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[bookmark: _1ci93xb][bookmark: _Toc204778605]Executive Summary

RK Wales Property Management Ltd is a South Wales-based construction and property refurbishment company, specialising in high-quality, full-scope refurbishment projects for property investors, landlords, and developers. With five years of hands-on experience, the company has developed a reputation for reliability, efficiency, and professional delivery across residential and commercial settings.
This business plan outlines the company’s current operational model, market positioning, financial trajectory, and growth strategy. It reflects the company's practical approach to project management, its all-in-one refurbishment service offering, and a long-term commitment to reinvesting profits into infrastructure. With a projected turnover of £280,000, RK Wales is set to continue expanding its reach in a competitive and opportunity-rich market.

[bookmark: _Toc204778606]Introduction

Business Idea & Background:
RK Wales Property Management Ltd was established to offer a dependable and professional refurbishment solution for investors and developers in South Wales. The company fills a crucial market gap by delivering all-in-one project management and construction services under one roof, minimising delays and reducing the need for multiple subcontractors.

Business Details:
The company provides full property refurbishments, kitchen and bathroom installations, fire safety improvements, snagging and remedial work, and reactive maintenance for both residential and commercial clients.

Legal Status:
RK Wales is a registered private limited company (Ltd) in the United Kingdom, operating in compliance with UK construction, employment, and health & safety laws.

Owner/Management Team:
The business is owned and managed by Robert Kurylo, who leads a trusted team of subcontractors and tradespeople. The company also collaborates with investor networks and sources to find and deliver refurbishment opportunities.

Product/Service Details:
RK Wales offers comprehensive refurbishment services including plumbing, electrical work, carpentry, plastering, decoration, and ongoing client support. A key part of its offering is project transparency: clients receive photo/video updates and are welcome to visit sites.


[bookmark: _2p2csry][bookmark: _Toc204778607]Section 1: Market and Competitors

The construction and property refurbishment sector in South Wales continues to grow, driven by increased demand for rental-ready properties, investor-led renovations, and government-backed regeneration schemes. In particular, areas like Swansea, Llanelli, and Cardiff are experiencing renewed interest from developers and buy-to-let landlords, many of whom seek reliable contractors to carry out cost-effective, high-quality refurbishment work.

1.1 [bookmark: _Toc204778608]Market Overview and Trends

The UK refurbishment and maintenance sector accounts for a significant portion of construction activity, with small and medium-sized enterprises (SMEs) playing a dominant role in delivering localised, tailored services. In the South Wales region, the demand for refurbishment services is sustained by a combination of ageing housing stock, economic redevelopment, and investor interest in converting properties into HMOs or high-yield rentals.
According to Hinks and Cook (2021), SMEs that offer full-package services—project management, labour, and compliance—are more likely to secure repeat business in this evolving landscape. RK Wales operates precisely in this space, giving it a strong foothold in a growing, service-conscious market.


[bookmark: _Toc204778609]1.2 Pestel Analysis

· Political: Stable UK construction regulations; emphasis on building safety post-Grenfell.
· Economic: Rising interest rates affect buyer sentiment but increase rental demand.
· Social: Growth in housing associations and demand for quality rental properties.
· Technological: Increased use of digital tools for project tracking and remote client updates.
· Legal: Ever-changing building control rules and fire safety laws require compliance-ready contractors.
· Environmental: Greater focus on energy-efficient refurbishments and low-waste construction.

1.3 [bookmark: _Toc204778610]SWOT Analysis

	Strengths
	           Weaknesses

	Trusted by investors; strong leadership
	           Limited in-house team capacity for large projects

	Full-scope project delivery
	           High early-stage reinvestment costs

	High client satisfaction and referrals
	           Limited brand exposure outside South Wales



	Opportunities
	Threats

	Housing association partnerships
	Price competition from sole traders

	Regeneration funding in South Wales
	Rising material costs and supply delays

	Growing demand for turnkey investment services
	Regulatory burden on small firms


1.4 [bookmark: _Toc204778611]Customers and Target Market

RK Wales targets the following customer segments:
· Property developers seeking reliable refurb partners
· Landlords requiring tenant-ready upgrades
· Housing associations needing compliant upgrades
· Property sourcers and investors, especially those outside Wales

The company’s project management capability is a major selling point for remote investors who want hands-off refurbishments with regular updates and guaranteed standards.

