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[bookmark: _Toc57714932]Business Plan Development
One of the most important tasks of a new business it to prepare a business plan. It is usually known as the road map of the business. It is used as an instructor for the future of this business. The daily activities and tasks mostly dependent on the business plan (Wheadon, 2014). This is the direction for expansion, evaluation and so on. A business plan is normally written by the owner of a business. Sometimes it is registered also. The business plan is a vulnerable document which should be changed or modified every year. For this Hair Solon business, developing a business plan is very crucial. 
[bookmark: _Toc57714933]Parts of this Business Plan
A business plan should be very much structured. This is the first step to start a new business. Business plan for this Hair Salon will cover: mission and vision of the business, objectives and goals, organizational structure, marketing plan and financial plan.
[bookmark: _Toc57714934]Mission of KoolKut Hairsalon
In this section there are three different portions. It starts with a short brief, normal discussion of the running business. The overview is described with the mission strategy of the business (Johnson, 2011). The mission of this KoolKut Hairsalon business is to provide efficient service by the skilled beauticians to offer customers with the self-esteem necessity of success in today’s world. Serving the customers with skilled staffs by maintaining the loyalty. The mission is to offer the superior customers service continuously with smiling face while standing within the limited budget for everyone. In this KoolKut Hairsalon customers will enter as a guest and leave as a friends.
[bookmark: _Toc57714935]Objectives of KoolKut  Hairsalon
The main objectives of KoolKut Hairsalon are-
1. The main objective is to prove that much service that helps to satisfy our customers. 
2. Another objective is to attract more and more customers every day. 
3. Keeping our existing customers happy. 
4. To reach at that point where people will know the KoolKut Hairsalon as the biggest brand. 
5. We trust in time management. The staffs of KoolKut Hairsalon will provide the service with maximum efficiency within the time limit. 
[bookmark: _Toc57714936]Goals of KoolKut Hairsalon
1. The main goal of this KoolKut Hairsalon is to attract 5% to 10% more clients every month and also make the clients happy to come again who come for the first time ever. 
2. To have the professional and skilled hair stylist and beauticians that can provide the quality service to the customers. The service must be customized as per to the demand of the clients. 
3. Increase profit by inviting a celebrity every month. 
4. To develop a viewable website for all the customers.
5. To earn 10% profit every month. 

[bookmark: _Toc57714937]Organizational Matters
This part of the business plan talks about the current plan and strategies of the organization, structure, management team and about the risk management process. There are different forms of business structure all over the world. They are sole proprietorship, partnership business and joint stock company (Tipu, 2019). For this KoolKut Hairsalon the structure will be sole proprietorship. There will be different team to coordinate different tasks. The manager of KoolKut Hairsalon will manage all the training, recruitment, retail and transactional tasks. The receptionist will handle all the meeting and appointments; the sales executive will handle the customers of KoolKut Hairsalon. There will some hair and beauty stylist for full time or part time who will serve the clients on an hourly basis. Except this management team, there will be an external management team to support the main team. The external support team will be consisting of a legal advisor, accounting specialist, insurance broker and an expert advisor. This support team will be a crucial part of the management team. The risk management team will explain and handle the unexpected situation of the business. 
There are some questions the risk management has to answer some questions. These are: if the business is insured the liability? Whether the business follow the portfolio theory? All these questions have to be answered by the risk management team. 
[bookmark: _Toc57714938]Marketing Plan of KoolKut Hairsalon
KoolKut Hairsalon will have a limited amount of budget for marketing purpose. Because a big portion of will be used to pay the rent. The location of KoolKut Hairsalon will be at a place where people can easily find it. It can be at a big shopping mall or market. The cost of renting a location like this will be the reason of higher rental cost than the normal. A big portion of money can be can be spent for mall dues that make the shop more visible to the people. 
The budgeted amount for marketing will be spent on following activities: 
Advertisements: Advertisements will be pressed in three popular local newspapers. These three newspaper covers almost the full city. Everyone of the city are subscribed at these three newspaper (Varadarajan, 2010). People will know about KoolKut Hairsalon from the page of newspaper. There will be placed some leaflet and banner in some of the popular mall and markets. It will be a good option of advertisements. 
In-store and store front display: Display inside the store and outside the store may be visible to the people walking through the front street. It will attract the customers instantly. 
Marketing Objectives:  Marketing strategy should be designed as per to its objectives. The strategy should be set at the way that helps to achieve the business objectives. 
Main marketing objective are: 
1. Increase the repeat clients by 10% per month.
2. Decline customer holding cost by 5% every quarter. 
3. Maintaining a stable growth every year. 

