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About This Book 

Starting a cleaning business is one of the most accessible ways to become self-employed in the UK. 

With relatively low start-up costs, flexible working hours, and strong demand for cleaning services, it 

offers an excellent opportunity for individuals looking to build a reliable income and take control of their 

working future. 

However, success rarely happens by accident. 

Many people start cleaning businesses with enthusiasm but struggle because they lack a clear 

understanding of pricing, marketing, customer service, legal requirements, and the realities of day-to-

day business ownership. 

This book has been written to provide a practical, straightforward guide that takes you through every 

stage of setting up and running a successful cleaning business. 

Whether you intend to work alone, build a small team, or eventually grow into a larger operation, the 

principles contained within this guide will help you establish strong foundations from the very 

beginning. 

 

Introduction 

For many people, the idea of running a business seems complicated, expensive, and risky. 

The truth is that some of the most successful businesses begin with a simple service that people 

genuinely need. Cleaning is one of those services. 

Homes need cleaning. Offices need cleaning. Landlords need properties prepared for new tenants. 

Businesses need their premises maintained. Unlike many industries, the demand for cleaning services 

remains relatively consistent regardless of economic conditions. 

This creates opportunities for people who are prepared to provide a reliable, professional service. 

The purpose of this book is not simply to teach you how to clean. There are already countless resources 

available covering cleaning techniques and products. 

Instead, this guide focuses on helping you build a business. 

You will learn: 

• Whether a cleaning business is the right fit for you. 



How to Set Up and Run Your Own General Cleaning Business 

iv 
 

• The different types of cleaning services available. 

• Legal requirements and insurance considerations. 

• How to research your local market. 

• How to price your work profitably. 

• Marketing methods that attract customers. 

• How to quote for jobs and manage clients professionally. 

• Financial management and business administration. 

• Systems for growth and long-term success. 

Throughout the book, the emphasis is on practical advice rather than theory. 

The aim is to help you avoid common mistakes, make informed decisions, and build a business that 

generates reliable income while maintaining professional standards. 

You do not need previous business experience to benefit from this guide. 

Many successful cleaning business owners started with little more than a few basic cleaning products, 

a willingness to work hard, and a determination to provide excellent service. 

By following the guidance in this book, you will gain a clear understanding of what is required to launch, 

operate, and grow a cleaning business in today's UK market. 

The journey will require effort, commitment, and persistence. There will be challenges along the way. 

However, for those willing to learn and apply what they learn consistently, a cleaning business can 

provide independence, flexibility, and the opportunity to build a rewarding and profitable future. 

Let's get started. 
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How to Use This Book 

This book is designed to be followed in order. 

Each chapter builds upon the previous one, taking you step-by-step through the process of establishing 

and operating a cleaning business. 

If you are still deciding whether this type of business is suitable for you, begin with Chapter 1 and work 

through the book systematically. 

If you have already started trading, you may wish to jump directly to specific sections such as pricing, 

marketing, legal compliance, or business growth. 

To gain the greatest benefit from this guide: 

• Take notes as you read. 

• Complete any exercises or planning activities. 

• Research local information relevant to your area. 

• Develop your own business plan alongside the book. 

• Review chapters periodically as your business grows. 

A successful cleaning business is built through consistent action, not simply by reading about 

business. 

Use this book as a working guide and reference manual throughout your journey. 

We wish you every success with your new venture. 
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About Trade Skills Hub Academy 

Real World Skills for a Better Future 

Trade Skills Hub Academy was created to provide practical, straightforward learning resources for 

tradespeople, students, apprentices, lecturers, and those looking to start and grow their own trade-

related businesses. 

Our philosophy is simple: 

Learning should be practical, relevant, and easy to apply in the real world. 

Too many training resources are overly academic, difficult to follow, or disconnected from the day-to-

day challenges faced by people working in the trades. Our aim is to bridge that gap by producing 

resources that explain complex subjects in a clear, understandable way. 

