



[image: ]

Program of Study: BA (Hons) Business Management
Module Name: Entrepreneurship
Module Code: LCBB5001
Student ID: 2244846
Lecturer’s name: Sharin Mcdowall - Emefiele
Student Name: Iuliana Luminița Nica 

[image: A blue and white text

Description automatically generated]

PureGlam Home Studio: Personalized Beauty Salon
                            [image: ]






[bookmark: _Toc180475279]Executive Summary
PureGlam Home Studio, home beauty business premises for custom-made skincare, facials and makeup. The shop is an unrestored garage in a housing development. The prime objective of the beauty salon is to offer clients tailored; premium skin care services based on their needs. To customers who value convenience and exclusivity with no steep costs typically associated with traditional salons, this intimate homey environment enables a tailored treatment to be delivered, creating a personalized experience.  
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[bookmark: _Toc180475280]Introduction 

PureGlam Home Studio: A brand-new spa business providing one-on-one services in a spare garage. The company has an objective to deliver top-notch service in a casual, personal setting with lower costs than commercial salons. A business plan includes a hierarchy, a marketing plan, revenue projections, arrangement, and expansion strategies (Soewartini, Effendi and Kaltum, 2017). With an initial investment of £25,000, the boutique will include professional beauty devices and tools in order to grow a strong customer base and provide a better customer experience.
[bookmark: _Toc180475281]Business Overview 
[bookmark: _Toc180475282] Business Concept
PureGlam Home Studio will offer you top-quality beauty services such as face treatments, skin consultation and makeover. Based out of a converted garage at home, the business offers its customers a unique home-based experience that allows high-end services in a less public and uncomfortable environment than a traditional salon.  Additionally, one can convert the garage to a fully-fledged beauty salon that meets the professional level with all of the beauty equipment needed like face machines, makeup tools, and designer cosmetics brands. This arrangement subsidizes the utility and leasing costs for commercial space thus lowering the overhead cost structure (Veerupen, 2021). Also, the reduced operational costs will be passed onto consumers, and luxurious cosmetic therapies are available in greater quantities without compromising on quality. In addition, the working in home facility also gives customers with a comfortable and relaxing environment, which adds to the total aesthetic experience (Ismail,  2018). 
[bookmark: _Toc180475283]Vision and Mission 
Vision: From an at-home salon servicing local clients who value simplicity and elegance, we are looking to offer the best curated beauty experience. Featuring excellent customer care and serene, tranquil surroundings, PureGlam Home Studio is seeking to build a trustworthy and respected name in local beauty scene (Veerupen, 2021).
Mission: If you are selling awesome, non-native products in a professional home kitchen setting, you will have access to the unique skincare products that can cater to every customer’s individual need. PureGlam Home Studio is about to make you look more beautiful and enjoy yourself, with a unique skincare and cosmetic treatment approach. The first thing they will be focusing on will be solid, dependable relationships with clients so studio will constantly provide high-quality service tailored to their needs and wants (Vänskä and Ylhäinen, 2021). 
[bookmark: _Toc180475284]Legal Structure
PureGlam Home Studio will be a Sole Proprietorship, which is the perfect legal structure for a small, one owner home-based company. Because the firm profits go into the owner’s personal tax filing, this easy format allows for tax reporting and administration (Jim, 2022). Including budgeting and decision making, the single owner will be in control of everything in the business. Additionally, PureGlam Home Studio will receive the business licenses and permits to operate a home beauty salon, therefore complying with the law. Additionally, a thorough business insurance policy will be taken out to shield the owner from any losses, giving confidence and protection to the firm and its clientele. It will be for customer escalations that could occur, liability and personal injury (Gov.uk, 2023). 
[bookmark: _Toc180475285]Management and Staffing 
[bookmark: _Toc180475286]Management Team
· It is founded and run by Iuliana Luminita Nica who is a licensed beautician and skincare professional with years of experience using makeup, facial and skin care products. As the founder already has extensive experience in the beauty sector, she will be responsible for all of the business operations, marketing, and customer service directly (Mazur-Wierzbicka, 2021).  PureGlam Home Studio will be different than the rest based on the founder’s understanding of personalized beauty treatment and will provide consumers amazing, customized treatment as per their needs. 
· Therefore, part-time receptionist may be a requirement as the business grows to help with administration like answering client queries and updating appointment lists and greeting customers (Korpela, 2017). This will allow the owner to concentrate on improving cosmetic services and customer experience. 
[bookmark: _Toc180475287]Staff Plans  
· As a solo operation for now, PureGlam Home Studio will have the founder in charge of everything from skincare consultations to facials to makeup. The entrepreneur will also handle everything outside of routine tasks such as supplier acquisition, appointment booking and client interaction (Knights, et. Al., 2007).
· It will require a part-time receptionist/assistant for admin functions and efficiency as the business expands and customer count grows. This will allow the entrepreneur to focus on client satisfaction and high-quality cosmetics. 
· Hired as needed, external experts such as lawyers, accountants or marketing experts will also help the company stay in compliance with laws, manage its money effectively, and drive growth through strategic marketing efforts (Mazur-Wierzbicka, 2021).  
[bookmark: _Toc180475288]SWOT Analysis
[bookmark: _Toc180475289]Strengths
· Low operational expenditures: Since PureGlam Home Studio is a home-based product, the most important feature of this product is that it is affordable to run. It is all done from a converted garage, so we won’t need commercial rent, electricity, or anything else of a regular beauty store (Sammut‐Bonnici,  et. Al., 2015). This allows the business to invest in the best technologies, products, and marketing strategies to offer customers cheap great services. 
· Flexible hours & individualized services: PureGlam Home Studio offers 100% individualized services as per the client requirement for beauty. As a home-based business owner, I may decide appointment times suitable for high expectations. This mobile, individual therapy is a welcome sight to convenience seekers looking for bespoke cosmetics (Farran, 2013). 
· Community-centered method: If we are in a residential area, the locals are just around the corner. Advertising through word of mouth and referrals from previous customers is how we generate a good client base locally. Beauty business survives on the client relationships and trust that localisation provides. (Sammut‐Bonnici,  et. Al., 2015).
[bookmark: _Toc180475290]Weaknesses