[bookmark: _Toc57714939]Target Market Customers
The KoolKut Hairsalon business will target three types of segments as target customers. 
Men: Almost 70% of total customer will be men for KoolKut Hairsalon. Because men require shorter hair normally. They come to salon two times monthly on an average. The providing service to men is much more simple and easier than others.
Women: There are two types of women for saloon business. One is who can afford the upscale salon and the other is who can’t afford the upscale salon. The target customer for this KoolKut Hairsalon is the portion who can’t afford the upscale. They try to get service at a less expensive family salon like KoolKut Hairsalon. The service of upscale and family salon is not that much different. But the environment and decorations costs a lot for upscale. So, a lot of women want to go at a family salon. 
Young mother with Children: KoolKut Hairsalon will provide a playing sections for children while waiting for service. KoolKut Hairsalon will target all the three sections of people as their target customers.
[bookmark: _Toc57714940]Positioning
KoolKut Hairsalon will take the position at a convenient place that will be visible to the clients. It is a full service family salon.  It will offer the one-stop service for hair and beauty service. The position of KoolKut Hairsalon is one of the competitive advantages. Superior customer service is an another advantage of KoolKut Hairsalon. KoolKut Hairsalon may invest a lot of money and energy to make the business successful. The training process will cost a lot of money for KoolKut Hairsalon. Because the trained specialized can handle the clients far better than others. They can turn the one time customers into permanent one.
[bookmark: _Toc57714941]Marketing Mix
Marketing mix is popularly known as 4P of marketing. This 4P consists of Product, Piece, Place and Promotion (Kumar, 2012). Now it is time to explain the 4P of KoolKut Hairsalon below: 
Product or Service: KoolKut Hairsalon will provide service as of its product. 
Price: Service charge or price will be based on the price of its direct competitors or similar layer of business.
Place: Place is very important for salon business. The place of KoolKut Hairsalon will be at a visible place that can attract the customers easily. 
Promotion: Locating the store at a very crowed mall or other market will make it visible to the clients. It is one of the best promotional strategies of KoolKut Hairsalon. 
[bookmark: _Toc57714942]Milestones of KoolKut Hairsalon
Almost half of the startup can survive for five years. The rest of the half don’t make them fail before reaching the milestones (Abhayawansa, 2014). The environment may not be helpful for a startup to survive easily. 
Now we will see the six (6) milestones for KoolKut Hairsalon.
Profitable Business Model
The business model of KoolKut Hairsalon will say the whole story of the business. The story will ask three basic questions: About the customers, value of the customers and the way of delivering the value at right cost. All these questions helps to create a profitable business model. This is the most crucial business milestone that much reach for KoolKut Hairsalon. It is easy to create a rough model but it should not be. The business model can be reviewed many times but it should be start with a clean and clear plan for reaching the goals. 
First Repeat Customers
The second milestones for KoolKut Hairsalon is to make the repeat the customers. It means the customer once taking the services, they will visit again. It brings confidence in the mind of the business owner. The customer can be bringing back through interpersonal skills. 
Realistic Marketing Strategy
Marketing is known as the life blood of KoolKut Hairsalon. If the business owners and management may not be able to make a good marketing strategy. KoolKut Hairsalon can hire a third party marketing team. Smart marketing can help the business to attract more customers. Marketing through online and offline should be in a structured way for KoolKut Hairsalon. 
Hire and Train the Team
KoolKut Hairsalon may require staffs to hire. Hair stylist experts and beauticians need to be hired. They need to be trained well in some cases. This milestone may grow the business at a good rate. Having wrong staffs may be the cause of losing money, time and energy at the same time. So, KoolKut has to make sure that they are hiring the right person and trained them well. 
Gain Authority in this Industry
At this point of time it is assumed that KoolKut is making money and holds a great team in place. The next milestones are to have the authority of the respected industry. Even the business of KoolKut is not online based. But it can hold the authority through online. 
Significant Number of Customers or Sales
After having all these discussed above, KoolKut will focus on having good number of customers. The ultimate milestones for KoolKut to attain the significant number of customers. Setting a specific target for sales is a smart option for KoolKut Hairsalon. Having a targeted goal helps to move at the right path. 
[bookmark: _Toc57714943]Exit Plan
An exit strategy is the conscious plan to dispose the non-performing asset of a business (Finch, 2013). Exit plan of KoolKut Hairsalon should be designed efficiently. The non-performing and unprofitable assets of this KoolKut Hairsalon will be sold to another owner. This will be done to limit the losses for KoolKut . The asset could be listed at the exit strategy list when it reached the profit objective. The obsolete asset can be sold to the rural hair salon shop at a discounted price.
[bookmark: _Toc57714944]Financial Plan
The assumptions of Financial Plan are one of the most crucial part of a business plan. It is consisting of the forecasting of Capital Requirements and Sources, Income Statement, balance sheets and cash flow statements. 
[bookmark: _Toc57714945]Income Statement Forecasting
Income Statements is the combination of the sales, revenues and expenses. Now we will see the forecasting of Income statement for next 5 years. 
Income Statements Forecasting
KoolKut Hairsalon