1.5 [bookmark: _Toc204778612]Competitor Analysis

The market includes:
· Local sole traders offering low-cost services without guarantees
· Larger firms focused on new builds rather than refurbs
· Non-local contractors with inconsistent availability and quality

RK Wales competes by offering professionalism, full project oversight, and the ability to manage all trades under one contract. As Walker (2015) argues, client trust in leadership and consistent team performance are key to long-term competitiveness—something RK Wales has prioritised through strong relationships and transparency.

[bookmark: _Toc204778613]Section 2: Sales and Marketing Strategy

[bookmark: _Toc204778614]2.1 Marketing Objectives

The marketing strategy for RK Wales Property Management Ltd is focused on driving visibility, credibility, and steady lead generation in the competitive refurbishment and construction sector across South Wales. Over the next 12 months, the company aims to:
1. Increase brand awareness among property developers and housing associations across three major towns in South Wales.
2. Generate a 25% increase in inbound enquiries from property investors and letting agents.
3. Build and maintain relationships with at least five property sources or investor groups.
4. Convert at least 75% of referrals and repeat customers into signed refurbishment contracts.
These goals follow the SMART framework, ensuring each objective is specific, measurable, achievable, relevant, and time-bound. Progress will be monitored through enquiry tracking, conversion rates, and project value reports.

[bookmark: _Toc204778615]2.2 Marketing Strategies

RK Wales employs a practical and reputation-based marketing approach, rooted in its delivery-focused identity. The following strategies are used to attract, retain, and grow its customer base:
· Word of Mouth and Referrals: The company’s most effective marketing channel. Satisfied clients frequently refer new projects, especially when impressed by the transparency, punctuality, and professional finish.
· Visual Documentation: High-quality before-and-after photos, work-in-progress videos, and snagging completion reports are sent to clients and shared selectively with potential leads and sources.
· Social Media and Direct Contact: WhatsApp, Instagram, and Facebook are used to share completed projects and updates with investor circles. The business also maintains group chats for private investors, encouraging open dialogue and updates.
· Networking and Strategic Partnerships: Robert actively engages with UK-based and international property investor networks. In-person meetings and online investor forums often lead to new partnerships and deals.
Using the 7Ps marketing mix framework (Kotler & Keller, 2016), RK Wales places emphasis on:
· Product: Full-scope refurbishments and project management
· Price: Fixed-price quotations based on value and transparency
· Place: South Wales, with on-site service and online communication
· Promotion: Word of mouth, WhatsApp, social media, referrals
· People: Skilled, reliable tradespeople and hands-on project management
· Process: Streamlined job planning, quote approval, and update reporting
· Physical Evidence: Project visuals and live-site visit options
This aligns with strategies outlined by Smyth and Fitch (2015), who argue that reputation, relationship-building, and tailored marketing approaches are central to success for SMEs in construction.

[bookmark: _Toc204778616]2.3 Target Market and Positioning

RK Wales targets the following primary customer groups:
· Property investors seeking reliable, fixed-price refurbishments
· Landlords and letting agents managing multiple properties
· Housing associations requiring fire safety and compliance upgrades
· Remote or international clients needing a trustworthy, UK-based team
The company positions itself as a professional and transparent refurbishment partner — ideal for clients who want results without micro-managing every stage of the project. The value proposition includes:
· End-to-end service (no need for separate trades)
· Regular updates with photo/video proof
· Strong project management and accountability
· Full compliance with UK building and safety regulations
As Hinks and Cook (2021) note, construction firms that prioritise communication, consistency, and technical competence are more likely to secure repeat work and long-term growth.

[bookmark: _Toc204778617]2.4 Pricing Strategy

RK Wales applies a cost-plus pricing model: all project costs (labour, materials, overheads) are calculated in detail, then a profit margin is applied. This model ensures transparency and sustainability. For regular clients or larger jobs, value-based pricing may also apply.
Project values typically range from £8,000 to £45,000, with most full refurbishments averaging around £14,000–£25,000. Emergency work, fire upgrades, and high-spec installations may reach the top end of the range.
Discounts or incentives may apply for:
· Multiple units or repeat contracts
· Work booked during low-demand months
· Clients providing material supply or part-prep
Each quote is issued with a detailed scope of work, timeline, and materials list. This approach aligns with Walker’s (2015) view that clear pricing documentation builds trust and reduces post-contract conflict.

[bookmark: _Toc204778618]2.5 Sale Forecast

	Quarter
	Estimated Projects
	Average Project Value (£)
	Forecasted Revenue

	Q1
	3
	£9,000
	£27,000

	Q2
	5
	£11,000
	£55,000

	Q3
	6
	£14,000
	£84,000

	Q4
	6
	£19,000
	£114,000

	Total
	20
	
	£280,000


This forecast reflects the company’s goal to balance smaller refurbishments with mid-range and higher-value projects throughout the year, maintaining cash flow and client diversity.