Whether you are learning a trade, teaching a trade, starting a business, or developing your existing 

skills, our resources are designed to help you achieve your goals more efficiently and with greater 

confidence. 

What We Produce 

Trade Skills Hub Academy develops a growing range of resources including: 

Trade Business Start-Up Guides 

Practical step-by-step guides covering the process of becoming self-employed and running a 

successful trade or service business. 

Examples include: 

• Handyman Businesses 

• Cleaning Businesses 

• Gardening Businesses 

• Dog Walking Businesses 

• Property Maintenance Businesses 

• Other service-based business opportunities 

Trade Learning Resources 

We continue to develop a growing library of practical learning materials for vocational education and 

industry training, covering a wide range of technical subjects. 
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Trade Business Tools 

Including digital tools designed to help self-employed tradespeople understand and improve the 

profitability of their businesses. 

 

About the Author 

The resources published by Trade Skills Hub Academy are written and developed by an experienced 

cleaning contractor, business owner, and author. 

Drawing upon many years of experience within the cleaning industry, and business management, the 

focus is always on providing practical guidance that can be applied immediately in the real world. 

The aim is not simply to teach theory, but to help readers develop the knowledge, confidence, and 

practical understanding required to achieve genuine success. 

 

Visit Us Online 

For the latest books, learning resources, business guides, and trade tools, visit: 

www.tradeskillshubacademy.com 

 

Other Titles Available from Trade Skills Hub Academy 

• Practical Maths for Electrical Installation Students and Apprentices 

• Practical Maths for Plumbing and Heating Students and Apprentices 

• How to Set Up and Run Your Own Handyman Business 

• How to Set Up and Run Your Own Gardening Business 

• How to Set Up and Run Your Own Dog Walking Business 

• How to Set Up and Run Your Own General Cleaning Business 

• Additional trade and business resources available online 
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Chapter 1 – Is a Cleaning Business Right for You? 

Starting a cleaning business is one of the most accessible ways to become self -employed in the 

UK. The start-up costs are relatively low compared to many other trades, you can begin on a small 

scale alongside other work, and you don’t need formal qualifications or years of training to get 

started. For many people, it is a practical, realistic route into running a first business and taking 

control of their working life. 

But accessible does not mean effortless. Plenty of people like the idea of having their own cleaning 

business, yet struggle when it comes to the day-to-day reality: the physical effort, the early 

mornings or late evenings, the responsibility for pleasing clients, and the need to organise yourself 

without a boss telling you what to do. Before you commit money and energy, it pays to be brutally 

honest with yourself about whether this type of work and lifestyle is a genuine fit for you.  

This chapter will walk you through what day-to-day cleaning work really looks like, the mindset and 

skills you need, the physical and practical demands, and the realities of working in other people’s 

homes and premises. We will also look at what self-employment will actually mean for your 

lifestyle, and give you some simple tools to assess whether this business suits you —including 

some low-risk ways to test the water before you go “all in”.  

 

The Reality of Day-to-Day Cleaning Work 

When most people imagine running a cleaning business, they picture themselves turning up to a 

job, doing a bit of dusting and hoovering, chatting to a grateful client, and heading home with cash 

in hand. The truth is more structured and more repetitive than that, and it is worth spelling out in 

detail. 

A typical working day might look something like this: 
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• You load your car first thing with your kit: hoover, mop, bucket, cloths, products, bin bags, 

gloves, and any specialist tools you need. 

• You travel to your first client, aiming to arrive on time, often in morning traffic or during 

school-run hours. 

• You greet the client (if they are home), clarify any specific instructions for that day, and then 

get on with the job. 

• For the next 1–3 hours, you work systematically through a cleaning routine: dusting, 

polishing, wiping, sanitising, vacuuming, mopping, and tidying. 

• You check your work against the time you’ve allowed and the rate you are being paid; you 

may need to work efficiently to stay on schedule and still do a thorough job.  

• Then you pack up, travel to the next job, and repeat. 

