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 AC Clean provides high-quality goods. For example, our innovative Sanitisation Case aids pandemic sanitation. This phone cover kills microorganisms in hard-to-reach areas using UV rays. This automated procedure is more straightforward than manual cleaning. AC Clean will also target data respondents' attitudes so they'll test the product if they think it's good. Psychographic traits include wanting quality, benefit, and attractiveness. The company's location is in Rainham. AC Clean will advertise its services by printing posters and posting on social media, creating a larger market with many opportunities to explore new markets.
AC Clean is a general partnership involving four entrepreneurs. Ana Cirstea, Lavinia G., Larry P., and James S. make up the partnership. AC Clean telephone number is 03331470000, and its email address is ac_clean@gmail.com. The company will be open Monday through Friday from 8:00 to 18:00 and Saturday from 10:00 to 16:00 but closed on national and bank holidays.
AC Clean's four partners possess 25% of the company's shares and income. Each partner's credentials determine their responsibilities. Partners and Natwest Bank equity investment will provide £1,500,000 for the startup. The startup funding will pay for equipment, employees, advertising, legal expenses, and other essentials. The partnership agreement states that all owners are equally liable for firm losses or termination. AC Clean wants stability and more customers. Advertising and promotions will achieve that. Marketing Managers use many methods to attract clients. According to the feasibility research Facebook, YouTube, and Instagram will be used to recruit clients.

The business will be organised. The operations manager will create new ideas, plan strategically, and establish targets. The marketing manager is going to promote the product. The operations manager handles facility operations. Financial managers are entirely responsible for corporate finance and accounting. We will collaborate to launch our company smoothly.
AC Clean will provide retail offers and other promotions. That will build the brand and product. The feasibility analysis suggests a demand for our items. Customers thought the price was fair and looked ahead to our facility opening. (Puyt, 2020)

[bookmark: _Toc133615720]Industry Analysis

The market has never seen the need for a phone case that sanitizes both hands and phones at the same time. Because a product has yet to be released, it cannot be widely distributed. With the current pandemic affecting the way of life of the entire world, the healthcare industry is facing numerous challenges. This new venture will adopt a new strategy to reduce coronavirus infections in the UK. Phone cases aren't new to the UK, but a phone case that protects your phone and your health is unique. AC Clean must ensure that it attracts its target market successfully enough to continue operating in the market and maintain the company's long-term viability. Product availability is usually determined by customer demand. Due to the way manufacturers capture the concept of service quality and product, the firm can be more competitive. (Madsen, 2019).

AC Clean currently has no competition in the market; however, given that the company is new with a unique idea that will redefine how we clean our phones and hands, the fact that no other company with the same concept will be a significant benefit. As previously stated, the pandemic may be the company's most important benefit. AC Clean will be subject to various legal limitations, such as partnerships. A lawyer must prepare a partnership agreement. The legal agreement will hold all parties accountable and fulfil all their signed obligations. Also, as each fiscal year draws to a close, budgets are read, and there may be changes in tax legislation that will affect the business. Before starting operations, the firm must register the business by submitting a form and photos of all partners. Once the firm is registered, it will be possible to obtain business financing from financial institutions. 

Porter’s Five Forces

Entry, rivalry, substitutes, suppliers and buyers are the five forces identified by Porter. In addition, Porter's five forces are concerned with external analysis, which helps a firm identify risks and opportunities, determine whether above-average profits are possible in an industry, understand the characteristics of competition, and make more strategic decisions.

Threat of New Entry
The easier for firms to join the sector, the stronger the rivalry. In the health business, there are various processes that a product must go over before it is declared safe for usage.

Rivalry
Given the product's unique nature, an imitation business could only differentiate itself a little from the original.


Suppliers 
The suppliers and entrepreneurs in the health sector are powerful because the product is indispensable to consumers, the providing industry is more lucrative than the purchasing industry, and it is more expensive for consumers to move to a different outcome.

Substitutes 
People seek substitutes in the healthcare industry for several important reasons, including lower prices and the minimal distinction between the goods and services offered by rivals.

Power of buyers
Hand sanitising can be done with a bottle of hand sanitiser that you purchase, but the results may be better than using the items themselves. Buyers tend to react to price changes. A corporation may make a loss or a profit for the year, depending on the number of customers it has. (Fichter, 2021)
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Vision 

To communicate our company's offerings to everyone all around the globe.

Mission 

We aim to contribute significantly to the fight against the Covid virus and raise awareness of the issue.

Corporate Governance 

The following individuals serve on the special advisory committee that governs AC Clean:

Ana Cirstea = 25%
Lavinia G. = 25%
Larry P. = 25%
James S. = 25%

Corporate Goals

By the end of the third year of operation, the business expanded into an additional parish.
· To develop in as many cities as possible in the UK.
· To ensure that our goods continue to have an excellent level of quality.
· To see at least 15% growth in the number of clients we serve each year.
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AC Clean will use distinctive marketing to establish a local customer base aged 16 and over. That can be subdivided into local marketing as the primary targeting method. Residents will be divided into two groups: Samsung and iPhone owners. The organization will retain its image of trust that provides excellent customer service. AC Clean intends to outperform competitors by producing goods that customers perceive as unusual, distinctive, superior quality and outstanding performance. It will focus on its business concept to achieve its value propositions. (Bruijl, 2019)

