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GROUP INFORMATION

Business name: Lunamar Day Spa
Business type: Sole Proprietorship
Business location: London
Industry : Beauty and Wellness
Business owner: Mariola Gkouso
Module : Enterprise and Entrepreneurship
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Executive Summary

Lunamar Day Spa is a newly established wellness business located in London, United Kingdom. The spa specialises in premium facial treatments, nail care services, and mind-body relaxation therapies designed to improve customers  physical appearance while promoting emotional wellbeing. The business is created in response to the growing demand for beauty and wellness services as consumers increasingly prioritise self-care, stress reduction, and healthy lifestyles.
The UK beauty and wellness industry continues to experience significant growth due to increasing consumers awareness of skincare, mental health, and preventive healthcare. According to the British Beauty Council(2024), the personal care and wellness sector contributes billions of pounds annually to the UK economy, creating opportunities for innovative small businesses offering high-quality customer experiences.
Lunamar day spa differentiates itself by providing personalised treatment plans, professionally trained therapists, premium skincare products, and a relaxing spa environment. Unlike traditional beauty salons, the business combines cosmetic beauty services with holistic wellness therapies, enabling customers to enjoy complete relaxation while improving their skin health and overall wellbeing.
The primary target market includes women and men aged between 20 and 60 years old, working professionals, university students, young mothers, and retirees who value personal wellbeing and regular beauty maintenance.
The business expects to generate  income through facial treatments, manicure and pedicure services, massage therapy, spa packages, memberships, gift vouchers and retail skincare products. A strong digital marketing strategy, loyalty programme and excellent customer service will encourage repeat business and long term customer relationships. 
Financially, Lunamar Day Spa is expected to achieve first year sales revenue of approximately £156,000, with profitability projected within the first twelve months through effective cost management and customer retention strategies. Future expansion plans include opening a second branch and developing a private label skincare product. 

[bookmark: _Toc120719592]Business Concept

[bookmark: _Toc120719593]Business Description 
Lunamar Day Spa operates within the UK”s rapidly expanding beauty and wellness industry . the business aims to provide customers with a peaceful sanctuary where they can relax, improve their physical appearance, reduce stress through professional beauty and therapeutic treatments.
The spa offers a combination of traditional beauty services and modern wellness therapies. Every customer receives an individual consultation before treatment to ensure services meet their specific skin type, health requirements and personal preferences. The spa will operate six days a week. The premises will include private facial rooms, manicure and pedicure stations, massage therapy rooms , a costumer relaxation lounge and a retail area selling professional skincare products.

[bookmark: _Toc120719594]Product Description 
Lunamar Day Spa offers three categories of services designed to meet the growing demand for beauty maintenance and wellness.
FACIAL TREATMENTS:
Facial treatments are tailored to different skin conditions and costumer needs. Services include:
· Deep cleansing facial
· Hydrating facial
· Anti-ageing facial
· Brightening facial
NAIL TREATMENTS
Professional nail services  will include:
· Classic manicure and pedicure
· Spa manicure and pedicure
· Gel manicure and extensions nails
· Nail art
· Nail repair

MIND-BODY RELAXATION
· Swedish massage 
· Aromatherapy massage 
· Hot stone massage
· Reflexology
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[bookmark: _Toc120719596]Short-Term Objectives (less than a year)

Reach £30.000 monthly sales 
Attract 500 regular customers 
Achieve 90% customer satisfaction
Gain 5000 social media followers 
Reach break-even by the year end.

[bookmark: _Toc120719597]Long-Term Objectives (More than a year)

Open a second branch within five years
Increase annual revenue by 20%
Launch a private skincare brand
Become a recognised wellness provider

SMART objectives help businesses measure performance and achieve strategic goals( Burns,2022)
[bookmark: _Toc120719598]Market Analysis and Marketing Plan
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Market Analysis (Competitors, Customers, Target Groups)

Target customers are adult aged 20-60, who value beauty , health and relaxation. Competitors include local beauty salons, nails bars, hotel spa and massage centres. The market continues to grow because consumers increasingly invest in self-care and stress management .

