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CleanVita Solutions is a London‑based deep‑cleaning business specialising in mattresses, upholstery and carpets. The company provides high‑quality, eco‑friendly cleaning services using professional equipment and safe, non‑toxic products. Operating as a sole trader, the business benefits from low overheads, flexible decision‑making and strong customer relationships.
The service targets residential households, pet owners, Airbnb hosts and small commercial premises across East and South‑East London. Demand for deep cleaning continues to grow due to increasing concerns about hygiene, allergens and indoor air quality.
The business is managed by the owner, who is responsible for administration, scheduling, marketing and customer communication. Cleaning services are delivered by one main technician, who performs all deep‑cleaning tasks. A casual assistant supports the technician only during heavy or high‑volume jobs and works on an on‑demand basis. This lean and flexible structure helps maintain efficiency, safety and consistent service quality while keeping labour costs under control.
Financially, CleanVita Solutions is supported by a £5,000 Start‑Up Loan, £5,000 in personal savings and £250 in existing assets. The first‑year revenue forecast is £27,720, with positive net cash flow and break‑even expected around Month 7. Over the next three years, the company plans to expand into additional boroughs, upgrade equipment and hire a second technician as demand increases.
CleanVita Solutions aims to become a trusted and recognised provider of deep‑cleaning services in Greater London by combining professional results, friendly communication and inclusive, eco‑friendly cleaning solutions.

[bookmark: _Toc225715266]Business Concept

CleanVita Solutions will operate initially as a sole trader business structure. This legal form allows the owner to maintain full managerial control, minimise start‑up costs and keep operations flexible during the early stages of development. According to Burns (2016), small businesses benefit from lean structures that support quick decision‑making, adaptability and efficient use of limited resources. By adopting this model, CleanVita Solutions can focus on delivering high‑quality deep‑cleaning services while keeping administrative and financial responsibilities simple and cost‑effective.
Although the business is legally registered as a sole trader, its operational structure includes the owner, one main cleaning technician and one casual assistant who supports larger or more demanding jobs. The owner is responsible for administration, scheduling, marketing and customer communication, while the technician performs the cleaning services. The casual assistant works only when required, helping with lifting, moving furniture and speeding up the cleaning process. This small and flexible team allows the business to maintain efficiency, control labour costs and ensure consistent service quality.
As the company grows, CleanVita Solutions may consider transitioning to a partnership or limited company to support expansion, hire additional staff and invest in advanced equipment. However, during the initial phase, operating as a sole trader provides the most sustainable and practical foundation for controlled growth and operational stability.

[bookmark: _Toc225715267]Business Description 

CleanVita Solutions is a small London business providing deep‑cleaning services for mattresses, upholstery and carpets. The company serves residential clients and small commercial premises across Greater London. It is managed by the owner, who is responsible for administration, scheduling, customer communication, marketing and financial management. Cleaning services are delivered by the main technician, who is also the owner’s husband. A casual assistant supports the technician only during heavy or high‑volume jobs and works on an on‑demand basis.
This structure allows the business to remain organised, maintain strong customer relationships and deliver consistent service quality. The technician handles service delivery and equipment management, while the owner focuses entirely on operational coordination and customer support. The casual assistant increases capacity when needed, especially for larger or more demanding jobs.
To keep costs low and reduce financial risk, CleanVita Solutions will operate from the owners’ home during the start‑up phase. This lean approach aligns with the small business growth principles described by Burns (2016), who explains that simple organisational structures help new businesses remain flexible and reinvest early profits into essential areas such as equipment, training and marketing.
London provides a strong market opportunity due to its large rental population and frequent end‑of‑tenancy cleaning needs. According to the Office for National Statistics (ONS, 2023), London has one of the highest proportions of private renters in the UK, creating continuous demand for cleaning services. In addition, public awareness of hygiene, allergens and indoor air quality has increased in recent years. Allergy UK (2022) reports that allergy‑related concerns continue to rise, encouraging households to seek deeper and more effective cleaning solutions.
CleanVita Solutions aims to stand out by offering friendly communication, reliable scheduling, high‑quality deep‑cleaning results and a customer‑centred approach that meets the needs of diverse households across Greater London.
[bookmark: _Toc225715268]Product Description 

