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01 PROBLEM STATEMENT

Too many clothes in people’s closets

4 bad reasons to keep clothes in the closet

1. Fond memories

some belongings are special. A wedding dress and one or two other
items are certainly OK to keep for sentimental reasons, but you can’t
keep everything just because it reminds you of something. If we took this
approach to cleaning, we would never get rid of anything. Your memories
will remain with you. Focusing on upcoming events and the importance of
creating space for what you might like to purchase is helpful when you’re
attempting to free yourself from old clothes.

2. When | lose weight

If you want to keep some clothes as motivation, perhaps they can be
stored away from your daily wardrobe so you don’t feel deflated each
time you see them. Additionally, and depending on how much weight
you’'d like to lose, it could take time before the garment will fit again. You
can’t have a whole wardrobe of clothes you'd like to fit into someday tak-
ing valuable closet space away from what you wear now.

3. It'll be fashionable again

Even though styles and cuts of clothing may come back into style, the

old pieces don’t always translate to the new look. It's so important to try
clothes on, especially older items, because they may not fit you the way
you remember, and it can help you make a more informed decision. How-
ever, there are some items that typically do stand the test of time and are
worth keeping if you love them, such as luxury brand shoes, bags and
accessories.

4. It was expensive

It's easy to feel guilty about having spent money on something that you
don’t really like and won’t wear. But the money has already been spent.
Keeping something just because you think you should wear it is a con-
stant reminder of the ill-spent money. Better to give the item to a friend

or family member who may enjoy it, try to consign it, or just donate it and
move on. Who hasn’t made a bad decision in a store and then dithered
too long about whether to keep it until it was too late to return? Don’t beat
yourself up about it — just let it go.




02 The Solution

Based on the research, the average person has about 53 items in their closet, but they typi-
cally don’t wear 15 of them. And six percent of people own nine or more items in their closets
that still have the tags on them. Despite the feeling we have nothing to wear, most American
closets need a cleanout. In fact, nearly thirty percent (28 percent) of the items in the average
person’s closet have never been worn or have gone untouched for over a year.

The CAL method was developed by famed Japanese organizer, Hideko Yamashita, who creat-
ed DAnShaRi which translated into English means, Cut Abandon, Leave.

Hideko Yamashita

There’s a new notion floating around. Perhaps you’ve heard of it: Danshari. Its three kanji
characters signify, respectively, refusal, disposal, and separation. Prosaically it means clean-
ing or tidying up, but there are psychological and religious dimensions, deriving in part from
yoga, which suggests the disposal of mental, along with physical, junk. “ Hideko Yamashita,
a popular writer, and speaker on danshari, boils it down for Spa! magazine to this stark ques-

People have too m UCh St“ff bUt tion: What’s more important, my life or my things? “Things” are not necessarily inimical to
“life” — or are they, when they’re not life-enhancing? Ask yourself this, she says: “Does my
have no much space

present self need my present possessions?” If not, why can’t | ditch the possessions, all that
stuff accumulated over the years and still accumulating? What binds me to them? Is it that
Most the people don’t know how to manage their closet, well-organized spaces, especially they “things” have the upper hand over “life”? ” The concept of Danshari which is means to cut, to
keep the clothing they don’t need. abandon, and to leave is widely used in many companies, such as business, aviation, human
resource.
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Nowadays, we live in a fast-paced society. Many people do not have time to organize their
clothes, but they like to buy new clothes constantly. Most clothes are left idle to become old
clothes, making the space of home more and more crowded. People want to organize their
clothes and discard some clothes that they don’t wear, but they don’t know how to and where
to deal with them. There are also some people who can’t change their mind of life and don’t
know how to improve the quality of life to expand the living space. Therefore, | want to create
an app as a platform that can help people distinguish their clothing, which they don’t need,
and the throw-out clothing can easily have an appropriate way to process. The company has
a complete system and sourcing can help you easily know how to do it.

We have incorporated techniques of this method in our business model to help ordinary peo-
ple de-clutter their overflowing closets of unwanted and unused clothing.

The business model of CAL is simple. We send our trained staff to our client’s homes or offic-

es and help them make the heart-wrenching decision of which garments they want to discard.
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03 Market Research

. . —_— .
Research has shown that the average person in the United States owns — 5 f\.;s-\(
around 50 garments in their closets. P -
Of these 50 garments, they wear only 20% of their wardrobe 80% of the - £
e >
time. That means They only wear 10 garments in the majority of the time. -
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The other 40 garments gather dust while they are slowly going of style.
fashion makes shopping for clothes more affordable, but it comes at an
environmental cost. The fashion industry produces 10% of all humanity’s
carbon emissions, is the second-largest consumer of the world’s water
supply, and pollutes the oceans with microplastics.
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The global clothing and apparel market reached a value of nearly $758.4 .
billion in 2018, having grown at a compound annual growth rate (CAGR)
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04 BUSINESS OVERVIEW

