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Glow & Go Studio is a brand-new nail business I’m setting up right here in Walsall, in an easy-to-reach local spot. We’ll be offering manicures, gel polish, builder gel overlays, nail extensions, custom nail art, and safe removal too. My focus is simple: great nails done well, in a space that feels friendly and welcoming, with clear prices and a quick way to book online.
I’m aiming this at people who want nice nails without the hassle or the big price tag — students, people working nearby, and locals who just want something convenient they can trust. What I hope will make us stand out is that every set will be done to suit the person, appointments will actually start on time, I’ll walk you through exactly how to look after your nails afterwards, and everyone will feel comfortable the moment they walk in.
At the start, I’ll be running it all myself as a sole trader — that way I can keep things simple and grow at a steady pace. I’ve worked out I’ll need around £12,000 to get everything ready and keep things running smoothly at the beginning. I’m putting in £4,000 of my own savings and looking into a startup loan for the remaining £8,000, subject to being accepted for it. I’m hoping to bring in around £5,800 in that first month, based on my opening plans. After taking into account products, rent and running costs at roughly £4,350, that would leave a small but healthy first-month surplus of around £1,450 — if all goes to plan.
I’ll be getting the word out mostly through Instagram and TikTok, showing my work and what we can do, plus setting up a Google profile so people can find us easily. There’ll be an online booking system, some special opening offers, and a little discount for anyone who recommends a friend too. Wherever I can, I want to run things thoughtfully — cutting down on unnecessary waste, recycling what I can, and eventually being able to offer some local training or work experience opportunities.
I know it won’t be without its challenges. There are other nail places around, and things like rent or product prices can go up unexpectedly. There’s also making sure I’m always working safely and keeping the space well-ventilated. That’s why I’m putting hygiene, clear pricing, and building up regular happy customers at the very heart of everything I do.
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Overview of the Business Idea

Glow & Go Nail Studio is going to be a small, appointment-only nail business right here in Walsall, serving local people and nearby neighbourhoods. I’ll be offering classic manicures, gel polish, builder gel overlays, nail extensions, all kinds of nail art — from simple designs to more detailed ones — plus proper professional nail removal too. Customers will be able to book easily online, see exactly what everything costs on a clear price list, and I’ll give every client a little aftercare guide to take home. The studio will be clean, modern and nice to be in — I’m not planning to just be the cheapest place around, but to give great value for the quality you get. I’ll check what other local salons charge before setting my final prices, and my financial plans are based on an average spend of around £29 per visit.
What I think will make me different is that every set is tailored to the person — no one-size-fits-all. Prices will be clear from the start, and I want everyone to feel relaxed and looked after the moment they walk through the door. Clients are welcome to send over photos they love before their appointment, and I’ll chat through exactly what they want — shape, length, even what their daily routine is like — so we’re both on the same page. It helps build trust and means fewer disappointments. That said, I know other places could copy these ideas, so what will really keep people coming back is consistent, neat work, appointments that run on time, good photos showing exactly what I can do, and building up those regular, friendly relationships.
At the start, it’ll just be me — I’ll handle the bookings, the nails, ordering stock, answering messages, posting on social media and keeping the books tidy. If things pick up steadily further down the line, I might look at renting a chair to another qualified nail tech or bringing someone in part-time. For now, though I’m running it as a sole trader — it’s simple, I can make decisions myself, and it keeps paperwork costs low. As Gov.uk notes, being a sole trader means I’m self-employed and personally responsible for the business’s debts, so getting the right insurance, keeping proper records, and using a separate business bank account are all important (GOV.UK, n.d.-a). I’ll register with HMRC when I need to and double-check everything — from fire safety and waste disposal to planning permission and insurance — before I open the doors.

I also want to be sensible when it comes to the environment and supporting the local community — not just saying it, actually doing it. That means buying stock in sensible amounts so less goes to waste, using washable tools where it’s safe to do so, cutting down on unnecessary packaging, and separating out recycling properly. Anything that’s contaminated or has chemicals in gets disposed of safely and correctly instead of just tossed in the recycling bin. I’m also thinking about offering a small discount for students or anyone coming in before an interview, and I’ll try to buy from local suppliers whenever I can — as long as the quality and price works. Under UK law, any business that produces certain types of waste has a duty to look after it properly and dispose of it responsibly (Department for Environment, Food & Rural Affairs, n.d.).