CleanVita Solutions offers professional deep cleaning for mattresses, upholstery and carpets across Greater London. The company uses high‑quality equipment and safe, non‑toxic products to remove dirt, stains, allergens and odours that basic cleaning or rental machines cannot reach. This supports healthier indoor environments, which is increasingly important for households concerned about air quality and allergen control, as highlighted by Cowan (2020).
The cleaning process includes inspection, pre‑treatment, deep extraction and fast drying, always performed by trained technicians who follow professional cleaning standards. These procedures reflect industry best practices recommended by the British Cleaning Council (2023). The company also provides flexible appointments, transparent pricing and friendly customer support.
CleanVita Solutions serves a wide and diverse audience, including families, busy professionals, students, tenants at the end of a rental contract, Airbnb hosts, pet owners and small commercial spaces. The company also respects all cultural and religious needs by offering alcohol‑free, fragrance‑free, plant‑based or hypoallergenic products suitable for Muslim, Jewish, Hindu, Sikh and other communities who require specific cleaning solutions.
By combining professional tools, personalised care and inclusive service options, CleanVita Solutions delivers a reliable, high‑quality and culturally respectful deep‑cleaning experience for every customer in Greater London.

[bookmark: _Toc225715269]Business Objectives (SMART Objectives)

[bookmark: _Toc225715270]Short-Term Objectives (less than a year)

1. Increase Monthly Bookings
Grow the number of monthly cleaning jobs by 20–25% within the first 12 months through marketing, customer referrals and improved online visibility.
2. Build a Strong Customer Satisfaction Score
Achieve a minimum rating of 4.7/5 on Google and social media platforms within nine months, supported by good communication and consistent service quality.
3. Improve Online Presence
Increase website visits and online enquiries by 30% within the first year through regular social media posts, simple SEO updates and targeted online ads.
4. Standardise Staff Training
Ensure that all team members complete internal training on cleaning procedures, customer service and safety, reaching 100% compliance within six months. Training will focus on technical skills for the technician and assistant, and administrative and communication skills for the owner.
5. Expand Local Service Coverage
Add two new London boroughs to the service area within the first 10–12 months, depending on demand and operational capacity.
6. Develop Standard Operating Procedures (SOPs) 
Create and implement written Standard Operating Procedures for cleaning, customer communication and equipment handling within the first 8 months to ensure consistent service quality and support future staff training.
7. Strengthen Repeat Business
Increase the number of returning customers by 20% within the first year through follow‑up messages, loyalty discounts and reliable service.
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1. Expand Workforce and Create Two Full-Service Teams
Grow the team from three to six or seven employees within three years, allowing the company to operate two full cleaning teams and increase service capacity across Greater London.
2. Increase Annual Revenue
Reach an annual revenue target of £180,000–£220,000 within three years by expanding the service area, improving customer retention and offering additional services such as stain protection or mattress sanitising.
3. Strengthen Market Position in Greater London
CleanVita Solutions aims to strengthen its market position by operating in at least eight London boroughs within three years. Starting from its base in Tower Hamlets, the company will expand into nearby high‑demand areas such as Newham, Hackney, Greenwich, Lewisham, Southwark, Waltham Forest and Barking & Dagenham. These boroughs were selected due to their large populations, strong rental markets and cultural diversity. Their proximity to Tower Hamlets also reduces travel time and operational costs. This strategy supports sustainable growth and wider brand recognition across Greater London.
4. Invest in Advanced Technology and Equipment
Upgrade all major cleaning machines and tools within two to three years, ensuring the company uses modern, efficient and eco‑friendly equipment that improves performance and reduces operational costs.
5. Develop Long‑Term Customer Relationships
Increase the percentage of returning customers to 40% or more within three years through loyalty programmes, regular maintenance plans and improved customer communication.
6. Introduce New Services
Add at least two new complementary services—such as rug cleaning, stain protection, odour treatment or commercial upholstery cleaning—within two years to diversify the service portfolio and increase revenue streams.
7. Build Strategic Partnerships
Create partnerships with estate agents, property managers and small businesses within two to three years, generating a stable flow of commercial clients and repeat contracts.
8. Improve Environmental Sustainability
Adopt more eco‑friendly cleaning products and reduce water and chemical usage by 20% within three years, supporting environmental responsibility and appealing to eco‑conscious customers.

