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Summary 
Immaculate Cleaning Services is a startup janitorial services provider servicing the needs of local church-
es throughout Central Arkansas.  The office will be located in the ABC Office Building at Twenty River 
Rock Place, North Little Rock, Arkansas.  John Smith will be the sole owner of the company and plans to 
organize as an S Corporation. 

Immaculate Cleaning Services estimates total project cost of $25,000.  Mr. Smith needs debt financing of 
$20,000.  The loan proceeds will be utilized primarily in purchasing cleaning equipment & supplies, lease 
payments, payroll, and additional working capital needs throughout the first year.  Mr. Smith will pledge 
home equity of $18,000, as well as all new equipment purchased with loan proceeds as collateral.  Mr. 
Smith will contribute 20% of his own cash from savings into the business, approximately $5,000.

Products/Services 
Immaculate Cleaning Services plans to provide quality cleaning services to the churches within Central 
Arkansas.  Services will include waste disposal, window cleaning, blind and upholstery cleaning, carpet 
and hard surface floor care, restroom sanitation and stocking, dusting, furniture upkeep, and occasional 
specialized interior cleaning services.

Contracts will be formed on a six month basis and rates will be charged on square footage rather than a 
flat fee due to their varying sizes. The proposed pricing strategy is $0.08/sq. ft. per cleaning.

Market 
Potential target customers include places of worship for any religious denomination located within Pu-
laski, Faulkner, Saline, Garland, and Lonoke counties.  In 2019, there were more than 400 churches operat-
ing in Little Rock alone. Additionally, approximately 500+ churches are located in the surrounding cities/
counties of North Little Rock, Benton, Cabot, Conway, Jacksonville, Hot Springs, Saline County, Faulkner 
County, Garland County, Pulaski County, and Lonoke County.  Of these churches in Central Arkansas, 50% 
have congregations of over 100 members.

Cleaning services that cater only to churches are relatively rare; therefore, Immaculate can focus on the 
segmented market for maximum market share.  Immaculate Cleaning Services will also implement a 
four-tier quality inspection plan to ensure the highest quality work from all employees.  Additionally, Mr. 
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Smith will periodically contact all customers for comments, suggestions for improvement, and feedback 
concerning the quality of work.  Based upon fee structure, time constraints, and employee force, Im-
maculate Cleaning will actively strive toward a “mix” of church sizes. A mix of small to mid-size churches 
based on square footage with a few large churches is the optimal target customer mix.

Most of the janitorial services competition in the state of Arkansas lies within the targeted geographic 
areas of Pulaski, Faulkner, Saline, Garland, and Lonoke counties. These five counties alone account for 
51.04% of janitorial establishments within the entire state. Competition within the targeted area is fierce; 
therefore, Immaculate Cleaning Services will carve a niche market by targeting churches.  Indirect com-
petition for the business includes churches that have member volunteers clean the church rather than 
contracting with a cleaning service.

Direct sales and referrals will be vital to success.  Immaculate Cleaning wants to portray a personal and 
professional image to potential clients. Immaculate Cleaning will target five counties for contract work; 
however, Mr. Smith will begin marketing in Pulaski County. 

Currently, Immaculate Cleaning Services has contracts with three churches requesting services upon 
startup.  Key aspects of marketing promotions and strategies are listed below.

•	 Direct Sales/Client Meetings – A significant marketing task will be contacting potential clients, 
setting up appointments and demonstrations, and working through contracts with new clients. 
Each week, Mr. Smith will contact potential clients with hopes to set up two client meetings and/
or cleaning demonstrations.

•	 First-Time Client Promotion – Potential clients will receive a one-time demonstration cleaning of 
a portion of their church. This demonstration should take approximately one hour, after which a 
regular six-month contract will be sought.

•	 Referral Rewards – Clients will receive a 10% discount on their next cleaning when they refer a 
potential client who signs the initial six-month contract.