	Particulars
	Amount  2020
	Amount 2021
	Amount 2022
	Amount 2023
	Amount 2024
	Amount 2025

	Service/Sales Revenue 
(For 2020 -£500000 and 10% increase every year)

Expenses:

Experts Salary (5*20000)
Telephone and internet
Water and electricity
Rent
Advertising
Depreciation
Miscellaneous
	500000





100000
50000
150000
50000
100000
50000
50000
	550000





100000
40000
100000
40000
50000
50000
50000


	605000





100000
30000
80000
40000
50000
50000
50000
	665500





100000
20000
70000
40000
50000
50000
50000
	732000





100000
10000
60000
40000
50000
50000
50000
	805200





100000
10000
50000
40000
50000
50000
50000

	Profit
	-50000
	77000
	100000
	120000
	140000
	150000










[bookmark: _Toc57714946]Balance Sheet Forecasting
Balance sheets of KoolKut Hairsalon represents the assets, liabilities and owner’s capital. 
Balance Sheet Forecasting
KoolKut Hairsalon
For the year 2020
	Particulars 
	Amount (£)
	Amount (£)

	
Assets:
Furniture 
Equipment 
Office Appliances 

Total Assets


Liabilities and Owners Equity:
Loan from Bank
Personal Funds
Advance from Family

Total
	

10,000
5,000
2,000





5,000
10,000
2,000
	





17,000







17,000




[bookmark: _Toc57714947]Break Even Analysis
Breakeven point refers to the point of a business where it stands at a no profit no loss situation. To calculate the BEP of 2020 for KoolKut Hairsalon, it requires the Fixed Costs (FC), Sales Price (P), Variable Costs (VC). 
Fixed costs= 150000
P= 1000
VC=800
BEP in units= 150000/ (1000-800) = 750
BEP in amount= 750*1000=750000
So, XYZ have to attain at least 750 customers to reach the breakeven point. 

Business Development Plan

Executive Summary
 'Fringes', a hair speciality beauty salon is being planned to be opened which shall be offering high class services with the most technologically advanced equipments and the safest products. This is the business development plan which is being envisaged as a catch-all business organization. Fringes shall seek to serve customers at an extremely affordable rate as much as possible without compromising on the factor of quality of our work which shall be keeping our customers visting us again and again. With this motto of providing beautiful hair and skin at an affordable rate we thus seek to further our business prospects. 



