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Business Plan 


	Personal Details

	Name
	Mihaela Fodor

	Address:
	1 Princess Mews 

	Post Code:
	NP198GB

	Phone:
	07508728591

	Email:
	mihaelafod@gmail.com




	Business Details

	Business Name:
	Microblading Xtream

	Proposed Start Date:
	05.03.2022



























Business Operations & Objectives

	Business operation

	Services:
 Our mission is to make sure that every client walks out feeling more confident about themselves than when they walked in. Through innovative techniques we strive to help unlock your inner beauty by enhancing your brows in the most natural way possible. Our services will be: 
· Microblading Brows 
· Ombre Brows
· Eyebrows Lamination
· Correctional Work – Coverups after another artist
· Microblading Laser Removal 
· Microblading Saline Removal
· Tattoo Laser Removal

Markets:
· Women and men from 25-55 who are having trouble with their brows
· Women and men with alopecia or who have just gone through chemo
· Women and men who has experienced some hair loos and wants to achieve very natural looking eyebrows  
· Women who would love perfect brows at all times
· Women and men from age 18-65+ who are unhappy with the appearance of their brows
· Women and men, age 18-65+ who had a bad, ugly, unwanted anymore tattoo or have a birth marks (FRYE, 2019)

Deliver:
· Our services will be delivered directly, “face to face” with the clients



	Short Term Aims:

	Short Term Objectives (6 months):
The company goals are to fulfill the following milestones
· create a portfolio
· advertise our services on the online platforms 
· building own website and platform for our services
· achieve 30 clients per month
· achieve £4500 rollover / month



	Long Terms Aims:

	Long Term Objectives (1 year):
             The company goals are to fulfill the following milestones
· achieve profitability of 40%
· achieve a monthly target of 55 clients per month
· achieve a turnover £8250 / month
· 





SWOT (Shewan, 2017)


	Strengths: Build upon them

	· Large, diversified, and potential market. 
· It has strong, diversified, and supportive infrastructure. 
· Diversified services range. 
· Cheap services rates that result to competitive price. 
· Need low capital investment. 
· There is flexible hours program



	Weakness: Do something about them

	· Lack of infrastructure and communication facilities. 
· Unawareness about market. 
· Inadequate information of new technology. 
· Inadequate information of current market trends. 
· Less interest of people in this area. 
· Lack of skilled labor. 
· Lack of promotion of services 



	Opportunities: Take advantage of them

	· Rising demand for male microblading services, rising demand for laser removal requests. 
· Developing new techniques. 
· E-Commerce and Internet are emerged as promissory distribution channels to market and sell the services. 



	Threats:  Be aware of them

	· Competition in domestic market.
· Balance between high demand and supply.
· Quality products and services competing with the rest of the salons.
· Better deals and better quality offered by competing salons.
· Increased and better technological support and Rend facility in competing countries.



Market

Research into your market is essential in order to validate your business and ensure – there are customers prepared to pay for your products and/or services.

You may find that what customers are prepared to buy is different from what you thought they wanted. The key is finding out who they are, what they want and how much they are willing to pay for it. (Census, 2021)



Who they are?

Customers groups 
1. Youth
· Ages 14-24
· 69% are students
· Median individual income is £17,000
2. Adults 
· Ages 25-55
· Median individual income is £33,000
3. Seniors
· Ages 55-74 
Median individual income £14,500

How many they are?

Newport Total                             %of residents

						Newport        England&Wales      Wales
	Resident Population
	137011
	 
	 
	 

	Females
	71247
	52
	51.4
	51.6

	Males
	65764
	48
	48.6
	48.4

	 
	 
	 
	 
	 

	16 – 29
	21721
	15.9
	17.5
	16.6

	30 – 64
	62402
	45.6
	46.4
	45.8

	65 +
	22098
	16.1
	16.0
	17.4

	
	
	
	
	


	What do they want?

	1. Youth – main target group for Ombre eyebrows. Also have the potential to provide free advertising and recommendations to friends and colleagues.
2. Adults – main group for enchanting their eyebrows also through Microblading Technique and Ombre Technique and removal old tattoos or removal old microblading. Also have the potential to provide free advertising and recommendations to friends and colleagues.
3. Seniors – main group for enchanting their eyebrows also through Microblading Technique and Ombre Technique and removal old tattoos or removal old microblading. Also have the potential to provide free advertising and recommendations to friends. – Focused on life improvement. 



