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1. Executive Summary
Venice Studio is a proposed startup nail salon located in the vibrant urban centre of Birmingham. The business aims to bridge the gap between low-cost, high-volume "walk in" shops and prohibitively expensive luxury hotel spas. By focusing on "Affordable Luxury," the salon targets professional women and trend-conscious Gen Z consumers who prioritize both hygiene and high-end nail artistry. With a lean operational model, a digital-first marketing strategy, and an initial investment of £15,000, Luxe & Lacquer is projected to achieve profitability within its first year. This plan demonstrates the viability of the venture through rigorous market evaluation and a comprehensive operational design.

2. Business Idea and Value Proposition
The Concept
Luxe & Lacquer is not just a service provider; it is a brand built on the "self-care" movement. The salon will offer premium manicures, pedicures, and bespoke nail art in an environment designed to be "Instagrammable," catering to the modern consumer's desire for an experience rather than just a transaction.
Identification of the Gap 
Market research indicates that the Birmingham city centre beauty market is bifurcated. On one hand, budget salons offer speed but often lack a relaxing atmosphere and transparent sterilization practices. On the other hand, high-end boutiques charge upwards of £60 for a basic gel manicure. Luxe & Lacquer identifies a "sweet spot" at the £35–£45 price point, offering high-end aesthetic appeal and medical-grade hygiene at a mid-market price.
Value Proposition
The core value proposition rests on three pillars:
1. Artist Precision: Specialized technicians trained in "Russian Manicures" and 3D nail art.
2. Health Conscious: Exclusively using "10 free" (nontoxic) and cruelty-free gel polishes.
3. Seamless Integration: A mobile first booking and loyalty system that respects the time-poverty of working professionals.

3. Market Analysis and Evaluation
Industry Trends
The UK beauty industry has shown remarkable resilience post-pandemic. According to Mintel (2025), the "Lipstick Effect" remains prevalent; consumers may forgo large luxury purchases during economic downturns, but they continue to spend on small, affordable luxuries like nail treatments.
Target Audience
· Segment A: The "Corporate Professional" (Aged 25–45). These clients work in the surrounding business districts. They require "Neutral/Bio-gel" treatments that look professional and last 3+ weeks. They value early morning or late evening appointments.
· Segment B: The "Trendsetter" (Aged 18–24). Students and influencers who view nails as a fashion accessory. They are driven by social media trends (e.g., "Hailey Bieber glazed donut nails") and are willing to pay a premium for complex art.
Competitor Evaluation
· Direct Competitors: Nearby high-street salons. While they have established footfall, their branding is often dated. Luxe & Lacquer will out-compete them through superior digital engagement.
· Indirect Competitors: At home DIY gel kits. While cheaper, they cannot replicate the precision of professional-grade cuticle work or complex structural building (BIAB).

4. Marketing and Sales Strategy
Digital Marketing (The Primary Driver)
In the beauty industry, "visibility is viability."
· Instagram & TikTok: The salon will maintain a daily posting schedule showcasing "Before & After" transformations. Video content (Reels) will focus on the sterilization process to build consumer trust.
· Influencer Partnerships: We will offer "complimentary sets" to local Birmingham-based micro-influencers (5k–10k followers) in exchange for honest reviews and tags.
Local SEO and Physical Presence
· Google My Business: Optimizing for keywords like "Best Nail Art Birmingham" and "Gel Nails near New Street Station" to capture "high-intent" search traffic.
· Launch Event: A "bubbles and brushes" opening night offering 20% discounts for bookings made on the spot.
Pricing Strategy
We will utilize a Value-Based Pricing model.
· Express Manicure: £25
· Full Set Gel Extensions: £45
· Nail Art Add-ons: £5–£20
This ensures the business covers its high-quality material costs while remaining 