[bookmark: _Toc225715272]Market Analysis and Marketing Plan
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1. Competitors
The deep‑cleaning market in London is highly competitive, with many small and medium‑sized companies offering carpet, upholstery and mattress cleaning. According to the British Cleaning Council (2023), the UK cleaning industry is dominated by micro‑businesses, with over 70% employing fewer than 10 people, which reflects the structure of most local cleaning providers in London.
Larger companies tend to focus on commercial contracts, while smaller businesses target residential clients. Competition is driven by price, service quality, online visibility and availability. Research shows that online reviews and digital presence strongly influence customer decisions, especially in urban areas where customers compare multiple providers before booking (Mintel, 2022).
Key competitive factors include:
· Price: Many companies offer low‑cost services to attract customers.
· Service quality: Customers look for reliable technicians, good results and safe cleaning products.
· Online presence: Strong Google reviews, social media activity and clear websites help companies stand out.
· Availability: Flexible appointments and fast response times are essential in busy urban areas.
CleanVita Solutions aims to differentiate itself through personalised service, professional equipment, friendly communication and consistent quality.
2. Customers
Customers typically seek deep cleaning for hygiene, comfort or maintenance reasons. According to Mintel (2022), demand for home‑cleaning services in the UK has increased due to busy lifestyles, higher hygiene awareness and the growth of rental housing.
The ONS (2023) reports that London has one of the highest proportions of private renters in the UK, which increases demand for end‑of‑tenancy cleaning and regular maintenance services. Additionally, Statista (2023) highlights that UK households spend over £1 billion annually on domestic cleaning services, showing strong and stable demand.
Common customer needs include:
· Removing stains, odours and allergens
· Improving indoor air quality
· Preparing a property for end‑of‑tenancy
· Refreshing furniture and carpets in busy households
· Maintaining a clean environment for children and pets
Customers value transparency, punctuality and clear communication throughout the service process.
3. Target Groups
CleanVita Solutions focuses on three main target groups:
a. Residential Households
This includes families, couples, single professionals and shared homes. London’s high rental population creates continuous demand for cleaning services, especially during moves and tenancy changes (ONS, 2023). Urban households also outsource cleaning more frequently due to time constraints and smaller living spaces (Mintel, 2022).
b. Pet Owners
Pet ownership in the UK continues to rise. According to the PDSA Animal Wellbeing Report (2023), 53% of UK households own a pet, with dogs and cats being the most common. Homes with pets require more frequent deep cleaning due to fur, odours and stains. This group values safe cleaning products and effective odour removal.
c. Small Commercial Premises
Small offices, clinics, beauty salons and local businesses require occasional upholstery or carpet cleaning to maintain a professional environment. The British Cleaning Council (2023) notes that commercial cleaning demand has grown steadily due to higher hygiene expectations and increased outsourcing.
Beauty salons are particularly relevant because many have upholstered chairs, waiting‑area sofas and decorative carpets that accumulate hair, product residues and odours due to high customer traffic. Keeping these items clean helps salons maintain a hygienic and professional appearance.

