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EXECUTIVE SUMMARY

MY BUSINESS IDEA
I am starting a business offering nails and beauty to domestic customers in and around my area Neath and port talbot.
My goal is to build up a clientele who wish to have these services at home then consider operating from premises as well.
I will be self-employed and based at home. I will not have any staff and will not register for VAT until my turnover reaches the threshold.
I already have what I need to start trading, although I will need to put insurance in place with my first customer. I have over 15 years of experience in this industry.
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Legal status of the business
The business will be structured as a sole proprietor. A one-woman business

My product 
My product is a service. I am a travelling beautician, doing hair, eyebrows, eyelashes, and nails in your own home. 
I intend to contact care homes, nursing homes and similar places to visit regularly to provide all these services, but not including eyelashes for these clients, due to possible health and safety concerns.
Clients in these surroundings look forward very much to having their hair done, especially with perms. It is good for the morale, and so for their mental and physical health. Group bookings at one location enable me to offer a discount and make me even more competitive to meet every one’s needs giving them great services they require.
My Unique Selling Point (USP)
You do not have to come to me for these services, I am mobile and I come to you.

MY OBJECTIVES

Within the first 6 months, I aim to:

· Have a steady flow of new customers
· Retain those customers / see customers returning to me
· Start building a good reputation for a high-quality service/product
· Have clear contracts in place with new customers to ensure expectations of both parties are clarified and remove any issues with miscommunication
· Have a clear process for (a) taking on new clients and (b) servicing existing clients
· Be making a growing profit
· Have reinvested some profits into Kimmy B


Within 24 months I aim to:

· Have a full diary of customers
· Have a steady flow of income, with a good profit
· Possibly have moved into an office/premises
· Introduce more services/products (e.g., eyebrows, eyelashes)

Beyond 24 months I aim to

· Employ an assistant
· Think about becoming a company

Beyond 36 months I could consider

· Purchasing a second vehicle and equipment and employing another beautician to use my brand



[bookmark: _Toc146293775]OPERATIONS

Locations, premises, equipment.  

People’s houses, care homes. nursing homes, hospitals 
Don’t have a fixed premises as I’m a mobile beautician so that would avoid the expenses of rent and rates. You don’t have to pay rental costs of a shop or room to work. I also save on electricity etc.
I will have all my hair and beauty equipment in wheeled cases and folding chairs 

I will need to have public liability insurance, contents insurance for any equipment stored in my house, and also, I need to insure my car for business use. 

 People, staff, suppliers, health and safety, legal compliance.
Within 24 months I aim to have a full diary of customers. Have a steady flow of income with a good profit, possibly have moved into an office or premises, introduce more products make up eyebrow tints etc.
I will have a good solid training in what I am doing and will have certification. This will generate confidence in potential customers and hopefully convince them to work with me rather than with someone who has little or no training. This also means I will be able to charge competitively. With a certificate I can purchase from one of the wholesalers, providing they are cheaper than the internet
MARKETING
I am mainly targeting the following market in and around Neath Port Talbot. Young people who prefer the connivence of a home visit, and who want a basic affordable service at times convenient to them. People lacking mobility, or older people living in a care home. 
Giving approximate numbers, volumes and potential clients etc 
The 2011 census showed 100,000 people in the Neath Port Talbot 
This means that there are approximately 50,000 potential customers out there for me to target.
There are different ways of conducting market research to find out what customers want, what they are prepared to buy and how much they are prepared to pay. Asking people face to face, using data already available on the internet (you may have to pay for this) posting out surveys, conducting phone interviews social media etc.
After speaking to potential customers, they want
· A good job at a reasonable price
· Someone who is reliable, dependable and trustworthy
· A service that is professional yet friendly 
· A service that goes above and beyond
· Good communication
From competitor analysis and market research how much do I feel my potential customers are willing to pay for my products and services?
Looking online, the general range for these services across the UK are between £15 and £30 per hour. From my local research I know some small operations are actually charging the equivalent of £20 per hour in this area. I will use this range to inform my pricing and intend to start by charging at least £15 per hour. As businesses and my reputation grow, I will revisit this and consider increasing my charges more in line with my training and experience.
How will I market my business?
I would follow the “Ps” of marketing, The 4 Ps of the “marketing Mix) are: PRODUCT, PRICE, PLACE, PROMOTION. 
Sometimes another 3 Ps are added, making 7 Ps altogether. These are : PACKAGING, POSITIONING, PEOPLE
SOME INFORMATION HERE FROM THE INTERNET ON THE Ps OF MARKETING

The 4Ps marketing mix was designed at a time when businesses were more likely to sell products, rather than services. The 4 Ps represented an early focus on product marketing, when the role of customer service in helping brand development wasn't so well known.
· This refers to what the company produces (whether it is product or service, or a combination of both) and is developed to meet the core need of the customer – for example, the need for transport is met with a car. The challenge is to create the right ‘bundle of benefits’ that meet this need