Marketing research and PESTEL analysis

At the moment, I’m aiming mainly at local people between 18 and 40 — folks who like keeping on top of trends, care about their style, and want nails that look like the ones they see online. But I also know there are plenty of older customers who just want a good manicure or some neat gel polish done consistently. I should be clear though — these are just my starting thoughts, not proven facts yet. Before I sign anything, I need to really get to know the area: see what other nail places are nearby, compare what they offer, their prices, when they’re open, how easy they are to book with, and what people are saying about them. I also want to just talk to people around here and ask what they’d actually pay for and what they’d like most.

I read that there were about 5.5 million private businesses in the UK at the start of 2024, and almost all of them — around 99.2% — were small ones (Department for Business and Trade, 2024). It’s nice to see small businesses doing well, but just because lots of them exist doesn’t mean there’s definitely space for mine. That’s exactly why checking out what’s already here is one of the most important things I’ll do before I get started.
PESTEL Analysis
Political
Things like changes in what support local councils offer, training schemes, or employment rules could affect how I run things and what it costs. I’ll keep an eye on updates from the council and government guidance so I don’t get caught out.
Economic
When money’s tight for people, nail treatments are one of those things they might cut back on. At the same time, my own costs — rent, electricity, products — might go up too. I’ll keep a mix of affordable basics and special extras, only buy what I actually need, and check my money coming in and going out every month so I stay on top of it.
Social
Nails aren’t just practical — they’re a way people show their style, get ready for something special, or just treat themselves. Most people find new designs on social media these days, and trends move really fast. I’ll keep up with what people are asking for, but I won’t rush out and buy every single new thing that’s popular — only what I know will actually get used.
Technological
Online bookings, automatic reminders, card payments and posting videos on social media make everything smoother — for me and my customers. But I have to look after people’s details properly too. I’ll follow the UK’s data protection rules so everyone’s information stays safe and I only message people if they’ve said it’s okay (Information Commissioner's Office, n.d.).
Environmental
Salon work does create waste — packaging, files, wipes, leftover products. I’ll cut down where I can, order sensibly, and make sure I’m getting rid of things the right way according to what my local council allows.
Legal
I’ve got plenty to keep on top of: declaring earnings to HMRC, keeping receipts, knowing what my customers are entitled to, and having the right insurance and safety checks in place. The Health and Safety Executive points out that ingredients in nail products can cause allergies or breathing problems, and dust and fumes aren’t good to breathe in either — so good airflow, proper extraction, gloves and masks aren’t optional, they’re essential (HSE, n.d.).

Competition
I’ve got different kinds of competitors around here — proper salons that people already know, technicians working from home, and ones who travel to people’s houses. Each one has their own advantage: the established places are well-known, home-based ones might have lower costs, and mobile ones are super convenient. I’m not going to try to beat them by being the cheapest — undercutting everyone just means I can’t afford good products or keep the place safe. Instead, I’ll stand out by making bookings easy, starting appointments on time, keeping everything spotless, creating designs that actually suit each person, and giving clear aftercare tips. And when it comes to reviews — I’ll happily ask happy customers to leave one, but I won’t ever pay for or write fake ones myself. That’s not just unfair, it’s against the rules (Competition and Markets Authority, 2025).


