Business Plan
This is a business plan that will look at my idea of a business.
1. Name of the Business and Owner.

There are many business ownerships and I to think very carefully about the ownership I wanted my business to be and the business I want to own. As a sole trader, I would own the business outright making all the decisions and getting all the profits that the businesses make (BBC Bitesize, 2022). However, this comes with a lot of responsibility and risks that come with unlimited liability. I also considered a partnership, that is, to bring other people to the idea, this is between two and twenty people (BBC), I considered that in this case I would not have overall control of the business and it make take time with partners having to decide the rules of the business (BBC Bitesize, 2022). I also considered a private limited company because it has some similarities to the sole trader but of course it will require me registering with companies’ house and filing a lot of paperwork (BBC Bitesize, 2022). 

I have decided to open a car wash service in the community, the L8 Toxteth area. Name of the business would be “Firih’s Outstanding Car Wash (FOCW)”. I also going to be sole trader because I am starting out, and I want to see whether I can run my own business. Also, it is fairly easy business to set up. It will be my responsibility to make sure that the business does well without the extra added responsibility to dealing with partners.

2. Mission statement/aim and objectives of business.

The mission and aim of FOCW is to provide bespoke services that go beyond just a car wash. The whole experience with FOCW will leave you wanting more.
Objectives:
· To provide a bespoke car wash service
· Make your experience one to remember

3. Product and Service Offered

A product usually consists of goods and services or indeed ideas that are there to satisfy the needs and wants of consumers or customers (Market Tutor, 2022). My business will be offering a car washing service which is different from the others. In my car wash there will also be a waiting room that would provide customers with comfort, tea, coffee, a television and toilet facilities. This is something I have observed in many car washes that is not offered. Usually, car washes are quick because they can take about 5 minutes to an hour depending on the service that the customer wants in the car. Therefore, it serves to reason that is someone wants a detail that takes longer, they have to have somewhere where they can relax whilst this is being done. This is the part of service that is not available in many car washing services and that would be my Unique Selling Point (USP).

4. [bookmark: _GoBack]Business Location and Equipment required

The physical location of a business is very important as it can determine the success or failure of the business (Kimelberg & Williams, 2013). It can also impact the communities in which the business is located in terms of employment opportunity and taxation benefits (Sullivan, Halbrendt Buescher & Hall, 1998). Therefore, I had to think really hard about the location of my business. According to Google geo locator, there are about 3 main competitors within the range of where I want to put my car wash. These are located with one or two miles of each other. I want to put my car wash in Toxteth Liverpool, Lodge Lane. The reason being, there is only one that services a large community with a lot of cars, and I believe that we can compete with each other effectively. That car wash has no service area where people can sit and relax whilst awaiting their car to be serviced. As I mentioned previously, this is my USP.

The first thing I need to do is to find the place to rent which is in Lodge Lane, there is a new development area near the library which has a lot of space to put in a business like a car wash that would not interfere with the traffic on the road. Next, I will need to get permissions and licences from the City Council.

As for equipment, car washes are maybe one of the cheapest businesses to run in terms of the equipment that is needed. These are some of the equipment that I will need to get going:
1. A good source of water- which is standard when it comes to business facilities- but the bill might be higher considering the amount of water to be used.
2. About two to three pressure washers. The good ones that have many functions cost about £300 to £500.
3. A lot of microfibres towels and mitts as these will limit the scratches on cars because of their softness. They are also easy to clean. These are easily available in many retailers ranging from £1 to £10.
4. Also, a good number of detailing sprays, polishes and shampoos. The body of the car would require to be washed using different sprays to the windows as an example and all those need to be bought. Scratch polishes also are a necessity as these will allow for the car to look pristine after a wash. Wheel polished as well are important if I am to offer a service that will get repeat customers. Some of these are easily accessible from many retailers and there are also specialist shops that will sell specialist sprays and washer. The majority of these in price they range from £5 to £20. Things like shampoos last longer because you need a small amount to was on it.
5. Washing backets, plastic ones are the most useful ones because they are not expensive and there is no danger of scratching cars if a human error happens. These are priced at £5 or so in many retailers.
6. Work gear for the employees as I don’t want them to ruin their clothes when at work as they all be working with a lot of water and chemicals.
7. Hoover for the inside of cars.

5. Human resources 

Human resources are very important for a service business like a car wash or any other business for that matter. They play a very critical role in the business as asserted by Mohammed, Bhatti, Jariko and Zehri (2013). We now live in a globalised and multicultural societies (Barnes & Adam, 2018) as such it is crucial to make sure that the human resources are the represented in the community it serves. Toxteth community is very diverse community and there is a lot of things that happen within that community that attracts people from other areas. You will find that people from Fairfield, Kensington, Wavertree to mention but a few, they have visited Toxteth one way or another. There are many diverse places to eat and merry and as such it is understandable that the place would attract a lot of people.