Business proposal —

CAL is an online app to help people declutter their closets and homes.
We accomplish this task by using the principal of Cut, Abandon, and
Leave your unwanted or unused clothing. The headquarter is located in a
busy and popular area in Los Angeles, California. The total space will be
around 1,500 square feet. By doing this movement, people not only can
increase their physical lifestyle and environment but also can create new
psychic happiness in order to fulfill their lives. And now, many countries
are communicating this idea to the people. From the individual meeting to
how to implement, and how to process the clothing which you don’t need.
The target customers of CAL are all 20-55 years old males and females in
the U.S., who don’t like tidying up their wardrobe and like to buy clothes.
They live in cities or villages and may be single or married. They like a
simple life and are interested in the culture of different countries. They
are willing to try new products and follow current trends. Our App will
provide customers with a high quality of life to help customers to discard
unnecessary clothing in their busy lifves, which made their life easier and
improve their living space. Our advantage is to provide a one-stop service
so that customers will change their attitudes from then on. We also pro-
vide online merchandiser door-to-door sorting services to help customers
recycle and donate their abandoned clothing.

I will hire 20 people who love fashion like fashion stylists, fashion mer-
chandisers, fashion retailers who want to help others. This business
model is like Uber, but using the fashion industry people to help you work
with customers.

In my training, | will tell my employees to do these things:

All my employees will do

. Monitoring warehouse inventory levels and submitting comprehen-
sive inventory reports

. Communicating customer problems to the company and address-
ing customer issues

. Assisting in the creation of an organized warehouse environment
to enable product accessibility

. Stocking shelves and displays on the sales floor where additional

inventory management assistance is required

CAL boxes

Warehouse layout
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Resident population of the United States by sex and age as of July 1, 2018

05 TARGET CUSTOMERS

Customer Profile:

Age: 35 years old

Location: Los Angeles, CA
Occupation: Floral designer
Education: University graduation

Salary: $5,000 - $7,000 per month

. . According to a report by Census Bureau U.S., as of January 1, 2019, the U.S.’s population will
Finances: Household income reach 328.23 million. This is an increase of 2,013,241 from New Year's Day in 2018, which is
$120,000 - $150,000 about 0.62%. (CBPU) At the same time, according to the report “Population of the United States
by sex and age 2018, the population of the United States aged 20-55 is about 150.47 million, ac-
counting for about 46% of the total population. (POUS) Therefore, this gives us a huge customer
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Customer Overview:

Married Status: Married

Psychographic:

» Attach importance to high quality, detail, good-design, innovation, and func-
tionality

* Do not like outfits to clash

» Like to take risks, trying the new products

* Enjoy being entertained

» Have goal-oriented lifestyles

» Active in the consumer marketplace

» Shopping is a social activity

» Shopping is an opportunity to show their ability to buy

Amanda is a floral designer who has been doing this job for 3 years. She is
committed to providing customers with the most suitable floral designs for them,
and she also runs her own flower store and studio. As a designer, she is so
busy, but she always pays attention to her dress, body and pays attention to the
quality of the product, so she buys clothes almost once 2 weeks. She likes a
clean living environment, but she has no time to organize.

» Self-expression, enthusiastic

Behavioristic:
» Working full time/ Play rest of time

* Buy labeled natural or organic food

* Like to hang out with friends

* Like to go to flower shows

» Like to live in a clean environment

» Like to go to hair salons, SPAs, and beauty stores

» Like outdoor sports, social activities, travel and dancing

» Like to use social media ( Instagram, Facebook and Pinterest, etc.)
* Like to Read magazines, surf the internet

* Buy clothes twice a month




Mockup

After check the customers scheduled time, technicians will come to the customers home.
$80/hour minimum 2 hours.

For the instruction of the closet work:

20% of their closet to keep

40% will be stored in your warehouse

20% to be sold on consignment

20% to be donated or recycled

40% STOW

( Customers can get it back ) i
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Positioning Strategy:

CAL is an online App for helping people to cut, to abandon, to leave their
clothes, so the biggest advantage is that we provide a one-stop service. We
charge by the same hour as some domestic companies, so some domestic
companies are also our biggest competitors. We are the middle level in the
market because we provide high-quality service with reasonable price.

Wide-Range Choices

TAKL

Inexpensive Expensive

7> TaskRabbit

Limited Choices

05 Competitive Analysis

S.W.O.T Analysis:
Strength

Professional - One-stop service

Convenient - Both provide door-to-door and online serving
Multiple choices - Clothing treatment can be donated or sold
Environmental protection and sustainable industry

Finding through the app is very convenient

Reasonable price

WEELGERS

Lack of visibility

Emerging industries are hard to be widely accepted
Complex industrial chain

Innovation is difficult

Opportunities

There is currently no industry of the same form
Relatively low cost

E-commerce is the new shopping type
Customers accept a new and simple lifestyle

Threat

More and more similar competitors are appearing

The cost of storage and labor costs increase year after year

Increased taxes, currency exchange rate and other changes of the economy
will affect the business




Proposition Core

Gain Creators

* Provides customers one-stop service

* Provides customers a new lifestyle, which is Minimalism.

