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[bookmark: _Toc225803086][bookmark: _Toc225845583]1. Executive Summary

SparkleClean services offers cleaning services specifically for residential and commercial buildings in London. The United Kingdom's cleaning industry is worth £72 billion and is anticipated to grow due to increased demand for cleaning services from households and businesses (European Cleaning Journal, 2026). SparkleClean services will use eco-friendly cleaning products and provide client-oriented cleaning services to stand out from the competition. SparkleClean services plans to operate initially as a sole trader and anticipates moving to a Private Limited Company (Ltd) within the year. The business requires £8,000 in start-up capital, which will be sourced from personal savings and a UK Government Start Up loan. The business will break even by the fourth month.

[bookmark: _Toc225803087][bookmark: _Toc225845584]2. Business Concept
[bookmark: _Toc225803088][bookmark: _Toc225845585]2.1 Business Description
SparkleClean services is a cleaning company based in London and is responding to the growing need for professional and environmentally friendly cleaning services for households and businesses. The company is a sole proprietorship and will be registered with His Majesty's Revenue and Customs (HMRC). Sole proprietorship the simplest and least expensive form of starting a new business compared to other forms of business formation (Zaitun et al., 2026).

[bookmark: _Toc225845586]2.2 Product Description
SparkleClean Services will have four main service lines:

1. Regular Residential Cleaning: We provide weekly or fortnightly cleaning to help maintain a fresh and tidy home.
2. Deep Cleaning: This is a one-off and all-inclusive service where the clients request cleaning, for example, after renovations, end of a tenancy, or seasonal clean-ups.
3. Office Cleaning (Commercial): We offer cleaning contracts daily, weekly, or monthly for Small and Medium Enterprises (SMEs), co-working and retail spaces across Greater London.
4. Specialised Cleaning: We offer additional services at a premium which include cleaning of carpets, upholstery, and windows. The pricing tiers for these services can be found in Appendix 1.

We meet the growing demand for professional cleaning services and in support of the Net Zero 2050 goals, we use eco-certified non-toxic cleaning products (Mazumdar et al., 2023).

[bookmark: _Toc225803090][bookmark: _Toc225845587]2.3 Business Objectives (SMART Objectives)
[bookmark: _Toc225803091][bookmark: _Toc225845588]Short-Term Objectives (Less Than a Year)

1. To serve 20 regular home customers within the first 3 months.
1. To secure a minimum of 3 office cleaning contracts within 6 months.
1. To achieve a monthly revenue of £4,000 by Month 3 and reach break-even by Month 4.

[bookmark: _Toc225803092][bookmark: _Toc225845589]Long-Term Objectives (More Than a Year)
1. To convert the business from sole trader to Private Limited Company (Ltd) by Month 12.
1. To expand operations to 3 additional London boroughs within 24 months, growing the active client base to 80+ regular clients and increasing annual turnover to £120,000.
1. To develop a franchise or licensing model in Year 3 to enable scalable national expansion.
[bookmark: _Toc225803093]

3. Market Analysis and Marketing Plan
[bookmark: _Toc225803094][bookmark: _Toc225845590]3.1 Market Analysis (Competitors, Customers, Target Groups)
SparkleClean Services targets two primary customer segments across Greater London:
1. Residential Clients: Busy working professionals, dual-income households, and landlords aged 25–55 with disposable income, seeking reliable and eco-friendly home cleaning on a regular or one-off basis.
1. Commercial Clients: SMEs, co-working spaces, and retail shops requiring consistent and professional office cleaning contracts, particularly in Central and East London.

The cleaning market in London is highly competitive, with both national chains and independent businesses. Appendix 2 lists the major competitors. SparkleClean Services will compete on the basis of the use of green cleaning products, personalised services, transparent pricing, and building a strong local online presence. This is because consumers are increasingly showing interest in green products and services, which is impacting their purchasing behaviour and creating demand for green products in the market (Camilleri, 2023). As such, the business is catering to a growing niche market with its focus on quality, affordability, and green products.

