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[bookmark: _Toc95435532]Business Plan for MC Cleaning Services: Business Owner is Mihaela Costache as a Sole Trader
[bookmark: _Toc95435533]MC Cleaning Services
Mihaela Costache will run this business as a sole proprietor. As a sole trader, she will run and operate the business independently. This means that the owner owns 100 percent of the company and is legally obligated as the owner. The business will have no legal identity apart from the owner. The benefits of becoming a sole trader include having complete control over the business, thus making all decisions; profit is also not distributed. The owner is entitled to all after-tax profits.
[bookmark: _Toc95435534]Mission Statement
We want to offer the best commercial cleaning services, thereby meeting or exceeding our clients' expectations, as well as their employees and visitors to their places of work or facilities. We do this by constantly improving our quality, services, and productivity.
[bookmark: _Toc95435535]Aim and Objectives of Business
· To be the best business partner by providing high-quality cleaning services for residential and commercial partners.
· To generate sustainable revenue.
· To create long-term relationships with commercial and residential customers.
· To support research and development in the cleaning service industry.
· To employ and train highly skilled staff with values desired by the customers.
· To hire sufficient staff that will get the business moving.
· Have a central office and branches to assist in running the business.
[bookmark: _Toc95435536]SMART Objectives
· Specific – To create a long-term relationship with customers, which will lead to partnerships by providing high-quality cleaning services.
· Measurable – To generate sustainable revenue that will enable the business to grow from profit ploughed back.
· Achievable – To expand the business at the end of every financial year.
· Realistic – To rely on the best employees regarding skills and the desired values for good customer feedback.
· Timed – To grow the business to have more than one office in one year.
[bookmark: _Toc95435537]Introduction
Numerous organisations are turning to outsourcing as a cost-cutting measure. Additionally, residents resort to commercial cleaning services due to a lack of time for cleaning responsibilities. The professionalism of the commercial cleaning service is also a significant factor in the trend observed in our country and throughout the world. Our economy has continued to improve in a variety of ways. We have continued to witness peaks and valleys, and the only certainty appears to be insecurity. As a result of limited budgets and the near-constant quest for cost savings, many facility managers are still pressed to locate lower-cost office cleaning services. Outsourcing your business cleaning services is one way to save money. 
Not only will outsourcing help you save money, but it can also significantly increase the quality of cleaning and reduce your facility's total workload. Outsourcing commercial cleaning can be a significant decision. Outsourcing is not a one-size-fits-all solution for resolving all of the issues that can arise with office cleaning, and outsourcing does not ensure skill, professionalism, or timeliness. However, by utilising individual or integrated cleaning solutions, hiring the proper commercial cleaning services may help maintain your facility's reputation, cut operation expenses, and increase energy and waste efficiency. For these reasons, the MC cleaning services idea was conceived (Visnjic, Wiengarten, and Neely, 2016). Additionally, increased demand for cleaning services is highly anticipated due to Covid-19 impacts that require high hygienic business and residential environments. 
[bookmark: _Toc95435538]Services
MC Cleaning Services will offer two types of cleaning services: residential and commercial services.
[bookmark: _Toc95435539]Residential Services
The residential niche will target all types of residents, particularly those who reside within the cities. The service will be offered by highly skilled and competent employees, who will be selected based on their experience with residential cleaning services. The services will be composed of the following categories:
· General service
· Carpet services
· Laundry services
· Moving in cleaning services
· Backyard services
[bookmark: _Toc95435540]Commercial Cleaning Services
On the other hand, commercial cleaning services will be composed of cleaning services in business environments. This will target big companies that require outsourced cleaning services on a contractual basis. Many government organisations outsource their cleaning services through tender advertisement. This means that the management of MC cleaning services has to monitor the media for tender adverts and make bids to win the cleaning service tenders. The services offered will depend highly on the specifications of the contract. However, MC Cleaning Services already has plans to do the following activities under this category:
· Hospitality cleaning  
· In-house cleaning services for commercial spaces
· Devices and gadgets dusting services
· Machine cleaning services
· Air quality control by air conditioning
We will charge £15 per hour for domestic work, and for commercial work, we will charge £18 per hour because of the more work and time it takes. 