If you are running a commercial cleaning business, the pattern is similar but often concentrated 

into early mornings or evenings, and occasionally nights. You might clean offices before staff 

arrive, or retail premises after closing. You may also work to tighter time windows—for example, 

having 1.5 hours to complete a full clean of a small office before staff start coming in.  

There are a few key realities worth highlighting: 

• The work is repetitive. The same tasks come up again and again: kitchens, bathrooms, 

floors, dusting, bins. If you find repetitive tasks boring or draining, this will be a challenge. 

On the other hand, if you find comfort in routine and like being able to “switch on and go”, 

you may find the repetition quite manageable. 

• You are nearly always “on task”. There is very little built-in downtime when you are being 

paid by the job or by the hour. If you are not cleaning, you are travelling, communicating 

with clients, or handling admin. Once your day starts, there are not many slow moments. 

• Standards matter. It is not enough to do “good enough” cleaning. Clients notice fingerprints 

left on stainless steel, missed cobwebs, or a sink that still looks dull instead of gleaming. 

Your reputation will be built on consistently good standards. 
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• You are working to expectations. Clients have specific ideas about what a clean home or 

premises should look like. Some will be relaxed; others will be extremely particular. 

Learning to manage expectations calmly and clearly is a big part of your role.  

The upside is that the results of your work are visible. Many people find it satisfying to stand back at 

the end of a job and see a space that has been transformed from messy or grimy to fresh and 

orderly. If you like tangible results and the feeling of having genuinely “done something” with your 

day, cleaning work offers that in abundance. 

 

 

Core Skills and Mindset You Need 

You do not need a formal qualification to start a cleaning business, but you do need a professional 

attitude and a handful of core skills. These skills can be learned and improved over time, but it is 

better to go in with a realistic understanding of what will be expected of you. 

Key practical skills include: 

• Attention to detail: Clients notice what you miss more than what you clean. Skirting boards, 

light switches, picture frames, behind taps, and the corners of rooms often show whether a 

clean has been thorough or rushed. 

• Time management: You must be able to judge how long a job will take, work methodically 

without getting distracted, and finish within the time quoted. Overrunning constantly will 

either eat into your income or frustrate clients. 

• Reliability and punctuality: Turning up when you say you will is one of the strongest trust 

signals you can send. Regularly being late, cancelling at short notice, or forgetting 

appointments will damage your reputation quickly. 

Communication: You need to listen carefully to what clients want, ask sensible questions, and 

explain what you can and cannot do within the time and price agreed. Clear, polite communication 

prevents misunderstandings and complaints. 
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Basic business skills: Quoting for jobs, tracking your hours, keeping simple records, creating 

invoices, and monitoring your income and expenses are all part of running even a one -person 

cleaning operation. 

Alongside these skills, the mindset you bring to the business is just as important: 

Self-motivation: There will be no manager pushing you to get out of bed on a cold morning or to 

squeeze in that extra job. You must be able to push yourself, even when you do not “feel like it”.  

Professional pride: Viewing yourself as a serious business owner rather than “someone who does 

a bit of cleaning” changes how you behave and how clients treat you. Pride in your work translates 

into repeat custom and referrals. 

Honesty and integrity: You will often be alone in people’s homes or on their premises. They may 

leave cash, valuables, or confidential paperwork around. Your good name is your strongest asset; 

without it, you have no business. 

Resilience: You will not please everyone all the time. There will be awkward clients, complaints, 

last-minute cancellations, and days when you feel tired or unappreciated. Being able to learn from 

problems without taking everything personally is vital. 

If you prefer varied, constantly changing work, cleaning can initially feel monotonous. However, 

many successful cleaning business owners find variety in other ways: different clients, different 

types of jobs, changing routes, and gradually developing their business to include specialist 

services or staff management. What really matters is whether you can show up and perform 

consistently, day after day, rather than relying on bursts of motivation. 