[bookmark: _Toc225803095][bookmark: _Toc225845591]3.2 PESTEL Analysis
PESTEL is a tool for analysing political, economic, social, technological, environmental, and legal factors that affect the external environment (Karadzhov and Patarchanova, 2025). While it gives a clear overview, some say it is too static (Andersen, 2025). SparkleClean Services uses PESTEL to spot external opportunities and threats and to help make better strategic decisions. The PESTLE analysis for SparkleClean is in Appendix 3.


[bookmark: _Toc225803096][bookmark: _Toc225845592]3.3 SWOT Analysis
SWOT analysis is a tool for strategic analysis and evaluation of a company’s strength and weaknesses and opportunities and threats faced by the company (Mardiyana et al., 2022). Though the tool is widely used for analysis, it is subjective in nature (Munyao, 2026). SparkleClean services is making use of the SWOT analysis tool for evaluating its competitive position and for improving its operations and for finding solutions to the challenges of demand for green services and competition and price concerns. The SWOT analysis of SparkleClean services is provided in Appendix 4.

[bookmark: _Toc225803097][bookmark: _Toc225845593]3.4 Marketing Mix (4Ps)
SparkleClean services utilises the 4Ps marketing mix strategy in its decision-making on the aspects of product, price, place, and promotion (Mahohoma and Agbenyegah, 2025). Even though some researchers have criticised the marketing mix for not adequately considering other key elements such as customer relationships in its marketing strategy (Mhaka, 2025), the framework helps the company in matching its strategy, standing in the market, and creating value in the competitive green cleaning market. Appendix 5 provides further information on SparkleClean’s marketing mix.

[bookmark: _Toc225803098][bookmark: _Toc225845594]4. Management Team
[bookmark: _Toc225803099][bookmark: _Toc225845595]4.1 Management Team and Their Background
As a business student, I plan to manage SparkleClean Services using what I have learned in entrepreneurship and management. I am committed to delivering quality service and understand the UK cleaning market. I have set up a lean structure to keep costs low and make operations more efficient. The management structure is shown in Appendix 6.


[bookmark: _Toc225803100][bookmark: _Toc225845596]4.2 Organisational Chart
The company structure of SparkleClean at the time of launch will comprise a flat structure. This allows for closer concentration on quality aspects and the development of strong client relationships. In the future, as the company grows, there are plans to add an operations coordinator to allow the Managing Director to concentrate on business development, new contracts, and growth strategy. The company structure is shown in Figure 1.
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Figure 1: Organisation chart
[bookmark: _Toc225803101][bookmark: _Toc225845597]4.3 Key Milestones
Milestones are important markers that measure progress. The key milestone for the business is shown in appendix 7
[bookmark: _Toc225803102]
[bookmark: _Toc225845598]5. Financial Plan (One Year)
[bookmark: _Toc225803103][bookmark: _Toc225845599]5.1 Sources of Finance
[bookmark: _Toc225803104]The initial investment needed for SparkleClean Services involves an investment of £8,000 in start-up funds. The start-up funds will be used to purchase equipment, carry out marketing, insurance, and other operational costs. The start-up loan has been identified as the most beneficial option, considering that it attracts a low rate of interest compared to other loans offered by banks, can be accessed by new entrepreneurs who lack credit records, and offers free mentoring, which is important to new entrepreneurs (British Business Bank, 2024). The source of finance is in appendix 8

[bookmark: _Toc225845600]5.2 Cash Flow Forecast
The cash flow forecast for the first six months shows a positive and increasing balance. From month 2, SparkleClean services remains financially sustainable. Staff wages start in month 4, after hiring operatives in month 3. The cash flow forecast is in appendix 9.