[bookmark: _Toc95435541]Marketing Activities
The secret to any good marketing strategy is to remember that the customer is always right (Zarrella, 2009). When the customer is not satisfied with a firm’s product or service, there will always be a competitor who will satisfy them. At MC Cleaning Services, we understand the importance of knowing our clients' needs and maintaining their loyalty for our brand to enter the market and remain strong in the market.
A market survey is critical at the beginning of any business. It is essential to know the possible demand for the services. Market research will establish the target customers' demographics by locating them in terms of their areas of interest. The market survey can be done through secondary research or primary research. Secondary research is where data is obtained from secondary sources, which can be reports of previous research that have been published in the form of books, journals, or articles.
On the other hand, primary research obtains first-hand information from the field by observing interviews and questionnaires. MC did market research by using both methods of research. Secondary data was obtained from previous articles and business journals that discussed the trend of the cleaning service industry. Primary data was obtained using digital questionnaires circulated online using the already existing social media handles, including emails. Market research has helped to propose the best marketing strategy, given that the findings led to a better understanding of the market for cleaning services.  
According to secondary research, the niche market for cleaning services can be commercial or residential customers. In the case of residential, the target audience consists of busy working people with disposable incomes who live in cities and suburbs (Kirov and Ramioul, 2018). According to a Daily Mail article, one-third of households use cleaning services, and people under 35 are driving this trend. Offices, hotels, warehouses, retailers, schools, and gyms are examples of commercial niche markets. MC is still a start-up, and therefore, we will have a limited number of employees at the beginning of the year. However, we will recruit more employees to work full-time at the end of the year. Recruiting more employees will enable MC to offer its services in large retail stores, warehouses, construction companies, schools, and institutions. A digital questionnaire was distributed online targeting residents and business owners in the city for primary research on domestic issues. The findings confirmed that the niche market consisted of busy people with extra money.
MC Cleaning services aim to create long-term relationships with customers, leading to a partnership to provide cleaning services, especially commercial organisations (Deakin, 1986). The main target customers are the companies and residential houses found within the city. Therefore, it is crucial to position the brand name well by making all commercial and residents aware of MC Cleaning Services. This will create a high chance of them choosing our services. It is important to note that similar brands are offering the same type of services that we offer. Thus, it is vital to revolve our marketing strategy around the four principles of marketing (4Ps): product, price, placement, and promotion (Goi, 2009).  
[bookmark: _Toc95435542]Raising Awareness
We will begin educating our target audience about our brand. Having already identified the demographics of the people interested in cleaning services, it will be essential to make those people aware of our brand (Laksmidewi, Susanto, and Afiff, 2017). Our target customers are always working, and they use the internet most of the time; therefore, an online marketing strategy will reach most of them. Content marketing can be done in many ways. MC Cleaning Service has, however, chosen a few that are the best for reaching the target audience. 
[bookmark: _Toc95435543]Using Blog Posts
This will target the commercial segment of the market. MC Cleaning Service has established a website (www.mccs.co.uk) that will post content to educate the target customer about the services. The website will also give contact details for inquiries and potential clients. The website will also contain pictures, videos, and information to promote the MC brand.
[image: ]
[bookmark: _Toc95435544]Social Media 
This will target the residential segment of the market. Most people spend time scrolling through their social media like Facebook, Twitter, and Instagram (Sharma and Jhamb, 2020). MC has, therefore, established accounts in the three most popular platforms. The firm will be present on social media to post information about the brand and make people aware. 
MC is aware of the power social media has given; that is, over 3 billion people are active daily social media users worldwide. This presents an easy way to share information about the brand. Choosing the social media handles to invest in will depend on the popularity within the City and among the target audience. YouTube, for example, is the most searched website after google worldwide. MC, therefore, will establish a YouTube channel, known as MC Cleaning Services, which will be used to post content with search engine optimisation.  
[bookmark: _Toc95435545]Make People Interested and Cause Them to Take Action through a Product Demonstration
Once we have made people aware of MC, we will make people interested in our services through a product demonstration strategy. This strategy will involve visiting potential clients in their place of work or residence and offering to clean the site for free to demonstrate our services. Product demonstration is a strong marketing strategy for cleaning services. More than 50% of potential clients become interested and reach out for cleaning after the cleaning demonstration (Heiman and Muller, 1996). 