· Not enough customers/room: Work from home especially from garage is physically constrained. It will be limited in the number of appointments it will be able to fulfil daily for the salon and, consequently, the total number of appointments that can be booked daily will also be limited as well as the expansions in future (Widyani and Inggriantara, 2020). 
· Legal restrictions: Operating a business from  home may cause lawsuits, in noise, parking and business license may restrict the activities, so we must make sure everything is complied with the law. 
· Identified professionalism: We offer professional services, but it will be perceived less as a professional business by some clients than the salons in town (Farran, 2013).  This will be countered if we make professional customer experience and branding extremely important to you. 
[bookmark: _Toc180475291]Opportunity
· Rising consumer demand for personalized, personal beauty services As the COVID-19 world has changed, the customer desire for personal, private beauty services has also changed. Clients these days usually insist on one-on-one beauty because it is private and a lot more comfortable (Widyani and Inggriantara, 2020). This trend offers a big opportunity for PureGlam Home Studio. 
· Expand through mobile: Treatments to the client’s location, which can enable you to plan to scale the business further. It would be foldable and in hand-carry for people wanting even more convenience. 
[bookmark: _Toc180475292]Threats: 
· Competition: In the Cosmetic field, many of these companies and mobile beauty service providers offer this type of services. It may be hard to get deals with larger, well-known local brands who have access to marketing money or more space (Sammut‐Bonnici,  et. Al., 2015).
· Neighbour’s complaint or lawsuit: If we are a home-based business, our neighbours might whine about traffic or noise or parking. The criticisms can also trigger corporate distress or restrictions and lawsuits. 
· Recessions: Beauty treatments being an extremely high-density consumption means a recession would lead to the consumer spending less on high end beauty products. Clients might stop receiving facials and make-up in the face of economic difficulties.
[bookmark: _Toc180475293]Marketing Strategy
[bookmark: _Toc180475294]Product
PureGlam Home Studio offers a comprehensive collection of high-quality beauty products tailored to fit the individual needs of each client. The presents comprise:  
· All the facials are based on skin condition and customer issues, some include anti-ageing, moisturizing and acne therapy facials. The studio guarantees all treatments are effective and eco-friendly, with the help of high-quality, cruelty-free skincare (Narkiniemi,  2013). 
· PureGlam has the option to give you a customised skincare consultation which means offering customers specific recommendations and help. One of these sessions involves a detailed skin evaluation that educates clients on their specific needs and care plan. 
· The studio offers makeup packages for big events such as weddings, proms, and other special events. Each make-up session is personalized to the customer’s skin colour, fashion, and occasion type so as to ensure that an optimum look is created that showcases the event (Widyani and Inggriantara, 2020). 
However, skincare and makeup, combined in one PureGlam Home Studio gives clients who want a personal and personalised treatment a total beauty solution. 
[bookmark: _Toc180475295]Price 
PureGlam Home Studio charges on a very modest luxury basis. While the studio offers expensive, bespoke services, its DIY approach means operating costs are less, so customers get to choose from lower-cost options without compromising quality. 
· Prices for a facial are just £40, so people who require frequent skincare routines will be quite easily able to access one. 
· Face-masking treatments for big events range between £80 and £120 depending on complexity and appearance you want. 
Conversely, loyalty schemes will help to build lifelong customer relationships. The repeat customers will receive special offers and discounts, which drives referral business. After certain numbers of facials, for example, a customer may be given a free or discounted treatment (Kotler,  2000).  Package offers will enable normal skin care and weddings to earn revenue on, which is an added benefit for clients. 
[bookmark: _Toc180475296]Place
Whether from a garage converted to studio in the home, it will be done in a quiet and elegant setting. The comfortable chairs, the modern skincare and the elegant design will make sure the customers can relax and feel great here. 
· The studio’s at-home location makes it easy for those who don’t want to travel for their spa services. This custom, one-on-one atmosphere makes it an escape from the chaos of salons. 
· On the studio website, an online booking platform will be installed to help with the customer journey. From straightforward location of available appointment slots to treatment scheduling and online payment, this solution makes paperwork simpler and more convenient (Lewnes and Keller, 2019). 
However, there will be obvious signs posted outside the house to direct them into the studio. There will be enough parking for perfect customer experience. 
[bookmark: _Toc180475297]Promotion
In order to establish a loyal, well-supported audience, PureGlam Home Studio will emphasize both in-store engagement and on-line exposure. 
· Brand Marketing: Brand marketing will be heavily influenced by sites such as Facebook and Instagram. It is the studio that will use ads, customers’ before-and-after pictures, and make-up tips to build a following (Kotler, 2000). Competitions and giveaways on social media will increase engagement and attract new clients. 
· Postcards and flyers will be distributed to the businesses nearby, Gyms, wedding stores, and other companies as well as consumers. Working with fellow wedding and event makeup artists in your area may help bring certain techniques into view. (Ali and Talwar, 2013). 
· Referral program: Current clients will receive a discount or free treatment for friend and family’s referrals which encourages word of mouth marketing. This project will allow the firm to build a community. 
· Google My Business catalogue: Therefore, PureGlam will promote to the local consumers who search for online beauty services, by boosting its Google business listing, which will help to drive potential clients within their area (Lewnes and Keller, 2019).
However, with this all-encompassing marketing approach, PureGlam Home Studio will be positioned as a consistent local beauty service supplier.
[bookmark: _Toc180475298]Financial plan 
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[bookmark: _Toc180475299]Cash Flow Forecast  
Starting investment PureGlam Home Studio need comes total £ 25 000. That will be for first year of setup and operational costs. The 12-month cash flow forecast provides an overall picture of projected cash inflows and outflows for the year. 
· Cash Inflows
This is the cash that comes most, the £ 25 000 loan, we will use this to pay for early starting costs during the first month. In the first month, customers of the business’s beauty services would expect to start to pay for the products (Romanovic,  2022). It will have initial £2,000 in the first month and over time as the number of customers increases these sales will steadily increase until, by year end, they are making £5,000 a month. The revenues from the first year should amount to £44,500 in total. 