[bookmark: _Toc225845601]5.3 Sales Forecast
We project steady revenue growth as we increase our client base through referrals, online marketing, and new commercial contracts. Our average revenue per residential session is expected to grow slightly from 50 pounds to 55 pounds by Month 12 as we implement a price increase after our introductory period and as more clients choose premium service packages. Our sales forecast is included in appendix 10.

[bookmark: _Toc225845602]5.4 Cost of Production Forecast
Appendix 11 includes a cost of production forecast of monthly operating costs for the first six months of operations. Our start-up costs will occur in month 1.

[bookmark: _Toc225803107][bookmark: _Toc225845603]5.5 Break-Even Analysis
Break-even analysis shows the minimum number of sales needed to cover all costs. The formula used is Break-Even Point = Fixed Costs divided by Contribution per Session (Blackburn et al., 2017). For SparkleClean Services, this means completing 31 cleaning sessions each month to break even. According to revenue projections, the business will reach this point by the third month, when 20 clients are expected to book about 4 sessions each, totaling 80 sessions. This means SparkleClean should comfortably break even within its first quarter, which supports the business’s financial viability. The break-even forecast is in appendix 12.

[bookmark: _Toc225803108][bookmark: _Toc225845604]6. Operations and Management Plan
[bookmark: _Toc225803109][bookmark: _Toc225845605]6.1 Production Service
SparkleClean Services delivers cleaning services directly to client premises through the four steps below:

1. Step 1 – Booking: Clients book services via the SparkleClean website or WhatsApp Business. 
1. Step 2 – Pre-Visit Checklist: The assigned operative receives a digital, standardised checklist tailored to the client's specific requirements 
1. Step 3 – Service Delivery: Operatives arrive punctually in branded uniforms, complete all cleaning tasks using eco-certified products.
1. Step 4 – Client Follow-Up: A follow-up WhatsApp or email message is sent to the client within 24 hours to confirm satisfaction 

[bookmark: _Toc225803110][bookmark: _Toc225845606]6.2 Technology Plan
Technology is central to the efficient and scalable operation of SparkleClean Services. The technology plan is shown in appendix 13

[bookmark: _Toc225803111][bookmark: _Toc225845607]6.3 Human Resource Plan
SparkleClean Services will hire staffing over time in line with business growth. All employees will undergo an induction course in eco-friendly cleaning, customer care, professionalism, COSHH health and safety, and GDPR data privacy. The company will adhere to all relevant employment regulations in the UK, including the payment of the National Living Wage, and have employer liability insurance in place. The staffing plan is shown in Appendix 14.

[bookmark: _Toc225803112][bookmark: _Toc225845608]6.4 Expansion Plan
SparkleClean Services has a well-defined expansion plan, and its growth strategy is aligned with its financial performance and market growth. The expansion plan is outlined in Appendix 15. SparkleClean Services will finance its expansion plan using profits earned and, if necessary, a second-stage business loan from the British Business Bank or a financial institution. All decisions on growth will be data-driven, considering client demand, financial performance, and ongoing research.
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[bookmark: _Toc225845610]Appendix 1: Pricing Tier Summary

	Service Tier
	Price
	Includes

	Basic
	£15/hr
	Standard cleaning products; core rooms only

	Standard
	£18/hr
	Eco-certified products; all rooms; bathroom deep clean

	Premium
	£22/hr
	All Standard inclusions + carpet spot clean + window cleaning

	Deep Clean (one-off)
	From £150
	Full property; post-tenancy or post-construction

	Commercial Contract
	Bespoke
	Tailored monthly rate based on office size and frequency






[bookmark: _Toc225845611]Appendix 2: Key competitors

	Competitor
	Strengths
	Weaknesses
	SparkleClean Advantage

	Molly Maid
	Strong national brand recognition
	Premium pricing; less accessible to budget-conscious clients
	Competitive mid-market pricing with eco-friendly USP

	Fantastic Services
	Strong digital platform; wide service range
	Less personalised; customer service inconsistencies
	Personalised, relationship-driven service model

	Local Independents
	Lower pricing
	Informal; unreliable; no branding or insurance guarantees
	Professional, insured, branded, and eco-certified






[bookmark: _Toc225845612]Appendix 3: PESTLE Analysis

	Factor
	Analysis

	Political
	The UK Government supports small businesses through Start Up Loans, the Levelling Up agenda, and enterprise grants, creating a favourable environment for new ventures (Gov.uk, 2024). Brexit has reduced the pool of EU cleaning staff, increasing wage pressures.

