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Introduction


My name is Bianca-Georgiana Puitau, the owner, HR and the CEO of Glow Cosmetics.

SIC Code: 47750 Retail sale of Cosmetic and toilet articles of specialised stores.

Background and Experience: We all want to look stunning everywhere we are going and want to attract everyone attention to us. I found hard for myself to buy make-up brands easily and in a short time to arrive at my house. So, I decided to make an online platform to order at anytime and anywhere I want.
Cosmetic and beauty products, started to be a physical health, through a long way in providing mental well-being and confidence with the make-up they are wearing all along. Increasing utilization of varying cosmetic products leads to a multitude of adverse effects. There is more awareness about cosmetics, cosmetic products and their adverse effects, and studies on the same are currently trending.

Passion and Motivation: I have always been passionate about beauty as a form of self-expression and confidence. Make-up has the power to help people feel more comfortable in their own skin, however I noticed that so many beauty brands are often too expensive for the average of the customers. Sometimes cheaper alternatives compromise on quality and transparency of the make-up. This gap in the market inspires the Glow Cosmetics an online platform that makes the beauty products affordable, trustworthy and ethically beauty products.

Connection to the Industry: I have always been passionate about beauty and how make-up makes people to express themselves. Over the years, I noticed that many quality makeup products are priced far beyond what most people can afford, and that inspired me to create a solution. Online retail is a strong interest in digital marketing, and I decided to launch Glow Cosmetics an online beauty store dedicated to offering affordable, high-quality, and cruelty-free makeup to customers who value both price and performance.
My connection to the beauty industry comes from my personal experience I have always loved exploring new makeup trends but often I founded difficult to find trustworthy products at fair prices. This challenge motivated me to build a brand that bridges the gap between luxury and at low price for all pockets.
The problem I want to solve is that many people feel they have to choose between quality and price. My vision is to make professional, cruelty-free makeup accessible to everyone, no matter their budget.




Section 1 - Overview of the Business Idea

Copy and paste your answer from Task 1 and 2 (Moodle), revise and improve if needed.

Glow Cosmetics is an online makeup store offering a selection of affordable, high-quality, and cruelty-free beauty products. The business provides a wide range of cosmetics including foundations, lipsticks, eyeshadows, and skincare essentials sourced from trusted ethical brands. Through its easy-to-use website, Glow Cosmetics aims to make beauty accessible to everyone while offering value through virtual tutorials, special offers, and personalized product recommendations.
Our business, Glow Cosmetics, will be an online beauty store offering a curated selection of high-quality, cruelty-free, and affordable makeup products for all skin tones and types. Our mission is to make beauty accessible, inclusive, and empowering by providing customers with trusted products and personalised beauty advice from the comfort of their homes. People’s health awareness has extended from the food industry to the personal beauty industry. Consumers have increased their interest in natural ingredients, sustainable packaging, and other green elements of cosmetics. ( Lin,Y.et al (2028) This research explores consumer attitudes toward green cosmetics.  
There is the sphere in which a person is invited to understand the beauty and somehow transform this understanding into the environment of his life, in choosing those forms of beauty that will bring him the greatest joy and well-being. ( Lin,Y.et al (2028)
Through our easy-to-navigate website, customers will be able to explore a wide range of cosmetics from foundation and lipsticks to skincare essentials along with detailed tutorials and virtual try-on features. We will focus on partnering with ethical and sustainable brands that align with our values of transparency and self-expression.
First Research, a D&B company, is the leading provider of Industry Intelligence Tools that help sales and marketing teams perform faster and smarter, open doors and close more deals. (First Research Industry 2025)













Section 2 - Legal Format and Management Structure


Copy and paste your answer from Task 3 (Moodle), revise and improve if needed.



1. Specify the legal structure of your startup (e.g., Sole Trader, Limited Company, Partnership) and explain the reasons behind your choice (provide citations), including how it aligns with your business goals.
For Glow Cosmetics, I have chosen to run my business as a Sole Trader. This structure a simple and a quick register with HM Revenue & Customs (HMRC), making it an ideal possibility for starting a small business. As a sole trader, I will have full control over the business, including all decision-making, operations, and finances. I will also keep most of the profits, allowing for flexible management and direct reinvestment into the company’s growth.
However, there are some disadvantages to this structure. As a sole trader, I am personally responsible for any debts or legal obligations the business may face. This means my personal assets such as my car, home, or savings could be at risk if the business meets financial difficulties. In addition, I will have to pay Income Tax and National Insurance on all profits earned (GOV.UK, 2024).
Despite these risks, this structure aligns with my current goals because it allows me to start small, support full control, and build the business independently before considering future risks.

















2.State the management structure of your business by detailing the roles and responsibilities within your business. You could use an organisational chart to demonstrate this structure. As the example below.
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Section 3 - PESTEL Analysis


Step 1: Industry Identification

Clearly define your industry before conducting the analysis.

Step 2: Analyse Key PESTEL Factors

Examine the following external influences:

Political: Opportunities:
· Government support for small online start-ups through grants and funding programs.
· Creates a safe environment for business operations.

Threats:
· Post-Brexit import/export taxes may increase product costs.
· Changing trade policies could affect ingredient and packaging supply.

Impact on Business:
· Possible higher costs for imported goods may affect.
· Chance to benefit from government start-up support.

Strategy:
· Collaborate with local suppliers to reduce Brexit-related risks.
· Apply for business grants or small enterprise funding.

Economic: Opportunities:
· Growth in online shopping before pandemic.
· Affordable products but high-quality beauty products.

Threats:
· Inflation may reduce customers purchasing power.
· Increasing shipping and logistics costs.

Impact on Business:
· Customers may become more price sensitive.
· Profit could be affected.