	How much are they willing to pay?

	Estimated selling prices

· Eyebrows Lamination - £35
· Microblading Eyebrows - £200
· Ombre Brows - £250 
· Microblading Laser Removal - £70
· Microblading Saline Removal -£75
· Tattoo Removal - £50 - £ 300
 




Marketing

Once you have established who your core customers are likely to be then you can look at the most cost-effective way to reach your potential customers.
Choosing the most cost-effective marketing strategy for your business is a key component to minimize expenditure and maximize income and is extremely important with a start-up business. (Aikin, 2021)
Marketing and closing sales are the most important aspect of any business 

	Marketing Strategy:

	· Advertising – advertising will be done on ecommerce platforms as Google, yell and on social media like Facebook, Instagram, Twitter
· YouTube channel
· Leaflets, brochures, emails, blog, free patch tests and consultation



	Choosing your advertising for each marketing strategy:

	Cost of advertising is also going to be a factor in your decision. You will need to obtain estimates and/or quotes for the form of advertising you have decided will be most effective to attract your customers. (Anon., 1999)



Advertising is a way of marketing my business in order to increase sales or make my audience aware of my services. Until a customer deals with my directly and buys my products or services, my advertising may help to form their first impressions of my business. (Anonim, 2018)
Advertising is a method of communicating with a product's or service's users. According to the Advertising Association of the United Kingdom, advertisements are messages that are paid for by those who send them and are meant to inform or persuade those who receive them.

Advertisement is constantly there, even though most people are unaware of it. Advertising in today's society uses every available medium to get its message through. Television, print (newspapers, magazines, journals, etc. ), radio, press, internet, direct selling, hoardings, mailers, contests, sponsorships, posters, clothing, events, colours, sounds, visuals, and even people are used to achieve this (endorsements).
Companies that advertise, agencies that develop commercials, media that broadcasts advertisements, and a slew of individuals like copy editors, visualizers, brand managers, researchers, creative heads, and designers that take it all the way to the client or receiver make up the advertising sector. An advertising firm is hired by a company that needs to promote itself or its products, but I choose to do it on my own at the beginning, using Google ads, Facebook, Instagram and my own website. Beside media I will use leaflets distribution.
On the future maybe I will choose one of the agency to promote my business that mean that I will provide to the agency information regarding the brand, my images, the ideas and values that underpin it, target groups, and so forth. To interact with the clients, the agencies turn the ideas and concepts into graphics, text, layouts, and themes. The commercials go on broadcast when I will approve them, according to the reservations made by the agency's media purchasing section. (Bennett, 2022)



	Type of Advertising
	Supplier
	Cost
	Details

	Product presentation and promotions
	Google
	30
	Services offers and Discounts


	Product presentation and promotions
	Yell
	35
	Services offers and Discounts


	Product presentation and promotions
	Flyers, brochures
	40
	Services offers and Discounts


	   Advertisement 
	     Facebook
	      35
	Services offers and Discounts


	   Advertisement 
	     Instagram
	35
	Company and products presentation








	What qualifications and experience do you have directly related to your business proposal?

	
· NVQ Level 2 Beauty Therapy 
· NVQ Level 4 Semi permanent Makeup
· NVQ Level 4 Semi permanent Makeup Removal 
· RQF Level 6/SCQF Level 10/ CQFW Level 6 Accounting and Management Information Systems
· CPD Level 3 Tax Accounting








	Will your business involve?
	Yes/No
	How will you ensure the least risk of harm, (attach additional sheets if necessary)

	Electrical equipment



	    Yes
	Proper trainings

	Manual handling



	    Yes
	Proper trainings

	COSHH


	    No
	

	Lone working



	    Yes
	Proper trainings

	Insurance: What level and type of insurance does your business require?

	There are 2 main types of business insurance – Public Liability and Professional Indemnity. Some businesses also require additional industry specific insurance, and you should check with your industry’s professional body.
All businesses will need Public Liability – this covers you if any of your activities harm person or property, e.g. a customer slips on a wet floor in your shop, or you drop a tin of paint onto someone while up a ladder. (Anon., 2022)


	Type
	Level of Cover
	Provider
	Cost

	Public Liability
	full

	BCD
	30£/month

	Professional Indemnity
	Full
	BCD
	4,67£/month

	Industry Specific

	
	
	




	Premises

	Will you require business premises? If so, give details of the type of premises, the utilities required, any planning permission, (e.g. catering facility, motor mechanics, etc.).