	Economic
	The cleaning industry in the United Kingdom makes an annual turnover of 72 billion pounds (European Cleaning Journal, 2026). The rising cost of living is an incentive for people to outsource cleaning activities. Inflation, on the other hand, increases the cost of inputs such as environmentally friendly cleaning agents and transport.

	Social
	Increased awareness about personal hygiene as a result of the COVID-19 pandemic is significantly driving the demand for cleaning services. Dual-income households and professionals are among the driving forces behind the growth of the cleaning industry (Mintel, 2023). The demand for environmentally friendly cleaning agents is also on the rise, which is in line with the SparkleClean brand.

	Technological
	Technology such as online booking sites, customer relationship management software, and social media is helping small businesses compete with large companies. Robotic cleaning equipment is also on the rise, although its use in domestic cleaning is still low.

	Environmental
	Consumers and corporate clients are increasingly demanding environmentally friendly cleaning products as well as sustainable business operations. SparkleClean’s decision to use certified green cleaning products is a competitive strategy that also reflects good corporate citizenship in support of the United Kingdom’s Net Zero 2050 initiative.

	Legal
	SparkleClean must also comply with the Health and Safety at Work Act 1974, the Control of Substances Hazardous to Health (COSHH) regulations, the General Data Protection Regulation (GDPR) on the management of client data, as well as the various requirements of employment laws in the United Kingdom on the hiring of employees.






[bookmark: _Toc225845613]Appendix 4: SWOT analysis

	STRENGTHS
	WEAKNESSES

	· The Eco-friendly products serve as the unique selling point (USP).
· Low start-up costs and lean structure. 
· Strong planned digital marketing approach.
	· New entrant with no existing brand recognition.
· Full operational dependency on founder at launch.
· Limited marketing budget compared to national chains.

	OPPORTUNITIES
	THREATS

	· Growing demand for sustainable cleaning services.
· Expanding SME market for commercial contracts.
· Partnerships with estate agents for end-of-tenancy cleaning.
· Expansion to multiple London boroughs in Year 2.
	· Intense competition from established national brands.
· Rising costs of eco-certified products due to inflation.
· Economic downturns reducing household discretionary spend.
· Labour shortages in the cleaning sector post-Brexit






[bookmark: _Toc225845614]Appendix 5: Marketing mix

	4P Element
	Strategy

	Product
	The service offering is eco-friendly so that clients can patronise based on their needs and budget. 

	Price
	The pricing strategy offering is a transparent one and will be set at mid-market range. Also, 20% discount will be offered to new clients. Existing clients will be offered £10 credit when they refer people to the business.

	Place
	Services will be delivered directly to client premises across Greater London. 

	Promotion
	The promotion platform will be on social media (Instagram and Facebook marketing targeting London communities) 





[bookmark: _Toc225845615]Appendix 6: Management structure

	Role
	Responsibilities
	Background

	Founder & Managing Director
	Overall business operations
	Business management 

	Part-Time Cleaning Operative 1 (Month 3)
	Cleaning of residential buildings
	Induction training

	Part-Time Cleaning Operative 2 (Month 3)
	Cleaning of commercial buildings
	Induction training

	Operations Coordinator (Year 2)
	Manage customer service operations
	Will be recruited in the second year 






[bookmark: _Toc225845616]Appendix 7: Key milestones

	Milestone
	Target Date
	Success Measure

	Business registration as Sole Trader (HMRC)
	Month 1
	Registration confirmation received.

