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[bookmark: _Toc98493463]Introduction
When starting a business, it is crucial that one has carried out all the proper research of the current market situation (BBC Bitesize, 2022). This report has the aim to give a detailed explanation of a business plan that the author has come up with and discuss its Keys Selling Points (KSP), the marketing strategies and target groups, what physical and human resources will the business require, and how all of this will be financed. The author will then conduct a SWOT analysis of the business to identify potential struggles of the business. A cashflow forecast for a year’s period will be available in the Appendices section of this report, where the author will attempt to estimate potential expenses and profits to be made.



[bookmark: _Toc98493464]Overview of the Business Plan
The business idea that the author has come up with is for a company that provides cleaning services. These services will include both industrial and domestic cleaning within the general area of Swansea. Primary research (Rozakis, 2007) has been conducted by the author in order to identify the needs and desires of the local potential clientele. This research was in the form of a survey distributed among the author’s colleagues and links to the data it provided will be available within the Appendices section of the report. A list of the services offered by the business will be available further down in this section.




[bookmark: _Toc98493465]Key Selling Points
To maximize the chances of any business being successful it is essential that it provides either a unique service or a product that will attract customers. The author acknowledges the importance of this and has decided to provide services that are not offered within the area of operating. Following is a list of the major KSPs that the author thinks will help clients choose their business over the competition.  
· Providing both domestic and industrial cleaning services - the author realises that domestic cleaning is usually carried out on a subscription basis more than four times a month. This is the reason that he decided to include industrial cleaning as well. he considers that the cleaning of industrial premises such as offices kitchens, and care homes will provide the essential income that the business needs. Providing domestic cleaning only increase the profits gained. when the business is fully established the author will decide whether he wants to work mainly with businesses or private sector.
· Power Washing Services – the author has conducted research within the area where he plans to operate the business and it showed that there is hardly any competition when it comes to providing power washing services. That's why he decided that this will be one of the key selling points of his business. Power washing allows for proper cleaning of wooden and metal surfaces, Swimming pools, windows, gutters, Patios, And driveways, and generally the exterior of buildings. The provision of this service is scarce and rather inexpensive means that it will net more profit.
· Covid-19 Deep Clean - The author thinks that the need of COVID-19 deep clean has already been established. Even if COVID-19 was to disappear completely within the next few years He thinks that many people will still be likely to take advantage of such service since they are still scared of the virus (Nicomedes, Avila, 2020). The author realises the potential of free advertising in this situation. The primary research he conducted shows the same results.
· Rent a Pressure Washer - to expand the target group of the business the author has decided to rent out pressure washers in addition to providing the service of pressure washing. the act of doing so will provide additional income for the business without needing any resources on the behalf of the author. The pressure washers will be rent out on a contractual basis and will be insured against damage costs by the user. This would help offset any Damage and costs incurred by Potential clients wishing to use the service. The author considers this a great option of additional passive income for his business. This service will be mainly aimed towards to people who want to do it do it themselves and generally the younger crowd.
· Window and Gutter Cleaning - The author considers these services to be essential in the cleaning industry in the long run. However, these services will be offered later down the line since the author thinks That expenses on licences and permits to work on great heights and with scaffoldings and ladders Will be Unnecessary At the moment of starting the business.





