.
We will have team meetings and review whatever problems and complaints arise and discuss best way to deal with them but also discuss how we can improve to prevent such complaints arising again.

Quality control checks
We will undertake regular reviewing of equipment and chemicals used. We will regularly request reviews by sending out feedback review forms via email, by hand and also leave review rating options on social media sites such as feedback. This will help us monitor quality by taking the reviews on board and looking for ways of continuous improvement. We will endeavour to undertake continuous monitoring and development opportunities and improvement trainings.









Finance
We will make an investment of 5000 each from our savings to start our Window cleaning business.
This will give us a starting cost of 20, 000 as there is 4 of us Partners in this business.
This money will go towards the cost of Vans, equipment’s such as ladders and Legal fees such as Insurances and trainings we will need to have to start.
We will open a business bank account with Barclays and use this account for banking to save our money. We will give our clients the option to pay by bank transfer or cash. 
For the start-up cost we will not need a loan. Later when we find our business has established, we will need to take a loan out or apply for the small business grant from the Government.
We will also look to hire an accountant as it will save us a lot of time doing our taxes. An accountant will also be available to give us advice on our business. Hiring and accountant will mean we have extra time to generate revenue and we will have a peace of mind that and expert is taking care of our tax details.
Business costs falls into 3 main categories which we have looked at:

Fixed Costs

· Office expenses-mobile phone
· Salaries and wages for us all
· Marketing and sales expenses, including advertisement
· Insurance-private and public liability, Van insurances
· Vehicle maintenance and travel costs
· Professional fees- training courses
Direct Costs

· Cost of consumables
· Vans
· Equipment-ladders

Capital Costs
These are fixed costs that benefit will benefit our business for a long time. These will include things such as the purchase of ladders and the 2 Business Vehicles.




	Start Up Cost

	£

	
Business Vehicle Van x2
	
5000

	
Van Insurances
	
3000                                               

	
Road Tax
	
360

	
Ladders x 2

	
160

	
Buckets x 2

	
50

	
Cleaning Products

	
100

	
Legal Fees-Public liability Insurance

	
420 per year (35 per months)

	
Health & Safety Training

	
600 (150 per person)

	
DBS Check

	
480 (120 per person)

	
First Aid Training

	
600 (150 per person)

	
Mobile Phones
	
240 (120 per smart phones)

	
Uniform

	
120

	
Marketing

	
800

	
Total =
	
£11,930



Our start- up cost has been estimated as £11,930.
This means we will still have money left from our investment which we can use for anything else we have missed for start-up cost. It shows that the investment of 5000 per partner and the total of 2000 for start-up of the business is sufficient fund for window cleaning business.
Also, if we fail to make a profit in the first couple of months, we can take money from here to take wages for ourselves.


Weekly Sales Forecast

	Service we offer
	£
	How many for the week
	Weekly Total

	Front cleaning

	
£10
	
80
	
£800

	
Full house cleaning
	
£20
	
40
	
£800

	
Back window cleaning
	
£12
	
50
	
£600

	
Full business windows cleaning
	
£35
	
50
	
£1,750

	
Small Business windows
	
£25
	
45
	
£1,125

	
Shop Fronts
	
£20
	
60
	
£1,200

	
Total
	
	
	
£6,275




The weekly revenue for our business has been estimated at £6,275.
This means the Yearly revenue is estimated at £75,300 which is roughly what we expect to make in the first year for our business.



























Running Cost
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Cash flow statement

We have forecasted the Yearly sales for the first Year shows our sale will be £173,920. The total overheads have been estimated at 79,896 which means we will make a profit of 94,024 every year.
(Table above is in Appendix)
Every year we will look to expand our business which will mean we hire more staff and more equipment will also be necessary. We will take the money we make from the Profit every year to invest on these. Our monthly cash flow statement shows our business will have enough working capital to survive.
For the first year, none of the partners will not take anything from the profit we make.

	
	YEAR 1-2020
	YEAR 2-2021
	YEAR 3-2022
	TOTAL

	
	
	
	
	

	Sales
	173,920
	175,919
	186,598
	536,437

	
	
	
	
	

	OVERHEADS-Salaries
	71,280
	124,740
	124,740
	320,760

	Car and Travel
	11,960

	19,560
	27,160
	580,680

	Mobile &Stationary
	500
	500
	500
	1,500

	Marketing
	1,440
	2000
	2000
	5,440

	Legal Fees
	1,476
	1,476
	1,476
	4,428

	Office, Rent
	0
	8,400
	8,400
	16,800

	Bills, council tax
	0
	4,800
	4,800
	9,600

	
	
	
	
	

	Total Overheads
	86,656
	161,476
	169,076
	417,208

	Profit
	87,264
	14,443
	17,522
	119,229



The table above shows the estimated sales over the 3 years. As you will have noticed the spend on overheads goes up in the 2nd and 3rd year and this will be because we will be hiring at least 3 more staff and rent an office. The extra cost for an extra van and insurances. Also, the extra cost of bills and rent for the office. 
We will make a bigger profit in the first year as we will be taking bookings via mobile phones and social media. We will not invest in an office as this is quite costly as you can see from the table above. We will only have the 4 partners cleaning the windows and taking bookings. 
In the 2nd and 3rd Year the profit will decrease, and this is due to more equipment purchase and hiring more staff and having an office. We will then look into other ways we can expand our business, but we have only done a forecast for 3 years using the figures we have started with. 
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Month- January FebruaryMarch April May June July August SeptemberOctober NovemberDecemberYEARLY TOTAL

Running Cost

Petrol 300 300 300 33 300 300 300 300 300 300 300 300

Stock-cleaning Products 150 150 150 150 150 150 150 150 150 150 150 150

Mobile Contract 25 25 25 25 25 25 25 25 25 25 25 25

Wages 371.25 per person weekly 5940 5940 5940 5940 5940 5940 5940 5940 5940 5940 5940 5940

Public liabilty Insurance 35 35 35 35 35 35 35 35 35 35 35 35

Marketing- lefalets 120 120 120 120 120 120 120 120 120 120 120 120

Personal accident cover (22per person) 88 88 88 88 88 88 88 88 88 88 88 88

TOTAL OVERHEADS 6,658 6658 6658 6658 6658 6658 6658 6658 6658 6658 6658 6658 79,896

Estimates Yearly Sale 173,920

Profit/Loss 94,024
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