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                                      BUSINESS WILL.
                                      F&F BEAUTY SALON.
                                     EXECUTIVE SUMMARY
F&F beauty salon is a salon that is dedicated in rendering full package service and consistently providing excellent services and quality products in a friendly atmosphere. women want healthy looking hair, perfect brows and nails that look stunning every day. My focus is to create an ultimate client experience through exceptional services. We are here to offer different packages of services which includes hair styling, colour with waxing, nail services, make up, facials, spray tanning hair extensions at an affordable price. We want to provide a rewarding and relaxing services to our clients, whether you want a simple or classic hair style or personalised haircut. A highly skilled and motivated salon team will be at the core of the business. Furthermore, our salon will be in the high street for easy access and conducive atmosphere. Our salon will also rendering services like walk in appointment and online booking for our customers to have the best of customer service.
(Stutesly ,2012 p 37) explains that a business plan provides a framework for managing a business. It consists of guidelines and overall strategies for day-to-day operations and it provides an insight to effective performance.
                                    MISSION STATEMENT
1.Provide a friendly and personalised service through a team of highly skilled and creative professionals.
2.celebrating women who believe in themselves and are ready to step out into the look they love.
3.We recognise that your hair is your signature and that you must feel great about it every day.
                                AIMS AND OBJECTIVES.
1.Client retention through offering high standard quality services.
2.Top notch customer service and MARKET ANALAYSIS
satisfying our customers.
3.Attain profit.
                           MARKET ANALYSIS

Market analysis describes the products and services that the entrepreneur will introduce into the market and amount of marketing activities. This also states the market mix for the year. (Maund, A, 2017.p 486)
Valentin, E (2015 p.401-402) further states that business plan is a product of planning which has competitive advantage and disadvantages. This key point should be the primary focus of market strategy. Business plan explains the targeted customers and how it will the business to achieve its objectives.
                                   THE MARKET MIX(4PS)
(Fifield,2012 p 234) analyses market mix as the main part of marketing process. It strategically analysing all factors that affects business and to forecast the future for the business. It entails selecting and maintaining market target (product, place, price and promotion. This indicates how each element of market mix will be used in achieving business goals and objectives. Best way to utilise resources and meet its objectives.


                     PRODUCTS AND SERVICES.
We offer wide range of products and services
     HAIR:
1.Styling.
2. colour
3.Realxers and perms
4.weaving.
5.Haircut.
6.Shampoo.
     NAILS
1.Manicures.
2.Pedicures.
3.Polish
4.scrupltured nails.
     SKINCARE
1.Facials
2.Body waxing
3.Massage.
                            
                         PRICE.
(Sutherland and Canwell, 1997.p 30) states that there are various factors that determine the pricing policy, we need to analyse position of the market, price sensitivity of clients and compare the products and services to that of competitors. I must analyse every services and products and set each price individually according to my expenses, resources available and financial goals that I want to achieve. This is one of the most important details in setting up a business, keeping everything simplified as possible not over charged or undercharged. Setting the right pricing list is essential to target the right customer base and to ensure that we reach our goal. The main aim is to keep the price low but smart and putting into consideration our competitors offering same product and services.
                    PRICE LIST
HAIR STYLING PRICE LIST:
CUT AND BLOW OUT:        £10.00
SHAMPOO AND HAIR STYLING: £15.00
 HAIRCUT: £15.00
GROMMING PACKAGE: £25.00
WAXING PACKAGES
FACIALS: £15.00
EYEBROW SHAPE: £10.00
UNDERARM/BASIC BIKINI: £ 15.00
EYEBROW TINT: £5.00
NAILS PACKAGE PRICE
Pedicure: £20.00
MANICURE: £15.00
PAYMENT OPTIONS
BANK TRANSFER
ONLINE TRANSFER
CASH PAYMENT.
                                            PROMOTION
The main purpose of promotion in business plan is to identify the brand and what products and services they would be offering to their potential customers and clients. Through promotion we will be able to walk our way into the heart of our clients. Targeting the right new clients. We will channel our promotion through advertising in the social media. The internet is a global network of communication, such as Facebook, twitter, Instagram. We can also open a business page on Instagram and ask our friends to follow and share, which is brand awareness. Designing an attractive flyer for the business another strategy of promotion activity.
social media is another platform for sharing information which includes participation from users to create awareness of their brands. Brand owners has therefore embrace this channel as a basic tool in marketing their products and services. Email marketing, SMS marketing. We will also engage in seasonal events during Father’s Day, Mother’s Day, Christmas, black Fridays, valentine, Halloween in which we will offer promotions, share product samples, give referral percentages and share our printed leaflets too. Also, part of the promotion strategy is conducting a questionnaire. And by word of mouth.
                          PLACE