[bookmark: _Toc98493466]Target Group(s)
Research has shown that when setting up a business, it is important that you establish specific target groups (Wieruch, 2019). A target group is the potential clientele that is more likely to buy your product or use your service. In regard to the business plan, the author has decided to extend his target group as far as possible. This is achieved mainly to the wide variety of services offered by the business. As stated above, the business is aimed bowl towards younger and older people Due to the implementation of boat renting the equipment and providing the service with the manpower Needed to carry out the job.
· Businesses - the first target group of the business is the businesses within the Swansea area. The author considers this target group to provide the main source of stable Income for the business. The author plans to sign contracts with a few businesses That will provide the essential hours and work needed to make profit to keep the business afloat.
· Domestic Cleaning - This will be a part of the business that earns it additional profits. Since the author realises that domestic cleaning is usually undertaken on a subscription base, this would be a source of additional profit for the business. This mainly includes the power washing services offered by the business as well.
· Older crowds - The author is planning on providing services with the manpower needed to carry out cleaning and maintenance Works. These services are mainly aimed towards the older population of the area.
· Younger Crowds - The author plans on providing equipment and chemicals for anyone who wants to do the job themselves. He considers this one of the key selling points of his business. He also thinks that many younger people are likely to take advantage of the service of renting a pressure washer and doing the job themselves. Special packages and discounts for extended renting of the pressure washer are planned. 
· Both wealthier and poor crowds - business plan, the author has created packages and subscriptions catered towards both poor and wealthy. He considers this as a factor, extending the target group and potentially creating a wider client base He created long term subscriptions Including Advanced deep cleaning of both home and business properties. These are aimed towards the wealthier people (ONS, 2022), and he hopes to make most of his profits here.
[bookmark: _Toc98493467]Marketing Strategies (Advertising and Promotion of the Business)
Research suggests that every new business should be properly advertised and promoted. Go to realises the importance of promotion and marketing and has come up With a few ways he deemed wise to promote his business. Due to the nature of the service provided Within the business plan the author thinks that visually representing the service will be best (Merriam-Webster, n.d.; Zafar, 2020). This will dictate the methods of marketing and promotion of the business he uses (Henderson, 2020). Following are a few ideas for promoting the business.
· Social Media (YouTube, Instagram, Twitter, Tik Tok) - Due to the nature and the need of visualisation of the service the author thinks that all the platforms are worthy of Advertising the service. Older platforms have the potential of showing a before and after pictures of the service provided by the business. The author thinks this will attract more customers.
· Business Cards and Flyers - another advertising method that could take advantage of illustrating the before and after. This, however, is a physical form of advertising. Instead of relying on social media and the influence of the author, this will be taking advantage of the Royal Mail service and his personal assets and contribution To deliver such advertising materials.
· Free pressure washing demonstrations - The alter plans to provide free demonstration of the pressure washing service. This will be done mostly as a bait, as the author considers that when the client sees the before and after of a pressure wash, they are more likely. To take advantage of the service he offers. Also, research shows that people are very likely to take on free stuff.

[bookmark: _Toc98493468]Resources
Every new business requires certain resources to be set up properly. These resources could be broadly separated as human, physical, and financial. This section of the report will have a look at each section.


[bookmark: _Toc98493469]Physical Resources

Physical resources are every object that is needed to run a business that is inanimate. Following is a list the physical resources that are needed to run the business. The prices and costs Within this section are accurate and current and will be used in making the financial flow. Pictures and additional information will be available in the Appendices section below.
· Office/Storage (Realla, 2022)- This will be the main headquarters of the business and the place where all the equipment is stored.
· Marketing - These are the expenses That regard marketing can advertising of the business.
· Pressure Washers -These are the expenses in acquisition, Off the pressure washing equipment.
· Van (Gumtree, 2022) - Due to the nature of the job a van will be required to transport the equipment to the site of work.
· Computer - A computer will be required in order to make bookings End manage online payments and transactions.
· Phones - Will also be required to make bookings and receive payments.
· Chemicals - This includes every chemical needed to carry out the job.
· Cleaning Inventory (Viking.co.uk, 2022) - Any inventory that this needed to carry out the jobs, such as vacuum cleaners, Brooms. Mop heads, Hoovers, buckets, et cetera.
· Website (booking and marketing) (Stevens, 2019)- Including the national cost of creating a website. And the additional costs of maintaining it. Essential for making bookings End acquiring new clients.
· Insurance (Nimblefins, 2020) - Due to the nature of the job being undertaken. It requires a lot of different insurances. This section includes insurances such as public liability insurance, Employers’ liability insurance, buildings and contents, insurance tools, insurance, legal expenses, cover business vehicle insurance.


