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Disclaimer 

This book is intended to provide general information and practical guidance on setting 

up and running a mobile car valeting business in the United Kingdom. It is sold on the 

understanding that neither the author nor the publisher is engaged in providing legal, 

accounting, tax, insurance or other professional advice. If professional assistance is 

required, the services of a suitably qualified professional should be sought. 

Laws, regulations, tax rules, thresholds and prices change over time and can vary 

between England, Wales, Scotland and Northern Ireland. All figures, rates, thresholds 

and regulatory references in this book are given in good faith and were believed correct 

at the time of writing, but they are provided for illustration only and must be checked 

against current official sources — such as gov.uk, hse.gov.uk and the environmental 

regulators — before being relied upon. 

Vehicle cleaning involves working with chemical products, water, electricity and other 

people's valuable property. Always read and follow manufacturers' instructions and 

safety data sheets, use appropriate protective equipment, comply with environmental 

rules on drainage and waste water, and carry suitable insurance — including cover for 

customers' vehicles in your care, custody and control — before undertaking paid work. 

Nothing in this book should be taken as encouragement to undertake any work that the 

reader is not competent, equipped and insured to perform. 

Every business situation is different. The earnings figures, budgets, prices and 

timescales given in this book are illustrative examples, not promises or projections; 

individual results will vary according to location, effort, skill, market conditions and 

circumstances. Neither the author nor the publisher accepts any liability for any loss, 

damage or injury arising directly or indirectly from the use or application of the 

information contained in this book. 
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About the Author 

This book is published by Trade Skills Hub Academy, which produces practical, step-by-

step guides to starting and running the essential trades. Our books are written for the 

United Kingdom, in plain English, with the numbers left honest — no hype, no get-rich-

quick promises, and no assumption that the reader has capital, qualifications or 

business experience to begin with. 

Every guide follows the same philosophy: that a trade business is built from a small 

number of learnable disciplines — pricing from arithmetic rather than fear, serving 

customers so well they return and recommend, keeping records that protect and inform, 

and turning up, week after week, while a reputation compounds. The tools change from 

trade to trade; the method does not. 

This title stands alongside our complete start-up guides to pressure washing, window 

cleaning, gardening, property maintenance and other trades, and our wider business 

library for tradespeople covering marketing, tendering for work, and business records. 

Details of the full range can be found at www.tradeskillshubacademy.com. 
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Preface 

There is a particular moment this book was written for. It happens on a driveway, usually 

about two hours into a job, when a car that arrived looking abandoned starts looking new 

again — and the person doing the work realises, with some surprise, that people will pay 

properly for this, again and again, within walking distance of home. 

Mobile car valeting is one of the last genuinely accessible trades: modest kit, no 

premises, no gatekeepers, and demand in every street in the country. But accessibility 

cuts both ways. Because anyone can start, plenty do — without safe methods, without 

insurance, without prices that can feed a family — and most are gone within a year, 

leaving behind customers a little more sceptical than they found them. The difference 

between joining that churn and building something durable is not talent or luck. It is 

method: a few hundred pounds of the right equipment used correctly, prices built from 

arithmetic instead of nerves, a service so reliable it becomes a habit in other people's 

households, and the handful of systems that stop a busy trade from drowning its owner. 

That method is what this book contains, in the order you will need it. It has been written 

to be worked through with a pen, not admired from a distance; its numbers are honest, 

including the unflattering ones; and it ends with the templates and action plans that turn 

reading into launching. If you finish it and start — carefully, at fair prices, with a clean 

mitt and a confirmed booking — it will have done its job. 

We wish you a full diary, dry mornings and customers who tell their neighbours. 
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How to Use This Book 

This book is arranged in seven parts, in the order you will need them, and it is written to 

be worked through rather than merely read. Part 1 (Chapters 1–2) helps you decide — 

what the trade really offers, and whether it fits you. Part 2 (Chapters 3–4) aims the 

business: the market, the customers and your model. Part 3 (Chapters 5–6) equips it — 

the kit, products, water and power, and the safe working methods that protect the 

vehicles you will be trusted with. Part 4 (Chapters 7–8) wins the work and prices it 

properly. Part 5 (Chapters 9–10) runs the business day to day — service, bookings, 

money and records. Part 6 (Chapters 11–12) grows it and sustains it for the long term. 

Part 7 (Chapter 13) is the toolkit: the checklists, templates and 30- and 90-day action 

plans that turn the whole method into a launch. 