· Cash Outflows
The most significant initial investment is £ 12,000 and these are used to buy all the tools and equipment necessary, such as face machines and beauty tools, thus transforming the garage into a fully operational beauty studio. A further £ 3,000 pounds will go towards marketing and branding, covering a website and advertising materials. 
Therefore, costs for operating expenses will be the utilities (£ 100 per month), insurance, marketing, and products. Owner’s income will be £ 1,000 a month, first, then boosted  slightly by Month 7 . And if it continues to grow, clauses will apply for a £ 300 per month fully paid part time assistant starting the 7 months. 
That total annual expenditure should equal £34,800. 
[bookmark: _Toc180475300]Net Cash Flow
Given the upfront cost of launching the business, the company could have a -3,400 pounds negative cash flow for the first month, however, by the third month the company should have a positive cash flow. What is more, the company would have brought in £ 34,700 of net cash flow at the end of the first year, so very impressive financial performance.
[bookmark: _Toc180475301]Conclusion 
PureGlam Home Studio is the perfect fit for starting a successful home beauty business providing one of a kind, high quality beauty services. Armed with a good financial plan and a £25,000 initial investment, the business is likely to grow its income year on year to be able to achieve positive cash flow by Month 3 and establish a net cash flow of £34,700 by the end of the first year. In streamlining the admin work and focusing on high-end client experience, PureGlam Home Studio can gain a loyal local customer, be profitable and set the stage for future growth.
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12-MONTH CASH FLOW FORECAST