[bookmark: _Toc204778619]Section 3: Operations

[bookmark: _Toc204778620]3.1 Overview of Operations

Operations at RK Wales Property Management Ltd are designed to deliver efficient, high-quality refurbishment services across South Wales. From the moment a project is secured, a structured process ensures everything — from labour coordination to final inspection — is managed in-house with clear responsibility and control.
The company primarily serves property investors, letting agents, and housing associations. Its focus on reliability, transparency, and proof of progress through photographic updates makes it highly appealing to remote or repeat clients. As highlighted by Brookson (2016), operational efficiency in construction firms hinges on both process standardisation and flexible on-the-ground decision-making — a balance RK Wales achieves through hands-on project management and lean systems.

[bookmark: _Toc204778621]3.2 Premises and Equipment

RK Wales operates without a fixed office location, significantly reducing overheads. Tools and consumables are stored securely in company vehicles, and materials are delivered directly to sites. This approach increases logistical flexibility and supports a just-in-time method of supply, minimising downtime and storage issues.
Essential operational assets include:
· 4 fully equipped company vans
· Industrial-grade tools (tile cutters, chop saws, wall chasers, etc.)
· Cement mixers and mobile power tools
· Inspection tools (laser level, moisture meters)
· Safety equipment (PPE, signage, mobile scaffold systems)
The decision to rent specialist equipment (such as core drills or demolition tools) where necessary aligns with advice by Fewings (2013), who argues that small construction firms benefit from hiring non-core equipment to control fixed costs and avoid underutilisation.

[bookmark: _Toc204778622]3.3 Core Operational Workflow

Projects typically follow a clear six-stage operational structure:
1. Initial Site Survey – Assessment of scope, measurements, and compliance needs
2. Detailed Quotation – Costed line items with timelines and optional extras
3. Scheduling – Labour and delivery planning using Trello-based tracking
4. Execution Phase – Full on-site refurbishment with photographic updates
5. Snagging Review – Final inspection with client input
6. Handover – Documented completion, invoice, and client feedback
Clients receive at least one progress update per week, including photos and notes — a strategy that increases satisfaction and trust, especially for off-site investors. According to Loosemore et al. (2012), maintaining visible project progress and strong communication greatly improves client confidence in small-scale construction businesses.

[bookmark: _Toc204778623]3.4 People: Staff, Contractors and Culture

The business runs with a lean team of full-time multi-skilled operatives. Subcontractors (electricians, roofers, Gas Safe engineers, etc.) are brought in as needed. All personnel are chosen for both their technical skill and their reliability — with a strict no-nonsense approach to worksite professionalism.
RK Wales fosters a project-oriented culture where each team member understands the value of timing, tidiness, and proactive thinking. Subcontractors are checked for:
· UTR numbers and CSCS cards
· Insurance and certification (e.g. Part P, Gas Safe)
· References from previous projects
· Willingness to adhere to strict client update protocols
This selection process ensures a consistent level of output across projects and helps avoid delays caused by unreliable labour — a key risk area in property refurbishment.

[bookmark: _Toc204778624]3.5 Systems and Digital Tools

The company does not yet use enterprise software but makes effective use of low-cost, cloud-based solutions:
· Tradify for project timelines and site logistics
· WhatsApp for internal and client updates
· QuickBooks for financial tracking and invoicing
· Google Drive for quotes, client reports, and image documentation
· Canva to generate polished progress reports for investors
These tools allow Robert and his team to stay responsive and organised across multiple jobs simultaneously. For a business of this size, such tools offer scalability without high software overhead.

[bookmark: _Toc204778625]3.6 Legal Compliance and Safety

RK Wales operates in full alignment with construction safety and business legislation:
· Public and employers’ liability insurance
· Regular RAMS (Risk Assessment and Method Statement) documents
· Fire compliance and Building Regs adherence for all housing upgrades
· Waste removal contracts and appropriate skip hire
· Scaffolding permits and access licences as needed
· Electrical certificates and gas safety records issued on completion
Compliance is seen not just as a legal necessity but a competitive advantage — especially when working with associations or developers who require documented proof of professional standards.

