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[bookmark: _Toc883352126]Executive Summary

The Scent Vault is an online sample service dedicated to niche and ultra-niche perfumery. We offer a carefully curated selection of small vials and atomizers from prestigious independent houses and artisanal brands that are often difficult to find and expensive to blind-buy. By providing affordable access to high-end, rare fragrances, we enable fragrance enthusiasts to discover their next signature scent without the commitment of a full bottle. Our platform combines expert curation, detailed scent information, and a community-driven experience. 
The business will operate as a UK‑based private limited company.
For an e-commerce venture like this perfume sampler business operating in the UK, would be forming a Private Limited Company registered with Companies House as the most appropriate legal structure.
This recommendation is primarily made by the advantage of limited liability protection, that separates your personal finances from the business, protecting me in case that if the company faced a lawsuit or accumulated debt, the personal assets will remain protected.
Also, operating as a limited company enhances the professional credibility, and trustworthiness of the company. 
From a tax perspective, the Ltd. offers more efficiency for a growing business; paying a Corporation Tax on profits at a current rate of 19%, which is better than the Income Tax and National Insurance paid by sole traders.
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[bookmark: _Toc1365582740]Business Description 

My company, The Scent Vault, will be a specialized online sample shop dedicated to the world of niche and ultra-niche perfumery, and even some exclusive oud oils.
We will offer an updated, top selection of prestigious independent houses and exclusive artisanal brands that are often difficult to find and expensive to blind-buy.
We will offer them in smaller formats and sizes packet by ourselves giving the customer options to pick how much of a sample they want.
In this way we will provide an accessible entry point for fragrance enthusiasts to explore complex and unique scents without the high cost of a full bottle, also we will provide to the community the chance of discover through detailed scent notes, reviews, and "discovery sets" chosen by theme or perfumer or scent profiles that adapts to each individual, as a catalogue of rare oud oils.
We aim to make affordable and to everyone’s reach the exclusive world of niche fragrances, turning the act of sampling into an experience in itself.
Our mission is to connect curious consumers with their next signature scent while supporting the artistry of independent perfumers, with plans to eventually launch monthly or quarterly subscriptions "Sampler Box" to deliver new olfactory experiences to our customers on a regular basis, so we can keep expanding their interest in perfumery and always discovering new interesting scents and build a base of loyal customers.


[bookmark: _Toc419559021]Product Description 

Our core product is the perfume sample vial (1ml to 10ml) containing authentic fragrance from niche brands. Samples are presented in branded packaging with detailed notes and information about the perfumer. We also offer themed discovery sets that group samples around a concept, making them ideal for gifting or self‑discovery. In the future, we will introduce a subscription sample box delivering new scents to customers monthly.

[bookmark: _Toc1339775991]Business Objectives (SMART Objectives)

[bookmark: _Toc1439789691]Short-Term Objectives (less than a year)

1. Launch the e‑commerce platform by the end of Month 3 with a minimum of 30 niche brands in stock.
2. Achieve monthly breakeven (60 samples per month) by Month 4.
3. Build an email list of 500 subscribers and 500 Instagram followers within the first 6 months.
4. Secure partnerships with 5 ultra‑niche brands that are not widely available in Europe.

[bookmark: _Toc1491231219]Long-Term Objectives (More than a year)

1. Expand to 100+ brands and launch a subscription box service by Year 2.
2. Reach annual revenue of £50,000 by the end of Year 2.
3. Establish a community platform (forum or social group) with 2,000 active members.
4. Explore a physical pop‑up or partnership with a bricks‑and‑mortar retailer by Year 3.

[bookmark: _Toc35155445]Market Analysis and Marketing Plan

[bookmark: _Toc20764159]Market Analysis (Competitors, Customers, Target Groups)

Target Customers

· Fragrance enthusiasts aged 20–55 who are curious about niche scents.
· Customers who want to try before buying a full bottle or are just curious to discover new perfumes.
· Collectors looking for unique, curated experiences.

Competitors

· Direct competitors: Fragrance Samples UK, and other similar brands.
· Indirect substitutes: Brand‑owned sample sets, department stores (Selfridges, Harrods), eBay decanters, subscription boxes.

Market Size
The UK fragrance market is a multimillion industry and is projected to grow through 2030. The niche segment is the fastest‑growing, driven by demand for individuality and artisanal craftsmanship.