Description (as required) Starting point 1

Loan- start up capital £25,000 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £25,000
Sales (total sales of product andlor services) £0 £2,000 | £2,500 | £3,000 | £3,000 | £3,500 | £3,500 | £4,000 | £4,000 | £4,500 | £4,500 | £5,000 | £5,000 £44,500
Other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Total cash inflows (A)]  £25,000 | £2,000 [£2,500 ['£3,000 ['£3,000 ['£3,500 ['£3,500 [£4,000 | £4,000 24,500 /24,500 | £5,000 [£5,000 |  £69,500
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MONTHS

Cash out-expenses Description (as required) 1 2 3 4 5 6 7 8 12
Rent or premises costs £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Business rates for your business premises £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Utilities (gas, electricity, water) £100 £100 | £100 | £100 | £100 | £100 | £100 | £100 | £100 | £100 | £100 | £100 £1.200
Insurance £100 £0 £0 £100 £0 £0 £100 £0 £0 £100 £0 £0 £400
Telephone and internet £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Marketing and advertising expenses £500 £300 | £200 | £200 | £200 | £200 | £300 | £300 | £300 | £300 | £400 | £400 £3,.600
Vehicle running costs £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Equipment purchase or leasing £3,000 | £1,000 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £4,000
Postage, printing, stationery £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Transport and delivery £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Professional fees (legal, accounting etc.) £200 £0 £0 £200 £0 £0 £200 £0 £0 £200 £0 £0 £800
Cost of sales (Cost of product) £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Wages your own £1,000 | £1,000 | £1,000 | £1,000 | £1,000 | £1,000 | £1,200 | £1,200 | £1,200 | £1,200 | £1,500 | £1,500 £14,800
Staff wages £0 £0 £0 £0 £0 £300 | £300 | £300 | £300 | £300 | £300 £1,800
Cost of sale ( products) £500 £500 | £600 | £600 | £700 | £700 | £800 | £800 | £900 | £900 | £1,000 | £1,000 £9,000
Any other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Total cash out-flows (8) £5,400 | £3,000 [ £1,900 [ £2,200 | £2,000 | £2,000 | £3,000 | £2,700 | £2,800 | £3,100 | £3,300 | £3,300 £34,800
Your net cash flow (A £25,000 £3,400 | £500 | £1,100 | £800 | £1,500 | £1500 | £1,000 | £1,300 | £1,700 | £1,400 | £1,700 | £1,700 £34,700
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