[bookmark: _Toc204778626]3.7 Annual Operational Costs

The company’s estimated annual operational costs based on existing workload and turnover should be approx. £240,000.
This cost base supports a projected annual turnover of £280,000. Investments into tools and systems have reduced delays and helped maintain a consistent delivery standard, creating better capacity to handle overlapping jobs.

[bookmark: _Toc204778627]4.0 Financial Performance and Forecasts

[bookmark: _Toc204778628]4.1 Financial Summary

RK Wales Property Management Ltd is projecting a turnover of approximately £280,000 for the current financial year, with net income expected to be £5,000. The relatively low net profit reflects intentional reinvestment into the business — specifically, the acquisition of high-quality tools, vehicles, and equipment that will support long-term efficiency and scalability.
This reinvestment aligns with strategic growth planning. In the early stages of business expansion, capital outlay is often front-loaded to increase future margins — a principle supported by Dyson (2010), who highlights the importance of early capital expenditure in asset-heavy sectors such as construction.

[bookmark: _Toc204778629]4.2 12-Month Cash Flow Forecast

The following table outlines the projected monthly cash flow based on secured and forecasted work:

	 
	January
	February
	March
	April
	May 
	June

	Income
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 

	Sales Revenue
	£15,000.00
	£20,000.00
	£24,000.00
	£26,000.00
	£30,000.00
	£28,000.00

	 
	 
	 
	 
	 
	 
	 

	Total Inflows
	£15,000.00
	£20,000.00
	£24,000.00
	£26,000.00
	£30,000.00
	£28,000.00

	 
	 
	 
	 
	 
	 
	 

	Outflows
	 
	 
	 
	 
	 
	 

	Labour
	£8,000.00
	£9,000.00
	£8,000.00
	£8,000.00
	£10,000.00
	£8,000.00

	Materials
	£6,000.00
	£6,000.00
	£6,000.00
	£6,000.00
	£8,000.00
	£6,000.00

	Tools & Equipment
	£1,000.00
	£1,000.00
	£1,000.00
	£3,000.00
	£1,000.00
	£1,750.00

	Fuel & Transport
	£1,500.00
	£1,500.00
	£1,500.00
	£1,500.00
	£1,500.00
	£1,500.00

	Marketing
	£500.00
	£500.00
	£500.00
	£500.00
	£500.00
	£500.00

	Insurance & Compliance
	£750.00
	£750.00
	£750.00
	£750.00
	£750.00
	£750.00

	Admin & Miscellaneous
	£2,500.00
	£1,250.00
	£1,250.00
	£1,250.00
	£1,250.00
	£1,250.00

	 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 

	Total Outflows
	£20,250.00
	£20,000.00
	£19,000.00
	£21,000.00
	£23,000.00
	£19,750.00

	 
	 
	 
	 
	 
	 
	 

	Opening Balance
	£0.00
	-£5,250.00
	-£5,250.00
	-£250.00
	£4,750.00
	£11,750.00

	net cash flow
	-£5,250.00
	£0.00
	£5,000.00
	£5,000.00
	£7,000.00
	£8,250.00

	Closing Balance 
	-£5,250.00
	-£5,250.00
	-£250.00
	£4,750.00
	£11,750.00
	£20,000.00




	 
	July
	August
	September
	October
	November
	December

	Income
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 

	Sales Revenue
	£27,000.00
	£20,000.00
	£25,000.00
	£22,000.00
	£21,000.00
	£22,000.00

	 
	 
	 
	 
	 
	 
	 

	Total Inflows
	£27,000.00
	£20,000.00
	£25,000.00
	£22,000.00
	£21,000.00
	£22,000.00

	 
	 
	 
	 
	 
	 
	 

	Outflows
	 
	 
	 
	 
	 
	 

	Labour
	£9,000.00
	£8,000.00
	£8,000.00
	£8,000.00
	£8,000.00
	£8,000.00

	Materials
	£8,000.00
	£6,000.00
	£6,000.00
	£6,000.00
	£6,000.00
	£6,000.00

	Tools & Equipment
	£1,000.00
	£1,000.00
	£1,000.00
	£1,000.00
	£1,000.00
	£1,000.00

	Fuel & Transport
	£1,500.00
	£1,500.00
	£1,500.00
	£1,500.00
	£1,500.00
	£1,500.00

	Marketing
	£500.00
	£500.00
	£500.00
	£500.00
	£500.00
	£500.00

	Insurance & Compliance
	£750.00
	£750.00
	£750.00
	£750.00
	£750.00
	£750.00

	Admin & Miscellaneous
	£1,250.00
	£1,250.00
	£1,250.00
	£1,250.00
	£1,250.00
	£1,250.00

