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[bookmark: _Toc120719591]Executive Summary
[bookmark: _Toc120719592]So Fresh and Clean is a start-up residential cleaning business that aims to provide reliable, affordable, and high-quality cleaning services to households in the local area. The business has been created to meet the growing demand for professional domestic cleaning, particularly among busy working professionals, families, older adults, and individuals who require extra support to maintain a clean and healthy home.
The mission of So Fresh and Clean is to deliver exceptional cleaning services that improve customers’ quality of life by creating clean, hygienic, and welcoming living environments. The business is committed to providing excellent customer service, maintaining high professional standards, and building long-term relationships based on trust, reliability, and customer satisfaction.
The services offered will include regular weekly and fortnightly cleaning, one-off cleans, deep cleaning, end-of-tenancy cleaning, spring cleaning, and move-in or move-out cleaning. As the business develops, additional specialist services may be introduced to meet customer demand
Business Concept
My vision for So Fresh and Clean is to become a well-recognised and trusted cleaning company within the local community. I aim to build a strong reputation through high-quality services and positive word-of-mouth, with the long-term goal of developing So Fresh and Clean into a recognised brand.
I do not want the business to be known only for professional cleaning. I also want to help improve people’s wellbeing and quality of life by providing a organising services and offer practical advice on how to maintain a clean, healthy and comfortable home.

[bookmark: _Toc120719593]Business Description 
So Fresh and Clean is a start-up domestic cleaning business that will provide cleaning services to local residential customers. The business will operate as a sole trader during its first year and will initially be managed by the owner. Services will include regular weekly and fortnightly cleaning, deep cleaning, kitchen and bathroom cleaning, and end-of-tenancy cleaning. I aim to build a strong local reputation by providing dependable, professional and affordable cleaning services adding a person touch.
My mission is to create clean, safe, and healthy environments while delivering exceptional customer service. I am committed to using effective cleaning products, modern equipment, and pay attention to detail to ensure every property is cleaned to the highest standard. I would also like to offer a decluttering option as this is one of the main reason people find it hard to maintain a clean home and can find their homes overwhelming and that can deteriorate ones mental health.
[bookmark: _Toc120719594]Product Description
[bookmark: _Toc120719595]Services Offered
● Regular domestic cleaning – Routine cleaning of kitchens, bathrooms, bedrooms, living areas and other areas of the home.
● Deep cleaning – A more detailed clean for customers who require additional attention to their home.
● One-off cleaning – Cleaning services for customers who need a clean on a single occasion.
● Home organising – Helping customers organise and maintain tidy and functional living spaces.
● Cleaning advice – Providing customers with practical advice on how to maintain a clean, healthy and organised home.
The service will focus on being reliable, affordable and professional, while providing customers with a friendly and personalised experience.
The main benefit of the service is that it will save customers time and effort while helping them maintain a cleaner, more organised and comfortable home. So Fresh and Clean aims to provide more than a cleaning service by helping customers improve their overall home environment and wellbeing.
Business Objectives (SMART Objectives)
[bookmark: _Toc120719596]
Short-Term Objectives (less than a year)
[bookmark: _Toc120719597]Short Term Objectives (Less than 1 Year)
● Establish a strong customer base within the local area by gaining at least 20–30 regular clients.
● Build brand awareness through social media, flyers, and word-of-mouth recommendations.
● Achieve consistent weekly bookings to ensure steady income and business growth.
● Deliver high-quality services to achieve positive customer reviews and repeat business.
● Break even within the first 6–12 months of trading.
● Develop a simple booking and scheduling system to manage appointments efficiently.
● Purchase all essential cleaning equipment and supplies needed to operate professionally.
● Ensure all services are delivered reliably, safely, and to a high standard to build trust and reputation.
Long-Term Objectives (More than a year)
● Expand the business beyond the local area and build a wider customer base across surrounding towns and communities.
● Employ and train additional staff to support increased demand and improve service capacity.
● Establish So Fresh and Clean as a well-known and trusted cleaning brand with a strong reputation for quality and reliability.
● Increase the number of regular long-term clients to ensure stable and consistent income.
● Introduce a wider range of services, such as specialist deep cleaning, end-of-tenancy cleaning, and eco-friendly cleaning options.
● Invest in professional equipment and improved systems to increase efficiency and service quality.
● Develop partnerships with local businesses, landlords, and letting agencies to secure regular contracts.
● Achieve steady business growth and long-term financial stability.


[bookmark: _Toc120719598]Market Analysis and Marketing Plan
A market analysis identifies the opportunities and challenges within the cleaning industry and demonstrates the potential demand for the business. The UK cleaning industry continues to grow due to increasing awareness of hygiene, busy lifestyles, and the growing trend of outsourcing domestic and commercial cleaning services (British Cleaning Council, 2024).