(Paul,2007 p 15) explains that when choosing a location for business, we should look at the qualities that we need in a location, that is, type of building, space, power and utilities that are available. We should also consider easy access for transportation, parking and proximity. I will be renting a commercial property from the house/shop agents e.g. (purple bricks) etc. It will be strategically situated in the busiest street in town where it can be easily accessed from all parts of town, a high-profile area. We will also consider a spacious building and parking lot. This will provide easy access for cars and visibility to passer-by and public transport. Security will also be considered when choosing location, the area should be well lit for clients come in late for services. Free parking will also be an advantage when considering our location. Every customer and clients want to access a conducive atmosphere.
                            SPECIFIC MARKET SEGMENT
Who, what and where are we targeting? I will focus my target on the women with the age group from 16-50.  Female folks in business and entrepreneur, college and university. This age group still know and want what is trending. I will do a market segment on services and products each client come in for more often, some just want a haircut, while some wants facials and waxing, and also women in the category of age 45 and above will just love a nice haircut and paint their nails. We will be sending them offers based on products and services that their consistently ask for.
My market segment will also focus on time, that is, what time is convenient for clients in age group 16-35 and 35-50 to come in for their services and how to create slot for each service.
                         UNIQUE SELLING POINT
In the beauty salon world, creative trends are in vogue, one of our unique selling points to be able to stand out in the competitive market is top-notch customer service and a friendly follow up for our clients. several study in the market reveals that it has become more and more competitive over the last decade, there will also be a welfare package for our staff to motivate them to build the business and deliver great services to clients .Another unique selling point that I will be putting in place a free private consultation for clients and potential customers, this will involve one on one consultation for people who are having difficulty with their hair, also giving them free tips on how to do routine home care maintenance regime70% of clients will book an appointment after in depth consultation. According to (Hersey, et al,2001, p 440-441) states that vision and missions alone are not enough to create excellence performance. We need to make strategic decisions. Business values which are quality, cost effective and customer service is crucial in business world.
                             PHYSICAL RESOURCES
(Sutherland and Canwell, p 90) illustrate that physical resources includes premises, machineries and equipment, stock, materials both finished/raw or part finished. The most import part of physical resources should be location or place. These resources help in the effective function of activities and operations. These equipment are used in the smooth operation of the business. Physical resources include materials, products, equipment, building, infrastructure, facilities. Materials are needed for the delivery of services in a business while building is where the business will operate from.
                                            EQUIPMENTS/MATERIAL
BUILDING RENT COST: £500.00 per month
Combs and brushes: £400.00
Salon wall mirrors: £500.00
Cart and trolleys: £500.00
Shampoo station and backwash unit:600.00
Hood dryer: £600.00
Salon chairs: £500.00
Straighteners: £200.00
Curlers: £400.00
Ring light: £200.00
Hair style station for waxing: £600.00
Pedicure chairs: £400.00
Nail polish racks: £100.00
                                                         OFFICE DESK EQUIPMENTS
LENOVO DESKTOP: £600.00X2.
Desktop tables: £500.00
                                        UTILITY BILLS
INTERNET COST: £30.00 PER MONTH
Gas and electric bills: £60.00 per month