	 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 

	Total Outflows
	£22,000.00
	£19,000.00
	£19,000.00
	£19,000.00
	£19,000.00
	£19,000.00

	 
	 
	 
	 
	 
	 
	 

	Opening Balance
	£20,000.00
	£25,000.00
	£26,000.00
	£32,000.00
	£35,000.00
	£37,000.00

	net cash flow
	£5,000.00
	£1,000.00
	£6,000.00
	£3,000.00
	£2,000.00
	£3,000.00

	Closing Balance 
	£25,000.00
	£26,000.00
	£32,000.00
	£35,000.00
	£37,000.00
	£40,000.00



While the official income statement projects £5,000 net income, the forecast shows the business has the potential to improve margin as fixed investment expenses decline throughout the year.





[bookmark: _Toc204778630]4.3 Break-Even Analysis

RK Wales’ monthly operating costs average around £19,000, meaning the business needs to generate a minimum of £19,000/month to cover outgoings. Based on current client acquisition rates, the business breaks even by delivering just two to three refurbishment projects per month, depending on scope and value.
This is a manageable and achievable target, particularly given repeat work from investors and developers who value reliability over low bids.

[bookmark: _Toc204778631]4.4 Capital Reinvestment Strategy

In its current growth phase, the company is reinvesting profits into:
· Purchasing high-spec equipment to reduce reliance on hire
· Upgrading vehicle storage and transport capacity
· Branding materials and digital infrastructure (project reports, client folders)
· Expanding workforce through training and new hires
· Ensuring all compliance certifications are kept up to date
According to Atrill and McLaney (2019), capital reinvestment in equipment and branding during early-stage growth allows businesses to position themselves competitively and improve long-term ROI — even when it lowers immediate profitability.
RK Wales approach mirrors this philosophy, ensuring that every expenditure supports long-term business credibility and client trust.

[bookmark: _Toc204778632]4.5 Growth Potential and Scalability

As the company’s operational systems become more efficient, profitability is expected to increase. By reducing time per project, increasing job volume, and maintaining current pricing, RK Wales expects to improve net profits by 30–40% in the following financial year, aiming for a minimum £20,000 net income without further capital injection.
Further growth opportunities include:
· Taking on projects valued over £45,000 once technical knowledge and support structures are fully in place
· Offering project management services to investors remotely
· Creating templated “refurb packs” with fixed pricing for popular layouts
These scalable models will allow the business to grow without proportionally increasing labour costs — a strategy that, as advised by Jolly (2003), is key to sustainable expansion in SME environments.

5. [bookmark: _Toc204778633]Conclusion & Evaluation

RK Wales Property Management Ltd continues to develop as a highly respected, investor-oriented construction and refurbishment company across South Wales. This business plan captures the company’s current position and sets out a clear path for sustainable growth and future profitability. With an annual turnover of £280,000 and a net income of £5,000, the business is operating with intentional reinvestment to build a stronger foundation for scaling up in the near future.
The lean operational model — based on experienced in-house tradesmen, reliable subcontractors, and project-focused systems — allows RK Wales to deliver high-quality refurbishments efficiently. The company’s flexibility in managing projects ranging from £8,000 to £45,000 enables it to serve both small-scale investors and larger, more structured developers. Job turnover is well-managed, with progress updates, image documentation, and clear communication all forming part of the company’s competitive edge.
While marketing spend remains relatively low, it is targeted toward platforms and contacts that consistently deliver qualified leads. These include property sourcing agents, housing associations, and repeat clients. The goal for the coming year is to consolidate this position and steadily increase client volume without compromising quality.
Financially, the company has shown that it can operate profitably even while reinvesting heavily into equipment, transport, and digital tools. The £5,000 profit is modest in percentage terms, but as Burns (2016) explains, early-stage businesses that reinvest revenue into operational capacity are often best placed for long-term gains. RK Wales is laying the groundwork for exactly that.
The company is also building resilience by keeping administrative systems cloud-based, monitoring costs closely, and reducing reliance on hired tools or one-off labour. As Perren and Elliott (2011) suggest, it is this kind of operational awareness — not just ambition — that defines the small businesses that survive and thrive.
In conclusion, RK Wales Property Management Ltd is well-positioned for growth. With its professional standards, adaptable structure, and expanding client base, it has both the ambition and systems to become a leading regional refurbishment contractor. The next 12 months will be focused on optimising pricing, reducing overheads, and targeting larger-value projects to increase net profit and business equity.
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