
Detail Czar Auto Detailing Business Plan Outline

 Every business needs a business plan. It’s a living document that can be 
edited and updated as needed. Your business plan can be re-worked based
on the economy, the competition, a pandemic, or even changing the way 
you operate your business; operating mobile or working out of a physical 
location. Bank loans and investors will require you to have a sound business
plan.

Mission Statement:

 Determine what you want the company to be within your community.
Develop an Auto Detailing operation that provides its customers the best 
quality product that meets and exceeds the customer’s needs and 
expectations.

 Decide whether the company will begin operating mobile or from a shop, 
your home garage, rent space from another automotive business.

 Demographics:

 Determine where the customers are and how you will reach them. A 
competitive study should be conducted to determine the feasibility of such 
a company in the general area of __________________. It may be 
determined that four such operations exist in the area where you plan to 
operate your business.

 Survey the competition, determine what their strengths and weaknesses 
are and have a plan to fill their voids. 

 With a physical location most of your business will derive from up to a 10 
mile radius. As a mobile operator you can go anywhere, of course permits 
will be needed and the correct insurance.

 Determine the SERVICES you will offer, and list them in your business 
plan.



 Consider providing a Service Menu such as the one used and 
recommended by Detail King Express in Pennsylvania.

Financing:

 Determine how much funding you will need! Every small business has 
different needs, and no financial solution is one-size-fits-all.

 Self-funding, small business loan (SBA) venture capital, crowdfunding, 

Market Niches in order of importance:

 Retail clients in the upscale neighborhoods are defined in the 
demographic section.

 Companies that have been identified within the industrial parks and office
building complexes in the area.

Other automotive businesses 

Real estate agencies 

Insurance companies and claims departments

Apartment and condominium complexes

Car dealerships

Auto body shops

Car rental agencies

Senior citizens centers

Parking garages

College universities

Automatic tunnel car washes 

Boat marinas

Marketing Plan:



The marketing plan will vary from season to season throughout the year. The 
important issues of the plan include the following items.

- Development of a website to ensure a solid presence on the internet.

- Join the local chamber of commerce to gain immediate exposure to the 
businesses in the area. Create a special pricing for all chamber of commerce 
members and their families to promote growth.

- Development of a plan for exploiting the social media platforms on the 
internet and the smart phones in use.

- Create proper signage, logos, service menu and business cards for use by the 
company and its employees.  (Branding the Business)

- Develop a plan to send weekly, biweekly, or monthly emails to your prospects 
and past customers.

- Face to face meetings with each auto related business to foster a relationship 
with so that they are aware of your business and how you can help each other. 
Place flyers and business cards at their locations to create customer awareness.

*Advertising mediums should be monitored and controlled to determine 
success in terms of customer and revenue growth*

Cost and Profit Model:

Have a cost and profit model to project the number of detailing services 
you expect to complete in the next twelve months. Follow that by your 
income and expense projections for the next twelve to twenty four months.
Use this tool to project your income, expenses, and net income for the next
four years. Understand your fixed and variable costs, your profit margin, 
and your cost per hour to operate your business profitably. 

Let’s say you touched 300 vehicles your first year in business and your 
sales reflected $100,000. So, your average sale was $333. You want to set 
next year’s goal at $200,000. Does that mean you will have to touch 600 
vehicles?  Not necessarily! If you pursue more profitable jobs, more ceramic
coatings, you may only have to touch 450 vehicles, your average ticket is 
now $444! 



Of course, you also must forecast what your additional Variable costs will 
be to hit that goal– Labor, Marketing, Advertising, Supplies, etc. The 
additional revenues will not be all profit, but if you have a good execution 
plan and keep your additional costs under control your profits will increase 
accordingly also.

Equipment and consumable products:

Build and list your equipment and product needs, including the sources. Create 
a list of consumable products including polishes, cleaners, dressings, ceramic 
coatings, along with all detailing accessories you will need to provide the services 
that you listed in the Services Offered section of the business plan. 

Methods and Procedures:

Consider what methods and procedures you need to start and maintain your 
detailing business. Start by determining what is important to you and to the 
success of your detailing business. You can  view all of the components of this 
document on the Detail King website by searching “Auto Detailing Methods & 
Procedures Guide.”

Licenses and Permits:

List all permits, and licenses needed to be compliant with the local, state, and 
federal regulations. Review legal requirement with counsel and accounting 
professional.

EPA and local environmental regulations:

It is important to understand the regulations and the potential equipment 
needed to comply. Be sure to search them out and list them in your plan so that 
your mentor or legal counsel can assist you with understanding and complying 



with them. These requirements are different in each area and will require your 
attention.

Business Structure:

While starting a business involves a number of practical considerations, 
structure remains the primary determination to be made at the outset. Many 
entrepreneurs do not consider forming a business entity. Instead, the business 
will default to a sole proprietorship in the case of an individual owner, or a 
general partnership if there are multiple owners.

Limited Partnerships (LPs) and Limited Liability Companies (LLCs) - Both of these 
entities are formed by filing documents with the Department of State and are 
largely governed by internal agreements between the owners. While at least one 
owner of a limited partnership must serve as general partner and be subject to 
unlimited liability, all members of an LLC are afforded limited liability. LLCs, 
however, may be subject to a state’s capital stock tax. Your personal assets are 
protected by incorporating your business. Being a small business, your accountant
may advise you not to become a “C” corporation but rather an LLC or an LP. 

S corporations are the most common entities that provide the owner personal 
protection with pass-through tax treatment. To create any corporation, the 
owner must file Articles of Incorporation with the Department of State, make an 
election to be treated as an S Corp., adopt bylaws, and hold initial meetings of 
shareholders and directors – among other organizational tasks. Your detailing 
business can incorporate as an LP or LLC and still be an S corporation. Best 
advice is to meet with a good small business account, review your situation and 
determine what is best for you and your new business. 

Growth Plans:

Try to anticipate your growth relative to volume of customers, employees, 
equipment, and marketing needs. Consider forecasting customer and revenue 
growth along with retained customers. This will tell you that your overall plan is 
working. Forecast customer growth and revenue for 12, 24, 36 and 48 months.

For both business and hands-on training, The Detail Czar has excellent programs
designed for both new and seasoned entrepreneurs. Visit: 
www.TheDetailCzar.com  