[bookmark: _Toc225715274]PESTEL Analysis 
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P – Political Factors
• UK rules on cleaning chemicals, waste disposal and water use. The UK requires businesses to comply with COSHH (Control of Substances Hazardous to Health), which regulates the safe handling, storage and disposal of cleaning chemicals. The Health and Safety Executive (HSE) emphasises that employers must assess and control chemical risks in the workplace (HSE, 2023).
• Government support for small businesses and sole traders. The UK government provides support through schemes such as Start‑Up Loans, tax reliefs and simplified registration for sole traders, helping reduce early‑stage costs (GOV.UK, 2023).
• Import rules after Brexit affecting equipment and supplies. Post‑Brexit customs checks and duties can increase the cost and delivery time of imported cleaning equipment from the EU (UK Government, 2023).
Impact on CleanVita Solutions
· Must follow COSHH and environmental rules, increasing professionalism.
· Government support reduces start‑up costs.
· Imported equipment may become more expensive due to Brexit‑related procedures.
E – Economic Factors
• High cost of living in London. London consistently reports the highest living costs in the UK, influencing household spending behaviour (ONS, 2023).
• Economic uncertainty affects spending on services. During inflation or economic downturns, UK households reduce spending on non‑essential services (Mintel, 2022).
• Growing demand for home services due to busy lifestyles. The UK home‑services market has expanded as more households outsource domestic tasks (Statista, 2023).
• Rising fuel and transport costs. Fuel price increases directly affect small mobile businesses that rely on travel (ONS, 2023).
Impact on CleanVita Solutions
· Some customers may delay deep cleaning during difficult periods.
· Busy households still require cleaning support.
· Transport costs may affect pricing.
· London remains a strong market due to high rental turnover.
S – Social Factors
• Growing concern for hygiene, allergies and air quality. Allergy UK reports rising allergy cases, increasing demand for allergen‑reducing cleaning (Allergy UK, 2022).
• High pet ownership increases cleaning needs. 53% of UK households own a pet, especially dogs and cats, which increases demand for upholstery and carpet cleaning (PDSA, 2023).
• Fast‑paced lifestyles encourage outsourcing. UK surveys show that busy working households increasingly outsource cleaning tasks (Mintel, 2022).
• Customers rely heavily on online reviews. Research shows that UK consumers frequently check Google Reviews and Trustpilot before choosing a service provider (Statista, 2023).
Impact on CleanVita Solutions
· Higher hygiene awareness increases demand.
· Pet owners become a strong customer group.
· Online ratings are essential for growth.
· Friendly service builds loyalty.
T – Technological Factors
• New cleaning machines and eco‑friendly products. The UK cleaning industry promotes modern, low‑chemical equipment for better results (British Cleaning Council, 2023).
• Digital marketing tools (Google Ads, SEO, social media). Small UK businesses rely heavily on digital marketing to reach local customers (Mintel, 2022).
• Online booking systems and CRM tools. Service businesses increasingly use booking apps to improve organisation and customer experience (Statista, 2023).
Impact on CleanVita Solutions
· Better equipment improves results and customer satisfaction.
· Strong online presence attracts more clients.
· Digital tools support organisation and repeat bookings.
· Technology increases efficiency.
E – Environmental Factors
• Preference for eco‑friendly products. UK consumers increasingly choose environmentally friendly services (Mintel, 2022).
• Rules on water use and chemical disposal. Environmental regulations require safe disposal of chemicals and responsible water use (DEFRA, 2023).
• Growing interest in sustainability. Sustainability is a major trend in UK consumer behaviour (Statista, 2023).
Impact on CleanVita Solutions
· Eco‑friendly products attract conscious customers.
· Reducing water and chemical use lowers costs.
· Sustainability becomes a marketing advantage.
L – Legal Factors
• Health and safety rules for cleaning work. The HSE sets legal requirements for safe cleaning practices, including chemical handling and equipment use (HSE, 2023).
• Need for insurance (public liability, accidental damage). UK service businesses are expected to have public liability insurance to protect customers and the business (GOV.UK, 2023).
• GDPR rules for customer data protection. The UK GDPR requires businesses to store and use customer information safely (ICO, 2023).
• Possible certifications for chemical handling. COSHH‑related training and cleaning certifications improve credibility and safety (HSE, 2023).
Impact on CleanVita Solutions
· Staff must follow safety procedures.
· Insurance increases trust and protects the business.
· Customer data must be handled legally.
· Certifications improve credibility.

	Factor
	Key Points
	Impact on CleanVita Solutions

	Political
	UK rules on chemicals and waste disposal 

• Government support for small businesses 

• Brexit affecting import costs

	Must follow safety and environmental rules, increasing professionalism 

• Possible financial support for start‑ups 

• Imported equipment may become more expensive


	Economic
	High cost of living in London 

• Economic changes affect customer spending 

• Growing demand for home services 

• Rising fuel and transport costs

	Some customers may delay cleaning during tough times 

• Busy households still need deep cleaning 
• Transport costs may affect pricing 
• Strong market due to many rented homes
More demand for deep cleaning services 
• Pet owners become loyal clients 
• Good communication and reviews help the business grow 
• Friendly service builds trust


	Social
	Higher concern for hygiene and allergies
 
• Many homes have pets 

• Fast‑paced lifestyle increases demand for services 

• Customers rely on online reviews

	More demand for deep cleaning services 

• Pet owners become loyal clients 

• Good communication and reviews help the business grow 

• Friendly service builds trust


	Technological
	New cleaning machines and eco‑friendly products 

• Digital marketing tools (SEO, Google Ads) 

• Online booking and CRM systems

	Better equipment improves results and customer satisfaction 

• Strong online presence attracts more clients 

• Digital tools help with organisation and repeat bookings


	Environmental
	Preference for eco‑friendly products 

• Rules on water and chemical use 

• Growing interest in sustainability

	Eco‑friendly cleaning attracts conscious customers 

• Reducing water/chemical use lowers costs 

• Sustainability becomes a marketing advantage


	Legal
	Health and safety rules 

• Need for insurance 

• GDPR for customer data 

• Possible certifications for chemicals

	Staff must follow safety procedures 

• Insurance increases trust and protects the business 

• Must handle customer data legally 

• Certifications improve credibility
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	STRENGTHS
	WEAKNESSES

	· High‑quality deep‑cleaning services supported by professional equipment (British Cleaning Council, 2023).
· Friendly communication and personalised customer service, which increases trust and loyalty (Kotler and Keller, 2016).
· Eco‑friendly products that appeal to health‑conscious and allergy‑sensitive customers (Allergy UK, 2022).
· Flexible scheduling and lean operational structure, which supports fast decision‑making (Burns, 2016).