Marketing Communications

My main goal for the first three months is simple: let people around here know I’m open, get new customers through the door, and make sure they want to come back. Before I even open, I’ll get everything ready — a clear style people recognise, a proper price list, an easy link to book, and my social media pages set up. Instagram and TikTok will be where I show most things, since photos and short videos really show off what nail designs actually look like, how they turn out, and what the studio feels like inside. I’ll post close-up photos (with people’s permission of course), little clips showing how I work, what appointments I’ve got available, and clear prices. Everything I share will be real — I won’t promise something I can’t actually deliver.
I’ll also set up a Google Business Profile so when someone nearby searches for nails, we show up. It’ll have my opening times, how to contact me, what I offer, and fresh photos of the space.
I’ll always be happy when people leave a review, and I’ll reply nicely whether it’s good or something I can work on. If I keep hearing the same thing, I’ll use that to do better. But I know reviews have to be real — the Competition and Markets Authority says it’s really important not to mislead people or put up fake ones (Competition and Markets Authority, 2025).
For the first two weeks when I open, I’m thinking about doing 10% off your first visit — just a little welcome offer. And if someone recommends a friend and they come in, the regular customer gets a little something off their next appointment too. I’ll make it clear when these deals end so people know they’re special, not just permanently cheaper. I might also do a loyalty card — come so many times, get something as a thank you. I’d also love to team up with nearby places like hair salons or beauty shops — recommend each other, maybe. Just nothing that costs too much or I can’t keep track of.
When I pick somewhere to be based, I won’t just go by how much it costs — I’ll check how many people walk past, how easy it is to get to, if there’s parking, if people can see me, and who else is nearby. Being near other nice shops helps, but sometimes starting smaller — maybe renting a room in an existing salon — might be smarter while I’m still finding my feet. Every month I’ll look at how things are going: how many people message, how many actually book, if people are cancelling, who comes back, what people usually spend, and how much it costs me to get each new customer. If people are looking but not booking, I’ll change what I’m offering, when I post, or how easy it is to book — not just post more and hope it works.


 Financial Plan

I’ve worked out I’ll need around £12,000 in total — that’s getting the place ready, all my equipment and stock, letting people know I’m opening, and keeping some money aside just in case. I should say though — these are my best estimates right now, not final prices. Before I lock anything in, I’ll get proper quotes for rent, insurance, ventilation gear, furniture, training, and everything I need to buy in. I’m putting in £4,000 of my own savings and looking into a £8,000 startup loan for the rest. Borrowing money means I keep full control of the business, but I also have to pay it back with interest — so I’m being careful to only borrow what I really need, based on what I honestly think I’ll earn. The British Business Bank’s Start Up Loans scheme is one option I’m looking into, though I’d still need to check I meet their current requirements (British Business Bank, n.d.).
	What I Need
	Cost (£)

	Deposit and getting the room ready
	£2,000

	Nail desk, chairs, lighting and storage
	£1,300

	Dust extraction and ventilation system
	£900

	Tools, lamps and cleaning supplies
	£650

	Initial nail products and consumables
	£800

	Training, insurance and safety checks
	£650

	Branding, booking system and launch marketing
	£500

	Working capital reserve (money set aside)
	£5,200

	TOTAL
	£12,000



First month forecast: I’m aiming for around 200 appointments that first month, averaging about £29 each — that would be £5,800 coming in. I know that’s quite a big goal for a brand-new business though, so I’ll keep checking it against my opening hours and how long each appointment takes.
For the money going out, I’ve estimated £4,350 altogether: rent and bills £750; products and disposables £700; marketing £300; utilities and internet £150; insurance, booking software and card fees £200; cleaning and waste £100; what I’d pay myself £1,500; and a little emergency fund of £650. So that leaves roughly £1,450 before tax, loan repayments, or anything I haven’t counted yet. Just to be clear — what I take out for myself isn’t the same as an employee wage, and how much tax I pay will depend on how much profit I actually make over the year.

To keep things safe, I’ll write down everything coming in and going out every week, keep my personal money separate from the business, and compare how I’m doing against these numbers at the end of each month. Once I know exactly what rent costs, how much each set of nails actually costs me in products, and what customers are spending on average, I’ll redo my break-even calculation properly. If bookings are slower than I hoped, I can spend less on ads for a while, only open extra hours if people actually want them, and wait longer before taking anyone else on or expanding. That extra money I’ve set aside at the start is really important — it might take a few months before I’ve built up those regular customers. I’ll look at how everything is going again after three months, then again at six months, before I spend anything big.
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