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Financial Analysis 

REVENUE 2019 
(£k) 

2018 
(£k) 

Change 
(£k) 

% Reasons Trends/Significance/ 
Further Analysis  

Owned (O) 12,605 11,755 850 7.2% Volume (new customers) and Price 
(small price rise) driven 
 
3 sport venue contracts began in Dec 
18 (6m revenue: £0.5m) 
 
Name becoming more widely known 
 
Average revenue per cleaning hour up 
1.4% 

Lower price per hour 
for large businesses 
= lower GPM 
 
Consistent growth 
(2018:3%; 2017:2%) 

Franchised (F) 492 112 380 339.3% 2019: 15 franchises (11 for 6m) 
2018: 4 franchises (6m) 
Variations between franchises but 
total in line with forecast 

Target (31.05.21):  
50 franchisees 
£15m revenue  
£1m ongoing fees  

TOTAL 13,097 11,867 1,230 10.4%  Consistent growth 
(2018:4%; 2017:2%) 

Mix: O 96.2% 99.1% 2.9%    
Mix: F 3.8% 0.9% 2.9%  Franchising started 01.12.17 F higher GPM 
       
Owned:       
FTE cleaning 
staff 

359 340 19 5.6%   

Revenue per 
FTE 

35.1 34.6 0.5 1.6% Staff scheduling software  
Small price rise 

Above target 

       
Franchised:       
Initial fees 110 40 70 175% Loss on initial fee £10k per franchise 
Ongoing fees 154 29 125 431% 7% of franchise revenue (£2.2m) 2019 

11 new franchises  
6m: £1.2m 
Av per F: £109k 
12m: £2.4m 
Av per F: £218k pa 
 
4 old franchises 
12m: £1m 
Av per F: £250k pa 
 
2018 
4 new franchises 
6m: £400k 
Av per F: £100k 

Cleaning 
products 

219 41 178 434.1% 10% of F revenue (approx.) 
Mark-up 20% (approx.)  

 

Recharge 9 2 7 350% 5% Thom transport costs  
TOTAL 492 112 380 339.3%   

 



 

 

Exhibit Exhibit 
Type 

Exhibit Use 
in Exam 

Key Narrative Points Key Numerical Points 

8 Customers 
 
 

Throughout 
 

R2/R3 
proposals 

Wilder & Daughters: 
- 6 offices plus new head office building 
- State-of-the-art energy conservation at HO 
- Tender based on floor plans 
- Gradual move caused extra management 

time 
- Poor work by previous cleaners 
- New technology provides client with insight  
- Relationship with facilities manager key 
- Renewed every year 
- Daily Mon-Fri clean and monthly deep clean 
 
Tonto 
- Poor work by inhouse cleaners 
- Recommendation from existing customer  
- Free one-month trial 
- Twice daily Mon-Fri 
- Daily Sat-Sun clean 
- Requires careful scheduling 
- New stores will cause additional challenge  
- Cleaning schedule changed for peak times, 

special events and store designs 
- Specialist services (windows, carpets) 

undertaken by other contractors 
- Trialling robot technology could lead to 

efficiency gains 
- Contractual service levels met 
 
Upson 
- College campus 
- Previous cleaning cost-cutting was false 

economy 
- Emphasised financial benefits of healthy 

working environment 
- ‘Smart’ processes so that cleaning is carried 

out in response to actual usage and 
requirements has reduced costs and 
improved quality 

- Using eco-friendly products from Thom 
- Colleges considering opening premises in 

summer months 
- Rolands and Manson are college customers of 

a similar size 

 
Revenue: £175k (1.4% total) 
 
 
 
 
 
 
 
 
 
 
 
Revenue: £680k (5.4% total) 
GPM: 12.16% 
GP: £82.7k (6.2% total) 
 
4 stores (6 more by 31.05.21) 
2-hour clean 
12 per week 
6 staff 
1 supervisor 
 
 
 
 
 
 
 
Revenue: £300k (2.4% total) 
 

 

  