[bookmark: _Toc95435546]Physical Resources
[bookmark: _Hlk95295269]The company will be run from Mihaela’s home. There is a storage room available for storing cleaning equipment. There is also another extra space, which will offer space for office, lockers, and changing rooms for the employees. The two rooms will be renovated, fitted with modern fittings, and furnished with the necessary furniture. The office will also require a desktop computer, an executive office workstation with a chair, and two metal filing cabinets. Files and office equipment will also be required. 
The total cost of renovating the rooms and furnishing the office will be £25,000. Mihaela's van will be used as an asset for MC to transport the equipment and employees to and from work. The van has to be refurbished and branded with the MC logo and colours for marketing. The cost of renovating and branding the van will be £4500. Furthermore, MC will also require modern cleaning equipment that uses electricity and is easily portable. Washing machines, dusting machines, blow dries, brushes, and many other cleaning-related equipment and chemicals will be procured at the beginning, whereby the procurement will continue according to their use. The starting cost of the equipment and chemicals is £9000. The total starting capital for the physical resources will amount to £38,500. MC has set aside £50,000 for physical resources. 
[bookmark: _Toc95435547]Financial Resources
[bookmark: _Hlk95295667]Mihaela Costache has set aside a personal investment in savings amounting to £100,000 to start the business. She has also raised £25000 through a self-help social welfare group that she has been a member of for more than ten years. The total available capital for MC to start is £125,000. The money is more than sufficient to get the business running. The availability of fixed assets, including buildings and the van, is also a boost for MC. Setting up the business at home by using the extra rooms will save on the cost of renting space in a commercial place. Using the old van will also save on the cost that would have been required to purchase a new vehicle.
 To guarantee the business's success, Mihaela Costache, who has a diploma in business administration, will run the business by herself. She will sit at the office and manage the operations of MC. In addition, she will source and recruit employees on her own, which will save on the need to hire a general manager. However, there will be a need for a manager when the business has expanded in the future. Based on the market analysis, and the potential demand for the MC brand, we have predicted a cash flow for the year (Morrow, 2008). The cash flow is achievable based on the results of the market survey. 
[bookmark: _Toc95435548]Human Resources
 Mihaela Costache plans to recruit highly skilled and well-behaved employees for MC. She also plans to train the employees after recruitment to instil her brand's values and create a culture within MC. She will take care of accounting and administration operations, given that she is well conversant in the field. Costache is also aware of the U.K. labour laws and knows the recruiting procedures (Ahmed and Parvin, 2015). Therefore, she plans to take care of accounting and administration operations for two to three financial years, depending on the rate at which the business will expand. 
 Some laws apply when hiring employees in the U.K., and MC will adhere to these laws by making them the by-laws of the business. The criteria for hiring are found on the U.K. government website (gov.co.uk). 
Mihaela has already sourced and recruited three full-time employees with cleaning work experience. The three employees will undergo training about the values of MC. The training will be done at Mihaela's home by an experienced professional cleaner, who will be paid for his services. The training will revolve around professional work ethics. 
The full-time employees will work together in flexible working hours to meet the needs of the commercial customers who are highly demanding as compared to the domestic or residential customers. The work schedule will accommodate early morning cleaning and late-night cleaning, given that some will prefer cleaning before the day starts and at the end of the day. The employees will be paid on an hourly basis. The full-time employees will also be driving the van to and from work without additional allowance for driving. The hourly rate for the full-time employees will be £9.
MC also looks to regular sources for casual employees who will assist the full-time employees depending on the amount of work. The casual employees will be paid £8. These persons will be recruited on weekly and monthly schedules, and their recruitment on a full-time basis will depend on their results and the expansion of the business. MC plans to recruit more than fifteen workers to work full-time in the next two to three years.  
[bookmark: _Toc95435549]SWOT Analysis
[bookmark: _Toc95435550]Strengths
· Availability of qualified human resources 
· Availability of starting capital
· Modern equipment
[bookmark: _Toc95435551]Weakness
· Limited space for office and storage
[bookmark: _Toc95435552]Opportunities
· We are targeting new shops, schools, gyms, and retailers.
· Invest in new cleaning technology 
[bookmark: _Toc95435553]Threats
· Competition 
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Questionnaire & Answers
As a business start-up, I have created a questionnaire using Google Forms as a propose of market research for my business plan. Those questionnaires were distributed to other students to complete.
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