                                    FINANCIAL RESOURCE
According to (Tennet J,2010 p7) Business owners need to raise money to cover the cost of setting up their business. The owner must be able to convince the potential investors in getting the initial capital needed and other preferred provider of finances. It is essential for the business owner to reflect on the upfront and operating cost. Every business plan requires a financial forecast. 
For the purpose of my business plan, I will seek financial resource from the bank which is termed as bank loan. When you are with a bank for more than five years without fraud you are eligible for a loan and a guarantor will be requested. Most bank within the locality are supportive of small-scale busines. In the view of this getting a bank loan is more secured and justifiable.
                               HUMAN RESOURCE
(Torrington,2014 p 89) states that human resource management involves getting the right people at the right place to do the right job. This entails a mutual assessment that takes place in choosing the right employee for the business and how to retain them. Also understanding how contracts works legally and effectively. This involve the workforce plan, how many people I will be employing, how much will they be paid. Recruitment process (interview and selection).
WORKFORCE: I am the director manager of the company and I will be employing three more staffs to join the team.
JOB ROLES AND RESPONSIBILTY FOR HAIR STYLIST AND NAIL TECHNICIAN
1: To create creative styles
2: Give clients a lifetime experience
3:  satisfaction.
                     SKILL NEEDED FOR THIS ROLES
HAIRDRESSING SKILLS
EFFECTIVE TEAMWORK
HOSPITALITY
HYGIENE
TIME MANAGEMENT
COMMUNICATION AND LISTENING SKILLS.
                         QUALIFICATION
All stylist must have a qualification in hair and beauty services which is NVQ LEVEL 2 DIPLOMA. And a certificate in health and safety.
                            EXPERIENCE.
All stylist must possess at least two years’ experience in the same field.                             
                         HEALTH AND SAFETY
Health and safety are another important factor in the beauty salon business. Staffs must be duly aware of the safety of themselves sand potential customers as well. According to the legal and regulatory for health and safety at work act (1974). This states that this should always be maintained, all organisations should operate with the policy and guidelines.
Also, people should be protected against risk that may occur as a result of activities at workplace.
(Tailor et al,2004 p 39) states that in very work environment, employer is obliged to provide safety materials and invest in the working conditions of their employees or staffs. It further explains that hazards may be anything or conditions which has potential to cause injury or harm to health. All safety measures must be duly put in place at workplace.
                                SWOT ANALYSIS
This is a strategy technique that helps in actualising organisational goals and objectives.IT explains the strength, weakness, opportunities and threats of a business.
STRENGTH: The most strength is the experienced workforce working together as a team in achieving the goals. Clean environment and top-notch customer service are another strength. Flexibility of services rendered by the team. Our unique selling point is also our major strength which is extra service of consultation. Good location for easy access for our clients.
WEAKNESS: Ability   to determine the market response since it is a new business with many competitors is a major challenge. Hair styling is time consuming; some customers are not patient enough to get the services.
OPPORTUNITIES: There’s opportunity for market growth when it starts to expand in services rendered. Collaborating with other brands to showcase their products gives business better edge over competitors. sophisticated products into the business.
Technology advancement is another opportunity for the business to grow, we are in the 21st century whereby technology influences the growth of every business.
THREATS: Economic recession is a major threat to business currently. Competitors offering the same products and services at the same price or at lower price. Availability of home services. Aggressive price competition.
Change in buying behaviour of clients. They go with trend and the having all services available to client is another major threat








                                       CASH FLOW STATEMENT
(According to Watson and Reissner, 2010.p306) describes cash flow as a primary statement showing the movement of cash, cash equivalents over a period. It provides information about cash flowing in and out.
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 The first quarter of the year into the running of the salon experienced low sales since we are just breaking into market and still advertising our brand to the public and going on into the second quarter which was summer and with people coming into the city for holidays, there was boost in sales and more clients were attracted and retained. The last quarter shows that beauty salon makes more sales during festive period which we also have Christmas, during this time there lots of events such as weddings, birthdays, anniversaries which also made sales moved positively. We had more bookings of hairstyling towards the end of the year.
As the business continues, expenditure increased, products and equipment were replaced. There was continuous payment of utility bills, staff salaries, insurance and rent payment. Miscellaneous was included which also affected the expenditure. Overall view the business is doing fine and we which to expand our services and introduce more products as we continue in business.
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 QUESTIONAIRE.
* Required
Kindly specify your gender
Male
Female

Specify what age group you belong to.
16-20
20-30
30 AND ABOVE

How often do you visit the beauty salon?
once a fortnight
twice a month
once a month

When visiting a beauty salon, do you book an appointment in advance or walk in with no appointment?
Book an appointment
Walk in-no appointment


How often do you get a haircut?
once a month
twice a month
once in two months

Which of the following insures your visit back to the beauty salon?
Environment
Customer service
Price
Do you bring your personal hair products to the salon?