	Website and social media channels live
	Month 1
	Active social media pages.

	First 5 residential clients acquired
	Month 1
	5 paying clients confirmed via booking system.

	Business insurance obtained
	Month 1
	Public liability policy active.

	Two part-time operatives recruited
	Month 3
	Contracts signed and induction completed.

	20 regular clients reached
	Month 3
	Monthly revenue of £4,000 achieved.

	First commercial office contract signed
	Month 6
	Minimum 1 active office cleaning contract.

	Break-even achieved
	Month 4
	Revenue covers all fixed and variable costs.

	Convert to Private Limited Company (Ltd)
	Month 12
	Companies House registration complete.

	Expand to 3 new London boroughs
	Year 2
	Active clients operating across 4+ London boroughs.

	Annual turnover of £120,000
	Year 2
	Confirmed via year-end financial accounts.




[bookmark: _Toc225845617]Appendix 8: Source of finance

	Source
	Amount (£)
	% of Total
	Justification

	Personal Savings
	£3,000
	37.5%
	Owner's own contribution and it demonstrates commitment 

	UK Government Start Up Loan
	£5,000
	62.5%
	Fixed 6% p.a. interest rate; 1–5 year repayment; free mentoring included (British Business Bank, 2024).

	TOTAL
	£8,000
	100%
	






[bookmark: _Toc225845618]Appendix 9: Cash flow forecast

	Item
	M1 (£)
	M2 (£)
	M3 (£)
	M4 (£)
	M5 (£)
	M6 (£)

	Opening Balance
	8,000
	6,108
	7,066
	10,174
	11,982
	14,390

	Revenue
	500
	1,800
	4,000
	4,500
	5,500
	7,000

	Total Inflows
	8,500
	7,908
	11,066
	14,674
	17,482
	21,390

	Operating Expenses
	(2,392)
	(842)
	(892)
	(892)
	(892)
	(892)

	Staff Wages
	—
	—
	—
	(800)
	(1,200)
	(1,800)

	Total Outflows
	(2,392)
	(842)
	(892)
	(1,692)
	(2,092)
	(2,692)

	Closing Balance
	6,108
	7,066
	10,174
	12,982
	15,390
	18,698






[bookmark: _Toc225845619]Appendix 10: Sales forecast

	Month
	Residential Clients
	Sessions/Client
	Avg. Rate/Session
	Commercial Contracts
	Contract Value
	Total Revenue

