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1. BUSSINESS DESCRIPTION/ MARKET OPPORUNITY

	
[image: Система за почистване на соларни панели - hyCLEANER® black SOLAR]
As an aspiring entrepreneur looking to start a long-lasting business, I need to match my company with current technologies. One such endeavour that can be categorised as an emerging technology is the solar cell cleaning industry. The solar panel cleaning industry is a subset of the solar panel technology industry, which is fast gaining traction in the global market due to how effective and beneficial it has become for the majority of people. A solar panel is a device that transforms sunlight into electricity and stores it for later use. Solar energy has numerous applications, which is why many technologies powered by solar panels(energy) continue to thrive. The solar panel cleaning services sector has advanced rapidly in recent years as a result of rapid technical advancements in our world, reduction in solar panel costs, and favourable government policies. Solar panel installation and cleaning services are expected to be in high demand in the coming years.
Solar Cleaning Squat will provide solar panel cleaning as well as installation, repair, service, and maintenance. Our business aim is to become one of the leading solar panel cleaning companies in the UK and we will do everything we can to compete favourably with the industry leaders. As a result of increased urbanization, the demand for commercial cleaning services has increased in urban areas and this need has been driven by increasing awareness about hygiene and sanitation, increase in dual-income households resulting in time constraints and other factors. Professional cleaning services have become increasingly popular as businesses and individuals prioritize cleanliness and disinfection following the COVID-19 outbreak. Additionally, to appeal to environmentally conscious customers and businesses, the industry has expanded to offer specialized services such as post-construction clean-up and eco-friendly methods.
( https://www.greenmatch.co.uk/blog/2016/04/cleaning-and-maintenance-tips-for-solar-panels) Access at : 10.08.2023





	

2. INDUSTRY ANALYSIS – PORTER’S FIVE FORCES


  Industry analysis is crucial for several reasons, as it provides valuable insights and information that can guide businesses in making informed decisions and staying competitive in the marketplace. Industry analysis is so important because hi helps to take strategic decision, be competitive, take the market opportunities, and be innovative and adaptive. E.Dobbs,M(2014)


Porter’s Five Forces provides a comprehensive analysis of a company’s industry and competitive landscape. I will explore the relevance of Porter’s Five Forces for my company Solar Cleaning Squad.

Threat of new entry – The threat of new entry is one of Porter’s Five Forces, which indicates the risk of new competitors entering the market and boosting competitiveness. One thing is certain: there will always be businesses and individuals that utilise solar panels, and they will require the services of solar panel cleaning firms. We are well positioned to join the market for affordable solar panel cleaning services and are confident that we will meet our aim of making a profit within the first six months of operation and growing our solar panel cleaning company to an enviable size.

     Threat of substitutes - Surviving in the business world as a solar cleaning company requires more than our experience, knowledge of how to perform routine solar cleaning and maintenance tasks, and how to communicate with the key people who matter. There are many large investors (solar panel companies) interested in solar panel cleaning services, but one thing is for sure, there is plenty of room to accommodate both large and small solar panel cleaning companies. What we as a small solar cleaning company need to do to survive in the industry is to focus on providing solar cleaning services to households, individuals, properties, communities, schools, hospitals, hotels, etc. before to enter into large contracts for the cleaning and maintenance of solar panels from large corporations.

       Bargaining power of customers – We completed market research and feasibility studies before launching our solar panel cleaning service in London – UK. And we are convinced that a wide range of clients will be unable to exploit the full potential of their solar panels unless they are cleaned on a regular basis. As a result, we’ve devised tactics to engage with a wide range of corporate organisations and homes that we know require our services. The people and organisations (who use solar panels) to whom we will sell our products and services are listed below.
· Banks, insurance firms, and others financial entities
· Business organisations
· Administration (Department of Public Works)
· Educational institutions (high schools, colleges, and universities)
· Accommodations
· Sport Management
· Religious institutions
· Individuals and families

    Bargaining power of suppliers – According to Porter's Five Forces theory, supplier bargaining leverage refers to the pressure that suppliers can exert on organisations by raising prices or degrading the quality of goods or services delivered. Suppliers can influence an industry's profitability by creating a competitive environment among the businesses that rely on them. Solar Cleaning Squad, on the other hand, will not be overly reliant on suppliers because cleaning solar panels does not necessitate a regular supply of materials. Preparations and special brushes with soft hair can be obtained once every 6 months, and running water is provided in every residence. (Porter, M.E. 2008)




3. VRIO ANALYSIS. 

VRIO analysis is a strategic framework used to assess the competitive advantage of a company’s resources and capabilities like value, rarity, imitability, and organisation. (Knott, P.J. 2015).