If you are starting from scratch, read the book once through, then work Chapter 13's 

plans with the earlier chapters as reference. If you are already valeting — busy but not 

profitable, or capable but chaotic — go straight to the chapter that addresses your 

pressure: pricing (Chapter 8), winning better customers (Chapter 7), or organisation and 

money (Chapter 10), and read outward from there. 

Two suggestions above all. First, keep a pen with the book: the chapters will repeatedly 

ask you to write things down — your patch, your floor rate, your menu, your goals — 

because a plan on paper is the difference between a book that was read and a business 

that was started. Second, practise before you charge: the safe washing method of 

Chapter 6 belongs on your own car until it is reflex, because the trade's whole premium 

rests on doing no harm to other people's. 
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Introduction: Why Mobile Car Valeting Is a Strong Business 

Opportunity 

Somewhere near you, this morning, a perfectly good car is quietly embarrassing its 

owner. The paint is filmed with winter, the footwells have gravelled over, the back seats 

record every school run since spring — and the owner knows it, minds it, and does 

nothing, because the hand car wash means a Saturday queue for a splash-and-scratch, 

and the bucket on the drive means finding three hours and the willpower. Multiply that 

car by the forty million vehicles on Britain's roads and you have one of the most reliable 

small-business opportunities in the country: the mobile valeter, who brings the 

equipment, the products and the skill to the customer's own driveway, and hands back a 

transformed car while its owner got on with their life. 

Why this trade, and why now? The demand is structural, not seasonal fashion. Cars 

re-dirty themselves perpetually, in every postcode, through booms and recessions alike 

— in hard times, people keep their cars longer and care for them more, not less. The 

service cannot be imported, automated or downloaded: no robot comes to a driveway in 

your town, and no app can vacuum a footwell. The customer pays on the day, at the car, 

which spares a new business the cash-flow agonies that afflict invoice-based trades. 

And the work renews itself: unlike almost anything else people pay to have cleaned, a 

car gets dirty again on the drive home — which means every customer won properly is 

not a job but a stream of jobs, and a round of regulars, built one satisfied driveway at a 

time, becomes the closest thing small business offers to a renewable resource. 

Meanwhile the supply side is your opening. The trade's low entry bar fills its bottom end 

with casual operators — the single dirty sponge, the £25 "full valet", the no-show — and 

customers have learned to expect disappointment. That is not a saturated market; it is a 

market starving for professionalism. The operator who answers the phone, turns up 

when promised, uses safe methods on expensive paintwork, and comes back every four 

weeks does not need to beat the £6 hand wash on price, because they are not selling 

the same product. They are selling quality, care and convenience — and in almost every 

town in Britain, the reliable, insured, easy-to-book end of this trade is short-staffed, 

which the two-week wait for any decent local valeter quietly proves. 
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What the business asks of you is honestly stated throughout this book: modest capital 

(a capable start-up is achievable for a low four-figure sum — Chapter 5 prices it to the 

pound); genuine skill, learnable in weeks (safe washing that never scratches, interiors 

revived without soaking — the gulf between amateur and professional is exactly what 

customers pay for); physical work in all weathers, planned for rather than endured; and 

the ordinary business virtues — reliability, organisation, fair pricing held with confidence 

— that this book turns from personality traits into installable systems. 

And what it offers in return is set out with the numbers left honest: a part-time round 

built at weekends alongside a job, earning real money within months; a full-time solo 

business producing a serious living by year two, built on regulars, fleet rounds and 

premium work; and beyond that, a genuine choice between two destinations — the 

premium one-van business with a waiting list and protected weekends, or the growing 

operation with staff, contracts and an asset worth selling. None of it is quick and none of 

it is complicated: the whole method fits in the thirteen chapters that follow — decide, 

aim, equip, work safely, win customers, price properly, serve people brilliantly, stay 

organised, and grow on purpose. 

The cars are out there now, forty million of them, getting dirtier as you read. Turn the 

page, and let's get you to the first one. 
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Chapter 1 – Why Start a Mobile Car Valeting Business? 

There are around forty million vehicles on Britain's roads, and almost every one of them 

is dirty. Not abandoned-in-a-field dirty — ordinarily, permanently, life-happens dirty: the 

school-run crumbs ground into the back seats, the dog hair woven into the boot carpet, 

the winter film on the paintwork, the coffee ring in the cupholder that has been there 

since March. Their owners notice, mind, and mostly do nothing — because the hand car 

wash means queueing on a Saturday, the bucket on the drive means finding three hours 

and the willpower, and neither produces the result they actually want. Into that gap 

drives the mobile valeter: the professional who brings the equipment, the products, the 

skill and the transformation to the customer's own driveway or workplace, while the 

customer gets on with their life. This chapter is an honest tour of the opportunity — what 

the work really is, who pays for it, why it suits a first business so well, what success 

realistically looks like, and the myths worth clearing away before a pound is spent. 

