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11. FEASIBILITY ANALYSIS
11.1 Assessment Areas
To determine if your proposal is feasible, you will be determining how well it meets four criteria as a business idea — whether it is operationally viable, ethically acceptable, practically achievable in terms of its market viability, and financially viable — based on an evidence-based assessment.
Frameworks Used
An integrated feasibility assessment framework was used which incorporates elements of Integrated Feasibility Assessment Models (Johnson et al., 2023), Stakeholder Theory, SWOT/Risk Matrix and Strategic Fit Analysis.
Feasible Ethically 
• The core values that define the identity of the company are inclusiveness, equity, transparency, and benefiting the community. 
• The Company will be legally compliant — including compliance with the Consumer Rights Act, the General Data Protection Regulation, the Equality Act 2010 and the Cosmetic Safety Regulations. 
• The Company is socially responsible — filling a specific social and economic need for people who may have previously had limited access to suitable products for their hair/beauty needs; providing honest advice regarding product suitability, clearly stating prices of products/services provided by the Company; ensuring safety and quality of products purchased; respecting the customers' right to privacy through maintaining confidentiality. 
• All stakeholders — i.e., residents, the Companies' suppliers, and potential employees — can expect to derive some form of benefit from the Company's existence as a convenient, ethical specialist retailer.

Feasible in Terms of Its Market Viability 
• There is empirical evidence of a verified gap — i.e., there exists currently no independent, specialist inclusive hair/beauty supplies shop located within Bexley or Sidcup. 
• It has been determined that the key factors driving demand for this type of product/service include demographic diversity — i.e., there are many different ethnic groups living locally who have unique hair/beauty needs — inconvenience of having to travel to other locations — e.g., London — to purchase these types of products/solutions; lack of personalized service at large retailers. 
• Competitive Advantage — physical location near where customers reside, therefore making it easier for them to visit the store; provision of expert advice regarding product selection; curation of a wide variety of high-quality products sourced from diverse international markets — difficult to replicate. 
• Size/Trends of Market — beauty retailing as an industry is strong and generally resilient; there is increasing demand from consumers for local, independent specialist retailers offering bespoke services/products (Mintel, 2025).
Feasible Operationally 
• Location: it is possible to find suitable premises — premises that offer good transportation links/parking opportunities; premises that comply with regulatory requirements/lawful requirements. 
• Supply Chain: reliable wholesale supplier(s) operating from within the UK; multiple source options for each product line. 
• Systems: EPOS/inventory management/security systems — i.e., standard, proven systems that are relatively simple to use/manage. 
• Workforce/Organization: lean structure/scalable structure; regulatory/legal obligations/compliance requirements clearly defined/realistic. 
• There are no significant technological hurdles to overcome — simple retail model.
Financially Viable 
• Start-up/running costs: reasonable/relevant/detailed/fully funded. 
• Breakeven Point: achievable in a few months — relatively low fixed base + substantial profit margin. 
• Sensitivity Testing: robust in all three (best-case/base-worst-case) testing scenarios; cash reserve included. 
• Forecasts: consistent/evidence-based/conservative — no excessive optimism. 
• Potential Returns: positive long-term returns using staged reinvestments.
11.2 Risk and Mitigation
⚠️ Risk Assessment & Mitigation
	Risk
	Level
	Impact & Mitigation for T’s Hair and Cosmetics

	Lower-than-forecast Foot Traffic/Sales

	Medium
	Adjustable Marketing, Community Outreach, Low-Cost Base, Quick Feedback


	Delays/Increases in Supply Costs

	Medium
	Back-up Sourcing Plans, Strong Contracts with Suppliers, Safety Stock Levels, Local Alternatives to Products


	Competition from Online/Large-Chains

	High
	Unique Service (Trust), Inclusive Practices/Local Trust – Can’t Copy Digitally.


	Fluctuations in Cash Flow

	Medium
	Regular Monthly Monitoring of Accounts, Buffer Reserve for Inventory Purchases, Phasing of Inventory Procurement


	Economic recession/spending reductions. 
Medium

	Medium
	Price products in tiers, provide products that meet different budgets, focus on retaining customers by building a loyal relationship with them.




11.3 Conclusion 
Fully possible and recommended — strong business case.
11.3 Chapter Conclusion 
Analysis of feasibility confirms that T's Hair and Cosmetics is ethically acceptable, market-verified, practically operable and financially viable. Evidence exists in each chapter prior to this one to support the presence of a viable market gap, and there is also a significant competitive advantage. Risks have been assessed as well as potential mitigants — which include several low-cost and/or easily implemented options. Overall assessment indicates that the decision to pursue the proposed business idea would be supported by strong empirical evidence.
CHAPTER 12: Implementation Plan
The purpose of this document is to outline the main phases of launching a business as well as key milestones, resources, KPIs, tracking and change management.
The framework will include:
* Project lifecycle management
* Milestone scheduling
* KPI control cycle
* A resource-based implementation plan.
This roadmap outlines each phase in detail including timelines, milestones, resources required and expected outcomes.
Launch Phase Roadmap
Phase 1 – Preparation & Foundation
• Secure lease and confirm premises comply with regulations and local authority requirements.
• Finalise supplier agreements, order initial stock levels and complete inventory verification.
• Complete the installation of IT systems, EPOS systems and inventory management systems. Branding signage will also be completed during this time.
• Start the soft marketing activities around the store such as social media advertising and local community promotions.
Phase 2 – Launch & Stabilisation
• Host a soft opening, conduct full employee and owner training and test-run all operational aspects of the new store.
• Conduct grand opening campaign and host a community event that is inclusive of local residents.
• Transition into full commercial operations, start collecting customer feedback through regular surveys or NPS scores.
• Implement daily/weekly review and adjustment cycle to continually monitor and improve store operations.
Phase 3 – Growth & Optimisation
• Create standardised workflow documentation to ensure consistency throughout all areas of the business.
• Continue to develop loyalty programs and partnerships with suppliers and other businesses within your network.
• Review financial results against budgeted targets for sales, gross profit margins, operating expenses etc. Determine whether there are opportunities to scale further in year two or whether you have reached a steady state operationally.
• Develop an annual review process to assess overall success of business and identify areas for future improvement.
Key Milestones
✅ Secure premises legally set up with all necessary approvals.
✅ Store fitted out, branded, stocked and fully operational.
✅ All merchandise received from suppliers and verified by store team.
✅ Marketing campaigns launched across all available platforms.
✅ Official Launch – T’s Hair and Cosmetics.
✅ Business has broken even (i.e., income exceeds expenditure).
✅ Quarterly Strategic Reviews established.
Gantt Chart Overview
(Visual chart showing project timeline plus dependencies → Appendix)
Months 1-2 – Administration and Planning plus Contracting
Months 3-4 – Premises plus Supply Chain plus Branding
Month 5 – Merchandise stocking plus Testing plus Pre-Launch Activities
Month 6 – Official Public Launch
Months 7+ – Ongoing Operations plus Refining Processes plus Steady State
Conclusion
The road map for implementing t's hair and cosmetics represents a realistic phased approach to launching a new business. It contains several clearly identifiable milestones and roles/responsibilities. In addition to this, the supporting Gantt chart schedule contained within the appendices, identifies clear dependency relationships between each phase of activity. Therefore, the business will progress from preparation through to launch and into stabilized growth underpinned by regular KPI tracking and Feedback loops.

