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[bookmark: _Toc162989381]Introduction 
The name "HandyConnect" is being considered for our app. It would let people look for and book appointments with nearby handymen to fix things around the house. Whether it's painting, plumbing, electricity, or something else, our goal is to make it as easy as possible for people to find reliable professionals who can help them (Anderson, 2023). Our goal is to become the go-to place for trusted home repair services so that people can feel safer and more at ease in their own homes. Our app for handymen gathers details about handymen in your area, such as their prices, reviews, and the kinds of skills they have. Users can look for the service they need, compare their options, and make plans all through the app, without having to leave it. Our software is great for handymen who want to get more customers, make it easier to book jobs, and make more money. Customer service is something we offer for both homeowners and service companies. 




[bookmark: _Toc162989382]Legal Structure and Management
Legal Format of the Startup
In its early stages, HandyConnect will be run as an LLC. Under the rules, the company is now its own separate thing. The owners' money and things are safe from any legal or financial problems that might happen to the business. It protects owners and makes taxes easier. 
Management Team
In a business, the chief executive officer (CEO) sets the overall plan and direction of the business. A Chief Technology Officer (CTO) would be in charge of the app's technology parts to make sure they work well. We are also going to hire a marketing head to spread the word about HandyConnect. 
Employee Plan
We're going to start with a small group. Along with upper management, we will hire app developers, customer service reps, and marketers to work for the business. We will figure out exactly how many people we need to hire as our business grows (Davis, 2023). 
External Professional Services and Expert Requirements
There will also need to be some outside help. Our team includes a lawyer who makes sure we follow the rules, an accountant who takes care of the money, and tech help who makes sure our software works perfectly. When we need more help, we may also work with marketing and app development companies. 
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Target Market Identification
People who need reliable repair services for their homes can use HandyConnect. It also helps renters who want to make improvements to their apartments without the landlord's help. Lots of people use our tools because they are too busy or don't know how to fix problems on their own (Johnson, 2022).  
Customer Segmentation
These are the groups of clients we have: 
Young Professionals: Because they are always on their phones, they don't have time to fix things around the house. They also might not be very skilled. 
Families: They want to make sure that their kids' homes are safe and work well, but they might not have time to fix things themselves. 
Elderly Homeowners: They might not be able to fix things themselves, and they might have to leave the comfort of their own home to find reliable help. 
Market Needs and Trends
When it comes to services, people want them to be reliable and easy to use. They use apps to get things done. "Do it for me" has mostly taken the place of "do it yourself." Homeowners are willing to pay for services that are quick, reliable, and easy to book (Anderson, 2023). There is also a greater need for home repair services because more people are buying homes. 
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Marketing Strategies
Because the people we want to reach spend a lot of time on social media, that's where we'll be advertising HandyConnect. To show how knowledgeable we are, we will also post helpful pieces online about home repairs. Working together with nearby hardware shops will also help us reach more homeowners. 
Sales Strategy
The main way we sell things is through our app. Customers can easily find services and make appointments. To get people to try HandyConnect, we're going to offer a great deal for the first time. Customers who are happy with our business and tell their friends about it can get discounts (Johnson, 2022).
Promotional Plan
To get people interested, we're going to hold a huge online launch event right away. We'll put ads on Google and social media to reach more people. We can show how good we are by showing before and after pictures of our repairs and client feedback. Also, promotions for holidays or other special days, like "National Home Improvement Day," might bring in more bookings. 
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Industry Overview
The market for home repair services is growing because more and more people want nice homes. This service is easy to find and book thanks to technology. This industry includes things like plumbing, electrical, and painting repairs for homes. 
Competitive Landscape
In this market, there are both big businesses and small, family-run shops. People can hear about your business through word of mouth or through apps and websites. The winner is the company that can make it easier for customers to get reliable help as quickly as possible. 
SWOT Analysis
Strengths:
Our mobile app makes it easy to schedule fixes with HandyConnect. We check out all of our handymen to make sure they are up to par (Davis, 2023).
Weakness: 
We are still pretty young, so it's a weakness that people don't know our names. 
Opportunity:
The chances are that more and more people are booking services on their phones. One great way for us to grow is to offer more fixes and services. 
Threats:
There are competitors, and some of them are owned by big companies with lots of money to spend on ads. Bad reviews can hurt our image if we don't take care of problems quickly.
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Operational Workflow
Anyone who needs a fix can just get our app, look for the service they need, and make an appointment. Then, our system will call the handyman based on how close they are and how well they are rated. When the job is done, both the client and the handyman can leave comments, and payment is made through the app. 
Supplier and Manufacturing Strategy
We do not make anything, so we do not need supplies like a factory does. Even so, we collaborate with handymen. We give them everything they need to do a good job. This means making sure they have all the tools they need and, if they don't, showing them where they can get them at a reasonable price (Davis, 2023).
Technology and Equipment Requirements
The app is the main thing we use. We need to make sure that it always works perfectly on all phones. For this reason, the app needs computers and systems that can be relied on to keep running. Our clients and handymen will be happy if we have a team that can quickly fix any tech problems.
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Funding Requirements and Usage
To start HandyConnect, you need money. We think $100,000 will be enough to pay for the first stages of making our software, selling our service, and paying our team. This amount will also cover the costs of making sure our app works well for the first year. 
	Item
	Cost ($)

	App Development
	30,000

	Marketing & Advertising
	20,000

	Employee Salaries
	25,000

	Technology & Infrastructure
	15,000

	Legal & Administrative Fees
	10,000



Revenue Model
HandyConnect makes money by keeping a small portion of the total amount that customers pay for each fix. Because our app helps handymen find more work, we charge them to use it. This app might also add paid features in the future that handymen can use. For example, they could pay to have their profile shown to more possible clients (Johnson, 2022). 
Financial Projections
We expect a small start-up fee and fast growth as word spreads about us. During the first year, while we work to build our image, we might not make a lot of money. However, we expect to make a good profit in the third year because more handymen and clients will be using HandyConnect. We plan to keep our thrifty buying habits so that we don't run into money problems as we grow.
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Last but not least, HandyConnect wants to make it easy and reliable to find and book home repair services. We were able to make a useful tool, put together a strong team, and help people who needed it because we planned everything out so carefully. Giving great service and gaining the trust of customers and handymen will help us grow (Anderson, 2023). Without the original funding, we can't make a great app and start helping people with it. In the long run, we want to make money off of our app by charging a small fee for each job that is scheduled through it. We can't wait to help you get a nicer home and make your life easier. The company HandyConnect is more than just a business; it's a way for people to get the help they need at any time. With hard work and commitment, our team is sure that HandyConnect can become the go-to company for home repair services. 
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