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Establishing a new business in the current market scenario is not an easy task. The business idea mainly focuses on introducing an all-in-one cleaner in the market and the report mainly revolves around this idea and the vital contents of a business including industry assessment, marketing, and financial plan along with a business description. As there are numerous factors that influence the business directly or indirectly, it is crucial to take into account each little detail that can affect it in any way. The report provides details on each business aspect to make it a profitable venture. The report aims to create a suitable business plan for the stated product.
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Overview of business
The business is based on an all-in-one cleaning product, ‘Omni Clean’ that can be used to clean every type of surface along with fibers and clothes. The product will be available in the form of a tablet, which is different from existing products available only either in liquid or solid form. This can be used to promote the product as its unique design prevents spillage and is easy to use. The products will be manufactured by other parties, and a retail business model is adopted. 
General description of the company
‘Omni Clean’ as the name suggests provides a cleaning solution to be used for multiple purposes. The legal structure of the company is a ‘limited liability partnership’. The retail business model is adopted by the business as it is in its initial phase. Later on, the company is likely to turn into a manufacturing unit as well to reduce the dependency on suppliers.
Mission statement
The mission of ‘Omni Clean Solutions’ is to become a leader in the UK market for the distribution of all-in-one cleaning agents. The company take pride in creating a solution that is suitable for both clothes, and surfaces, and aims at simplifying the cleaning needs of households. The company aims to change the way people use cleaning agents and make the whole process hassle-free.
Product Description
The product name will be 'Omni Clean'. With the aid of this tablet, individuals will be able to clean anything such as clothes, glass, and surface areas. This product will be produced by following all types of safety standards so that the users can be safe while using it. The tablet will be dissolved in the water to form a liquid shape which will be used for all cleaning purposes. The mechanism of the product will be developed in such a way that it will require less water than usual to clean anything. This is how it will also contribute to the water-saving movement. Omni Clean will be made with the use of organic materials so that it will not be harmful to other species too.
IP considerations 
The design and the process of production along with the ingredients used are all patented. The company name is also registered to eliminate duplication. Due consideration is given to consumer law, safety standards, and guidelines to protect the environment along with laws incorporating an LLP.
Ownership structure
The company is formed as a ‘Limited Liability Partnership’ with two partners, both excelling in business aspects. The partners are contributing equally to the capital structure and will share the profits in the same ratio.
[bookmark: _Toc131613777]Industry Analysis

[bookmark: _Toc131613778]VRIO analysis
[image: ]
Figure 1. VRIO framework

	Resource
	 V
Valuable
	R
Rare
	I
Inimitable
	O
Organization
	Impact on competitive advantage