	Month 1
	5
	2
	£50
	0
	—
	£500

	Month 2
	12
	3
	£50
	0
	—
	£1,800

	Month 3
	20
	4
	£50
	0
	—
	£4,000

	Month 4
	22
	4
	£50
	1
	£500
	£4,900

	Month 6
	30
	4
	£52
	2
	£500
	£7,240

	Month 12
	50
	4
	£55
	5
	£600
	£14,000






[bookmark: _Toc225845620]Appendix 11: Cost production forecast

	Cost Item
	M1 (£)
	M2 (£)
	M3 (£)
	M4 (£)
	M5 (£)
	M6 (£)
	Notes

	Cleaning Equipment
	£1,200
	—
	—
	—
	—
	—
	One-off start-up cost

	Cleaning Products
	£200
	£150
	£200
	£200
	£200
	£200
	Monthly replenishment

	Website & Domain
	£300
	—
	—
	—
	—
	—
	One-off start-up cost

	Marketing
	£200
	£150
	£150
	£100
	£100
	£100
	Reducing post-launch

	Insurance
	£42
	£42
	£42
	£42
	£42
	£42
	Monthly public liability

	Uniforms
	£150
	—
	—
	—
	—
	—
	One-off start-up cost

	Transport
	£300
	£300
	£300
	£300
	£300
	£300
	Monthly travel/fuel

	Staff Wages
	—
	—
	—
	£800
	£1,200
	£1,800
	Part-time operatives from M4

	Miscellaneous
	£200
	£200
	£200
	£200
	£200
	£200
	Contingency buffer

	TOTAL
	£2,392
	£842
	£892
	£1,642
	£2,042
	£2,642
	






[bookmark: _Toc225845621]Appendix 12: Break Even analysis

	Item
	Value
	Calculation

	Monthly Fixed Costs
	£1,084
	Insurance (£42) + Transport (£300) + Marketing (£150) + Miscellaneous (£200) + Website (amortised, £25) + Other fixed (£367)

	Average Revenue per Session
	£50
	Based on weighted average of Basic, Standard, and Premium packages

	Variable Cost per Session
	£15
	Includes cleaning products (£7) and per-job travel cost (£8)

	Contribution per Session
	£35
	£50 – £15 = £35 per session

	Break-Even Sessions/Month
	31 sessions
	£1,084 ÷ £35 = 30.97 ≈ 31 sessions per month

	Break-Even in Clients
	~8 clients
	31 sessions ÷ average 4 sessions/client = approximately 8 clients per month



Interpretation: SparkleClean Services needs to complete 31 cleaning sessions per month to cover all costs. Based on revenue projections, this is achieved by Month 4, when 20 clients each book approximately 4 sessions per month (80 total sessions). Full break-even is therefore expected comfortably within the first quarter of operation, confirming the financial viability of the business.




[bookmark: _Toc225845622]Appendix 13: Technology plan

	Technology Tool
	Purpose
	Cost

	Wix / Squarespace Website
	Online booking, service info, customer testimonials, local SEO optimisation
	~£150/yr

	WhatsApp Business
	Direct client communication, booking confirmations, reminders, and follow-ups
	Free

	HubSpot Free CRM
	Manage client records, booking history, follow-up scheduling, and client retention
	Free

	QuickBooks / Wave
	Invoicing, expense tracking, cash flow monitoring, and VAT preparation
	~£12/month

	Meta Business Suite
	Schedule and manage Instagram and Facebook posts; run targeted local ads
	Free (ad spend variable)

	Google My Business
	Local SEO presence, customer reviews, business information listing
	Free

	Checkatrade / Trustpilot
	Build trust through verified customer reviews; attract new residential clients
	Free–£20/month






[bookmark: _Toc225845623]Appendix 14: Human resource plan

	Phase
	Timeline
	Action
	Rationale

	Phase 1 – Launch
	Month 1
	Founder operates alone, performing all cleaning and management duties.
	Minimises staffing costs during the critical cash-flow-sensitive start-up period.

	Phase 2 – First Hires
	Month 3
	Recruit two part-time cleaning operatives on flexible contracts (zero-hours or part-time).
	Supports growing client demand without committing to full-time wage costs.

	Phase 3 – Management
	Year 2
	Hire an Operations Coordinator to manage scheduling, staff, and client communications.
	Enables founder to focus on growth, new contracts, and expansion strategy.






[bookmark: _Toc225845624]Appendix 15: Expansion plan

	Phase
	Timeline
	Expansion Activity
	Target KPI

	Phase 1
	Year 1
	Establish a strong client base of 50+ regular clients in the initial London area. Convert to Ltd Company. Achieve consistent monthly revenue of £10,000+.
	Monthly revenue ≥ £10,000; Ltd registration complete.

	Phase 2
	Year 2
	Expand to 3 additional London boroughs (e.g., Camden, Hackney, Greenwich). Hire 4 additional operatives. Invest in a company vehicle to improve logistics.
	Annual turnover of £120,000; clients in 4+ boroughs.

	Phase 3
	Year 3
	Develop a franchise or licensing model enabling other entrepreneurs to operate under the SparkleClean brand with defined quality and brand standards.
	Minimum 2 franchise agreements signed; national brand presence established.
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