* Provides customers high-quality service with reasonable price
* Provides customers more options about clothes treatment

Products & Service

+ CAL provides minimalism lifestyle

* Online service and door-to-door service (choose clothes, organize and
clean wardrobe, handling unwanted clothing and mail cash or gift card to
customers)

» Security payment

* One-stop service

Pain Relievers

« Customers can enjoy easy and one-stop service of organization wardrobe.

» Easy order by App

+ Customers don'’t have to worry about messing up the wardrobe when orga-
nizing their clothes.

06 Business Model

Mission Statement

CAL thinks people should have a new lifestyle, which is minimalism lifestyle.
We promise to offer customers the most reasonable prices, customized ser-
vices, and the trendiest lifestyle for helping people to cut, to abandon, and to
leave their clothes.

Vision Statement

CAL will be one of the best American organization brands in the world. The goal
of CAL is to provide customers with personalized service, a trendy lifestyle, and
a reasonable price. CAL will bring a minimalism lifestyle to people all over the
world.

Location

Our headquarter is located in a busy and popular area in Los Angeles, Califor-
nia, U.S. The total space will be around 1,500 square feet because we have
storage to leave some clothes, which our customers don’t want or want to
donate. Besides, Los Angeles is a fashionable city, so people can accept the
minimalism lifestyle easier.




07 Strategy Development

For an organization App, our product is the service. We both provide online ser-
vices and door-to-door services, and charge corresponding fees per hour. Our
service is one-stop, so customers only need to place orders and make appoint-
ments through our App. Our door-to-door services include to cut, to abandon,
and to leave the clothes according to the actual situation of customers; provide
professional minimalist lifestyle psychological counseling; tidy up and clean the
customer's wardrobe; and dispose of discarded clothes. Therefore, our employ-
ees must receive professional training to provide the best service to customers.
The purpose of CAL is to bring people a minimalist and environmentally friendly
lifestyle. We will have a complete industrial chain. Our industrial chain includes
professional clothing sorting services, handling services, second-hand clothing
trading services and donation agency services. Therefore, we will perfectly co-
operate with these industries to promote the sustainability of waste clothing.

As a new App, we need to accumulate our customer base. Therefore, we will
cooperate with some e-commerce or second-hand clothing, such as, ASOS,
eBay or Goodwill, etc. We will get in touch with our new customers through
their platform or stores. At the same time, we will also do offline campaigns and
advertisings to exaggerate our reputation.




08 Financial Plan & Budgeting

Our service is charged by the hour, which is charge $ 80 per hour/hour min-
imum 2 hours, and Warehouse storage $ 20 per month, $16 per box. As a
clothes organization App, the biggest costs of us are rent and salaries. We will
rent a warehouse, the headquarter is located in a busy and popular area in Los
Angeles, California. The total space will be around 1,500 square feet. for the
customers stow their clothes, which is cost $4,500 per month. In addition, we
will hire professional clothing organizers and merchandiser, their basic salary
is $5000 per month. Then, the clothing organizer is equipped with two assis-
tants, and their basic salary is $20 per hour. We also have a front desk and a
warehouse manager whose salaries is $ 7000 per month. Therefore, the total
monthly salary cost is $ 24000, and plus other start up costs that the total start
up costs will be $ 163,000.
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09 Future Market

Marketing Objective:

CAL wants to bring a new trendy lifestyle and to people all over the world.
CAL wants to bring a high-level operational model to all over the world.
CAL wants to serve at least 1,000 customers per year.

CAL wants to be one of the top three clothes organization app in the U.S.

Future Marketing Strategy:

CAL is a new lifestyle app, and our main product is service and a new minimal-
ist idea. We believe in the importance of quality and simplicity. At first, we will
cooperate with some e-commerce or physical companies of second-hand cloth-
ing, such as ASOS, eBay or Goodwill, etc. We will get in touch with our new
customers through their platform or stores. We will expand our market to all
California in the third year, and we will open the all US market in the fifth year.
In the future, we will also use social media platforms to improve our reputation,
such as Instagram, Facebook, and YouTube, etc. We will cooperate with some
influencers to expend our customers. For example, we will invite and pay influ-
encers to let them go to the customers’ home together to organize the clothes,
and then ask them to post our video on their social media platform to let more
people know our brand. In addition, we will also do offline campaigns and ad-
vertisements to exaggerate our reputation. As a result, we believe we will suc-
ceed to improve our reputation throw those marketing strategies.
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