[bookmark: _Toc58089675]1. Business or Company Overview
With the emergence of a new generation and people with a brand new mentality that prefers to be more in the social media than in the real world, looking beaurtiful and attractive is extremely important. Our organization, 'Fringes' is devoted to offer hair dressing services to each of our clients as we believe that a wrong hairdo can spoil even the most beautiful face. Our team of professionals thus are dedicated towards offering the best salon services specializing only in hair care, and offering all sorts of hair services which a client seeks to get their issues regarding hair fixed and give them a brand new look that would make them look beautiful and flawless both online as well as offline. We at 'Fringes' belive that it is possible to get a beautiful facial look by means of the camera filter but it is not possible to get a camera filter for a poorly done hair. Hence we take the utmost care of our clients to offer them customized services based on their requirement at our salon with our range of devices that come with the most latest technology, and our products which we use for the treatment of the hair also comes from one of the trusted brands in the world of fashion and beauty products. This is how carefully we treat our customers as we understand how important it is to look beautiful and feel good about oneself at the same time, and we also welcome people from all backgrounds belonging to all income groups as we believe that looking beautiful is not the prerogative of the few but for all. Hence we seek to serve customers at an extremely affordable rate as much as possible without compromising on the factor of quality of our work which shall be keeping our customers visting us again and again. With this motto of providing beautiful hair at an affordable rate we thus seek to further our business prospects. 
[bookmark: _Toc58089676]2. Product and Services
Having provided an account of the mission and vision of our organization, the discussion shall be elaborating upon the range of products that we seek to offer at 'Fringes'. As a salon specializing in hair treatment, our primary focus shall definitely be upon the services that concentrate on hair, but apart from that we shall also be offering other beauty services which are generally available at all the beauty salons, and we believe in offering services to all people irrespective of their gender identity. 
In the department of hair beauty, we shall be offering services such as :- 
- hair cut 
- hair colouring, bleaching, dyeing
- hair straightening, perming, smoothening 
- hair spa and heat treatment
- hair shampooing and oil massage 
- beard grooming 
Apart from that ‘Fringes’ also offer other salon services :- 
- threading, full face as well as eyebrow shaping 
- face and body massage 
- mask facials 
- full body waxing 
- bleaching 
- piercing 
At  'Fringes' we also accept orders of bridal and party make up with prior booking and appointment, and we also offer services at the homes of people incase they are unable to drop in at our salon location.
These are the range of services which we offer at ‘Fringes’ and the products which we use are extremely human friemdly, from companies such as Trésemmé, L'Oréal, Matrix Biolage, Ori Flame, Mac, Huda Beauty, Lakmé, Révlon, all of which have stood the tests of time and are renowned all over the world for their dependability in terms of the fact that they do not have much side effects and their products are extremely good at afforfable rates to give a posh look. At  'Fringes' carefully we treat our customers as we understand how important it is to look beautiful and feel good about oneself at the same time, and we also welcome people from all backgrounds belonging to all income groups as we believe that looking beautiful is not the prerogative of the few but for all. Thus we make sure that we keep the rates quite reasonable and affordable. At 'Fringes', we believe that we are not just a regular beauty parlour where our team of professionals mechanically do as directed by the customers, rather we are also beauty counsellors and it is our duty to advise to the clients about what beauty treatment they should be taking and what they should avoid even if that means we have to decline services. For us the well being of our customers is way more important than earning money as we believe that a happy and satisfied customer is more likely to keep coning back to us, but if a customer is dissatified, then we tend to lose them forever. Losing customer is not something which we can afford, as each of our customers are precious to us, and we want all of them to feel comfortable and beautiful about themselves (Rambe and Mpiti 2017).
[bookmark: _Toc58089677]3. Market analysis and trends
[bookmark: _Toc58089678]3.1. Market trends
On the basis of an understanding of the market situation, we at 'Fringes' have come to the understanding that the customers look for products without side effects and the products that are chemical free to a great extent. At 'Fringes' we understand that we are not a clinic, rather we are a beauty salon hence we try to offer services which shall not be interfering with the health concerns of the people, something which most salons do not observe which is why most salons have complaints that their customers have faced certain side effects. Thus people these days are extremely cautious about their health and they seek for reliable salons where they shall not be getting any side effects for momentary beautiful look. Most salons donot adhere to the norms of professionalism and they are only interested in making the customers shell out a huge fortune and avail of their services. We at 'Fringes' want to make a departure from this market trend of duping customers and create a space that is conducive for clients who seeks minimal salon treatments and does not prefer to go for multiple visits to the salons. There are reports about customers abandoning their beauty salons which they have been going for years because they have been ripped apart by means of being coaxed into getting treatments that they did not require. Hence we are aware of the market trends that there are customers who seek parlours that do not peddle them unnecessary service rather they need salons that are genuine and offer them the correct advice and the services which they need only, and we want to bank upon them. Also many transgender people are denied services at several salons hence we have decided to offer them services and a place where they shall feel safe and not be bombarded with any form of judgement (Foster 2016).
[bookmark: _Toc58089679]3.2. Target Market
Our target market is basically the low income group who look for affordable salon services and we shall be at their service. 
We shall be banking upon both men, women and people belonging to other unconventional gender expressions. 
We shall be serving customers who look for affordable services but with quality products, especially those who have been highly disappointed by the salons they have been frequenting for years
We are banking upon customers who look for hygiene and cleanliness factor in a salon as we follow all the safety and sanitation protocols especially during this pandemic when safety and hygiene is of utmost importance. 
There are plenty of salons which cater to women, as they avail of beauty services way more than others, but facilities for men, and salons offering services to transgender people especially are rare hence we at 'Fringes' want to welcome them and offer them the best services (Kampani and Jhamb 2020).
[bookmark: _Toc58089680]4. Operation and Technology plan
[bookmark: _Toc58089681]4.1. Marketing Plan
As a small start-up organization we have decided that initially we shall be embarking upon a marketing plan that shall be based on our work and customer satisfaction whereby we shall be relying upon the word of mouth marketing. Later on when we grow, and have multiple locations of 'Fringes' we shall be having our own website. However we are embarking upon the digital technology to spread our word through Instagram and Facebook, where we shall be having the official pages of our organization, and we shall be asking for the consent of our customers before posting their pictures at our official page to showcase our quality of work to the people. Our official pages at facebook and instagram shall also be accepting bookings apart from being channels of our public relations campaign to further the prospects of our business venture. 
Our official website shall be having images of the products that we use at our salon, namely from the beauty product companies such as Trésemmé, L'Oréal, Matrix Biolage, Ori Flame, Mac, Huda Beauty, Lakmé, Révlon, all of which have stood the tests of time and are renowned all over the world for their dependability in terms of the fact that they do not have much side effects and their products are extremely good. Apart from that we shall also be posting images of our equipments all of which are state of the art technological expertise so that the customers get a hint of whatever equipments we are using. Time to time, we shall be posting online about the equipments which we shall be buying or upgrading at 'Fringes'. This is how we shall be embarking upon our marketing programme and showcase our technological upgradation (Fosu-Whyte 2018).
[bookmark: _Toc58089682]4.2. Management Team
At the head of the management, shall be the founder of the business and the immediate family members who cab guide in the business. Most of the decisions shall be made by these members who shall be forming the core committe. We shall be following a democratic model of leadership, whereby the core committe members shall always be taking the decisions based on the advice and feedback of the salon professionals. The most experienced salon professinal shall be at the head of the recruitment team as we believe in effeciency and that we should be appointing the expert for the job to be done. 
[bookmark: _Toc58089683]4.3. Financial Plan
This is supposed to be a venture where the head managers shall be from the family itself, hence we have decided that some portion of the fund shall be taken from the family savings and the rest as a loan from the bank. This is the plan tentatively. The entire money shall not be going into the furnishing of the salon and some equipments shall be bought in installment scheme, as we also need some money to pay to the employees as their salaries. We cannot totally rely upon the business income to pay our employees. This is the envisaged financial plan which we shall be following (Khvatova and Thakur-Weigold 2019).
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Business plan: KOOLKUT hair salon

