BUSINESS PLAN
SAFE ELIMINATION SERVICES 

EXECUTIVE SUMMARY
The ownership
The company is structured as a sole proprietorship
The management
CEO/MD: Dean James Miller :Director of Installations, Business development,Training, Sales and marketing.
SECRETARY:Jane Doe: Administration, networking, social media, appointment making, sales.
Sales teams are utilised as and when required with an International presence
Goals and objectives
SAFE ELIMINATION SERVICES LIMITED has achieved exclusivity rights in the UK for various products, such as:
D7, Easy On, and machinery items that are compatible with our environmentally friendly range of protective coatings/decontaminates.
As a Company S.E.S has the potential to secure major projects within the construction industry, along with estate agents, hotels, and sports centers. Initially within the UK with extensive iAlthough S.E.S are based in the UK, talks are being held in Guernsey and Jersey (Channel Islands) for installations into the Councils and Local authorities including the emergency services, plus many other industries who trade there. We have the backing from the Environmental agency and HSE in the (Channel Islands) whom are very keen to get our services and products on the Islands in order to carry out installations and train persons from companies to use D7, Easy on and machinery correctly to get the best results this will be a day of training which will cost £700 for each person to be awarded a certificate after completion of training day.
I have a written agreement with D7 company that will be the approved supplier for these projects and have signed an NCNDA contract that runs indefinitely.
These are exciting times for us, we have delivered samples to the HSE and ENVIRONMENTAL AGENCY and have introduced a route of environmentally friendly services that they were not aware of, which has opened up another business opportunities for S.E.S
Patented protective coatings Cleaning and Laundry products:
• Anti-Graffiti coatings
• Graffiti Removal
• D7 Cleaning agent
• D7 Laundry Industrial/commercial
• D7 domestic
• D7 sanitisation products
Installation of products – Consultation service – Project Management
· The Target Markets
• Construction sites/ Land 
• Sports Stadiums (Global)
• Councils and Local authorities
• Schools Colleges
• Emergency services and Military
• Hospitals and assisted living
• Commercial sectors including corporate companies
• Charities
• General Public
Pricing Strategy
Pricing is subject to contract size and requirements
We have a price structure that is based upon M2 square meters/litres/ service for supply and installation for both decontamination and protective coatings. D7 markets are aimed at installation/Training, and supply.
We aim to be competitive in any of the markets that we operate sometimes pricing structure is determined by the manufacturers we are exclusive to, however this does not include installation and as we are a supply and install company we have a niche.

Competitors
We do not have any competitors as such, as we are exclusive for our products and the markets we target are select markets. Our environmentally friendly decontamination and installation is compiled of  which are niche we do not know of a competitor in this field that can compete with us in terms of quality and cost. There are other companies that offer something similar but they can’t give the same guarantees, as well as they dont use environmentally products which can achieve the results we produce, these companies costs are far more expensive and through research most of them use toxic products that contain VOC’s (Volatile, Organic, Compounds) can cause health implications and have a detrimental impact on our environment.
The Company
Business sectors
We will operate in various business sectors such as:
• Councils and local authorities
• Schools and colleges
• Emergency services and military
• Hospitals and assisted living
• Hotels
• Soccer stadiums
• Sports stadiums
• General public
• Construction companies and builders
• Restaurants
• Commercial and industrial Laundries
Company goals and objectives
S.E.S is looking to collaborate and expand over the next year or so, we will also be looking to train persons in the UK and Channel islands which would also add value to S.E.S in view of the exciting times ahead. We have exclusivity in the UK and Channel islands for various products: D7 – The Easy range of products and machinery, D7 have agreed that we can sell their products in the UK which creates another asset for the company as well as offering the Trademark for the UK on the bottles and labels which in time would belong to S.E.S once we achieve the target sales of £500,000 a year. We have recently secured a contract with J M Baudains Limited.  At the present time we are assisting J M Baudains Limited Company with installation methods and alternative ideas for their projects. The first training was performed recently in august 2018, with J M Baudains Limited providing access as this is supplied by the customer. J M Baudains Limited Companies intention is to install these projects to every sectors of industries listed above.