When thinking about human resources, its important to consider where the people will be coming from. I want people who are talented and are willing to learn the job effectively that we realise the aim and objectives of the business. Liverpool unfortunately has one of the highest deprivation rates, 3rd in the Northwest (Lewis, Ubido & Jones, 2021) with 7.4% of working age claiming benefits (Ibid). this means it has its negatives and positives. The positive is that there will be a lot of people looking for employment meaning the labour pull is good. However, the negative would come to paying the individual, that will mean paying people more then they get on benefits because if not, the will remain on benefits instead of doing the job. The nature of car washing is cheap and the income from washing cars is not a lot to maintain a lot of workers.

So, in light of the above considerations, I will go to the local community and higher two people for a start. I will make sure the customers are served appropriately, that is, those in th waiting room and also manage office and its requirement. One employee will be the washer and the other would be the dryer/detailer. This will require that I pay them at least the country’s minimum wage and if there are tips, they can share them equally. The maintenance of the site would fall on all of us as need to adhere to Health and Safety at all times as the risk of slipping is very high. However, this will be managed by having a rough surface that is resistant to slipping.

6. Marketing activities 

When starting a business it’s imperative to think about marketing because that is how the business sells and becomes successful. Considering a marketing mix allows for separation of marketing activities from other areas of work (Jain, 2013). Therefore, for my marketing activities I will consider the marketing mix, that is, the Seven Ps. These are Product, Price, Place, Promotion, People, Process and Physical evidence (Jain, 2013).

The 7 Ps.

Product
As for the product it would be a car wash where I am offering car wash services. The car wash will offer extra services that are not usually offered by other car wash services around the country. That is, my car wash will have a waiting room which will provide extra services like a tea and coffee for refreshments and TV for entertainment and washroom facilities. 

Price
It is also very important to consider pricing strategies when entering the market. Of course, all marketing involves costs therefore, it is important to price the service in such a way that will leave the business viable. In the first instance I will start by considering the competition-based pricing strategy (Hinterhuber & Liozu, 2012) and this is looking at the actual competitors to set the price. At the moment, from visiting many carwashes, I found out that many prices from car washes start at about £5 for an insider hoover activity to about £30 for a proper detail of the whole car. Later I am hoping to offer the customer value-based pricing because, I do hope that the extra services that offer value to customers would help is pricing (Hinterhuber & Liozu, 2012). 

Place
I have mentioned before that I will have a car wash place in Lodge Lane, Liverpool L8 Toxteth. This because I feel connection with the community, and I know the area very well. I would also like to give back to the community by putting service near them and also employing local people.

Promotion
Promoting a car wash is not expensive as it does not need a lot of expensive marketing activities like TV adverts etc. So, in light of this, I will do direct marketing (Akaah, Korgaonkar, Lund, 1995). That is, I am going to print out leaflets that will be posted through all doors in different areas around. Direct marketing is considered one of the most effective marketing methods to get customers. Also, in my community meeting I will also inform people about it. At the same time, I will put leaflets and in community centres and shops surrounding my area on their notice boards. These are done for free without any payment required.  

People
As I mentioned before, I will employ about two extra workers in my company that I will train and equip them to know about the business and doing the job effectively. The use of chemicals in car wash requires someone who knows how to use them in order not to destroy people’s cars. They will also be trained in customer service because the way they treat customers, and the end product of their job will lead to customer repeats as well as loyalty (Goi, 2009). 

Process
To understand the customer journey effectively, we will take down information on what our customers prefer and of course consider GDPR in how we are keeping that information so that if we have repeat customer, we can tailor-make the service according to their needs. This also allows for us to sell other eservices that can be beneficial and financially advantageous for the business

Physical Evidence
We aim to have the cleanest car service so that customers will see for themselves and be happy with service.

7. Financial resources

Of course, starting a business requires financial input. As a sole trader, there are many financial resources that are available. As ai m looking to rent a place, I did not need too much money, which is required for buying a building as an example. However, the rented place will need be customised to meet the requirements of a car wash.

Personal funds – have my own funds that are saved to help start the business and these funds will be recollected from the business profits.