Market Analysis (Competitors, Customers, Target Groups)
The target market for the business will include residential homeowner or private tenants, landlords, letting agents, small businesses, offices, and elderly customers who require reliable and professional cleaning services. According to the Office for National Statistics (2024), the UK has experienced growth in the number of households and small businesses, creating greater demand for outsourced cleaning services.
Consumer demand has also shifted towards environmentally friendly cleaning solutions. Many customers now prefer businesses that use eco-friendly, non-toxic cleaning products and sustainable practices, helping cleaning companies gain a competitive advantage (British Business Bank, 2023).
Competition within the industry is high, with national cleaning franchises, independent local cleaning companies, and self-employed cleaners all competing for customers. To remain competitive, the business will differentiate itself by offering flexible appointment times, competitive pricing, high-quality customer service, fully insured cleaners, and personalised cleaning packages (Porter, 1985).

[bookmark: _Toc120719600]PESTEL Analysis 
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Marketing Mix (4Ps)
The 4 Ps of Marketing (Product, Price, Place, and Promotion)
1.	Product 
•	Domestic house cleaning
•	Deep cleaning
•	End-of-tenancy cleaning
•	Eco-friendly cleaning options
•	Flexible cleaning package such as weekly, fortnightly, or one-off cleans.
2. Price
•	Hourly rates (e.g. £18–£30 per hour) or fixed price for size of job
•	Fixed prices for specific services
•	Discounts for regular customers
•	Package deals for multiple services
•	Free quotations
3. Place 
•	Our local area, community.
•	Bookings via phone, email, website, or social media
•	Mobile service/App where cleaners travel to customers
•	Online booking system
4. Promotion
•	Facebook and Instagram pages
•	Local community groups
•	Flyers and business cards
•	Google Business Profile
•	Customer referrals


[bookmark: _Toc120719603]Management Team 
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[bookmark: _Toc120719604]Management Team and Their Background

As I am currently a sole business owner I will start off covering all the roles till I am ready to expand my business and require other bodies to cover other roles, but I will always stay hands on so I can work alongside my team and our job standards and values will continue throughout our work. 

One-Year Financial Plan – So Fresh and Clean
The financial plan for So Fresh and Clean aims to ensure that the business has enough money to cover its start-up and running costs while generating a profit during the first year.
Estimated First-Year Financial Plan
	Financial item
	Estimated amount

	Start-up costs
	£1,420

	Annual fixed costs
	£2,150

	Annual variable costs
	£4,800

	Total first-year costs
	£8,370

	Estimated annual sales revenue
	£18,000

	Estimated profit before tax
	£8,970


Monthly Sales Target
To achieve approximately £18,000 in annual revenue, So Fresh and Clean would need to make an average of:
£18,000 ÷ 12 = £1,500 per month
For example, if the average cleaning job is £60, the business would need approximately 25 cleaning jobs per month to generate £1,500 in monthly sales.
Financial Objectives
· Keep start-up costs within the planned £1,420 budget.
· Generate approximately £18,000 in sales during the first year.
· Cover all fixed and variable costs.
· Reach the break-even point as early as possible.
· Build a regular customer base to provide reliable monthly income.
· Reinvest some of the profit into marketing, equipment and business growth.
· [bookmark: _Toc120719608]Monitor income and expenses every month to ensure the business remains financially sustainable.


Sources of Finance 
So Fresh and Clean will require approximately £1,420 to cover the initial start-up costs. The business will use a combination of personal savings and external finance if required.
	Source of finance
	Amount
	Purpose

	Personal savings
	£1,000
	Equipment, cleaning products and PPE

	Family/friends
	£420
	Marketing, insurance and fuel

	Total finance
	£1,420
	Start-up costs



Personal Savings
The main source of finance will be personal savings. Using personal money means the business will not have to make loan repayments or pay interest. It also gives the owner greater control over the business.
Family and Friends
A small amount of finance could be provided by family or friends. This could help cover any remaining start-up costs, such as marketing and fuel. Any money borrowed should be agreed clearly, including how and when it will be repaid.
Future Finance
[bookmark: _Toc120719609]As So Fresh and Clean grows, the business could consider other sources of finance, such as a small business loan, government-backed finance or reinvesting profits back into the business. This could help fund additional equipment, employees and expansion.
Cash Flow Forecast  
[image: ]

[bookmark: _Toc120719611]Cost of Production Forecast
[bookmark: _Toc120719612][image: ]


Break Even Analysis 

I plan to charge £60 (low side of charge, it will vary depending on job size) per cleaning service. Based on the estimated annual costs, the business has fixed costs of approximately £2,150 and variable costs of £4,800 per year. If the business completes around 20 cleaning jobs per month, the variable cost is approximately £20 per clean.
The contribution made from each clean is therefore:
£60 − £20 = £40
The break-even point is calculated by dividing the fixed costs by the contribution per clean:
£2,150 ÷ £40 = 53.75
Therefore, So Fresh and Clean would need to complete approximately 54 cleaning jobs per year to break even. This is approximately 4–5 cleaning jobs per month.
The sales value at break-even would be approximately:
54 × £60 = £3,240
This means that once the business has generated approximately £3,240 in sales, it will have covered its fixed costs based on these assumptions. Any additional contribution after the break-even point can contribute towards profit

.