Strategy:
· Offer discounts, loyalty programs, and subscription boxes.
· Negotiate with eco-friendly delivery services for cost efficiency.

Social: Opportunities:
· Increased interest in natural, vegan, and cruelty-free products.
· Social media drives beauty trends and customer engagement.

Threats:
· High competition in the online beauty market.
· Fast-changing makeup trends can reduce product relevance.

Impact on Business:
· Need to stay updated with customer preferences and social trends.

Strategy:
· Partner with influencers and micro-creators for authentic promotion.
· Launch limited-edition collections to keep customers engaged.

Technological: Opportunities:
· Use of AI and AR (Augmented Reality) allows virtual product testing.
· Easy access to e-commerce platforms.

Threats:
· Risk of cyberattacks and customer data breaches.
· Ongoing costs for website maintenance and updates.

Impact on Business:
· Investment in technology and cybersecurity is essential.

Strategy:
· Implement strong data protection measures.
· Add AR “virtual try-on” features to enhance the shopping experience.

Environmental: Opportunities:
· Eco-friendly packaging and sustainable brands which is good for the environment.
· Positive brand image for using recyclable materials.

Threats:
· Higher costs for sustainable packaging and eco practices.
· Consumer backlash if the brand isn’t environmentally responsible.

Impact on Business:
· Customers may avoid brands seen as unsustainable.

Strategy:
· Use recyclable or refillable packaging.
· Communicate openly about environmental commitments.



Legal: Opportunities:
· Clear cosmetic product and consumer protection regulations build trust.
· Laws promoting ethical and sustainable business practices.


Threats:
· Strict cosmetic labelling and testing requirements.
· Risks if data is not properly managed.


Impact on Business:
· Legal non-compliance could lead to penalties or product bans.9

Strategy:
· Work only with certified and compliant suppliers.
· Maintain transparent privacy policies and data protection systems.

Step 3: Align PESTEL with Business Strategy

· Assess how these external factors impact your business.

· Identify risks and opportunities arising from the analysis.

· Explain strategic responses to mitigate risks and leverage opportunities effectively.

.






Section 4 - Target Market and Marketing Strategies


Refer to week 5: Market Segmentation, Targeting and Positioning



Discuss about the STP model (provide citations).

· Present a detailed analysis of your target market and its characteristics. Scope: Broad and high-level.

· Identify your primary customer segments. Scope: Specific and narrow

· Highlight the unique selling points

· Explain the marketing strategies you will adopt to reach and attract your customer segment(s).








Section 5 - Funding Requirements and Allocation


1. Clearly specify the total amount of funding you are seeking.

2. Break down the allocation of funds by categorizing them into:

1. Startup Costs:

2. Operating cost

1. Fixed Costs:

2. Variable Costs:

3. Provide a monthly financial forecast for up to six months, detailing projected income and expenditure for each month.

4. Include your breakeven analysis, indicating when your business is expected to cover all expenses and start generating profit.
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Example:

Startup Cost
[image: ]

Startup Cost

	
	Make-up products
	
	£1,200
	

	
	
	
	
	

	
	Legal & registration fees
	
	£100
	

	
	Website design & setup
	
	£400
	

	
	
	
	
	

	
	Branding & packaging
	
	£250
	

	
	
	
	
	

	
	Equipment & supplies
	
	£150
	

	
	
	
	
	

	
	Total
	
	£2,100
	

	
	
	
	
	







	Operational Cost
	
	
	

	Fixed Cost
	
	
	

	
	
	
	
	

	
	Fixed Costs
	
	per month
	

	
	
	
	
	

	
	
	
	
	

	
	Rent
	
	£1,200
	

	
	
	
	
	

	
	Business rate
	
	£250
	

	
	
	
	
	

	
	
	
	
	

	
	Gas bill
	
	£120
	

	
	
	
	
	

	
	
	
	
	

	
	Two Emp Salary
	
	£3,000
	

	
	
	
	
	

	
	
	
	
	

	
	Accountant
	
	£90
	

	
	
	
	
	

	
	
	
	
	

	
	Total cost
	
	£4,660
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	Variable Cost
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Variable
	Jan
	
	Feb
	Mar
	Apr
	May
	
	June
	
	
	

	Costs
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Electricity
	£250
	£320
	£380
	£450
	£500
	
	£550
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Raw
	£350
	£500
	£600
	£750
	£800
	
	£900
	
	
	

	materials
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	hourly paid
	£0
	
	£400
	£450
	£600
	£500
	
	£550
	
	
	

	Emp
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Total Var
	£600
	£1,220
	£1,430
	£2,100
	£1,700
	£2,050
	
	
	

	cost
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	Financial forecast for the first Six months
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	

	
	
	Jan
	Feb
	
	Mar
	
	Apr
	
	May
	Jun
	

	
	
	
	
	
	
	
	
	
	

	Fixed
	
	£4,660
	£4,660
	
	£4,660
	£4,660
	£4,660
	£4,660
	

	
	
	
	
	
	
	
	
	

	Variable cost
	£600
	£1,220
	
	£1,430
	£1,700
	£1,850
	£2,050
	

	
	
	
	
	
	
	
	
	
	

	Total cost
	
	£5,260
	£5,880
	
	£6,090
	£6,360
	£6,510
	£6,710
	

	
	
	
	
	
	
	
	
	
	

	Revenue
	
	£3,000
	£4,200
	
	£5,000
	£6,000
	£7,000
	£8,500
	

	
	
	
	
	
	
	
	
	
	

	Profit/loss
	
	-£2,260
	-£1,680
	
	-£1,090
	£360
	£490
	£1,790
	

	
	
	
	
	
	
	
	
	
	
	
	
	





Investment needed = Total Startup Cost + Sum of Loss... up to the breakeven point Investment needed = £10,000+5,390

Investment needed = £15,390
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