Over time, Booms and Pitner added three extended ‘service mix P’s': Participants or People, Physical evidence, and Processes. Later 'Participants' was renamed as 'People' - the marketing mix covering marketers, customer service reps, recruitment, culture, training and remuneration.
Today, it's recommended that the full 7 elements of the marketing mix are considered when reviewing competitive strategies - across product, customer service and more.
Companies can also use the 7Ps model to set objectives, conduct a SWOT analysis and undertake competitive analysis. It's a practical framework to evaluate an existing business and work through appropriate approaches whilst evaluating the marketing mix elements.







PRODUCT  
Mobile services
PRICE
See above
PLACE
Wherever you live
PROMOTION
Posters, business cards and leaflets 
PACKAGING
Not really relevant to my business
POSITIONING
More expensive than do it yourself, but better quality. Less expensive than salons, but with personal service where you live.
PEOPLE
You get a personal visit and a friendly service from mem without you having to travel to town.
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MY STRENGTHS
· I will have a good solid training in what I am doing and have certification.  This will generate confidence in potential customers and hopefully convince them to work with me rather that with someone who has little or no formal training.

· This also means I will be able to charge competitively.


MY WEAKNESSES
· I have never run a business before.  However, I will seek advice where required for example from the employment advisers at the local council I will take steps to invest in the growth of my knowledge, by accessing any free online training that’s available to me to improve my business skills. 

· I have limited funding available.  However, I will set up a business that I can start with a little more than what I have.  While it may take me longer to accomplish some tasks using my current equipment/programs, I will be making money which will allow me to reinvest in purchasing more suitable equipment/programs.

MY OPPORTUNITIES
· There is a lot of uncertainty right now in the business world due to the impacts of COVID-19 on operations & the economy in general.  Many businesses have been unable to obtain Government grants due to the fact their financial records don’t accurately reflect their past performance.  Moving forward, I anticipate this will mean that ...

· I will be able to offer services and advice that fill a gap in the market for this service at home. Business in this sector appears to be expanding. It is increasing in popularity and is a great morale booster for people living in uncertain times. Even people on low incomes will do their best to treat themselves to “nails”. For care home residents it is something to look forward to and, again, a morale booster.

MY THREATS 
The COVID-19 situation has shown how unexpected threats are out there.  Moving forward, I will ensure I put money to one side where possible, so should something similar happen in the future, I have money to sustain me.  Happily, my business model is simple, and I am able to work from home, which should offer some resilience.


WHO ARE MY COMPETITORS?
According to Kristen McCormick (December 29, 2020, managing your business) There are 5 types of competitors: direct, potential, indirect future and replacement 
My competitors are direct for my business. They are the beauty salons and nail bars in many streets in every town
 I have two main advantages, Firstly I have lower overhead costs, secondly, I can reach customers they can’t. 
My competitors are using social media to promote themselves using for example Instagram Facebook, TikTok and other social media networks.
Also, many people order cosmetics off the internet and do their own nails and hair colouring
WHO ARE MY SUPPLIERS?
Hair and beauty warehouse and online suppliers 
WHO ARE MY CUSTOMERS?
Many of my customers will be loyal and support my brand because they cannot access the service I provide in the usual way.

HOW BIG IS MY MARKET?
Just in my local area alone there are 6 care and nursing homes with at least 100 residents in each home, including 200 in total in the care/ nursing home where my sister works. So I think there Is a massive gap in the market for my business.
WHAT PRICES WILL I CHARGE?
I would look at the competition and then I would take at least a third of the price so still leaving me with a profit
My prices:
Cut and blow dry £10-30
Perm £20-40
Dry cut £10
Cut and colour £30-50
Nails £20
Eyebrows £5
Eyelashes £30. However these are for private customers only. Care homes and nursing homes would not want the risk of the clients having their eyelashes done.
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FINANCE: REVENUE AND COSTS 
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The spreadsheet shows that starting with £2000 I end up with a balance of 36560,  a profit of £34560. 
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APPENDIX: My CV as the owner / manager

Kimberley Burman
Curriculum Vital
PERSONAL INFORMATION
 
NAME: Kimberley Burman
DATE OF BIRTH:3rd March 1989
NATIONALITY: British
HOME ADDRESS:42 Traethmelyn
Port Talbot
SA127TJ

MARITAL STATUS: Single
TELEPHONE NUMBER:07960715795
 
 
PERSONAL PROFILE
 
I consider myself to be a very presentable, organised, hardworking and reliable individual.  I am enthusiastic and adaptable; I work well as part of a team and can also work alone using my own initiative.  I am determined and always work to complete a job to the best of my ability and am always keen to gain new skills and undertake further training for personal development.
 