	Yes

Registration fee for practice license, space, energy, gas, internet, water.



Start-Up Costs

Costs of Starting my Business

The Plan of Action
The creation of my business plan—a thorough blueprint of the new firm—was critical to the startup attempt. A business strategy encourage me to think about the various initial expenditures. Underestimating expenditures leads to a deceptive rise in predicted net profit, which is bad news for any small business owner that including me.


Expenses for research
Before launching my firm, was necessary to undertake thorough research about the industry and consumer demographics. I use market research services to help me with my evaluation.


Costs of Borrowing
A financial injection is required to start any type of business. There are two methods for obtaining cash for a company: equity and debt finance. I chose to start my business with my savings and avoid loans and any other type of borrowing because it’s a small business, solo trader company and will be very difficult for me to reimburse a loan and interest.

Insurance, License, and Permit Fees

Equipment and Supplies

The status of your finances will have a significant impact on your selection. Even if you have the funds to purchase equipment, unavoidable costs may make leasing with the aim of purchasing later a reasonable alternative. However, regardless of cash flow, it's crucial to realize that, depending on the type of equipment and lease conditions, a lease may not always be the best option.

Publicity and Promotion

Without promotion, a new firm like mine or beginning business is difficult to flourish. Promoting my business, on the other hand, takes much more than placing advertising in the local paper.

It also includes marketing—everything a company does to attract clients to the business. Marketing has become such a science that any advantage is beneficial, so will take advantage about this area as much as I can.
 (MORAH, 2021)


	Start-Up Items required:

	Use this area to list everything you will need in order for your business to launch. You should only include items that will be essential to your start-up along with the designated supplier and the projected cost. (MORAH, 2021)



	Item
	Supplier
	Cost

	SUPPLIES (BLADES, PIGMENTS, GLOVES, ALCHOL, NEDDLES, ETC)
	AMAZON, TINA DAVIES
	500

	LASER MACHINE
	BRITISH INSTITUTE OF LASERS
	12950

	TATTOO MACHINE
	AMAZON 
	200

	GOOGLE SITE
	
	250

	MICROBLADING BED
	AMAZON
	100

	CARDS
	AMAZON
	20

	OTHER ACCESSORIES
	AMAZON
	200

	SPACE RENT 6 MONTHS
	
	4200

	ADVERTISING AND PROMO
	
	500

	
	
	

	Total
	
	18920




	Financing your business

	Now you have calculated how much money you will need to start your business you must identify where it is to come from. Only consider figures you know will be available to you.



	Source
	Amount

	Own savings
	2000

	Family / friends
	              0

	Bank loan
	0

	NEA Loan 
	0

	Grants / funding
	0

	Investment
	0

	Other public body JCP
	0

	Other private body
	0

	
	0

	Total funding available
	2000








































Sales Forecast


Sales forecasting is the act of anticipating future income by predicting how much goods or services a sales unit (which can be an individual salesperson, a sales team, or an entire organisation) will sell in the coming week, month, quarter, or year.

Sales forecasting enables businesses to deploy resources efficiently for future development while also managing cash flow. Doing my sales forecasting support my firms in precisely estimating my expenses and income, allowing me to foresee my short- and long-term success. (MAHALINGAM, 2021)

	How much will it cost for you to supply one customer? (John C. Chambers, 1971)

	Take into account the cost of raw materials, overheads, fuel to deliver product / service etc.

	
30£ - 50£




	How many customers can you handle? (Matthew Dixon, 2010)

	How much time is involved for each customer (for a service) or how long does it take to create your product(s), how many can you fit into 1 day?

	
1 – 3 HOURS PER CLIENT
3 CLIENTS PER DAY



	How much are customers prepared to pay for your product / service? (Costarella, 2019)

	This can vary enormously from one area to another. It is the adage of supply versus demand. Your market research and competitor analysis will help you highlight this.

	20£-300£





	Accounts and bookkeeping

	How are you planning to record the business? Will you be using a regular bookkeeper or keeping the details yourself? Will you be employing the services of an accountant at year end? (Anon., 2022)

	I will do the booking by myself at the beginning, I’m an experienced accountant with BA degree.