Bank loans – Banks loans are also a good source of finance for business start ups especially if the business is considered to be viable (Billett, Flannery & Garfinkel, 2006). Of course, when borrowing from the bank I have to consider how much I need in order to see whether the budget and income from the business is sufficient to pay the bank. Usually, there is not flexibility to payment from banks therefore, it important to make sure that I always have enough funds to pay the bank otherwise I will incur interests and bad credit that can affect my future borrowing.

Family and friends – it is possible to borrow from family and friends and the advantage of this is that terms can be negotiable and usually might not have any interest attached to it.
                               
8. SWOT Analysis



	Strength

The location is good with few providers of the services
Also, location on the busiest area in Liverpool with access to many places.
The reputation and in an area which is well known.
It’s not season type of business

	Weaknesses

Less experience of staff

It’s a business that does not generate a lot of profit

Not too much start capital


	Opportunities

Less similar businesses within a big radius.

Established in the community, easy to market and well known in the community.

Differentiated business


	Threats

New entrants to the market

Price wars that can affect the business

Getting customers as a new business against established businesses.


































9. 12 month cash flow forecast.

	Monthly Cashflow Forecast
	
	
	
	
	
	
	
	
	
	
	
	
	

	Business Name
	Firih's Car Wash
	
	
	
	
	
	
	
	
	
	
	
	
	

	Year Ended 06/2023
	
	Month
	Month
	Month
	Month
	Month
	Month
	Month
	Month
	Month
	Month
	Month
	Month
	

	
	
	
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	Total

	
	
	
	Forecast
	Forecast
	Forecast
	Forecast
	Forecast
	Forecast
	Forecast
	Forecast
	Forecast
	Forecast
	Forecast
	Forecast
	

	Cash receipts
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash sales
	
	3,000
	4,000
	6,000
	10,000
	10,000
	12,000
	13,000
	13,000
	14,000
	14,000
	16,000
	20,000
	135,000

	Cash collected from debtors
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Other income
	
	20
	3
	0
	40
	40
	40
	50
	50
	50
	50
	50
	60
	453

	Loan or other cash introduced
	13,000
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Sales of assets
	
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	
	
	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Total cash inflow
	
	16,020
	4,003
	6,000
	10,040
	10,040
	12,040
	13,050
	13,050
	14,050
	14,050
	16,050
	20,060
	135,453

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash cost of sales
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Purchases/Materials
	2,000
	0
	0
	500
	0
	0
	500
	0
	0
	0
	500
	0
	3,500

	Total cost of sales
	
	2,000
	0
	0
	500
	0
	0
	500
	0
	0
	0
	500
	0
	3,500

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash expenditure
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Salaries/wages
	
	8,550
	8,550
	8,550
	8,550
	8,550
	8,550
	8,550
	8,550
	8,550
	8,550
	8,550
	8,550
	102,600

	PAYE/NI
	
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Office supplies
	
	50
	0
	0
	0
	0
	0
	0
	50
	0
	0
	0
	0
	100

	Advertising & promotions
	300
	0
	0
	0
	0
	0
	100
	0
	0
	0
	0
	0
	400

	Rent
	
	
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	24,000

	Council tax
	
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	6,275
	6,275

	Water rates
	
	40
	40
	40
	45
	45
	45
	45
	45
	45
	45
	45
	45
	525

	Insurance
	
	9
	9
	9
	9
	9
	9
	9
	9
	9
	9
	9
	9
	108

	Corporation tax
	
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Total expenditure
	
	10,949
	10,599
	10,599
	10,604
	10,604
	10,604
	10,704
	10,654
	10,604
	10,604
	10,604
	16,879
	134,008

	Cash capital payments
	
	
	
	
	
	
	
	
	
	
	
	
	

	Dividends
	
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Loan repayments
	
	400
	400
	400
	400
	400
	400
	400
	400
	400
	400
	400
	400
	4,800

	Assets purchased
	
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Drawings
	
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Total capital payments
	400
	400
	400
	400
	400
	400
	400
	400
	400
	400
	400
	400
	4,800

	
	
	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Total cash outflow
	
	13,349
	10,999
	10,999
	11,504
	11,004
	11,004
	11,604
	11,054
	11,004
	11,004
	11,504
	17,279
	142,308

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Opening balance
	
	 
	2,671
	6,674
	12,674
	22,714
	32,754
	44,794
	57,844
	70,894
	84,944
	98,994
	115,044
	

	Net cash receipts/(expediture)
	2,671
	4,003
	6,000
	10,040
	10,040
	12,040
	13,050
	13,050
	14,050
	14,050
	16,050
	20,060
	

	Closing balance
	
	2,671
	6,674
	12,674
	22,714
	32,754
	44,794
	57,844
	70,894
	84,944
	98,994
	115,044
	135,104
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