KEY SKILLS
 
❑ Good communication skills
❑ Reliable
❑ Trustworthy
❑ Approachable
❑ Self motivated
❑ Hardworking
 

CAREER HISTORY
Tesco. Sales assistant 
Dates: February 2017 – current vacancy 
Responsibilities
Directing customers and assisting them to product location, supporting deliveries, fill promotion ends and merchandising units as well as ensuring that the aisles are tidy and clear, serving at the tills and cash handling. Making sure shop clean and tidy facing up ready to open for trade.


Retail assistant
Non trade duty manager Iceland foods
 Dates: March 2014 - February 2017

Responsibilities:
 • receiving direct and indirect deliveries, making sure the shop was ready to trade, deploying staff to different jobs,  work the tills, replenish shelves freezers and chillers. Make sure I was visible on the shop floor for staff and customer queries answer the phones deal with any problems which may arise. Date checking, new layouts if needed. Deliveries. stock rotation, stock availability, shrinkage, cashing up tills and safe, making sure shop floor was clean and tidy, facing up, check green lights on freezers and check stock levels and lock up. To serve customers on the shop floor.

 Sales Advisor Smyths
 Dates: October 2012 – December 2013
Responsibilities:
 • To serve customers on the shop floor
• Customer service desk
• Cash handling/tills
• Pricing goods
• Stocking shelves
 Tele Sales Advisor No 1 Home Improvements
 Dates: March 2012 - Currently still employed
 Responsibilities:
 • To contact customer via the telephone
• To make sales and reach set targets
• Book appointments for surveyor
• Training new recruits
 
 
Cleaner K & K Cleaners
 Dates: June 2007 – March 2012
(Occasional hours only)
 Responsibilities:
 • Maintaining high standards of cleaning
• Ensuring the premises are left secured
• Reporting any health and safety issue
• Liaising with my line manager
 
 
Barmaid Trallwn Social Club
 Dates: March 2009 March 2010
Responsibilities:
 • Dealing with and serving Customers
• Maintained the cleanliness of the bar
• Cash handling
• Ensured the bar was well stocked
 
 
Carer for the Elderly Glais Nursing home
Dates: March 2008 – August 2008
Responsibilities:
 • Supported the care needs of the elderly
• Laundry duties
• Ensuring any health and safety issues were reported
• Liaising with my line manager
 
 
 EDUCATION
 2010-2011Gower College
2001– 2006Birchgrove Comprehensive School.

Qualifications
NVQ Level 1 in Hairdressing
NVQ Level 2 in Hairdressing
GCSE’s C-D’s in Art, English Language and Maths
 
Training Courses      
October 2012  Customer Service Training Course
 
PERSONAL INTERESTS
 
I adore fashion and shopping, and I spend a lot of my time doing so. I enjoy assisting others and providing assistance and advice when necessary. I also spend quality time with my family and friends. I enjoy going for walks and listening to music, as well as using the computer and cleaning. I am a really creative person who enjoys participating in local community projects such as jewellery making and arts and crafts.
 
 
Referees
Angela James                                              Suzanne Baker (Outreach and Development Worker)
No 10 Home Improvements,                   Eastside  Project,
Seaway Parade,                                         7 Talfan Road,
Baglan Energy Park                                    Winchwen ,
Port Talbot.                                                 Swansea SA1 7HA.
01639 812796/07800747210                   01792 700821/07826929289
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 CASHFLOW PROJECTION

Month 0 1 2 3 4 5 6 7 8 9 10 11 12

 CASH IN BANK  ACCOUNT 2000 2000 780 2060 4540 8020 11400 14780 18160 21540 24870 28100 32330

(Month 0 = set-up cost)

INCOME

Cash sales 1000 2000 3000 4000 4000 4000 4000 4000 4000 4000 5000 5000

TOTAL CASH AVAILABLE 3000 2780 5060 8540 12020 15400 18780 22160 25540 28870 33100 37330

COSTS

COST OF STOCK 1000 100 100 100 200 200 200 200 200 300 300 300

OTHER COSTS

Phone 20 20 20 20 20 20 20 20 20 20 20 20

Petrol 100 100 100 100 100 100 100 100 150 150 150 150

Marketing 500 400 200 200 200 200 200 200 200 200 200 200

Public liability insurance 100

Car insurance 200

Stock insurance 200

Miscellaneous 100 100 100 100 100 100 100 100 100 100 100 100

TOTAL COSTS 2220 720 520 520 620 620 620 620 670 770 770 770

END OF MONTH CASH BALANCE 2000 780 2060 4540 8020 11400 14780 18160 21540 24870 28100 32330 36560

Profit = (final end of month balance) - (set-up cost) =  34560
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