	· Limited initial budget, restricting marketing reach and equipment upgrades.

· Small team, which may reduce capacity during peak periods.


· High transport and fuel costs in London (ONS, 2023).

· Strong dependence on online reviews to build credibility.


	OPPORTUNITIES
	THREATS

	· Growing demand for hygiene and allergen‑reducing cleaning (Allergy UK, 2022).

· London’s large rental market creates continuous demand for end‑of‑tenancy cleaning (ONS, 2023).


· Increasing number of pets‑owning households requiring more frequent deep cleaning (PDSA, 2023).

· Digital marketing tools allow small businesses to compete effectively (Mintel, 2022).

	· Strong competition from local cleaning companies (British Cleaning Council, 2023).

· Economic downturns may reduce spending on non‑essential services (Mintel, 2022).


· Rising operational costs (fuel, chemicals, equipment).

· Negative online reviews can impact customer acquisition.



Porter’s Five Forces
	Force
	Summary
	Impact on the Business 

	Competitive Rivalry
	Many cleaning companies in London offer similar services and compete on price, quality and online reviews.
	CleanVita must keep high service quality to stand out. 
• Needs strong online reviews to attract customers. 
• May need promotions or loyalty discounts to stay competitive.


	Threat of New Entrants
	Easy for new cleaners to enter the market because start‑up costs are low and training is simple.
	New companies can quickly increase competition. 
• CleanVita must build a strong brand and customer loyalty. 
• May need to invest in better equipment to stay ahead.


	Threat of Substitutes
	Customers can choose DIY cleaning, rental machines or basic cleaning services instead of deep cleaning.
	CleanVita must show the value of professional deep cleaning. 
• Needs to educate customers about hygiene and allergens. 
• Must offer visible results (before/after) to reduce substitution.


	Bargaining Power of Customers
	Customers have many options and can compare prices easily. They expect good service and transparency.
	Customers may ask for lower prices or discounts. 
• CleanVita must offer excellent customer service to keep loyalty. 
• Clear communication and transparent pricing are essential.


	Bargaining Power of Suppliers
	Suppliers control prices of chemicals, equipment and maintenance. Some products may be affected by Brexit.

	Higher supplier prices can reduce profit margins. 
• Dependence on specific equipment brands may limit choices. 
• Delays or shortages can affect service scheduling.
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Product
CleanVita Solutions provides professional deep‑cleaning services for mattresses, upholstery and carpets. The service uses high‑quality equipment and safe, non‑toxic products to improve hygiene and indoor air quality. Each job includes inspection, pre‑treatment, deep extraction and fast drying, carried out by trained technicians. The company also offers alcohol‑free, fragrance‑free and plant‑based options to support customers with allergies, sensitivities or cultural and religious needs.
Price
CleanVita Solutions uses transparent and competitive pricing based on the type, size and condition of each item. All prices are confirmed before the service, with no hidden fees. The company also offers discounts for repeat customers, referrals, multi‑item bookings and end‑of‑tenancy packages to encourage loyalty and increase customer retention.
Place
Services are delivered directly at customers’ homes or business premises across Greater London. Operating from Tower Hamlets, the company focuses on nearby boroughs such as Newham, Hackney, Greenwich, Lewisham, Southwark, Waltham Forest and Barking & Dagenham. Customers can book through the website, by phone or via social media, making the service accessible and convenient.
Promotion
Promotion is centred on digital channels, including social media content, Google Business updates, basic SEO improvements and targeted online advertising. Customer reviews, before‑and‑after photos and referral incentives help build trust and attract new clients. Partnerships with Airbnb hosts, estate agents and local businesses provide additional visibility and support word‑of‑mouth marketing.

[bookmark: _Toc225715278]Management Team 

[bookmark: _Toc225715279]Management Team and Their Background

CleanVita Solutions is managed by a small team consisting of the owner, one main technician and one casual assistant who supports larger or more demanding jobs. The owner has a strong background in administration, customer service and business operations, which helps the company maintain good organisation, clear communication and reliable scheduling.
The main technician is responsible for service delivery, equipment handling and following professional cleaning procedures. The casual assistant provides additional support when needed, especially for heavy lifting or high‑volume tasks. Both the technician and the assistant receive training in health and safety, customer service and the correct use of eco‑friendly cleaning products.
This simple and flexible team structure allows CleanVita Solutions to operate efficiently, maintain consistent service quality and adapt to customer demand during the early stages of the business.