In the modern beauty landscape of 2026, a social media presence is not merely a digital business card; it is the primary engine for customer acquisition and brand authority. We will adopt a "Content-First" operational model to ensure consistent visibility across three core platforms: Instagram, TikTok, and Google Business.
Platform Specific Strategies
· Instagram (The Visual Portfolio): This platform will serve as the "High Street Storefront" for the brand. We will focus on high-quality, curated "Reels" that showcase the "Russian Manicure" technique and 3D textured art—two high-growth trends in 2026. By utilizing "pinned" highlights for Hygiene Protocols, Price Lists, and Client Testimonials, we reduce the friction between discovery and booking.
· TikTok (The Discovery Engine): While Instagram nurtures existing followers, TikTok’s algorithm allows us to reach local users who do not yet follow the salon. We will produce "ASMR" style videos of the nail application process and "Educational series" on nail health (e.g., “3 reasons your BIAB is lifting”). This positions the salon as an expert authority, not just a service provider.
· Google Business (The Local Map): To capture "high intent" local searches, we will implement a "Review-for-Reward" scheme. Clients will receive a complimentary cuticle oil or £2 off their next visit in exchange for a Google Review with a photo of their nails.
accessible to its target segments.

5. Operational Plan 
Location and Facilities
The studio will occupy a 400 sq. ft. unit. The layout will include:
· Three manicure stations.
· Two luxury pedicure thrones.
· A dedicated "Sterilization Zone" visible to customers.
· A "Photo Wall" with professional lighting for clients to photograph their nails.
Legal and Regulatory Compliance
Operating a salon requires strict adherence to the Health and Safety at Work Act 1974.
· COSHH: Careful management of "Control of Substances Hazardous to Health" (e.g., acetone, monomers).
· Licensing: Obtaining a "Special Treatment License" from the local City Council.
· Insurance: Public Liability Insurance (£2m cover) to protect against accidental injury or allergic reactions.
Technology and Tools
To ensure efficiency, the salon will use Phorest Salon Software. This handles:
· Online bookings and automated SMS reminders (reducing "no-shows" by 40%).
· Inventory tracking to prevent over-ordering of stock.
· GDPR-compliant client consultation forms.

6. Management and Staffing
Leadership
The business will be led by the founder as a Sole Trader. The founder will handle high-level bookkeeping, social media management, and core service delivery.
Human Resources
By Month 6, we will recruit one Level 3 NVQ Qualified Technician. Staff will be compensated via a "Base + Commission" structure to incentivize high-quality service and upselling of retail products (e.g., cuticle oils).

7. Financial Forecast
Startup Requirements
	Item
	Cost

	Shop Fit-out & Decor
	£5,000

	Professional Equipment (Stations/Lamps)
	£4,000

	Initial Stock (Polishes/Tools)
	£2,500

	Legal/Licensing/Insurance
	£1,500

	Marketing & Signage
	£2,000

	Total Startup Capital
	£15,000


Revenue Assumptions
Assuming an average spend of £38 per client:
· Year 1, Q1: 15 clients/week = £2,280/month.
· Year 1, Q4: 40 clients/week = £6,080/month.
Break-Even Analysis
The "Break-Even Point" is calculated at 75 services per month. Given the high-traffic location, this is expected to be achieved by Month 4.

8. Risk Management and Evaluation 
SWOT Analysis
· Strengths: High-margin services, strong digital brand, niche art focus.
· Weaknesses: Reliance on a single location, limited initial staff.
· Opportunities: Expanding into "Pop-up" stations at corporate offices or wedding venues.
· Threats: Rising utility costs (electricity for UV lamps/heating) and entry of a major franchise competitor.
Mitigation Strategies
To mitigate the risk of rising costs, Luxe & Lacquer will implement "Smart Energy" lamps and negotiate bulk-buy discounts with suppliers. To handle competition, the business will focus heavily on its Loyalty Program, offering every 6th treatment at half price to ensure a high "Life Time Value" (LTV) per customer.

9. Conclusion
Luxe & Lacquer Nail Studio represents a modern, savvy approach to a traditional service industry. By identifying the consumer desire for an "experiential" beauty service and evaluating the local market gaps in Birmingham (LO1), this plan provides a clear roadmap for success. The design of the business—from its tech-integrated operations to its robust financial forecasting (LO2)—ensures that the venture is not only creative but commercially sustainable. As self-employment in the UK beauty sector continues to grow, Luxe & Lacquer is positioned to become a market leader in the local area.