[bookmark: _Toc120719600]PESTEL Analysis
	Factor 
	Impact on Lunamar Day Spa

	Political 
	The business must comply with the UK licencing requirements, health and safety regulations, and employment legislation. Government support for small businesses may provide funding opportunities.

	Economic 
	Inflation and rising costs may increase operating expenses. However, increasing consumer spending on wellness services creates strong market opportunities.

	Social
                                                                                           
	Growing awareness of mental health, self-care, and healthy lifestyles has significantly increased demand for spa and wellness services.(World Health Organization,2023)

	Technological 
	Online booking systems, digital payment methods, customer relationship management (CRM) software, and social media marketing improve efficiency and customer engagement.

	Environmental 
	Consumers increasingly prefer businesses that use cruelty-free , vegan, and environmentally friendly products. Sustainable practices can improve brand reputation.(Beauty Council,2024)

	Legal 
	Compliance with the Health and Safety at Work Act 1974, Consumer Rights Act 2015 and UK GDPR regulations is essential to protect customers and employees.(GOV.UK,2024)
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Overall ,  the external environment presents more opportunities than threats. Social trends supporting self-care and technological developments provide excellent growth potential, while legal compliance and economic pressures require careful business planning.


SWOT Analysis
  
	STRENGTHS
	WEAKNESSES
	OPPORTUNITIES
	THREATS

	Skilled staff

	High start-up costs
	Growing wellness market
	Strong competition

	Premium services

	New brand
	Memberships
	Economic downturn

	Relaxing environment
	
	Online retail
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Marketing Mix (4Ps)

PRODUCT                                                 PRICELunamar Day Spa offers a comprehensive range of beauty and wellness services including facial treatments, manicure and pedicures services, massage therapy,aromatherapy,reflexology, and spa packages. The business also sells professional skincare products to encourage customers to maintain healthy skin between appointments.

The business will adopt a value-based pricing strategy, balancing affordability with premium quality.
· Express facial £45
· Luxury facial £80
· Classic manicure £30
· Luxury pedicure £45
· Swedish massage £65
· Aromatherapy £75
· Spa package £120-£180
Membership programmes offering monthly discounts and loyalty rewards encourage repeat visits.







                                                              



[bookmark: _Toc120719603]PLACE                                                                PROMOTION
The spa will operate from a modern commercial premises in London, providing convenient access by public transport and nearby parking facilities. Customers will be able to book appointments through business website, mobile booking application, telephone and social media platforms.
A comprehensive promotional strategy will be implemented to build brand awareness and attract customers. Marketing activities include:
· Instagram advertising
· Facebook promotions
· TikTok beauty videos
· Google business Profile
· Influencer partnerships
· Referral discounts
· Loyalty membership programme 
· Seasonal promotional packages
· Email newsletter
· Gift vouchers
Digital marketing will represent the primary promotional method due to its relatively low cost and ability to reach large audiences quickly(Kotler & Armstrong,2021)












Management Team

[bookmark: _Toc120719604]Management Team and Their Background

Owner/Manager oversees finance, marketing and operations.
Senior Beauty Therapist performs advanced skincare treatments
Nail Technician provides manicure and pedicure services.
Massage Therapist delivers relaxation treatments
Receptionist manages bookings and customer service.
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                                    Owner/Manager

Receptionist                Senior beauty therapist       Nail technician             Massage therapist
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Key Milestones


	TIMELINE 
	ACTIVITY

	MONTH 1
	Register business, secure funding, obtain licences

	MONTH 2
	
Renovate premises and purchase equipment 

	MONTH 3
	Recruit and train employees

	MONTH 4
	Launch marketing campaign and official opening

	MONTH 6
	Introduce loyalty membership programme

	MONTH 9
	Expand retail skincare product range

	MONTH 12
	Review business performance and prepare expansion strategy
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Financial Plan (One Year)

The financial plan estimates the costs and revenue required to operate Lunamar Day Spa successfully during its first year.