                     Cover letter
Name of Applicant: KoolKut
Address of Applicant:  Famous House, 13 Been Street
NW3 4JP

Dear Mr/Ms

We are delighted to present you our business plan and our proposal takes the business to the next level. We will be a good source for customers who want the best quality hair salon. According to the online research, consumers are looking for hair salon who are using friendly hair products and services and we are ready  to  offer that.

Your Sincerely
KoolKut Team







According to Rachel(2020), when we write a cover letter, we should always think that we are writing for audience and we should make it simple and precisely, including everything that we want the buyer to know. Make it simple and attractive. 


Executive summary
· Good haircut is a key to making good impression.
· Not all customers can spend hundred of dollars to get a good haircut. 
· Most families have budget constraints. 
· KOOLKUT business plan will stand out by providing best quality customer attention with best quality services. 
· This study includes a business plan for a haircut salon which offers best quality services at very affordable prices.

According to (Rachel,2020) executive summary is that part of a business plan that gives to the investors/buyers the most important information they need to know from the first place. The basic element/ parts that we should not miss is: 
                    The business
                    The team
                    The proposal
The problem your business solves
Why it is succeed
Key financials
What the reward will be
Any major risk and how you plan to manage them
What you what from the reader
Contact details
According to Rachel (2020) once we start we have to get straight away to the point, be precisely and clearly, any mystery will not get the investor attention. The optimal length for executive summary should be no more the one page and to make sure we reach this goal we should write the essential point.
In this article Anna(2020) explain what is a business plan, why is important and how this can help our business grow. A business plan is an important document that should include all our inspiration and aspiration, also our strategy in order to achieve our goals in business future.
In this article Lisa explain that the executive summary purpose is to focus on the main point of your business plan and include all the information that will make the investors curious and attract to know more about your business plan, without reading the entire plan. In the article Lisa makes us understand that writing the executive summary will make us realise wich part of the business plan is more important so in this way we can focus on that. We can find out in this article why is important not to exaggerate while writing as this will lower our confidence in the eyes of investors. The executive summary is the first part of the business plan that everyone will read in the first place, that’s  why we should write  all the most exciting and important point of our business plan.




Business description and history
· KoolKut is a hair salon which allows the whole family to meet all their hair needs conveniently at one time.

·  It is not only a salon that provides all-round care, but also provides quality hair care & quality products in a very peaceful and good atmosphere.

·  Offer friendly working environment that respects diversity, hard work, and creativity.

· The mission is to offer skilled services all through talented beauticians to provide customers with the dignity & self-esteem needed to succeed in today's world

· Advertising-will make salon name & concept of KOOLKUT show to the public (Ghandour, 2014).

·  Uniqueness-Beauty Venus is different, providing best quality hair care and solving more complex hair care issues through private consultation.
· Consumer satisfaction! –One of the most important factors in whether one-time customers become repeat customers and recommend us to their friends (Chawla, 2015).

According to Rachel(2020) in this section you should relate everything about your business, who are you, how did you manage so far, how did you come up with the idea of this business. You have to be very specific and explicit as this part is very important for the future investor. 

In this article Judy(2010)relate that before you start writing your business history is a good idea of reading others company’s business history and get inspired about how they relate their backround. You have to explain all your achievement so far and if there is any good moment in your customer experience you can explain some that will put you out in a good light. Also Judy(2010) is advising not to get to much in details, but focus on the main interest.
 



Business structure

· The manager will handle all recruitment and training, retail, and purchasing.
· The receptionist will also hire receptionist to easily manage all appointments & people who walk into the point of sale and are responsible for a point of sale transaction.