Yes
No
sometimes
Do you have any preference for the gender of the hair dresser?
Male
Female
No preference
Other:

Does Location matters when choosing a beauty salon *
Yes
No
Maybe

Have you been using the same beauty salon for the past one year? if no, please specify why *
Your answer

            

  APPENDIX 2.(promotional flyer.
https://www.canva.com/design/DAD_5sH4cTc/EhY9Tqb6QCqtiEfpN7FUbA/view?utm_content=DAD_5sH4cTc&utm_campaign=designshare&utm_medium=link&utm_source=publishsharelink. 
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Month - 1 month - 2 Month - 3 Month - 4 Month - 5 Month - 6 Month - 7 Month - 8 Month - 9 Month - 10Month - 11Month - 12Totals

Inflow

Starting capital £20,000 £20,000

Grant 1 £0

personal investment £1,500 £1,500

Sales £0 £500 £750 £550 £700 £1,000 £700 £850 £1,500 £1,800 £900 £3,000 £12,250

Total inflow £21,500 £500 £750 £550 £700 £1,000 £700 £850 £1,500 £1,800 £900 £3,000 £33,750

Outflow

Cart/trolleys £500.00 £500.00

Combs and brushes £400.00 £400.00

Curlers £400.00 £400.00

Desktop desk £500.00 £500.00

Hood dryers for hairstyle £600.00 £600.00

insurances £500.00 £500.00 £500.00 £500.00 £500.00 £500.00 £500.00 £500.00 £500.00 £500.00 £500.00 £500.00 £6,000.00

Lenovo lap tops/2 £1,200.00 £1,200.00

Nail polish racks £100.00 £100.00

Nails £200.00 £200.00

Pedicure chairs £400.00 £400.00

Rent £300.00 £300.00 £300.00 £300.00 £300.00 £300.00 £300.00 £300.00 £300.00 £300.00 £300.00 £300.00 £3,600.00

Ringhlight £200.00 £200.00

Salon chairs £500.00 £500.00

Salon mirrors £500.00 £500.00

Shampoo station & unit £1,000.00 £1,000.00

Shampoos & Coloring £400.00 £400.00

Station Unit for waxing £600.00 £600.00

Straightners £200.00 £200.00

utilities £150.00 £150.00 £150.00 £150.00 £150.00 £150.00 £150.00 £150.00 £150.00 £150.00 £150.00 £150.00 £1,800.00

wages £750.00 £750.00 £750.00 £750.00 £750.00 £750.00 £750.00 £750.00 £750.00 £750.00 £750.00 £750.00 £9,000.00

Waxing gel £200.00 £200.00

Total outflow £9,600.00 £1,700.00 £1,700.00 £1,700.00 £1,700.00 £1,700.00 £1,700.00 £1,700.00 £1,700.00 £1,700.00 £1,700.00 £1,700.00 £28,300.00

NET Cashflow £11,900.00 -£1,200.00 -£950.00 -£1,150.00 -£1,000.00 -£1,700.00 -£1,000.00 -£850.00 -£200.00 £100.00 -£800.00 £1,300.00 £5,450.00

Opening balance £0.00 £11,900.00 £10,700.00 £9,750.00 £8,600.00 £7,600.00 £5,900.00 £4,900.00 £4,050.00 £3,850.00 £3,950.00 £3,150.00

Closing balance £11,900.00 £10,700.00 £9,750.00 £8,600.00 £7,600.00 £5,900.00 £4,900.00 £4,050.00 £3,850.00 £3,950.00 £3,150.00 £4,450.00
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