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A ‘Business Plan’ for ‘Managing Enterprise in the 21’th Century’ module was requested by UWTSD in February 2021 to be submitted on 17 March 2021.
The purpose of the report is to provide an idea about a business, analysing Market segmentation and Positioning, Human Resources and Sources of Finance and learning about Finance-how to do a cash flow for my potential business. Has been used analytical tools such a SWOT analysis to gather information.
Research Methods were engaged with to compile the report’s findings.

[bookmark: _Toc66717294]Motto, goals, and objectives
Beauty comes from interior and exterior!
The motto of the business comes from the fact that to be beautiful means to be clean!
Do not matter how beautiful you are if you are not clean! The same thing is about cars. Do not signify what mark of car it is, how old it is or what colour. If the automobile is clean seems to be more beautiful. Therefore, sometimes if we have a washed old car and a new dirty car always, we will choose the clean one. Do feel better and more comfortable to drive it with pleasure if it is clean and smells lovely! A person is beautiful when she stays clean and have physical beauty. There when is a good and kind person. To be good and kind to everybody makes people completely gorgeous. Just so this is about cars. When a vehicle is clean on the exterior is lovely. But when the interior is clean besides and smell nice and fresh, that car is beautiful indifferently of its age or mark or colour!
This report aims are to understand the quantitative and qualitative factors of a wash car. And to provide luxury car cleaning services!
Many goals have been set at the beginner of this business. But the main goal is to provide a better car wash than the competitors. Another purpose is to use  friendly and hypoallergic products. And to provide ‘drop off and take it later’ service, time in which the company will provide car wash services while you are away.
‘SMART goals became SMARTer goals with Exciting and Recorded becoming additional characteristics supporting its goal development activities.’ (In Developments in business simulation and experiential learning: Proceedings of the annual ABSEL conference (Vol. 39).
Some goals have success indicators analyse as SMART:
Specific-Putting accent on what should be accomplished with many details: provide better services than competitors
Measurable- Using words easy and clear evaluated: development of business
Acceptable- Making sure is the company’s statement and not somewhere else
Realistic- Reflecting the abilities: business capacity on the market, prospects, and barriers/ competitors
Time Frame-Having clear specific target completion dates: at the end of the year 2021
[bookmark: _Toc66286257][bookmark: _Toc66286284][bookmark: _Toc66286345][bookmark: _Toc66286388]The necessity to develop the business using an improvement of knowledge keep the owner update, helping to analyse and expand execution to enhance new performance.
‘For our purposes a strategy is a set of objectives, policies, and plans that, taken together, define the scope of the enterprise and its approach to survival and success.’ (Evaluating business strategy. The Strategy Process)
As a new business, there are many objectives through this business plan. One of the most important is to explain the quantitative and qualitative factors of the car wash. Need to be found a location and a price that fits the customer’s need and need to be evaluated if the chosen location decision is a successful one. At the same time, the costs of operation and maintenance must be understood and at the end to analyse if the business is profitable.
‘Business Intelligence is used to understand the capabilities available in the firm: the state of the art, trends, and future directions in the markets, the technologies, and the regulatory environment in which the firm competes; and the actions of competitors and the implications of these actions.’ (In Handbook on decision support systems 2 (pp. 175-193))




[bookmark: _Toc66717295]Description
The business is called DENKEV, the name coming from Dennis and Kevin.  The company is a car wash full-service with an attendant who washes the vehicles. DENKEV will be providing customers with three principal services: exterior car washing, interior car washing and detailing such as valet etc. 
The small business will work as a limited company that makes a profit and will be limited to what will be invest and ‘the autonomy and integrity of the business is therefore protected.’ (Accounting, Economics, and Law, 1(1))
 The advantages of the limited company will be that the car wash will have limited personal liability prestigious. A positive image makes the company more trusted. The professional appearance makes the business easier to sell. Often a limited company is seen on a higher value, being easier to raise finance.
As any limited company will have disadvantages as statutory requirements. Also, regulatory requirements will be another difficulty, information being the public domain, which will make the business more expensive.
The investment is supposed to be a small amount of capital which are the family’s savings. Unfortunately, the place will be a rented one.
It will be a small place and beautiful. There we will be offer to the customers as much comfort is possible. The company is looking to provide free coffee and tea to the clients, creating a kind environment with tables and chairs. There they can spend the time while the car is cleaned. 
The company will use-friendly and hypoallergic products, thinking about families with kids. In the end, the customer’s cars will be clean, with a pleasant and fresh smell. The intention is to make clients feel satisfied and comfortable, coming again due to the high-quality service receive and due to a reasonable rate.
‘When not washing contaminated water down storm drains in residential areas, washed cars leave behind degreasers, detergents and other chemicals in commercial washes.’ (The perceived environmental impact of car washing)
[bookmark: _Toc66286258][bookmark: _Toc66286285][bookmark: _Toc66286346][bookmark: _Toc66286389][bookmark: _Toc66717296]Difference between this business and other’s companies
‘The ’competitive strategies are strongly characterized by selective focus on specific strengths.’ (Strategic management journal, 2(3), 301-318.)