 

Physical Demands and Working Conditions 

Cleaning work is physical. It is not brutal in the way that heavy construction or warehouse lifting 

can be, but it involves sustained, repetitive movement throughout the day. It is important to be 

realistic about what your body can handle and how you will look after yourself. 
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Typical physical demands include: 

• Being on your feet for most of the working day. Long periods of standing, walking, and 

moving between rooms are normal. 

• Frequent bending, stretching, twisting, and reaching. You’ll be cleaning low skirting boards, 

high shelves, under furniture, behind toilets, and inside cupboards. 

• Lifting and moving equipment. Vacuums, mop buckets, bags of supplies, and occasionally 

small pieces of furniture will need to be moved, especially in multi-storey homes or offices. 

• Repetitive arm and hand movements. Wiping, scrubbing, polishing, and wringing cloths are 

repetitive tasks that can strain wrists and shoulders if your technique or tools are poor.  

The environment can also add to the demands: 

• You may work in warm, stuffy rooms or colder, poorly heated buildings.  

• You may handle unpleasant tasks: greasy ovens, limescale, pet hair, mould, and dirty 

toilets. 

• In commercial work, you could be cleaning around leftover food, bins, or communal 

facilities that are not always pleasant. 

None of this is unmanageable, but the combination of effort and repetition means that aches and 

pains are common if you do not look after yourself properly. To reduce strain, you should:  

Invest in decent tools and equipment: a lightweight but powerful hoover, ergonomic mop, good 

microfibre cloths, and tools that reduce bending (such as extendable dusters).  

Learn and use safe techniques: bending your knees rather than your back, switching hands when 

scrubbing, and taking short micro-breaks to stretch. 

Wear appropriate clothing and footwear: comfortable, supportive shoes, clothes that allow free 

movement, and gloves to protect your skin from chemicals and hot water.  

If you are not used to manual work, you may find the first few weeks tiring while your body adapts. 

Many people build stamina and strength fairly quickly, but it is wise to start with a manageable 
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schedule rather than booking yourself solid from day one. Remember that you are planning for a 

sustainable business, not just a few intense weeks. 

 

Working in Other People’s Homes and Premises 

One of the most distinctive aspects of running a cleaning business is that almost all your work 

happens in environments that belong to other people. This brings opportunities —entering your 

clients’ personal space can build strong, loyal relationships—but also responsibilities and 

potential challenges. 

In domestic homes, you may be: 

• Let into the house by the client before they go out, or given a set of keys.  

• Working while the client is at home, possibly with children or pets around you.  

• Navigating clutter, personal items, and sensitive spaces such as bedrooms and bathrooms.  

In commercial premises, you may be: 

• Working alone or as part of a small team, often outside normal office hours.  

• Responsible for locking up, setting alarms, and leaving the building secure.  

• Working around desks, equipment, and documents that may be confidential or valuable.  

Trust is absolutely central. Clients need to feel comfortable that: 

• You will respect their privacy and their belongings. 

• You will not pry, gossip, or interfere with their personal lives. 

• You will take care not to damage items, and will be honest if accidents happen.  

Professional behaviour builds this trust. That means: 

• Being discreet. You are in a privileged position; you may overhear conversations, see 

documents, or notice aspects of clients’ lives that others do not. Treat this as strictly 

private. 
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• Handling keys and access codes responsibly. Have clear systems for labelling keys (never 

with full addresses), storing them securely, and notifying clients immediately if there is any 

issue. 

• Taking responsibility if things go wrong. If you break something, own up promptly and offer a 

solution, whether that is repair, replacement, or an insurance claim. 

You may also need to manage boundaries. Some clients will be friendly and chatty; others will want 

minimal conversation. Occasionally you may encounter clients who are rude, demanding, or who 

push for extra unpaid work. Part of being a professional is learning when and how to say “no” 

politely, and when to part ways with a client who is not a good fit.  

If you are naturally trustworthy, respectful, and comfortable stepping into other people’s space, 

this aspect of the job can be very rewarding. You may become a valued part of a household or 

workplace, appreciated not just for the cleaning you do but for the reliability and calm presence 

you bring. 
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