Company ownership
The company is structured as sole proprietorship
Ownership background.
Dean James Miller: DOB: 31.01.1983 (British) international exposure to follow. S.E.S have been nominated as an approved supplier along with holding a certificate to offer training, deliver, and install for all projects in environmental clean ups with a particular emphasis on construction sites although this will be extended into other industries that D7 have approval for from DEFRA. Having worked within the construction industry nationally his experience and expertise are second to none. An entrepreneur with the right attitude that will see him succeed in any vocation with tenacity and “go get’em” attitude that is essential.
 Managing Director of D7: Curtis Alexander
Dean has an unyielding desire to achieve a high standard of work in everything that he does. he is an extremely confident, assertive and organised individual who has the ability to prioritise workloads to sell products and services. In his 10 years of sales and consulting experience, he has gained a reputation for improving operational efficiency and maximising growth by ensuring that everyone within his team knows how important their role is to the company's overall success. On a personal level, he has the ability to build positive individual relationships with key people. Responsible for meeting potential customers to win new business/clients, and maintaining good relationships. Organising and attending local and national events such as conferences, seminars, receptions & exhibitions. 
Key Skills

•	High quality of professional level of customer service.
•	Able to remain calm under pressure.
•	Excellent attention to detail.
•	Exceptional communication skills, especially face to face and via written correspondence.
• Good at building relationships across different levels and with people from all social or cultural backgrounds.
Having worked within the construction industry nationally his experience and expertise are second to none. An entrepreneur with the right attitude that will see him succeed in any vocation with tenacity and “go get’em” attitude that is essential.
Company Management Structure
CEO/MD: Dean James Miller, Business Development, Installations, Training, Sales, Marketing. Secretary: Jane Doe: Administration, Sales, Networking, Appointment making. Sales teams are utilised as and when required with distribution outlets and agents in many territories. At the moment Sales consultants are contracted on a self-employed basis commission based.
Future projects
We have a unique marketing concept that could see our services being integrated in every construction site in the UK. We have contacts into most Construction companies and Councils in the UK with decision makers across the uk.
Established Customers
ChemDry, J Budains. Action Dry . HTR Building. 

Suppliers
SE7 & U.H
Pricing
Pricing is subject to customer requirement and contract size.
We operate a M2 square metre price structure for both this applies to service and supply only. The quantities supplied for decontamination and cleaning are determined by the customer which in turn determines the cost.
We aim to be competitive in any of the markets we operate and are sometimes governed by the pricing structure set out by the suppliers we have exclusivity with. However, this does not include service cost which is determined on a job by job basis.
Advertising
Our advertising is predominantly:
• Company Web sites
• Social media
• Networking events
• Email shots and campaigns
• Post
• Advertisements in magazines and papers
• Word of mouth (By far the best endorsement)
Competitor analysis
We do not have many competitors as such as we are exclusive for the products we use.
Our business is based on the systems which eliminates any possibility of competition using patented technology also reduces the possibility.
SWOT analysis (Strengths/Weaknesses/opportunities/threats
Strengths
Combining businesses that deliver uniqueness is our key strength which helps to keep us abreast of any competition. It has taken grit and determination to get us to this point so i do not give away our secrets – Knowledge is key as is having the right connections an old cliché is “It’s not what you know it’s who you know” This is true but foremost is having the knowledge and determination to succeed.
Weaknesses
Like any businessman i have established various routes to market, which  financially has been a strain working long hours 7 days a week takes its toll on family life and i don’t mind admitting it has been hard work not having the financial capacity to help spread the commitment.
Opportunities
The opportunities are endless for me now that i have established routes to market working with major companies. This allows me the luxury of exploring alternative avenues. I will open our own distribution outlet in the South East for logistics and training, this will boost company profits and create employment opportunities.
Threats
There are no real threats as we have covered almost every area to eliminate competition, and as we gain recognition the company can only grow and expand. The most worrying aspect is not having the finance to give the company the help it requires. I have been approached by angel investors but reluctant to take this option as the slice of the company they are asking for is quite vulgar.
Operations
Staffing.
We will require additional staff which will comprise of.
• Consultants/representatives (Commission based)
• Sales teams (Territory based)
• Delivery Driver
• Installations teams
Capital requirements plan
We are looking to borrow £25.000 over a repayment period of 5 Years
The financial loan will be repaid in its entirety under the terms set out by the lender including interest repayments and early settlement fees.