[bookmark: _Toc225715280]Organisational Chart
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Month 1 – Business Setup
• Register the business as a sole trader and complete insurance requirements.
• Purchase essential equipment and eco‑friendly cleaning products.
• Create the website, booking system and social media pages.
Month 2 – Service Testing and Training
• Train the team in equipment use, health and safety and customer service.
• Test cleaning procedures in different home environments to ensure consistent quality.
• Finalise pricing, service packages and promotional materials.
Month 3 – Launch Phase
• Begin operations across the initial target boroughs in East and South‑East London.
• Start digital marketing campaigns, including Google Business, SEO and social media.
• Collect first customer reviews and before‑and‑after photos.
Months 4–6 – Growth and Improvement
• Build partnerships with Airbnb hosts, estate agents and local businesses.
• Review customer feedback and adjust services or pricing if needed.
• Increase repeat bookings through referral incentives and loyalty discounts.
Months 7–12 – Expansion Stage
• Expand service coverage to additional boroughs in Greater London.
• Invest in upgraded equipment based on demand and revenue.
• Evaluate the need to hire an additional technician to support growth.

[bookmark: _Toc225715282]Financial Plan (One Year)
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CleanVita Solutions will be financed through a mix of personal investment and external support. The main source of funding is a £5,000 Start‑Up Loan from the UK Government Start‑Up Loan Scheme, which will be repaid in monthly instalments of £155. In addition to this, the owner will invest £5,000 of personal savings to cover important early‑stage costs such as marketing, insurance, cleaning products and general operational expenses. The business also has £250 in existing assets, including small tools and accessories already owned by the technician. Together, these sources provide a total initial funding of £10,250, allowing the company to start with low financial risk and maintain enough cash flow to operate smoothly during the first months.

[bookmark: _Toc225715284]Cash Flow Forecast  
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The Sales Forecast for CleanVita Solutions is based on a realistic and gradual increase in demand during the first year of operations. The company offers deep‑cleaning services for mattresses, upholstery and carpets, with an average price of £60 per service. This price reflects the local market in London and the level of service quality provided.
During the first months, the number of bookings is expected to be lower because the business is still building its online presence, collecting customer reviews and increasing visibility. As marketing activities grow and more customers recommend the service, the number of monthly jobs is expected to rise steadily. This growth also matches the company’s operational capacity, which includes one main technician and occasional support.
The table below shows the expected number of services per month and the projected revenue:

	Month
	Number of Services
	Revenue (£60 each)

	January
	20
	£1,200

	February
	24
	£1,440

	March
	28
	£1,680

	April
	32
	£1,920

	May
	36
	£2,160

	June
	40
	£2,400

	July
	42
	£2,520

	August
	44
	£2,640

	September
	46
	£2,760

	October
	48
	£2,880

	November
	50
	£3,000

	December
	52
	£3,120



Total Annual Revenue: £27,720
This forecast is consistent with the company’s marketing strategy, operational capacity and expected customer demand. It also aligns with the Cash Flow Forecast, which uses the same monthly revenue projections.
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The cost of production for CleanVita Solutions includes all expenses directly related to delivering cleaning services. These costs are based on the company’s operational structure, which includes one main technician and occasional support. The forecast also considers the use of cleaning products, fuel, marketing activities and loan repayments. The values increase gradually as the number of services grows during the year.
Estimated Monthly Costs
	Cost Category
	Monthly Estimate (£)
	Description

	Labour Costs
	350–550
	Technician and casual assistant payments

	Cleaning Products
	60–90
	Detergents, stain removers, PPE

	Transport & Fuel
	80–120
	Travel to customer locations

	Equipment Maintenance
	20–30
	Filters, hoses, machine care

	Marketing
	80–100
	Online ads, printed materials

	Insurance
	35–40
	Public liability insurance

	Loan Repayment
	155
	Start‑Up Loan monthly instalment


Total Estimated Monthly Cost: £780–£1,085
Total Estimated Annual Cost: £20,000–£22,000

[bookmark: _Toc225715287]Break Even Analysis 

The break‑even point identifies the number of services CleanVita Solutions must complete each month to cover all operating costs.
Key Variables
· Average price per service: £60
· Average variable cost per service: £25–£30
· Contribution margin: £30–£35
· Monthly fixed costs: £1,200–£1,400
Break‑Even Formula