KOOLKUT will also hire part-time hair stylists who will work on an hourly basis. 
According to Rachel(2020) this part of the business plan is very important and you should not forget to include  or explain who own’s the company, if there is any investors so far, what kind of business you will be.

Product or service description
· Koolkut provide hair styling for the whole family.
· Hair: cut, relaxer, perm, color , shampoo, conditioning, curling, restructuring, weaving, waving.
· This includes women’s and men’s haircuts, permanent haircut and women’s hair colouring and children’s haircuts. All adult services will provide shampoo. Services can be booked or scheduled on demand.
· Koolkut will emphasize customer-centric services and always put customer needs in first place.
· Koolkut will also sell quality hair care products, expected to account for almost 15% of the sales.
· These professionally skilled-quality supplies will include shampoo, conditioner, brushes, combs, rebuilder and other styling products and aids.

According to Rachel(2020) in this section of your business plan you should explain what are the product and services you provide, where and how do you get the product from and how you will deliver them to your future or actual customers. Rachel (2020)relate that you need to set up your prices and offers for the services and product you are delivering and how this will help your business to grow your sales and profits.
In this article Anna  (2020) relate that also in this section of business plan you should be very specific and describe and detail your product and services that you are going to deliver, including the manufactures and how this will attract your customers.
In her article Anna (2020) is describing the way that you should summarise your objectives, your services and products and explain in what way will this makes you unique and will make you survive on the market. Explain who will or who are your customers and how you are planning to deliver your services and product, and not to forget who will manage the business.
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[bookmark: _Toc57659401]Managing Enterprise from Management and Organization Perspective: 
The idea of management derives from perceptions which are value based. In that way, it becomes a pathway for ensuring unlimited growth in the replenishment and revival of the significance of the human kind (Czerniawska, 2014). We live in this 21st century and like every other thing the management in this century has changed radically compared to the 20th century. In the last century, the management was all about scientific management, a topic introduced by the father of management science, Frederick Winslow Taylor in 1911 in his famous book named the ‘Principles of Management Science’. The fundamental goal of 20th century’s farm was to create profit for its shareholders and maximize the shareholders value. In 20th century, the farm was considered as a machine where the parts of the machine can be controlled and analyzed and for every problem there was a solution. With time the 20th century has passed and the 21st century emerged with several acceleration in different sector, like it has brought drastically change in the technology sector, new technology emerged, the value of knowledge has increased and people are trying to manage this important asset that was being less recognized in the last century (Backer, 2014). The aim of this century is focusing on recognizing different procedures in a multi diverse work environment.  There are several new types of organizations too. Collaboration of government, public and private companies, non- profit organization and recently one new type of organization making much progress called Startups. The fundamental goal of the firms in this century is to construct a value for the customer, replacing the goal of creating money for the shareholders. Now, every company tries to deliver the best service to its customers and build an ecosystem management. 

[image: ]
[bookmark: _Toc57659900]Image 1: Management Evolution
                                                               Source: DENNING, 2020.
[image: ]Keeping that in mind XYZ Company is also trying to provide the best service to its customers. They believe in serving their customer with the best quality product. They do not follow the traditional management structure which other saloon organizations follow. Their activities are categorized as Operations, Sales and Management. In a traditional organization, it can be seen that the employee reports to the direct boss of him and the he reports to his boss and this cycle goes on to the CEO. Since, xyz saloon is relatively small and their organizational structure are totally different so here the employees directly reports to the manager and the manager then informed the owner about the activities of the organization. Below given is the organizational structure of xyz organization. [bookmark: _Toc57659901]Figure 2: Organizational Structure