[bookmark: _Toc1443037294]PESTEL Analysis 

This is the PESTLE analysis for my company "The Scent Vault"
Political: The UK offers a stable political environment for e-commerce. After BREXIT, the Office for Product Safety and Standards operate independently from the UE. Government trade agreements support the cosmetic exports which would allow easy import from niche perfumes.
Economic: The UK fragrance market is growing according to the latest reports, and online sales are the fastest growing segment. Even though consumers are experiencing an increase on cost of living the solution we propose help to buyers be able to enjoy premium niche fragrances at a fraction of the cost of the full bottle.
Social: Every time is more popular between the younger generations the use of more niche and unique fragrances. With a large amount of trends coming up on social media, such as TikTok and Instagram.
Technological: E-commerce platforms, mobile apps and social media improve the customer experience with reviews, information and accessibility to make purchases instantly and delivered within days to their address.
Legal: The business must be comply with UK cosmetic regulations and safety frameworks. We must consider than in 2026 they fragrance allergen labelling will expand from 26 to over 80 mandatory declared substances. Most of them natural oils used in niche perfumery.
Environmental: Sustainability and carbon print are a priority now a days and many consumers give priority or value sustainable packaging. We must ensure that not only the packaging but also the vials and the containers where we will distribute have the be eco-friendly.

[bookmark: _Toc1753071424]SWOT Analysis

Strengths  
Curated selection of ultra‑niche brands. Which means that we will offer a selection of unique and premium perfumes, not only hard to find but also very popular in the community.
Low‑risk sampling model for customers. For our customers, buying a sample helps them to avoid investing hundreds of pounds in a blind buy and also create a small selection of fragrances.
No physical presence, so the business can minimize expenses and focus the investment in materials and marketing.

Weaknesses
Limited brand awareness as a new business, which will take time, money and effort to promote.
Dependence on supplier relationships, since the availability of certain perfumes is limited and also the suppliers, so having a good relationship is key.
Initial funding required since build up a decent stock would take a big initial investment.

Opportunities 
Growing UK niche fragrance market in an already multimillion industry. People is already use to the mainstream perfumes and the interest for new niche and unique fragrances is growing.
Social media and influencer partnerships that can make the brand popular online since the main public for our brand will be there.
Sustainability packaging can be a differentiator making the company compromised with the environment and conscious.

Threats
Intense rivalry from established competitors. Since the interest for new niche perfumes is growing, other competitors are rising as well at the same time.
Supplier power: by its nature, some perfumes are limited and the company must make sure it has enough stock of top selling products.
Economic downturn could reduce discretionary spending. In times of scarcity, people reduce their investment in luxury goods.

[bookmark: _Toc503640575]Marketing Mix (4Ps)

Product
· Authentic niche perfume samples in elegant packaging.
· Discovery sets personalized by theme.
· Personalised recommendation service.

Price
· Individual samples: from £6 depending on brand rarity.
· Discovery sets: £25 – £200 for 4–5 samples.
· Free shipping over £50 to encourage higher basket value.

Place
· Primary channel: e‑commerce website (Shopify).
· Social media: Instagram, TikTok, and Facebook groups for community engagement.
· Future: pop‑up events, subscription box.

Promotion

· Influencer collaborations with fragrance reviewers.
· User‑generated content campaigns (e.g., “#MyScentVault”).
· Email marketing with scent guides and new arrivals.
· Paid social ads targeting fragrance‑interested audiences.
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[bookmark: _Toc775181811]Management Team and Their Background

Role Name Background
Founder & CEO: Samir Besso, background with experience in e‑commerce and fragrance enthusiast.
Operations & Fulfilment Manager: Samir Besso.
Responsible for inventory, packing, and shipping; experience in logistics.
Marketing & Community Lead: Samir Besso
Manages social media, content, and influencer partnerships.
Customer Experience Specialist: Samir Besso 
Handles customer inquiries and advisor service.

In the initial phase, roles will be combined or outsourced until revenue allows full‑time hires.
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	Register LTD with Companies House
	Month 1

	Secure first 5 brands partnerships 
	Month 1-2

	Build and launch Shopify
	Month 2

	Order inventory and packaging
	Month 2

	Launch social media 
	Month 2

	First sales and promotions 
	Month 3

	Reach monthly minimum sales (60 samples/ month)
	Month 4

	Launch discovery sets
	Month 5

	500 followers on Instagram and TikTok and email subscribers 
	Month 6
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[bookmark: _Toc1586755191]Sources of Finance 

Personal savings 5,000£ Founder’s contribution
Start Up Loan (government‑backed) 4,380£ Interest‑bearing, repayable over 3‑5 years
Total 9,380£ Covers startup costs + operating losses + contingency