[bookmark: _Toc120719608]Sources of Finance 
  
START UP COSTS
	Start up cost 
	Amount (£)

	Spa furniture
	8,000

	Facial equipment and nail tools
	6,000

	Skincare products and consumables
	2,500

	Shop renovation and decoration 
	8,500

	Business registration and insurance
	1,000

	Website and booking system
	1,500

	Marketing and grand opening
	2,500

	Total start up cost 
	30,000




FIXED COSTS
	FIXED COSTS
	PER MONTH (£)

	Shop rent 
	1,500

	Business rates 
	300

	Water and gas
	180

	Staff salaries 
	5,000

	Accountant 
	150

	Insurance 
	120

	Internet and telephone 
	100

	Marketing 
	350

	Total fixed costs 
	£7,700



 VARIABLE COSTS
	Variable costs
	JAN
	FEB
	MAR
	APR
	MAY
	JUN

	Electricity 
	£300
	£350
	£400
	£450
	£500
	£550

	Beauty products
	£500
	£700
	£850
	£950
	£1,000
	£1,100

	Laundry&cleaning
	£150
	£180
	£200
	£220
	£240
	£250

	Part-time staff
	£0
	£300
	£500
	£600
	£700
	£800

	Total variable cost
	£950
	£1,530
	£1,950
	£2,220
	£2,440
	£2,700



REVENUE, COSTS AND PROFIT FORECAST (FIRST SIX MONTHS)

	
	JAN
	FEB
	MAR
	APR
	MAY
	JUN

	Fixed costs
	£7,700
	£7,700
	£7,700
	£7,700
	£7,700
	£7,700

	Variable costs
	£950
	£1,530
	£1,950
	£2,220
	£2,440
	£2,700

	Total costs
	£8,650
	£9,230
	£9,650
	£9,920
	£10,140
	£10,400

	Revenue 
	£5,000
	£7,500
	£9,500
	£11,000
	£12,500
	£14,000

	Profit / (Loss)
	(£3,650)
	(£1,730)
	(£150)
	£1,080
	£2,360
	£3,600



INVESTMENT CAPITAL REQUIRED
	Item
	Amount(£)

	Total start-up costs
	30,000

	Operating loss (Jan-mar)
	5,530

	Emergency working capital
	4,470

	Investment Capital Required
	£40,000



Investment Capital Required= Start-up Costs+ Expected initial Losses+ Working Capital
= £30,000+£5,530+ £4,470
= £40,000

[bookmark: _Toc120719613]Operations and Management Plan


[bookmark: _Toc120719614]Production of Good and Service
The costumer journey begins with an appointment booked online, by telephone, or in person. Upon arrival, each customer receives a consultation to identify their skincare concerns or wellness goals. Following consultation, treatments are delivered using professional equipment and premium quality products.
After each appointment , therapists will provide aftercare advice and recommend suitable retail products. Treatment rooms and equipment are thoroughly sanitised between appointments to comply with UK hygiene laws. 
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Technology plays an important role in improving efficiency and customer satisfaction.
Lunamar will use:
· Online appointment booking software
· Customer relationship management(CRM)software
· Contactless payment systems 
· Inventory management software
· Social media scheduling platforms
· Digital accounting software (e.g. Xero or QuickBooks)
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The spa will employ :
· 1 Owner/Manager
· 1 Senior beauty therapist
· 1 Nail technician
· 1 Massage therapist
· 1 Receptionist
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Within three to five years Lunamar aims to open a second branch in another mayor of UK. 
Expansion will be supported by increasing brand awareness, strong customer loyalty, and sustainable financial performance.
Additional long-term strategies include: 
· Launching a private-label skincare range
· Introducing advanced facial technologies , such as LED light therapy and microdermabrasion
· Developing an e-commerce platform to sell skincare products across UK.
· Establishing partnerships with hotels , gyms,  and corporate wellness programmes to expand the customer base.
Business growth depends on strategic planning and market opportunities. (Scarborough and Cornwall,2019).
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