[bookmark: _Toc98493470]Human Resources
Almost every business nowadays requires human resources. Human resources are commonly described as the man force required for running a business. In the case of the author business. The human resources that will be required are as follows.
· Will start off as self-employed - The author will establish the business as a self-employed sole trader. This will be the case until the business acquires the necessary client base. Once this is achieved the author will employ additional personnel. The reason for this decision Is mainly to avoid some legal expenses.
· If/when business expands will employ additional workforce (full-time or 0h/flexible contracts) 
· No advanced skills required in employees (training will be short) - of the job provided by the author does not require Any specific skills. This will make the training of employees fast and brief. On its own this will make the acquisition of new staff very easy.
· Salaries will border NMW (GOV.UK, 2022) - since the work does not Require any advanced and specific skills The wages and salaries Can border the national minimum wage of the United Kingdom. This will save up on expenses such as wages and salaries for the employed.

[bookmark: _Toc98493471]Financing
The business will be starting with £100,000 and will try to use the least amount of it. For the sake of simplicity. Dip prices will be added up for both physical and human resources. Free breakdown of the prices, please refer to the appendices and reference list sections in this report.
All prices are a year’s estimate*:
Physical
· Office/Storage - £7 500
· Marketing - £450
· Pressure Washers - £5 740
· Van - £3 995
· Computers - £ 650 
· Phones - £ 150
· Chemicals – £560
· Cleaning Inventory - £1100
· Website (booking) - £330
· Insurance - £900
TOTAL PHYSICAL RESOURCES - £21 375

Human resources – when it comes to human resources, the business will start off as a sole trader and self-employed, thus making it very hard to predict possible costs and expenses at this moment in time. 
[bookmark: _Toc98493472]SWOT Analysis 
It is crucial that any person acknowledges their strong and weak points. This will help them establish unbiased opinion of the bigger picture and give their business more chances of success. In this section of the report, we will have a look at a SWOT analysis (Friesner, 2012, CIPD, 2020) of the business of the author. It will have a look at the strengths and weaknesses of it will identify possible strengths and opportunities to help the business establish itself and become successful.  A breakdown of every aspect will be discussed below:




Strengths:
1. The service provided by the business is very specific. This is true especially for the pressure washing and the author considers this The key selling point of the business.
2. Big target group - The author thinks his has covered multiple target groups, Maximising. his chances of making profit.
3. Range of services offered - Another way of Expanding The target group. The author thinks that by having More services he's more likely to attract more customers to his business.


Weaknesses:
1. Lack of experience in running a business - The author considers his lack of experience and expertise in running a business. He considers this one of the main weak points of his business. he will try to overcome this by doing extensive research And keeping in mind the mistakes His Competitors have made in the field.
2. The high cost of maintaining the business - A business of this sort requires a lot of insurances. The business requires the use of Specialised and expensive equipment And the fact that the author plans to have. Dis equipment rented out Calls for additional insurance costs. This could eat out on a lot of the profit at the business makes.


Opportunities: 
1. Expanding of the Business - Since there is hardly any competition within the field, the business could expand rapidly.
2. COVID-19 - Many people have panicked over the viral infection of COVID-19. This could lead into an increased desire for COVID-19 deep clean service.
3. Government and Local Council Support/Schemes - An opportunity for a new business could be the local council support and the schemes Offered. Especially now with COVID-19 The government is more likely to provide Support for small and medium businesses Within Wales.

Threats:
1. Covid-19 - The author considers Covid-19 to be as big as a threat as an opportunity. Research has shown that many businesses, even the ones that has to do something with cleaning, have closed during COVID-19. The author considers another Outbreak a possibility.
2. Brexit -Research shows that many of the employees in the Field of cleaning Are foreigners. In future, Brexit will impact Their opportunity to employ Foreigners and us have them. Employ more Local people. This would passively lead to having to pay Higher wages.
3. Competitors (undercutting prices) - The author acknowledges his lack of experience In the field of running a business and the Competition in the field. He will, however, try to use the quality of the service provided as a factor offsetting this threat. 
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SWOT


WEAKNESSES
Lack of Experience in running a business
High cost of maintaining the business (many insurances required)



OPPORTUNITIES
Expanding of the Business
Covid-19
Government and Local Council Support/Schemes



THREATS
Covid-19
Brexit
Competitors (undercutting prices)


STRENGHTS
Unique Service
Big Target Group
Range of Services Offered
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