[bookmark: _Toc120719614]Production of Good and Service
So Fresh and Clean does not produce physical goods; instead, it provides a service-based product, which is domestic cleaning and home organisation.
1. Customer Booking – Customers contact the business through social media, phone, or messaging to request a service.
2. Assessment of Needs – The business identifies the type of cleaning required (regular clean, deep clean, or one-off clean).
3. Preparation of Equipment – Cleaning materials and equipment are prepared before visiting the customer’s home.
4. Service Delivery – Cleaning and organising tasks are carried out in the customer’s home, including kitchens, bathrooms, bedrooms, and living areas.
5. Quality Check – The work is reviewed to ensure it meets a high standard and customer expectations.
6. Customer Feedback – Customers are encouraged to provide feedback to help improve the service.
Resources Used
● Cleaning products (eco-friendly and standard options)
● Cleaning equipment (cloths, mops, vacuum cleaner, sprays, etc.)
● Transport to travel to customer homes
● Time and labour provided by the business owner and future staff
The service is delivered directly in the customer’s home, making it convenient and flexible. Appointments will be scheduled based on customer availability, ensuring a personalised and efficient service.
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POLITICAL
Government policies and employment laws influence how cleaning businesses operate. Employers must comply with minimum wage legislation, workplace
pension requirements, and health and safety regulations. Environmental policies also encourage businesses to reduce waste and use sustainable cleaning
products.

ECONOMIC
Economic conditions affect customers’ spending habits. During periods of inflation or ising living costs, some households may reduce spending on
professional cleaning services. However, busy working families and higher-income households are often willing to pay for convenience. Rising fuel prices and
increaseincreases s in cleaning supply costs can also affect operating expenses.

SOCIAL
Changes in lifestyles have increased demand for domestic cleaning services. Many households have two working adults, elderly residents, or busy families
who value the convenience of professional cleaning. Customers are also becoming more aware of hygiene, cleanliness, and the use of environmentally
friendly cleaning products.

TECHNOLOGY
Technology helps cleaning businesses operate more efficiently. Online booking systems, digital payment methods, customer relationship management (CRM)
software, GPS navigation, and social media marketing can improve customer service and business growth. Modern cleaning equipment also allows staff to
complete jobs more effectively.

ENVIROMENTAL
Customers increasingly expect businesses to minimise their environmental impact. Using biodegradable and non-toxic cleaning products, reducing plastic
waste, and following responsible waste disposal practices can improve the company's reputation and attract environmentally conscious customers.

LEGAL
Cleaning businesses must comply with UK employment law, health and safety legislation, data protection requirements, and public liabilty insurance
obiigations. If employees are hired, employers must also meet legal responsibilties relating to contracts, working hours, and workplace safety.
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Low start-up costs compared with many other businesses.
High demand for professional residential cleaning services due to
busy lifestyles.

Flexible service options, including one-off, weekly, fortnightly, and
deep cleans.

Opportunity to build strong customer relationships through reliable,|
high-quality service.

Ability to offer eco-friendly cleaning products, appealing to
environmentally conscious customers.

Low inventory requirements and simple business operations.

Weaknesses

* As anew business, there is limited brand awareness and no
established customer base.

Income may fluctuate during the early stages of the business.
High competition from established local cleaning companies.
Dependence on positive customer reviews and referrals to grow.
Staff shortages or sickness could affect service delivery if the

business expands.

Opportunities

Growing demand for domestic cleaning services as more people
work long hours or remotely.

¢ Expansion into additional services such as end-of-tenancy

cleaning, carpet cleaning, oven cleaning, and window cleaning.

e Building partnerships with estate agents, landlords, and property

management companies.

* Using social media and online advertising to attract new

customers.

* Increasing demand for environmentally friendly and pet-safe

cleaning products.

* Strong competition from national and local cleaning businesses.

Rising costs of cleaning supplies, fuel, and insurance reducing
profit margins.

Economic downturns may lead households to reduce spending on
non-essential services.

Changes in health and safety or employment legislation could
increase operating costs.

Negative online reviews could damage the company’s reputation
if complaints are not handled effectively.
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Cash Flow Statement

(pre)

Fiscal year begins: Start-up JuL AUG SEP ocT NOV DEC JAN FEB MAR APR MAY JUN Total
01/07/2026 EsT o1 o1 o1 o1 o1 o1 o1 o1 o1 o o o item EST

Cash on Hand (beginning of month) 1,000 1,000 725 895 849 1,074 1,119 1,119 1,119 1,119 1,119 1,119 1,119 1,119 i

Cash Receipts 125
Cash sales 125 120 120 100 475
Collections from CR accounts 7 a5 120
Loan/other cash injections 150
Total 7a5i
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Start-up item Cost

Fixed cost

Monthly Annual

Insurance - £70 £840
Cleaning equipment - £350 Phone - £30 £360
Cleaning products - £150 Marketing - £50 £600
PPE and uniform - £100 Equipment
Insurance -£70 maintenance - £30 £350
Marketing -£200 Total fixed costs - £180  £2150
Fuel costs - £250
Phone -£300 Variable cost
Total start-up costs Cleaning products £150 £1800
£1,420 fuel £250 £3000
Total fixed costs- £400 £4800
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