Four’s P

Product
Name: Sanitisation Case 
Primary colours: Red, blue, grey and black
Quality: an exterior structure that is slender, elegant, and smooth 
The primary customer value: High performance (remove microbes from hands) 
Components: Solar power battery charging 
Packaging: Tertiary and primary
Extended product: Warranty and delivery

Place

In-store and Direct sales:  sales are the two methods of distribution. 
Retailers, wholesalers and vendors (bulk delivery) are examples of intermediaries. 
Inventory control: Stock-free free balance

Price

Method: Penetration pricing Initial price: (30 +35)/2 = £37.5 
Bulk purchase price: £20

Promotion

Advertisement: TV, Facebook, YouTube, and Instagram are all popular platforms. 
Strategy: The pull factor (AIDA stands for Attention, Interest, Desire, and Action). 
Discounts and special offers are examples of sales promotions - in the field of public relations.
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AC Clean projected the cost to be roughly £1,500,000, with shareholders providing 60% of the equity value and the bank providing 40% to buy the assets needed for production and to fund expenditures. In the future, the firm hopes to raise further cash via venture capitalist investments. In addition, the corporation will eventually reduce its assets by reallocating money to innovation. The financial records for AC Clean are shown in the tables below.
	Estimated cost

	
	£

	Capital expenditure 
	280,000

	Revenue expenditure 
	 30,000

	Insurance
	   9,000

	Advertising 
	   7,000

	Legal fees
	  20,000

	Accounting
	    3,000

	Wage 
	 110,000

	Rent
	 150,000

	Utility
	 100,000

	Renovation and building 
	250,000

	Purchases
	170,000

	Supplies
	150,000

	Internet and phones 
	   5,000

	Payment loan 
	 33,000

	Travel/auto
	 40,000

	Various 
	70,000

	Total 
	1,427,000



	Founds source

	Ana Cirstea
	£400,000

	Lavinia G
	£200,000

	Larry P
	£250,000

	James S
	£300,000

	Loan 
	£350,000



	Capital expenditure

	
	£

	Polycarbonate
	20,000

	Plastic 
	12,000

	Design cases
	13,000

	Solar charger
	18,000

	Laptop 
	35,000

	Printer 
	25,000

	Glue 
	11,000

	Total 
	134,000



	
	Jan. 
	Feb. 
	March 
	April
	May
	June 

	Sales 
	£45,000
	£50,000
	£45,000
	£40,000
	£56,000
	£65,000

	Less: cost of items sold
	11,250
	12,500
	12,500
	11,250
	10,000
	14,000

	Gross margin
	33,750
	37,500
	37,500
	30,000
	42,000
	33,750

	Operating expenses 
	
	
	
	
	
	

	Salaries 
	18,750
	18,750
	18,750
	18,750
	18,750
	18,750

	Rent 
	£5,000
	£5,000
	£5,000
	£5,000
	£5,000
	£5,000

	Utilities 
	£1,500
	£1,500
	£1,500
	£1,500
	£1,500
	£1,500

	Sales expenses 
	£7,500
	£7,500
	£7,500
	£7,500
	£7,500
	£7,500

	Insurance 
	£1,250
	£1,250
	£1,250
	£1,250
	£1,250
	£1,250

	Depreciation 
	£1,250
	£1,250
	£1,250
	£1,250
	£1,250
	£1,250

	Total expenses 
	£52,500
	£52,500
	£52,500
	£52,500
	£52,500
	£52,500

	Net profit/loss
	£18,750
	£15,000
	£15,000
	£18,750
	£22,500
	£10,500
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The statistical analysis indicates a 94.6% chance of a sale occurring at a predetermined price of £300,000. Therefore, 85.8 per cent of people could become customers, but only 78 per cent need to become customers for the firm to succeed. The sample size was large enough to be statistically significant and representative of the demographics of our intended market. Competition, compliance, and economic uncertainty are all potential threats to this industry. The market's day-to-day fluctuations have a significant impact on the economy. There will be good days for our business when the economy is humming along and awful days when it isn't. To counteract this risk, we want to keep operational costs as low as possible and monitor economic trends affecting our company throughout time. That will allow us to anticipate future issues and devise practical solutions. There is also the possibility of failing to comply since the product manufacturing process in this industry has its own set of rules and standards. Because we need FDA clearance before releasing the product, we will follow all of their rules and regulations to reduce the likelihood of rejection. There's also the possibility of new rivals entering the market, as the FDA recently declared it would not take any action against companies that start making hand sanitiser for consumers or healthcare professionals in response to the surge in demand caused by the current pandemic. To lessen the impact of these threats, we will work hard to develop and maintain positive relationships with our target demographic, monitor the activities of our competitors on social media and other online platforms, and adapt our tactics as needed. 

We will utilise a recruitment database, online job ads, and advertising openings on all major social media platforms to find candidates for open jobs. Qualifications, relevant work experience, and other such factors will be considered throughout the hiring process. After being recruited, candidates must undergo a background check, an interview, an offer of employment, and finally, training. Three weeks of instruction will begin at 9:00 and end at 17:00, with an hour for lunch; a maximum of 10 people will be assigned to each training batch, and a bus will be provided to transport trainees home. We'll evaluate them based on how well they do the tasks we offer them and whether or not they're following the rest of the rules set by the organisation, all of which contribute to its success. Finally, workers will be compensated with a wage paid every two weeks, health insurance, overtime pay, and bonuses (which will be distributed depending on the accomplishment of individual performance-based objectives).
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