•	 Guest Satisfaction Survey – Immaculate Cleaning Services wants to know how it is doing! A fold-
over postcard will be left approximately once a month thanking clients for their business. On the 
inside of this card will be a short survey, including comment section, which can be folded and 
dropped into a mailbox free of postage. Clients will get a small discount for participating. Clients 
also have the option of filling out the survey online at the website. 

•	 Internet Presence – Immaculate Cleaning Services will maintain a simple website listing services 
available, contact information, and promotional activities including discounts, demonstrations, 
etc. The webpage will be located at www.immaculatecleaningservices.xyz. The URL address will 
be included on all business cards, signage, pamphlets, satisfaction surveys, stationery, and thank-
you notes.

•	 Promotional Materials – Immaculate Cleaning Services will utilize promotional materials such as 
informational brochures, business cards, yellow page advertisements, online business listings, 
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and a unique logo design to generate business.  Occasional direct mail will be sent to potential 
clients detailing the free demonstrations, referral rewards, and website.

Industry 
According to the U.S. Census Bureau, the janitorial industry saw the second highest increase in the 
service sector from 2019 to 2020 with 20.4% growth. Competition is intense, as in any contract-bidding 
situation, and this has affected profitability.  One of the largest problems and/or risks of the industry is 
employee turnover. Employees are vital components of providing a professional, quality cleaning service.  
Therefore, Immaculate Cleaning Services will provide adequate pay, additional employee benefits, and 
extensive application processes to extract the highest quality of customer service from all employees.

Operations and Management 
Mr. Smith will be responsible for all management duties. He brings to this business 10 years working 
experience within the commercial cleaning industry. Mr. Smith will hire two full-time employees at $9.00 
per hour immediately to provide janitorial services. He will hire additional variable labor employees to as-
sist during the probable busier months as needed. Once the business has grown, he will hire an adminis-
trative assistant.

Immaculate Cleaning Services will provide service in “teams.”  Teams will speed up the cleaning process 
and increase efficiency because each team member will perform specific tasks at each location. Teams 
will be monitored on quality of service by the supervisor (owner). During the beginning stages, the 
owner will be at every site to assist employees and to perform a quality inspection of their work.

Immaculate Cleaning Services will provide clients with an initial six-month cleaning contract. Cleaning 
services will be performed weekly and billed on the last day of each month. Clients will have until the 
15th of the following month to pay their bill.  Late payments will receive a small penalty based upon total 
amount due.  Clients will have a prepayment option for the entire period or weekly installments.

Budget 
Project Cost Summary 
Equipment 			                $5,700 
Cleaning Supplies 		               $3,621 
Office Supplies 	   	    		  $768 
One-time Fees, Deposits		  $800 
Working Capital              		             $14,111

	                                Total Cost        $25,000

Budget Explanation

•     SALES 
July, August: 3 churches serviced @ approximately 12,500 sq. ft. $0.08 per sq. ft. 4 times per month = 
$4,000 in revenue per month
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September, October: 4 churches serviced @ approximately 17,500 sq. ft. $0.08 per sq. ft. 4 times per 
month = $5,600 in revenue per month

November: 5 churches serviced @ approximately 22,500 sq. ft. $0.08 per sq. ft. 4 times per month = 
$7,200 in revenue per month

December, January: 6 churches serviced @ approximately 37,500 sq. ft. $0.08 per sq. ft. 5 times per month 
= $15,000 in revenue per month

February, March, April: 7 churches serviced @ approximately 42,500 sq. ft $0.08 per sq. ft. 4 times per 
month = $13,600 in revenue per month

May, June: 8 churches serviced @ approximately 50,500 sq. ft. $0.08 per sq. ft. 4 times per month = 
$16,160 in revenue per month

•     BUSINESS LOAN 
Assume a $20,000 loan at 10% amortized for five years.

