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1.0 INTRODUCTION

1.1 BUSINESS BACKGROUND

WashLab is a laundromat business that takes students from nearby colleges and
universities as part-time employees. Since laundry cycles involve periods of waiting,
both customers and student workers can use that time productively for studying,

completing assignments, or preparing for exams.

Name of the business WashLab Laundry

Nature of business Partnership

Industry profile Service

Business Location Alamesra Plaza Permai, Lorong

Plaza Permai 2, Off Jalan UMS, 88450
Kota Kinabalu, Sabah, Malaysia.

Date of commencement 1 January 2027

Factors in selecting the proposed business:
a) Target Market
WashLab target students in colleges and hostel dwellers around the
vicinity along with local community in vicinity of a particular locality as it
targets to provide them with speedy affordable and easy laundry solutions
in their respective neighborhoods with specific concentration to students
as they have a very hectic schedule and do not have much time to cater

for their laundry services.

b) Availability of Student Workers
University students interested in earning extra income while getting a job
have WashLab to consider. Their student work is a part-time job and is

flexible enough to manage work and study.
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