The difference between this car wash and other companies will be huge. It is supposed to be offered flexible working hours to the employees. And thinking on the clients, a lovely and modern environment such a table and chairs will be available, where they can have a coffee or tea while is waiting for the car to be washed; something like a waiting area. 
‘Business experts in general and marketing specialists in particular have long argued that brands and customers are valuable assets that need to be managed carefully.’ (Journal of Interactive marketing, 17(1), 9-24)
The company will offer a much better wash of the cars than others because the vehicles will be considering such a personal one, ‘to provide a practically useful device in the context of washing efficiency, throughput, and versatility’. (Lab on a Chip, 19(9), 1589-1598.).
 Will be used friendly and hypoallergic products because the company will think always about the customer’s families, special on the kids. We will highlight the clean at the end with different products such a wax for every car included in the price. Moreover, the clean will be recognised by the fresh and pleasant smell offered by our odorants used at the end. And the most significant and big difference between this business and other’s will be the price, just 14,85£ interior exterior.
[bookmark: _Toc66286259][bookmark: _Toc66286286][bookmark: _Toc66286347][bookmark: _Toc66286390][bookmark: _Toc66717297]Location
‘Business locations is most important factor to consider before starting a business because the best location attracts more number of people.’ (Sustainability, 12(10), 4124.)
The business will be placed in a transit area on the main road in Newport. The main street is called Cardiff Road. The car wash will be precisely in an intersection, close to the city centre and right by Royal Gwent Hospital. The location benefits will be that there are no competitors around. Another advantage is that there are many parking cars services. It is beneficial as because the company can have as customers the patient’s relatives who are coming in visit at the hospital.
[bookmark: _Toc66286260][bookmark: _Toc66286287][bookmark: _Toc66286348][bookmark: _Toc66286391][bookmark: _Toc66717298]Team
‘The effectiveness of workplace teams is often directly related to the skills of the individual tasked with team assembly.’ (Journal of Facilities Management.)
The organisation will work with three employees at the beginner: wife and husband, plus one employee, being a family business. Forming a team will be based on hiring the best employees who are far more likely to provide the highest level of customer services. Will be considered the languages desired because it is very important for all the employees need to speak English at a conversational level. Will be recruited peoples with good characters, to be kind with the clients. Therefore, the experience of working with peoples will be desired. Also, part of the team will be a good accountant.
‘On the beginner of a business, often ’team involvement is often necessary for success. Thus, the formation, composition, and functioning of entrepreneurial teams can have a profound influence on the survival and growth of a firm.’ (Entrepreneurship Theory and Practice, 37(1), 1-15.)