If we look thoroughly to the structure, we can come to the conclusion that, the manager is the key person here. He will handle the recruitment process; he will oversee the training of the newly appointed employee and most importantly he will be the responsible person for all the retailing and purchasing activities. The manager will also be responsible for all the operational task including bookkeeping, HR task, employee retainment, employee motivation, evaluation, planning, maintaining communication with third party and stakeholder and so on. All the employee will directly report to him and he will provide the reports to the owner if required.
The next important person in this organization will be the receptionist. He/she will be responsible for managing the appointments and to serve the walk-in customers. Under the receptionist Full-time hairdressing expert, Part-time hairdressing expert these people will be working. XYZ will hire part time hairdressing expert on hourly basis. The receptionist will be solely responsible for settling appointments, arranging contact with prospective customers through different sort of promotional activities like Facebook post, sending offer coupon through messages, direct call and sometimes in person approach.
Companies like xyz has a flat organizational structure which means there are no middle management between the lower level of employee and the upper (Meyer, 2017). This type of organizational structure provides the employee liberty and thus the creativity within them can come out. 
Running business in 21st century requires the understanding of the necessary tools and terms. The manager needs to understand the employee, their potentials, how to manage them in an effective manner so that the organization can achieve its goal. The 21st century managers need to change their leadership style, instead of being traditional leader, they need to be employee oriented, the leadership is multidimensional and based on people to people relationship. They need to be innovative. Customers want variety of product which serves their need. In order to meet their demands, the range of services the business provides must be increased. In this century the top priority of business is customer satisfaction which means creating an atmosphere for the customer so that they become repeated one and they share good words about the organization to their friends (Chawla, 2015). These management techniques are completely different from those of 20th century. Through experience, practice organizations learn how to put these altogether and they finally know how to run business organization in 21st century. 
[bookmark: _Toc57659402]Social responsibility
Social responsibility is basically the responsibility towards the society. In broadest sense, the relationship between corporate organization and society is the social responsibility (Crowther and Aras, 2008). It is basically representing the activities any organization or business institute does for the betterment of their community. XYZ salon is not any exceptional. As the main section of the corporate social responsibility according to Crowther (2008) and Aras (2008), they pointed out the followings:
[bookmark: _Toc57659403]Environmental
Any activities that have an impact on the environment, not the business environment but the cultural and natural environment, which cannot be reported in terms of accounting reporting are the factor for the environment (Hunnicutt, 2013). It includes form as simple as planting a tree in front of the organization to as big as waste management. The main responsibility for the environment of any organization are how well the organization is maintaining the waste factors, what they are doing to maintain the peace of the society, their product quality, their manners, how much they are following the culture of the respective country and so on. As for XYZ salon, it is a good example of environmental responsibility. It will efficiently maintain its work environment cleanness by using modern-day technology machines like vacuum cleaners and also to maintain the temperature; it will install air conditioners for the customers. As for the waste management, it will send the waste to the waste dumping zone where the waste will be processed for making it less harmful or not at all harmful for the environment. And also, XYZ will make sure to use high quality and brand product for their customers so that after the treatment, they won’t face any trouble. It will not use any harmful chemical or creams. And these product wastes will straight go to the company representative agents for recycling.
[bookmark: _Toc57659404]Social Contact
Social contact is somewhat a political term but it is closely related to a business. It is mainly the legitimate relationship between the individual or the business and the governments and it focuses at the rights someone give up for the betterment of the government being at the place where he is now (Rousseau, 2013). Though it is and old definition, it gives a close insight about business social contact. It means what an organization is or will follow or do to make the peace of the government and also wit the country, responsibilities toward the governments. The XYZ, as for social contact, it will always follow the rules for the particular industry, follow the code of conduct issued by government and particular laws. And for the product procurement usage, it will always use the government selected or quality assurance [image: ]organization’s endorsed product irrespective of price. The interactive relation of the organizations with government and other societies in the group are as the chart.
[bookmark: _Toc57659902]Figure 3: Interactive Relation
Source: Crowther and Aras, 2008.  


[bookmark: _Toc57659405]Ethics
Every organization hold on to some believes, values and norms. But this belief and norms change in the passage of time and also as the culture change (Crowther and Aras, 2008).  The ethics of any business is the ethical responsibility if any business and a promise that the activity of that business will not harm the society (Baumhart, 2011). The ethics involves the good pricing, better environment, quality service provide and do not do any crime against society. XYZ is not above this. The organization will follow standard pricing model. It will keep a better cultural and working environment for the customer. Customer satisfaction is the core value of the XYZ. But not with the cost of ethics. The organization will maintain high ethical value, following the rules and regulations of the government, maintain tax system and tax return laws and also provide quality product and service to the customers. 
According to Voila (Voila, 2020), a famous hair salon located in Washington, DC, apart from the above responsibility, an organization should also follow additional responsibility to fulfill their corporate social responsibility. XYZ also follow those responsibilities. They are 
[bookmark: _Toc57659406]Health issue of worker
As the world is going under a pandemic, the health issue and the effect of COVID-19 is much more critical now. The customers are also now demanding quality service and safety. So XYZ will make the environment and the space sanitized at all cost. Also, the health and the mental condition of the worker will be under continuous motoring. Also, in holidays, to meet the customer demand and pressure and also to keep the mental and physical health well, XYZ will hire part time job seekers like students or other workers who will be helping in the holidays, so that our permanent workers can get some rest and vacation time to spend with their friends and families.
[bookmark: _Toc57659407]Customer relation and Training
XYZ will maintain a good relation with all other customers so that our one-time customer becomes repeated customer. And also, from time to time we will do some training program to train the potential employees and part time job seekers so that they become self-independent in the future.
[bookmark: _Toc57659408]Donations
[image: ] XYZ believe a better society where everyone get-along and no one is left behind. And for the development of the society, research is the most important part. So, from time to time, XYZ will donate to the charitable fund and research organizations for the betterment our society. It will also arrange free service programs for the orphans and for the physically disabled people.  [bookmark: _Toc57659903]Figure 4: Social Responsibility
                                                  Source: Crowther and Aras, 2008