	Technology
	Yes
	Yes
	No
	Yes
	Competitive advantage

	Patent
	Yes
	Yes
	Yes
	Yes
	Sustained advantage

	Financial capital
	Yes
	No
	No
	Yes
	Unused competitive advantage

	Human capital
	Yes
	Yes
	Yes
	Yes
	Temporary competitive advantage

	Product Quality
	Yes
	Yes
	Yes
	Yes
	Sustained competitive advantage



Table 1. VRIO analysis of the business
The VRIO analysis of the product is done to ascertain the way the company’s resources are likely to contribute to the market position attained by it. ‘Omni-clean’ being one of its kind product has the potential to become a fast and bestselling product in its product category. This is mainly because of the patented design and technology used for product development.
The patented design including the ingredients and process used to develop the product will provide a sustained competitive advantage to the business, as it is hard to imitate. Though the technology used can be imitated, it is difficult to do so, and as such it provides a competitive advantage for the organization (Majmudar, 2021). The company should focus more on utilizing and securing the needed financial and human resources. The management of the company will emphasize the training and development of employees so that long-term competitive advantage can be secured for the business.
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Figure 2. Porter’s five forces model
Competitive Rivalry
“Omni Clean” is likely to face tough competition from already established brands such as Dettol, Flash, Harpic, Cif, and Mr. Sheen. It would take excellent management and marketing planning to secure a profitable market share.
The threat of new entrants
The home service industry is easy to break into, due to the lack of entry barriers. The business can be initiated with the aid of very less capital and other resources, which makes it easy for new entrants to start their venture in turn opening up possibilities of cut-throat competition.
The threat of substitute products
As ‘Omni-Clean’ can be used for most surfaces including clothes, there are no close substitutes for the product. The company can build a successful brand on this basis and can charge differentiated and higher prices for the product. It can even create a monopolistic market for itself in the long run.
Bargaining power of suppliers
‘Omni-Clean’ is to be manufactured using organic ingredients and supplies, and as there are currently fewer suppliers providing organic raw materials, the suppliers can charge higher prices, driving up the input cost as well as demanding other trade advantages, though as the inclination of customers toward organic products, this situation is likely to improve in future.
Bargaining power of customers
As the product is for everyday use and is targeted at low to middle-income households, the customers have little influence on the market price. The company has to first adopt competitive pricing to accumulate the customer base.
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As the startup idea is to manufacture cleaning products using organic ingredients, there are multiple legal structures the business can take. Though among each alternative, a sole proprietorship is the most common legal structure for small-scale businesses, the startup in question will take the form of a ‘Limited Liability Partnership’. 
The decision is made after carefully considering various aspects of the business and evaluating the pros and cons of each structure. A sole proprietorship is the cheapest way to enter the market, and the owner has absolute control over each business decision, but along with this the proprietor is accountable and has personal liability (Djamalov, 2020). This may also lead to difficulties in obtaining finances. General partnerships are also easy to form, as it does not require extensive paperwork, but again there is the unlimited liability of partners for each business activity. Taking a company form is also out of the scenario as in the initial phase, the business will not have adequate resources to manage the daily overall operations. 
After putting thought into all such factors, it is decided that the business will take the form of a ‘Limited Liability Company’. This structure combines the best of companies and partnerships, all the while eliminating their limitations (Majmudar, 2021). Though it will initially prove expensive to form an LLP, it is profitable in the long run. The business will get taxation benefits, as it is a partnership in part, and is deemed more credible in the eyes of the general population that can assist it in acquiring the target market.
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The business model that is deemed suitable for the business is the ‘Retailer model’. The company will purchase the product from the manufacturer and sell it directly to end users. The revenue stream of the company will be focused on asset and product selling, and volume and unit selling. The company will tie up with manufacturers on a contractual basis. Customers can place orders through the company website, and an efficient distribution channel is used for the purpose of transportation. As the product will be available in retail stores, as well there are higher chances of product recognition (Melkamu, 2021). In the long run, the retail business model can create brand loyalty and the business can be expanded into providing other products and services. The target market for the company is chosen to be individuals from the 18-45 age group, as these are most likely to use the product and have the responsibility of purchasing cleaning supplies for households.
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As the business is in its initial stage, it mainly depends on its partners for its operational activities. The partners will not take salaries for 2 years, and as such, no provision is to be created for the purpose. There will be only two other managers handling finance and marketing activities. The managers are experienced and are likely to contribute significantly to achieving the organizational goal of securing at least a 10% market share in 3 years.
	Members of the team
	Job profile
	Qualification

	Partner 1
	· Planning operations
· Securing product supplies
· Networking 
	· Industry experience of 4 years.
· Existing contacts
· Postgraduate in business management

	Partner 2
	· Planning
· Running day-to-day operations
· Managing internal departments
· Legal considerations
	· Master’s in business administration
· Specializes in managing human resources
· Diploma holder in company law

	Sales and Marketing Manager
	· Managing sales
· Confirming orders
· After-sales services
· Expanding client base
· Marketing responsibilities
	· Master’s in marketing 
· Industry experience 
· Designed profitable campaigns