[bookmark: _Toc66286261][bookmark: _Toc66286288][bookmark: _Toc66286349][bookmark: _Toc66286392][bookmark: _Toc66717299]Marketing and advertisement
Posters/flyers etc. will be supplied for publicity on the beginner and every 2-3 months, making potential customers aware of the new business and services offered by the company.
‘It is essential when the enterprise is first created; but keeping the model viable is also likely to be a continuing task.’ (Long range planning, 43(2-3), 172-194.)
Whenever is applicable, people will be kept in touch with new sales (bank holiday sales, Christmas sales, Easter sales etc) by supplying flyers door by door and in the city centre. Provided deals will be based on membership cards or flyers such as at five paid washes is offer one free. The company will have discounts such as 20% for taxis and the company’s cars and 25% for long term contracts with big delivery companies such as Amazon, Royal Mail, DPD etc. 
‘A key challenge is to establish the value of the marketing function, and explicitly the selling function, in a customer-driven firm.’ (Journal of Personal Selling & Sales Management, 21(2), 83-93)
Taking advantages of the fact that the car wash is by RGH, will be introduced a new service to the clients like drop off and take it later (but not later than 45 minutes), because it will be beneficial for patient’s relatives who will come in visit at the hospital or peoples who have an appointment at the Gwent. They will have a car wash services at the same time.
Later in the future, if the business goes well, will be possible the introduction of an automated car wash machine for the exterior as will be saving employees time and more clients can be served in a shorter time.
The cleanliness will be highlighted by the pleasant smell of the products and air fresheners used. Later in the future, the sale of odorants for cars to the clients such as one free for three buys is desired. Thinking at the customers, the introduction of an automatic machine with food and drinks (with money or card payment) in the ‘waiting area’ is required.
[bookmark: _Toc66286262][bookmark: _Toc66286289][bookmark: _Toc66286350][bookmark: _Toc66286393][bookmark: _Toc66717300]SWOT Analyses
‘Strengths are enhancers to desired performance while weaknesses are inhibitors to desired performance, with both being within the control of an organization. Opportunities are enhancers and threats are inhibitors to desired performance, though these are considered outside of an organization’s control.’ (Handbook of Improving Performance in the Workplace: Volumes 1‐3, 115-140)

According to SWOT analysis cycles, the main questions regarding this business will be:
Strengths- what is it done better than competitors and what are the advantages?
Weaknesses- is the company confident regarding the services? Are the gaps and restrictions be seen by the team or by owners?
Opportunities- Will the company be working well? Will complain to the customers about the services or are they will be satisfied?
Threats-what about the competitors? are they better? Can they influence the profit or the services of this business?
[bookmark: _Toc66286263][bookmark: _Toc66286290][bookmark: _Toc66286351][bookmark: _Toc66286394][bookmark: _Toc66717301]Strength converted into opportunities
The business’s strengths can support opportunities for the company. The location is great, with no competitors close to it, on the main road exactly by Royal Gwent Hospital which can offer a drop-off and take it later services (but not later than 45 minutes) to the clients. The modern environment with tables and chairs plus free coffee and tea, where the customers can wait for the wash of the cars in a comfortable environment give them the possibility to have some food or drink from the automatic cash or card payment machine. Wonderful deals for taxis or company’s cars or long-term contracts, but also personal deals based on membership cards or flyers allow extending the space and have more employees. Due to no loan’s investment gives to the owner the possibility to develop the business with an automated car wash system for the exterior to make the work easier and quicker. And because is a low investment in the future allow extending the business with an auto-shop service car.
[bookmark: _Toc66286264][bookmark: _Toc66286291][bookmark: _Toc66286352][bookmark: _Toc66286395][bookmark: _Toc66717302]Weaknesses converted in Threats
About SWOT analysis, the weaknesses of the car wash business are vulnerable to the threats. Being rental property and a manual car wash, with an attendant who washes the vehicles, this could result in increased taxes and costs for equipment. The excess of water consumed could be costly, resulting in a payment plan with the water retailer. Because need expansive and continuously publicity, space needs to be modernised continuously to keep the potential customers and to attract new ones. And not the last, even if the competitors are not around the located business, they are in Newport, the fact for why the owner needs to be continuously aware about their deals and services.

[bookmark: _Toc66286265][bookmark: _Toc66286292][bookmark: _Toc66286353][bookmark: _Toc66286396][bookmark: _Toc66717303]Appendices
‘The SWOT (Strengths, Weaknesses, Opportunities, Threats) framework is proposed by many as an analytical tool which should be used to categorize significant environmental factors both internal and external to the organization’ (Strategic change, 7(2), 101-109.)


SWOT Analysis

	Strength
	Opportunities

	· Location: by the hospital, on the main road with multiple parking car services, close to the city centre
· No competitors close to based business
· Environment: tables and chairs where the customers can wait to have a drink/food in this waiting time
· Free coffees and teas
· Friendly and quality hypoallergic products 
· Deals for the taxis or company’s car
· Amazing deals based on membership cards/flyers or long-term contracts
· Low investment
· No loans invested
	· Develop the business with an automated car wash system for the exterior to make the work easier and quicker 
· Bring an automatic cash/card payment machine with food and drinks such as water, juices etc.
· Extend the space, have more employees
· Make long-term contracts with delivery companies
· Drop off and take I later services (no later than 45 minutes)
· Extend the business with an auto shop service car