•     EXPENSES 
Expenses were determined by contacting venders and utilizing industry standards within the local 
market.  Cleaning supplies are estimated to be $25 per week. Personnel expenses include 2 FTE @ $9.00/
hr. X 40 hrs. per week = $2,880 per month with additional labor during December and January: 1 Part-
time employee @ $8.50/hr. X 20 hrs. per week = $680 per month. Payroll taxes were estimated at 15% 
to be conservative.  Uniforms are expected to be $50 per uniform x 3 uniforms = $150 per employee; 2 
employees = $300.
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Immaculate Cleaning Services
Projected Balance Sheet

			                	             Pre-Startup
Assets	
   Current Assets	
     Cash & Equivalents			   19,300
     Accounts Receivable	
     Other Current Assets	

   Total Current Assets			   19,300
	
  Other Assets - Deposits	
   	
   Fixed Assets	
     Property, Plant & Equipment		    5,700
     Less: Accumulated Depreciation	

   Net Fixed Assets			     5,700
	
   Total Assets				    25,000
	
Liabilities	
   Current Liabilities	
     Accounts Payable	
     Line of Credit	
     Current Portion Long Term Debt		    3,245

   Total Current Liabilities		     3,245
	
   Long-term Liabilities	
     Loans - Long Term Portion		  16,755
     Mortgages	
     Other Non-Current Liabilities	
   Total Non-Current Liabilities		  16,755

   Total Liabilities	 		  20,000
	
Equity	
   Capital Stock				      5,000
   Retained Earnings	
   Net Income (Loss)	

   Total Equity	 			     5,000
	
Total Liabilities and Equity	 	 25,000

TO THE POINT BUSINESS PLAN SAMPLE 
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The To the Point Business Plan Sample is based on the To the Point Business Plan Outline.
A business plan is a vital tool that will help you organize and develop your ideas and goals. 
The To the Point Business Plan Outline streamlines and simplifies the process of writing a 
business plan. Though every business is unique, the five sections (points) appearing in the 
preceding sample plan are essential to your business plan no matter your type of business. 
The Arkansas Small Business and Technology Development Center can assist you with 
compiling your answers into narrative form as they will appear in your completed business 
plan. Contact the ASBTDC office near you for assistance.

TO THE POINT BUSINESS PLAN SAMPLE 
The business and all data appearing in this sample are fictional.
Copyright 2025 by Arkansas Small Business and Technology Development Center. 
All rights reserved.

Your Products/ 
   Services

Your Market

The Industry
      Operations
and Management

Your Budget

Summary



We hope you find this sample helpful. Once you have a draft plan, contact the Arkansas Small Business 
and Technology Development Center near you for an appoinrtment. Our staff can review your plan and 
provide guidance as well as answer questions.

Call On Us

ASBTDC Offices
Lead Center

LITTLE ROCK
University of Arkansas at Little Rock 
Donald W. Reynolds Center for Business 
& Economic Development
Suite 260
2801 S. University Ave.
Little Rock, AR 72204
800.862.2040
asbtdc.org

The Arkansas Small Business and Technology 
Development Center is funded in part through 
a cooperative agreement with the U.S. Small 
Business Administration through a partnership 
with the University of Arkansas at Little Rock 
and other institutions of higher education. All 
programs are extended to the public on a non-
discriminatory basis. This program is supported 
by federal funding. Full disclosures available at 
tinyurl.com/4wdus3tf.

Regional Offices 

FAYETTEVILLE
University of Arkansas
Sam M. Walton College of Business
479.575.5148

FORT SMITH
University of Arkansas – Fort Smith
Center for Economic Development
479.424.5146

JONESBORO
Arkansas State University
Neil Griffin College of Business
870.972.3517

MAGNOLIA
Southern Arkansas University 
David F. Rankin College of Business
870.235.4007

RUSSELLVILLE
Arkansas Tech University
College of Business and Economic Development
479.356.2067

WEST MEMPHIS
Arkansas State University Mid-South
870.733.6805