Funding requirements and Allocation

	Startup cost
	

	Stock
	5000£

	Packaging
	800£

	Marketing
	1200£

	Accessories
	850£

	Total
	7850£



	Fixed cost
	Per month

	E-commerce platforms
	50£

	Accountant
	110£ (first 4 months 100£)

	Total
	150-160£



[bookmark: _Toc329104313]Cash Flow Forecast  

	
	Month 0
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue 
	0
	240
	400
	680
	1020
	1440
	1800

	Start up cost
	-8000
	0
	0
	0
	0
	0
	0

	Fixed cost
	0
	-150
	-150
	-150
	-160
	-160
	-160

	Variable cost 
	0
	-195
	-325
	-510
	-765
	-1080
	-1350

	Profit/loss
	-8000
	-105
	-75
	20
	95
	200
	290

	Cumulative cash flow 
	-8000
	-8105
	-8180
	-8160
	-8065
	-7865
	-7575



Total Startup cost: £8000
Losses before reaching monthly breakeven (Month 1 + Month 2) = 105£ + 75£ = 180£
Investment capital needed = Total startup costs + Losses up to breakeven
8180£ = 8000£ + 180£
[bookmark: _Toc1215611572]Sales Forecast

	Months
	Units (Samples)
	Average price
	Revenue 

	1
	30
	8
	240

	2
	50
	8
	400

	3
	80
	8’50
	680

	4
	120
	8’50
	1020

	5
	160
	9
	1440

	6
	200
	9
	1800

	7
	240
	9
	2160

	8
	280
	9’50
	2660

	9
	320
	9’50
	3040

	10
	360
	9’50
	3420

	11
	400
	9’50
	3800

	12
	440
	10
	4400



Total year 1 revenue: 24060£
[bookmark: _Toc333372804]Cost of Production Forecast

	Cost type
	Month 1
	Month 3
	Month 6
	Month 12

	Variable cost (average 6£/unit)
	180
	480
	1200
	2640

	Fixed cost (monthly)
	150
	150
	160
	200

	Total cost 
	330
	630
	1360
	2840




[bookmark: _Toc1354501872]Break Even Analysis 

Fixed Costs ÷ (Selling Price per Unit – Variable Cost per Unit)

· Average selling price: £8.50
· Average variable cost: £6.00
· Contribution margin: £2.50
· Monthly fixed costs: £150

Break‑even point = 150 ÷ 2.50 = 60 samples per month

The business will achieve monthly break‑even by Month 4.

[bookmark: _Toc2040301987]Operations and Management Plan


[bookmark: _Toc1451845249]Production of Good and Service

Samples are produced by sourcing authentic perfumes from niche houses, then decanting into high‑quality vials under clean conditions. The process includes:

1. Brand partnership: Establish agreements with suppliers.
2. Inventory management: Order full bottles or pre‑filled samples from brands.
3. Decanting (if applicable): Transfer perfume into labelled vials using sterile equipment.
4. Quality control: Verify labelling accuracy and vial integrity.
5. Packing: Assemble orders with branded inserts and protective packaging.
6. Shipping: Dispatch via Royal Mail or courier with tracking.

All operations will be managed from a small home office initially, scaling to a dedicated fulfilment space as volumes increase.

[bookmark: _Toc1115055540]Technology Plan

· E‑commerce platform: Shopify with a custom theme for a premium look and easy management.
· Inventory management: Use a Shopify app or cloud‑based software to track stock levels.
· Payment processing: PayPal for secure transactions.
· Customer relationship management (CRM): for email marketing and customer segmentation.
· Analytics: Google Analytics and Shopify reports to monitor sales, conversion rates, and customer behaviour.
· Future: Mobile app development if subscription model scales.

[bookmark: _Toc1854357103]Human Resource Plan

In the first year, the founder will perform multiple roles, in the future might be supported by:

· Part‑time fulfilment assistant to handle packing during peak periods.
· Freelance content creator to produce social media and blog content.
· Virtual assistant for customer service during high‑volume months.

Recruitment will focus on individuals with passion for fragrance and e‑commerce experience. Training will cover product knowledge, customer service standards, and health & safety for decanting.

[bookmark: _Toc1758362062]Expansion Plan

Year 1:

· Launch and establish brand presence.
· Build a library of 50+ brands.
· Introduce discovery sets and “Scent Concierge” service.

Year 2:

· Launch a monthly subscription box.
· Expand warehouse space and hire first full‑time employee.
· Increase brand portfolio to 100+.

Year 3:

· Explore physical pop‑up stores or collaborations with niche boutiques.
· Develop a private‑label fragrance line.
· Pursue international shipping to European markets.
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