Calculation

Break‑Even Point: 41 services per month
This aligns with the Cash Flow Forecast, which shows the business reaching this level around Month 7, confirming that the financial projections are realistic and achievable.
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CleanVita Solutions delivers mobile deep‑cleaning services for mattresses, upholstery and carpets. The service is produced through a simple and organised process designed to ensure quality and customer satisfaction. All bookings are managed by the owner through phone, WhatsApp or social media, who confirms the service details and schedules the appointment.
Before each job, the technician prepares the portable extraction machine, eco‑friendly detergents and protective equipment. At the customer’s location, the technician inspects the item to choose the correct cleaning method. The service includes vacuuming, stain pre‑treatment, application of cleaning solutions and hot‑water extraction. For larger jobs, a casual assistant supports the technician to maintain efficiency and safety.
After the cleaning is completed, the technician checks the results with the customer to ensure satisfaction. The area is left clean and organised, and the customer receives after‑care advice. Payment is collected on the same day through bank transfer, cash or online methods. As demand increases, the company plans to upgrade to more advanced equipment to improve productivity and support future expansion.

[bookmark: _Toc225715290]Technology Plan

CleanVita Solutions uses simple and reliable technology to deliver high‑quality deep‑cleaning services. The company works with a portable extraction machine that can clean mattresses, upholstery and carpets. This machine is easy to transport and allows the technician to work efficiently in different types of homes across London. The business also uses eco‑friendly detergents, stain removers and protective equipment to ensure safe and effective cleaning results.
Technology also supports the administrative side of the business. The owner manages bookings, communication and customer information using a mobile phone, WhatsApp, social media and basic digital tools. These platforms help the company stay in contact with customers, respond quickly to messages and organise the daily schedule. Online payment options are also available to make the process simple and convenient for customers.
As the business grows, CleanVita Solutions plans to invest in more advanced and higher‑capacity cleaning machines. This upgrade will help increase productivity, reduce cleaning time and support the company’s long‑term expansion. The business also aims to use simple digital tools for invoicing, customer management and marketing to improve efficiency and maintain a professional service.
Overall, the Technology Plan supports the company’s daily operations, helps maintain service quality and prepares CleanVita Solutions for future growth.
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CleanVita Solutions has a simple and flexible human resource structure designed to support the company’s daily operations during the start‑up phase. The business is managed by the owner, who is responsible for administration, scheduling, customer communication, marketing and financial control. The owner does not perform cleaning tasks and focuses entirely on organising and coordinating the service.
The cleaning work is carried out by one main technician. This technician prepares the equipment, performs the deep‑cleaning service and ensures that all work meets the company’s quality and safety standards. For larger or more demanding jobs, a casual assistant supports the technician. The assistant works only when required and helps with lifting, moving furniture and speeding up the cleaning process.
This lean staffing structure allows the company to control labour costs while maintaining high service quality. The technician is paid per service, and the casual assistant is paid at London’s minimum wage when needed. This approach keeps the business financially sustainable during the first year, when customer demand is still developing.
As the company grows, CleanVita Solutions plans to hire an additional technician to increase capacity and reduce waiting times. New staff will receive basic training to ensure consistent service quality; safe equipment use and good customer communication.
Overall, the Human Resource Plan supports the company’s operational needs, maintains flexibility during the early stages and prepares CleanVita Solutions for future expansion.

[bookmark: _Toc225715292]Expansion Plan

CleanVita Solutions plans to grow gradually over the next five years, following a sustainable and realistic expansion strategy. During the first year, the company will focus on building a stable customer base, improving its online presence and delivering consistent service quality. The priority is to maintain financial stability and reinvest part of the profits into marketing and equipment maintenance.
In the second year, the business aims to upgrade to a more advanced and higher‑capacity extraction machine. This investment will increase productivity, reduce cleaning time and allow the technician to complete more jobs per day. With improved efficiency, the company will be able to serve a larger number of customers and increase monthly revenue.
By the third year, CleanVita Solutions expects to hire its first additional technician. This step will expand service capacity, reduce waiting times and allow the company to cover more areas of London. The new technician will receive basic training to ensure consistent service quality and safe use of equipment.
In the fourth year, the company plans to strengthen its presence in the market by expanding its service coverage and developing partnerships with landlords, property managers and small businesses. These partnerships will help secure regular cleaning contracts and create a more stable revenue stream.
By the fifth year, CleanVita Solutions aims to operate with multiple teams, each equipped with professional machines and trained staff. This structure will allow the company to serve a wider region, offer a broader range of services and establish itself as a recognised and trusted cleaning provider in London. Overall, the five‑year expansion plan supports sustainable growth, increases service capacity and prepares the business for long‑term success.
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12-MONTH CASH FLOW FORECAST

Janine Carvalho Dos Santos Galvani Key:

Cleanvita Solutions e, 1
Insert your own textinumbers info
these cells as relevant.