What a Mobile Valeting Business Actually Does 

Strip away the jargon and the business is simple to describe: you travel to vehicles and 

clean them to a professional standard, at a level of care and detail their owners cannot 

or will not achieve themselves. In practice the work spans a ladder of services. At the 

foot sits the maintenance wash — a proper, safe, scratch-free exterior clean with 

wheels, glass and a tidy interior — the bread-and-butter visit that keeps a commuter's 

car respectable. In the middle sits the full valet: exterior washed and protected, interior 

vacuumed, shampooed or steamed, trim dressed, glass polished, the car returned 

smelling and feeling nearly new. At the top sit the deep and specialist jobs — the 

family car that has hauled children, dogs and holidays for four unwashed years; the pet-

hair excavation; the stain and odour work; and, for those who later develop the skills, the 

enhancement end of the market: machine polishing, paint protection and the detailing 

services that command premium prices. 

Two truths about the work sit behind everything else in this book. First, it is skilled — not 

in the guild-and-apprenticeship sense, but genuinely: safe modern washing that doesn't 

scratch paint, interiors revived without soaking or staining, products matched to surfaces 

— and the gulf between an amateur splash-about and a professional result is exactly 

what customers pay for. Second, it is mobile, and the mobility is the product as much as 
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the cleaning is: you sell the wash, but the customer is buying back their Saturday 

morning. 

Domestic, Fleet, Dealer and Commercial Valeting 

The money arrives from four directions, and a well-built business usually ends up 

drawing on more than one. Domestic customers — households and private drivers — 

are where nearly everyone starts: the busy professional whose car is a mobile office, the 

family whose people-carrier has surrendered to the children, the older driver who takes 

quiet pride in a clean car but no longer wants the physical work, and the enthusiast who 

wants their pride and joy done properly. Domestic work pays on the day, books through 

recommendation, and converts beautifully into the regular visits that Chapter 4 will show 

you to prize. 

Fleet work is the same skill sold in bulk: the courier fleets, taxi firms, care agencies, 

sales fleets and van-driving trades whose vehicles are rolling advertisements and 

workplace assets. Fleet customers buy regularity — weekly or fortnightly rounds at 

agreed rates — and they are the fastest route from a diary of one-offs to a business with 

predictable income. Dealer work serves the motor trade itself: used-car dealers 

preparing stock for the forecourt, garages returning serviced cars washed, dealerships 

needing overflow help at month-end. It is high-volume, workmanlike and price-keen, but 

it fills quiet days and teaches speed. And commercial work covers the rest of the 

business world: the company directors' cars done monthly at the office, the wedding and 

chauffeur cars, minibuses, motorhomes and the local firms who want their branded vans 

presentable. Each sector has its own rhythms and rates — later chapters take them in 

turn — but notice now what they share: every one of them generates repeat work, 

because vehicles, unlike most things people pay to have cleaned, get dirty again on the 

drive home. 

Why Mobile Valeting Is a Strong Small Business Opportunity 

Set the trade against the checklist any sensible person should run over a prospective 

business, and it scores remarkably well. The demand is enormous, local and 

renewable — forty million vehicles, re-dirtying themselves perpetually, in every 

postcode in the country, through booms and recessions alike (in hard times, people 

keep their cars longer and care for them more, not less). The service cannot be 
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imported, automated or downloaded — a robot cannot come to a driveway in your 

town, and no app can vacuum a footwell. Repeat custom is structural, not aspirational: 

do a good job at a fair price and the same car needs you again within the month, which 

is the closest thing small business offers to a renewable resource. The customer pays 

on the day, mostly by card or transfer at the vehicle, which spares a new business the 

cash-flow agonies that afflict invoice-based trades. And the market's weakness is your 

opening: the industry's low entry bar fills it with casual operators who scratch paint with 

dirty sponges, cancel without warning and vanish by autumn — which means that mere 

professionalism (answering the phone, turning up, doing careful work, coming back next 

month) puts you, quickly, in the reliable minority that customers actively hunt for and 

gladly pay more to keep. 

A Low Barrier to Entry — Honestly Weighed 

Compared with almost any other business a private individual can start, the entry costs 

here are modest, and it is worth being concrete. There is no shop lease, no stock, no 

franchise fee, no mandatory qualification. A capable start-up — the wash kit, a 

professional vacuum, water supply and power, products, insurance and a sound used 

van or estate — is achievable for a low four-figure sum, with a fuller setup still costing 

less than a single quarter's rent on a small shop; Chapter 5 prices it all honestly. 