	Weaknesses
	Threats

	· It is a manual wash car, not an automatic car wash?
· Excess off the water used
· Need expansive and continuously publicity 
· Competitors
· Rent property
	· Increase taxes and costs for equipment
· Discuss with the water retailer to make a payment plan 
· Work hard and focus on publicity, distinct on the beginner
· Modernised continuously the place to keep the current customers and to attract new customers
· Be incessantly aware of competitor’s deals
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[bookmark: _Toc66717304]Conclusions
To attract clients, the company need to present a fascinating purpose: to provide high-quality services at a reasonable price. When the customer’s needs are evaluated and important for the organisation, the business will be successful.
Thinking on clients and their families, DENKEV will custom friendly and hypoallergic products to keep the customer’s health save. Is very important for people to be appreciated by the company where they require services.
***Big importance in maintaining the clients and attract new potential customers is the comportment of the staff into a company. If the employees are kind and respect the consumer, will be involved in the effective process development of the business. The team also influence profoundly the growth of the company.
The performance of the business influence increase sales and is improving employee morale and productivity at high standards.
The location is another key for success in the business, therefore should be analysed appropriate benefits.
New strategies are welcome in a business how long may lead to competitive advantages.
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Cashflow forecast

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Totals
Investment 10000 £10,000.00
Sales £0.00
Loans £0.00
Grants £0.00
Income 6682.5 9801 4455 102465 8910 9801 4455 6682.5 9801 8010  10246.5 9801 || £99,792.00
£0.00

£0.00

£0.00

£0.00

£0.00

£0.00

£0.00

£0.00

£0.00

£0.00

Total Inflows £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00  £109,792.00
Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Totals

Wages £1,500.00 £1,500.00 £1,500.00 £1,500.00 £1,500.00 £1,500.00 £1,500.00 £1,500.00 £1,500.00 £1,500.00 £1,500.00 £1,500.00 || £18,000.00
Rent £2,000.00 £1,000.00 £1,000.00 £1,00.00 £1,000.00 £1,000.00 £1,000.00 £1,000.00 £1,000.00 £1,00.00 £1,000.00 £1,000.00 || £13,000.00
Utility bills £250.00 £250.00 £250.00 £250.00 £250.00 £450.00 £250.00 £250.00 £250.00 £250.00 £250.00 £550.00 || £3,500.00
Products £200.00 £100.00 £100.00 £50.00  £100.00  £80.00  £50.00  £70.00  £90.00  £80.00  £100.00  £90.00 || £1,110.00
Publicity £200.00 £30.00  £10.00  £20.00  £50.00  £20.00  £10.00  £10.00  £60.00  £20.00  £20.00  £10.00 £460.00
Coffee and Tea £50.00  £50.00  £50.00  £50.00  £50.00  £50.00  £50.00  £50.00  £50.00  £50.00  £50.00  £50.00 £600.00
Nat Ins £25.00  £25.00  £2500  £2500  £25.00  £25.00  £2500  £2500  £2500 £2500  £2500  £25.00 £300.00
Insurance £10.00  £10.00  £10.00  £450.00 £10.00  £10.00  £10.00  £450.00 £10.00  £10.00 = £10.00  £450.00 || £1,440.00
Counter £100.00 £100.00 £100.00 £100.00 £100.00 £100.00 £100.00 £100.00 £100.00 £100.00 £100.00 £100.00 || £1,200.00
£0.00

£0.00

£0.00
Total outflow £4,335.00 £3,065.00 £3,045.00  £3,445.00 £3,085.00 £3,235.00 £2,995.00 £3455.00 £3,085.00 £3,035.00 £3,055.00 £3,775.00 £39,610.00
NET cashflow ~£4,335.00 £3,065.00 -£3,045.00 £3,445.00 £3,085.00 -£3,235.00 £2,995.00 -£3,455.00 -£3,085.00 £3,035.00 -£3,055.00 -£3,775.00 -£39,610.00

Opening balance

35.00 -£7,400.00 HEHFHHHE SUGHEERE  HRSGUEEE  HHERSOUR GURRNESS  REOUREEN  SHRSOUHE  GHRRRSGE  SOGREEES

00.00 HHSHHEEE HEGHRHHE SERSERHE SHERHERS SUNRHESR SRGHRGHR SAGHERSE GHRGHEHS SHERHERE  SRSERSER
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