· Solar panel cleaning is essential for preserving the efficiency and performance of solar panels. Panels that are dirty can dramatically diminish energy output. As a result, clean solar panels are valuable since they immediately contribute to the proper operation of solar energy system.
· While solar panel cleaning is necessary, it is not an unusual task in the solar industry. Many companies and people provide solar panel cleaning services, which may lessen the rarity factor. However, the specific procedures, technologies, or expertise employed by a company may make its cleaning services more scarce.
· Imitability: The technique of cleaning solar panels is simple to grasp and imitate. However, attaining consistent and successful cleaning outcomes may necessitate the use of specialised equipment, environmentally friendly cleaning solutions, and understanding of various types of solar panels. If a corporation has established exclusive cleaning technology or procedures, competitors may find it more difficult to copy their services.
· Solar panel cleaning service organisation is critical to success. Effective cleaning service delivery requires effective scheduling, competent cleaning personnel training, equipment upkeep, and attention to safety requirements. A well- organised business will be better able to capitalise on its cleaning capabilities.
Finally, while solar panel cleaning services might be valuable, their rarity and imitability may vary depending on the specific approach and technologies used. Organisational qualities are critical in enabling the efficient and competitive delivery of these services. A solar panel cleaning company should focus on optimising its processes, inventing innovative cleaning technologies or methodologies, and maintaining high organisational and service delivery standards to gain a competitive advantage.











4. COMPETITIVE RIVARLY.


Competitive rivalry in the solar panel cleaning business can be influenced by various factors that determine how intense the competition is within industry. We must be careful and consider the following factors if we want to be successful in the market:
· Number of competitors
· Market growth
· Differentiation of services
· Pricing strategies
· Quality of services
· Brand recognition and reputation
· Customer loyalty
· Barriers to entry
· Supplier power
· Technological advancements
· Economic conditions
· Geographic scope
To navigate competitive rivalry effectively, businesses can focus on differentiation, offering unique services, providing exceptional customer experiences, building strong brand identities, and continuously innovating. ( Kogut. 1989, pp. 183-98)



	Name of competitor
	Differentiation

	Local Cleaning Company 

	Eco- friendly approach, certified technicians 

	New entry

	Performance monitoring

	

	






















5. OPERATION AND MENAGAMENT TEAM.

Cleaning solar panels is an important maintenance task to ensure they operate at peak efficiency. Dust, dirt, bird droppings, and ither debris can accumulate on the surface of the solar panels over time, reducing their ability to capture sunlight and convert it into electricity.
Here’s a process for cleaning solar panels.
First and most important it’s safety, most of solar panels are installed on the roof, we need to take proper safety measures, such using a stable ladder, wearing appropriate footwear. Then 
need to check manufacturer’s guidelines, we need to consult the manufacturer’s recommendations. We need to choose a time of day when the panels are not actively generating electricity, usually early morning, or late afternoon. We need to have clean water, a soft brush or sponge, a squeegee, a bucket, and a mild soap solution. If we have access to the solar panel system’s circuit breaker or disconnect switch, consider turning it off while cleaning for added safety. My company is supplied by online directories, specialised solar cleaning companies, local stores, online marketplace, local contractors, and service providers. When selecting a supplier, consider factors such as product quality, pricing, customer reviews, warranty, after- sales support, and any relevant certifications. It’s important to research and compare multiple options before deciding.  (Belbin. 2010, chapter 1)

    

	Name 
	Skills
	What do they bring to the firm

	Antoaneta Vazova
	Organisation
	Organise all process

	Todor Grozdanov
	Leadership
	Lead the team

	Valentina Tosheva
	Quality
	Monitors for a job well done

	Manuela Krasteva
	Documentation
	Keeps the documentation







6. GENERATE REVENUE AND PREVENT LOSS.

Generating revenue for my company Solar Cleaning Squad involves identifying potential revenue streams, offering valuable services, and effectively marketing your offerings to your target customers. We need to make deep market research, understand our target market. Research the demand for solar panel cleaning services, local regulations, and competitors. 
Income statement provides a summary of a company revenues, expenses, and profits over a specific period of time. Below is an example of an income statement for a hypothetical solar panel cleaning business. (Penman, 2009)