Training that lifts you decisively above the casual end of the market — a few days of 

professional valeting or detailing tuition — costs hundreds rather than thousands and 

repays itself in avoided mistakes on other people's expensive paintwork. 

But weigh the low bar honestly, because it cuts both ways. Easy entry means plentiful 

competition at the bottom, and it means customers have been burned before and start 

sceptical. The bar to entering is low; the bar to excellence — safe methods, good 

products, reliability, presentation — is modest too, and that is the real opportunity: for a 

small investment in kit, training and professionalism, you can operate from day one at a 

standard most of the market never reaches. The barrier keeps out no one; the standard 

keeps out almost everyone. This book is about clearing the second, not just the first. 
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The Appeal of Flexible Work and Visible Results 

Two rewards of this trade deserve naming because they are why its best operators stay 

in it for decades. The first is autonomy: you choose the patch, the hours, the services 

and the customers. School runs can be worked around; the diary can flex to life rather 

than the other way about; and the ceiling — a comfortable part-time round, a full solo 

diary, or the multi-van operation of Chapter 11 — is set wherever you choose to put it. 

The second is rarer than people expect in working life: visible, finished, appreciated 

results. A valeter starts a job on a car that looks abandoned and finishes, a few hours 

later, on one that looks showroom-fresh — and then stands beside a customer who is 

genuinely, audibly delighted. Few jobs deliver that arc daily. The before-and-after is not 

just satisfying; it is the engine of the whole marketing method in Chapter 7, because 

transformation photographs sell this trade better than any words — and it is a quiet 

defence against the drudgery that hollows out so much other work. You will be tired at 

the end of a full day; you will rarely wonder whether you achieved anything. 

What Success Can Look Like — Year One and Beyond 

Honest numbers, as this book will give them throughout. A part-time start — weekends 

and evenings alongside a job, which is how many valeters sensibly begin — can build to 

a few hundred pounds a week within months, on a kit that pays for itself in its first busy 

season. A committed full-time solo operator, charging properly (Chapter 8's whole 

subject) and retaining customers (Chapter 9's), can realistically build toward a diary of 

five to eight jobs a day at maintenance level or two to four fuller valets, producing a 

turnover in the low-to-middle tens of thousands in year one and a serious full-time living 

by year two — with the regulars and fleet round providing the base and the premium 

work providing the margin. Beyond that sit the growth routes of Part 6: premium detailing 

services that double the value of a day, fleet and dealer contracts that fill the winter 

diary, and, for those who want it, a second van and the beginnings of a genuine 

company. None of these figures is a promise — patch, effort, season and pricing move 

all of them, and the first winter tests everyone — but none of them is hype either: they 

are what this trade reliably yields to people who work to a professional standard and run 

the business side as carefully as the wash side. 
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Common Myths About the Industry 

Finally, the folklore — because you will hear all of these, and each contains just enough 

truth to mislead. "Anyone can wash a car." Anyone can; almost nobody can do it 

safely and well, and the difference — swirl-free paint, an interior that dries clean rather 

than musty — is the entire trade. "You can't compete with the £6 hand car wash." 

You are not trying to. The hand wash sells cheapness at their location on their queue; 

you sell quality, care and convenience at the customer's home — different product, 

different customer, different price, as Chapter 8 will show in figures. "It's just summer 

work." Winter changes the work — shorter days, more planning, more interior and 

protection work — but salt-caked, misted-up winter cars need valeting more than 

summer ones, and fleets need it year-round; seasonality is managed, not suffered, and 

Chapter 12 shows how. "You need thousands in gear to start." You need the right 

few hundred pounds of gear used correctly, then growth funded from earnings — 

Chapter 5 separates the day-one kit from the wish list. "The market is saturated." The 

bottom is crowded; the reliable, insured, professional middle and top are short-staffed in 

almost every town in Britain — which the two-week wait for any decent local valeter 

quietly proves. And "it's not a real business." Tell that to the operators with five-figure 

fleet contracts, waiting lists and staff. It is exactly as real as it is run — which is the 

business of the next twelve chapters. 

The opportunity, then, is genuine, reachable and honestly bounded. The next question is 

more personal: is it right for you? Chapter 2 asks it properly — the qualities, the physical 

truths, the weather and the solitude — and gives you a self-assessment to answer it 

before the first pound is spent. 

END OF SAMPLE. BUY THE FULL BOOK NOW! 