[bookmark: _Toc57659409]Sustainability
Business sustainability is the management of financing and investment for the company to make and keep the long-term values (Crowther and Aras, 2008). It is basically the sustainable development for the organizations and the process to hold that development. There are four dimensions from which perspective the development can be made (Portney, 2015). If any organization follow these development dimensions but cannot hold it for a long time, it will be called a development but not a sustainable development. XYZ will follow these specific sustainable developments dimension for their community. 
[bookmark: _Toc57659410]Influence in the society
It is the impact an organization make in the society through the contribution, charity and the development. It is an internal focus factor of the sustainability dimension (Crowther and Aras, 2008). As discussed earlier, XYZ will donate in the charitable and research organizations for the betterment of the community. By donating, XYZ will be a part of the sustainable growth of the society. 
[bookmark: _Toc57659411]Influence in the environment
Which is the impact an organization has in the geographical environment (Crowther and Aras, 2008). XYZ will follow strict waste management procedures for the cleanness of the environment and use green product for the good of the environment. Thus, XYZ involves in environmental sustainability development. This is an external focus factor of the sustainability dimension.
[bookmark: _Toc57659412]Organizational factor
This is maintaining and keeping a healthy relation among the stakeholders, creditors, customers and maintaining a good working environment. This is an internal factor of the sustainability dimension (Crowther and Aras, 2008). Customer satisfaction is the core value of XYZ. So, it will always keep the sustainable relations with the customers. And for creditors, XYZ will be paying the principle loan amounts long with interest time to time keep the relations good. This will help XYZ to procure more credit in the future.  



[bookmark: _Toc57659413]Funding and Investment
[image: ]This is the most important dimension of sustainability. Funding and investment in development project and also project which has future prospect is the fundamental of the sustainability of any organization. XYZ will invest its retained earnings to future development of the organization, especially to procure quality product and technological sector. Technological sector is important is because it will make the service available within short time and less price. Technology will also make the new service available affordable for the customer, basically will help to introduce new product line. By investing in the technological changes and also quality service, XYZ will make a good sustainable development. This is an internal factor of the sustainability. [bookmark: _Toc57659904]Figure 5: Sustainable Dimension
                                    Source: Crowther and Aras, 2008
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[bookmark: _Toc57714949]Appendix
1. Management Structure of KoolKut Hairsalon 


2. Service Development Process

3. Sales Revenues of KoolKut Hairsalon for 2020 was assumed £500,000. Total Customer of 2020 is assumed £25000 and per person charge £20. For the next four years the revenue will increase by 10%
	Particulars
	Amount 
 2020

	Service/Sales Revenue 
(For 2020 -£500000 and 10% increase every year)

Expenses:

Experts Salary (5*20000)
Telephone and internet
Water and electricity
Rent
Advertising
Depreciation
Miscellaneous
	500000





100000
50000
150000
50000
100000
50000
50000

	Profit
	-50000





4. In case of Balance sheets, Furniture refers to the sitting attachment for the customers. 
	Particulars 
	Amount (£)
	Amount (£)

	
Assets:
Furniture 
Equipment 
Office Appliances 

Total Assets

Liabilities and Owners Equity:
Loan from Bank
Personal Funds
Advance from Family

Total
	

10,000
5,000
2,000





5,000
10,000
2,000
	





17,000






17,000



5. Breakeven Chart







6. Raw Data for Breakeven Chart:

[image: ]



Owner


Manager


Hair Stylist


Beauticians


Receptionist


Providing Service


Taking Feedback


Fix the Problems


Better Service


Breakeven Analysis

Units	400	500	600	700	800	900	1000	400	500	600	700	800	900	1000	Rrevenue	400	500	600	700	800	900	1000	400000	500000	600000	700000	800000	900000	1000000	Fixed	400	500	600	700	800	900	1000	150000	150000	150000	150000	150000	150000	150000	Total Expenses	400	500	600	700	800	900	1000	470000	550000	630000	710000	790000	870000	950000	
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Unit Total

Unit Sold 800

Price 1000

Revenue 800000 Units RrevenueFixed Total ExpensesProfit

400 400000 150000 470000 -70000

Variable Costs 800 640000 500 500000 150000 550000 -50000

600 600000 150000 630000 -30000

Contribution Margin 200 160000 700 700000 150000 710000 -10000

800 800000 150000 790000 10000

Fixed Expenses 150000 900 900000 150000 870000 30000

1000 1000000 150000 950000 50000

Profit 10000

BEP in units 750
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