	Beauty Salon MICROBLADING XTREME
	
	
	
	
	
	

	
	
	
	
	
	CASH FLOW FORECAST (self calculate)
	
	
	
	
	

	Name
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6
	Month 7
	Month 8
	Month 9 
	Month 10
	Month 11
	Month 12
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Expected
	Expected
	Expected
	Expected
	Expected
	Expected
	Expected
	Expected
	Expected
	Expected
	Expected
	Expected
	Expected

	
	
	
	
	
	
	
	
	
	
	
	
	
	Totals

	Number of Expected Clients
	10
	12
	14
	20
	22
	24
	30
	35
	40
	45
	50
	55
	357

	Sales Income
	£1,500.00
	£1,800.00
	£2,100.00
	£3,000.00
	£3,300.00
	£3,600.00
	£4,500.00
	£5,250.00
	£6,000.00
	£6,750.00
	£7,500.00
	£8,250.00
	£53,550.00

	Personal Investment
	£500.00
	£500.00
	£500.00
	£250.00
	£250.00
	£250.00
	 
	 
	 
	 
	 
	 
	£2,250.00

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Total Incoming
	£2,000.00
	£2,300.00
	£2,600.00
	£3,250.00
	£3,550.00
	£3,850.00
	£4,500.00
	£5,250.00
	£6,000.00
	£6,750.00
	£7,500.00
	£8,250.00
	£55,800.00

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Stock/ Materials
	£500.00
	£250.00
	£250.00
	£250.00
	£250.00
	£300.00
	£300.00
	£300.00
	£300.00
	£350.00
	£350.00
	£350.00
	£3,750.00

	Utilities
	£50.00
	£50.00
	£60.00
	£60.00
	£65.00
	£70.00
	£75.00
	£80.00
	£85.00
	£90.00
	£95.00
	£100.00
	£880.00

	NIC
	£0.00
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	£0.00

	Drawings  
	£501.12
	£501.12
	£501.12
	£501.12
	£501.12
	£501.12
	£501.12
	£501.12
	£501.12
	£501.12
	£501.12
	£501.12
	£6,013.44

	Sub Contractors
	£0.00
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	£0.00

	Insurances
	£65.00
	£30.00
	£30.00
	£30.00
	£30.00
	£30.00
	£30.00
	£30.00
	£30.00
	£30.00
	£30.00
	£30.00
	£395.00

	Repairs and Renewals
	£0.00
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	£0.00

	Motor Expenses
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£600.00

	Phone/Internet
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£600.00

	Advertising
	£100.00
	£100.00
	£90.00
	£80.00
	£70.00
	£60.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£800.00

	Print/Stationery
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£600.00

	Miscellaneous
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£50.00
	£600.00

	Loan Repayments
	£0.00
	£0.00
	£0.00
	£0.00
	£0.00
	£0.00
	£0.00
	£0.00
	£0.00
	£0.00
	£0.00
	£0.00
	£0.00

	Bank Charges
	£20.00
	£15.00
	£15.00
	£15.00
	£15.00
	£15.00
	£15.00
	£15.00
	£15.00
	£15.00
	£15.00
	£15.00
	£185.00

	Accountancy Fees
	£10.00
	£10.00
	£10.00
	£10.00
	£10.00
	£10.00
	£10.00
	£10.00
	£10.00
	£10.00
	£10.00
	£10.00
	£120.00

	Other
	£20.00
	£20.00
	£20.00
	£20.00
	£20.00
	£20.00
	£20.00
	£20.00
	£20.00
	£20.00
	£20.00
	£20.00
	£240.00

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Total Outgoing
	£1,466.12
	£1,176.12
	£1,176.12
	£1,166.12
	£1,161.12
	£1,206.12
	£1,201.12
	£1,206.12
	£1,211.12
	£1,266.12
	£1,251.12
	£1,276.12
	£14,763.44

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Incoming less outgoing
	£533.88
	£1,123.88
	£1,423.88
	£2,083.88
	£2,388.88
	£2,643.88
	£3,298.88
	£4,043.88
	£4,788.88
	£5,483.88
	£6,248.88
	£6,973.88
	£41,036.56

	Opening Bank Balance
	£0.00
	£533.88
	£1,657.76
	£3,081.64
	£5,165.52
	£7,554.40
	£10,198.28
	£13,497.16
	£17,541.04
	£22,329.92
	£27,813.80
	£34,062.68
	 

	Closing Bank Balance
	£533.88
	£1,657.76
	£3,081.64
	£5,165.52
	£7,554.40
	£10,198.28
	£13,497.16
	£17,541.04
	£22,329.92
	£27,813.80
	£34,062.68
	£41,036.56
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