7. Income Statement for the year ended December 31, 20XX
	
Revenues:
	

	
Service Revenue
	
£100,000

	
Total Revenues
	
£100,000

	
Expenses:
	

	
Cost of goods sold:
	

	
Cleaning equipment
	
£10,000

	
Cleaning supplies
	
£5,000

	
Labour costs
	
£30,000

	
Other direct costs
	
£2,000

	
Total cost of goods sold
	
£47,000

	
Operating expenses:
	

	
Marketing and Advertising
	
£5,000

	
Website and online presence
	
£2,000

	Rent and utilities
	
£8,000

	Insurance
	
£2,500

	Vehicle expenses
	
£4,000

	
Administrative expenses
	
£3,000

	
Total Operating Expenses
	
£24,000

	
Net Income Before Tax
	
£28,500

	
Income Tax Expenses
	
£7,125

	
Net Income
	
£21,375






12. MARKETING. 

Marketing  for solar panel cleaning business involves analysing the market, understanding customer needs, and designing effective marketing strategies. The Four P of marketing, also known as the marketing mix, provide a framework for creating a well- rounded marketing plan. (McDaniel, Gates, 2018, pp.1-9)
Products define what services we offer, such as basic cleaning, maintenance, inspection, and any additional value- added services. Consider factors like quality, innovation, and specialisation. For instance, if you use eco- friendly cleaning solutions or advanced technology, emphasise these unique features.
Price determines our pricing strategy based on factors like the number of panels, location, complexity, and the level of service. Research your competitors pricing and position your services competitively. Consider offering tiered packages or discounts for long- term contracts.
Place decide how and where we will deliver our services. Consider the geographic area we will serve, distribution channels, and physical presence. 
Promotion develops a comprehensive promotional strategy to reach our target audience effectively. Use various channels to raise awareness about our services and create interest among potential customers. Online presence we can establish a professional website. Create blog posts, articles. Utilise platforms like Facebook, Instagram, and LinkedIn to share information. (Rowley, 1998, pp. 383-387)




























13. BALANCE SHEET 

Creating a balance sheet for our company “Solar Cleaning Squad” for a shorter period of 3 months involves listing your assets, liabilities, and owner’s equity at the end of that period. (Dichev, I. (1 December 2008)



	Assets:
	July
	August
	September
	TOTAL

	Current Assets:
	
	
	
	

	Cash and Cash Equivalents
	£6,000
	£9,000
	£10,000
	£25,000

	Accounts Receivable
	£2,000
	£3,000
	£3,000
	£8,000

	Inventory
	£500
	£500
	£500
	£1,500

	Total Current Assets
	
£8,500
	
£12,500
	
£13,500
	
£34,500

	
	
	
	
	

	Fixed Assets:
	
	
	
	

	Cleaning Equipment
	
£5,000
	
£5,000
	
£7,000
	
£17,000

	Vehicles
	£6,000
	£8,000
	£8,000
	£22,000

	Total Fixed Assets
	
£11,000
	
£13,000
	
£15,000
	
£39,000

	
	
	
	
	

	Total Assets
	£19,500
	£25,500
	£28,500
	£73,500

	
	
	
	
	

	Liabilities and Equity:
	
	
	
	

	Current Liabilities:
	
	
	
	

	Accounts Payable
	
£1,000
	
£1,000
	
£2,000
	
£4,000

	Short- Term Loans
	
£2,000
	
£2,000
	
£2,000
	
£6,000

	Total Current Liabilities
	
£3,000
	
£3,000
	
£4,000
	
£10,000

	
	
	
	
	

	Long- Term Loans
	

	
	
	
£15,000

	
	
	
	
	

	Owner’s Equity:
	
	
	
	


	Capital Investment
	
	
	
	
£40,000

	Retained Earnings
	
	
	
	
£8,500

	Total Owner’s Equity
	
	
	
	
£48,500

	
	
	
	
	

	Total Liabilities and Equity
	
	
	
	
£73,500






14.  MARKETING REASERCH.

Market research is crucial for the success of our solar panel cleaning business. It helps to us understand our target market, identify opportunities, and develop effective marketing strategies. We need to define our objectives, clearly outline our goals. By conducting thorough market research, I can make informed decisions, create compelling marketing campaigns, and position my business for success in a competitive market. (Baines,Fill, Rosengren, 2016) 
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