	Finance manager
	· Securing necessary funds
· Accounts management
· Forecasting 
	· Finance graduate
· Skilled in using statistical tools



Table 2. Management team plan for the business
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Figure 3. Four P’s of marketing
Product
‘Omni Clean’ the product that is to be distributed by the company is made from organic products and is cruelty-free. The USP of the product is that it can be used to remove stains from clothes as well along with each type of surface. This eliminates the use of multiple cleaners and makes cleaning a less cumbersome experience.
Price
As the product falls into the category of everyday essentials, the prices are kept competitive (Giyazova and Davlatov, 2021). The price structure of the close competitors like Dettol and Harpic are analyzed for this purpose. Customers or other businesses ordering in bulk will be given discounts based on the volume.
Place
The channel of distribution will be direct sales (Dana et al., 2023). The inventory is kept according to the average orders received per month and adjusted according to the demand forecast. The products are displayed on popular websites and the company’s official website. 
Promotion  
The promotional mix of the company mainly focuses on digital marketing. This is done to reach the target market of the age group 18-45. As individuals are spending more time online and prefer to purchase from online stores, spending on digital marketing seems appropriate.
[bookmark: _Toc131613785]Financial plan

Sources of Finance
There are options for a limited liability partnership to obtain funds (Dana et al., 2023). The most significant is, taking a loan from a partner. The partners in the present case have contributed equally to the company’s capital structure. Another source of finance for the company is banking and other financial institutions. Borrowing from such sources reduces the burden on partners, and creates an assured capital stream in the business (Melkamu, 2021). As the partners have limited liability, it is one of the most used sources of finance. 
Fund Flow Statement
	Particulars
	Amount in pounds

	Sources of funds:
Capital
Funds from operations
Sales
Long term borrowings
	
20,000
5000
10000
15,000

	Total
	50,000

	Application of funds:
Interest payments
Operational expenses
Raw material 
Increase in working capital/ Miscellaneous
	
1000
5000
10,000
34,000

	Total
	50,000



Table 3. Fund flow statement for the business
Cash forecast
	Particulars
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Opening Balance:
Income:
Cash sales
	20,000

2000
	16,900

3400
	15,000

4200
	14,300

4500
	13,900

5300
	14,300

6000

	Total income
	22,000
	20,300
	19,200
	18,800
	19,200
	20,300

	Expenditure:
Rent
Suppliers
Wages and salaries
	
100
1000
4000
	
100
1200
4000
	
100
800
4000
	
100
800
4000
	
100
800
4000
	
100
1000
4000

	Total expenditure
	5,100
	5,300
	4,900
	4,900
	4900
	5,100



Table 4. Cash flow forecast
Sales Analysis
The sales forecast of the business shows that the sales are generating a revenue of 2000 in the first months to 6000 units in the 6th month of its operations. This shows that sales are increasing at a steady rate, indicating that a slightly more aggressive approach in operations can lead the business in reaching a break-even point (Djamalov, 2020) in about 1.5 years. After that period, the business will be in profit based on the sales only, and achieve some form of financial stability.
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The estimated revenue that is likely to be generated in the household cleaners segment amounts to around 11.23 billion pounds in 2023, The market of home service products is expanding in the UK as the population is increasing in the country. The enhancing demand for the clearing agent is the main cause behind the expectation of market growth of 4.43% annually between 2023 to 2027 (Statista, 2023). This is why it will be a profitable sector for Omni Clean to do its business.
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Figure 4. Global household cleaning product market share
Source: (Fortune Business Insights, 2021)
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Conclusion 

The report focuses on developing an appropriate and suitable business plan for the business. Thorough market research is done including VRIO and Porter’s five forces to evaluate the market conditions. Various legal structures and sources of finance are evaluated, and LLP and long-term borrowing are chosen for the purpose. The report also provides a sales forecast and fund flow statement to clarify the potential earning and growth of the business.
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