Select your starting month: 1 March ‘

MONTHS

Cash in-flows Description (as required) Starting point 6 7

Total anticipated sales 27,720 £0 £1,200 | £1,440 | £1680 | £1920 | £2160 | £2400 | £2520 | £2640 | £2760 | £2,880 | £3000 | £3120 £27,720
Value of your Start Up Loan 5000 £5000 | na na na na na na na na na na na na £5,000
Other sources of cash or equity Personal Savings £5,000 20 20 20 20 20 20 20 20 20 20 20 20 £5,000
Existing assets for business purposes Existing Assets £250 20 20 20 20 20 20 20 20 20 20 20 20 £250
Enter other 20 20 20 20 20 20 20 20 20 20 20 20 20 20
Enter other 20 20 20 20 20 20 20 20 20 20 20 20 20 20
Enter other 20 20 20 20 20 20 20 20 20 20 20 20 20 20
Enter other 20 20 20 20 20 20 20 20 20 20 20 20 20 20
Total cash in-flows ()|  £10,250 £1200 | £1440 | £1680 | £1920 | £2160 | £2400 | £2520 | £2640 | £2760 | £2,880 | £3,000 | £3120 £37,970
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Cash out-flows

Description (as required)

Starting point

MONTHS

1

Total anticipated cost of sales Cleaning Products £0 £200 £240 £280 £320 £350 £380 £400 £400 £400 £400 £400 £400 £4,170
Existing assets for business purposes £250 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £250
Rent or premises costs None £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Business rates for your business premises £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Utilities (gas, eleciricity, water) None £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Insurance Business Insurance £45 £45 £45 £45 £45 £45 £45 £45 £45 £45 £45 £45 £45 £585
Telephone and internet Telephone & Internet £0 £40 £40 £40 £40 £40 £40 £40 £40 £40 £40 £40 £0 £440
Marketing and advertising expenses Marketing(Social medias,Google Ads) £0 £120 £120 £120 £120 £120 £120 £120 £120 £120 £120 £120 £0 £1,320
Vehicle running costs Car, Petrol and Maintenance £0 £180 £180 £180 £180 £180 £180 £180 £180 £180 £180 £180 £180 £2,160
Equipment purchase o leasing Cleaning Machine £3,000 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £3,000
Postage, printing, stationery Flyers £0 £10 £10 £10 £10 £10 £10 £10 £10 £10 £10 £10 £10 £120
Transport and delivery None £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Professional fees (legal, accounting etc.) /Accounting managing by Owner £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Your salary (if PSB s in deficit)* Owner Salary na £0 £0 £0 £800 £900 | £1,000 | £1,000 | £1,000 | £1,000 | £1,000 | £1,000 | £1,000 £8,700
Your salary (over and above your PSB needs)* nia £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Staff costs Technician & assistant £0 £401 £487 £559 £645 £717 £803 £846 £888 £918 £961 £1,004 £1,046 £9,275
Start Up Loan monthly repayment - First Loan nia £155 £155 £155 £155 £155 £155 £155 £155 £155 £155 £155 £155 £1,860
Enter other nia £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Total cash out-flows (B) £3,295 £1151 | £1277 | £1,389 | £2315 | £2517 | £2733 | £2796 | £2,838 | £2,868 | £2911 | £2954 | £2836 £31,880
Your net cash flow (; £6,955 £49 £163 £291 -£395 -£357 -£333 -£276 -£198 -£108 £31 £46 £284 £6,090
£0 £6,955 | £7,004 | £7167 | £7,458 | £7,063 | £6706 | £6,373 | £6,097 | £5899 | £5791 | £5760 | £5806 £6,090
account balance
£6,955 £7004 | £7167 | £7,458 | £7,063 | £6706 | £6,373 | £6,007 | £5899 | £5791 | £5760 | £5806 | £6,090 £6,090
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YOUR NOTES OR COMMENTARY

Use this space to explain any of the information you have provided in the fields above.

The business will initially operate with lower-cost equipment, using a portable machine to minimise initial investment and validate the market. As demand grows, more advanced and|
higher-capacity equipment wil be acquired.

Inthe first few months, operations willrely on occasional support to control costs and enable a gradual market entry. Operational support will be used from the beginning, with
increasing regularity from the sixth month onwards as demand grows.

As demand increases and the client base becomes established, a technician will be hired to ensure service quality and support business expansion.
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