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Introduction 
The aim of this assignment is to create a business plan, which to express the aim of our business as well as the process of development and the threats that will come along the process. The business plan will include a separate paragraph about the aims, goals and objectives of the company and following this, the business plan will start to include information about the customer target, about the financial start-up and how it will be used. By the end of the business plan there will be a short SWOT analysis to focus on the things that will need to be looked at better to ensure that the business will not deal with many difficulties such as choosing a location with more than one/ two competitors or low amount of people coming around and not being able to notice us. 
The plan for the business overall, is to not have high plans until we are not able to achieve the small ones as it is difficult to maintain the business at a good level before it is until at a minimum level of profitability. Next to that, “a big business always starts small” and this is the quote we want to follow as things need to be taken slow and carefully done. 
About our business         
Opening a business has never been easy and this is why good planning is needed before starting to open the actual business. Therefore, we have spent a long time thinking about what we need, what we want, what competitors we would have, everything. Therefore, our business can catch shape in time, and it does have chances to become appreciated if the products are turning up as being good and reliable. 
More about our actual business, it is a business based on hair products, that offers in-shop and online services. Our plan is to focus more on online services as it would be cheaper for us but at the same time it would be easier for potential customers to spend as much time as they wish to choose a product. Moreover, one reason why it would be cheaper for us is because we would not pay monthly rentals for the space we would hire, we would not pay for additional costs that are coming such as electricity. In the other hand if we are economising some money from not opening more shops, we can invest more in our online platform and attract more customers.
We want our brand to show to people that their hair can be healthy again and that they do not need to spend hundreds of pounds for a shampoo or a hair treatment that can be efficient for their damaged hair. In addition to that we want our business to be set in Birmingham as a lot of people are travelling there and there is a variety of people from everywhere, looking for hair products quite often. 



             
 
Financial Information
	Data
	January
	Febr
	March 
	April 
	May
	June
	July 
	August 
	Sep 
	October 
	Nov 
	December 

	Cash Inflows 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	

	Opening cash inflows 
	6000
	5000
	6500
	7900
	8300
	9000
	9200
	9500
	9000
	9600
	8700
	9700

	Sales revenue 
	6500
	7200
	7500
	7650
	7700
	8100
	8300
	8500
	8600
	8900
	9100
	9300

	Other income 
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000

	Total cash inflows 
	13500
	13200
	15000
	16550
	17000
	18100
	18500
	18100
	18600
	18900
	18800
	20000

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Cash outflows 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Material
	1800
	1000
	950
	960
	975
	990
	1010
	1070
	995
	1100
	975
	1150

	Labour
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500

	Other expenses
	1100
	1150
	1200
	1250
	1300
	1305
	1320
	1340
	1345
	1360
	1385
	1399

	Administration expenses
	1500
	1500
	1500
	1500
	1500
	3000
	1500
	1500
	1500
	1500
	1500
	3000

	Total cash outflows 
	5900
	5150
	5150
	5210
	5275
	6795
	5330
	5410
	5340
	5460
	5360
	7049

	Cash deficit
	7600
	8050
	9850
	11340
	11725
	11305
	13170
	12690
	13260
	13440
	13440
	12951

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Particulars 
	January
	Feb
	March 
	April 
	May
	June 
	July 
	August 
	Sept 
	October
	Nov
	December 

	 
	 
	 
	 
	 
	 
	 
	 
	
	 
	 
	 
	 

	Cash inflows 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Opening cash inflow
	6000
	5100
	6300
	7080
	8600
	9100
	9200
	9600
	9430
	9298
	9456
	9500

	Sales revenue
	6600
	7280
	7601
	7700
	7800
	8200
	8280
	8300
	8368
	8375
	8500
	8600

	Other income
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Total cash inflows 
	14100
	13880
	27980
	16280
	17900
	34180
	18980
	19400
	19298
	38698
	19456
	19600

	Cash outflows 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Material
	2300
	2300
	2100
	2200
	2300
	2400
	2350
	2489
	2458
	2600
	2500
	2679

	Labour 
	1800
	1800
	1800
	1800
	1800
	1800
	1800
	1800
	1800
	1800
	1800
	1800

	Other expenses 
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000

	Administration costs 
	2000
	2000
	2000
	2000
	2000
	4000
	2000
	2000
	2000
	2000
	2000
	4000

	Total cash ouflows 
	8100
	8100
	7900
	8000
	5100
	10200
	8150
	8289
	8258
	8400
	8300
	10479

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Total Profits 
	6000
	5780
	20080
	8280
	12800
	23980
	10830
	11111
	11040
	30298
	11156
	9121


                                                                                                  

Markets and Customers 
=Marketing segmentation= 
Marketing segmentation is the process of dividing a market of potential customers into groups, or segments based on different characteristics. The segments that are introduced are composed of customers that will react similarly to marketing strategies and who share traits such as similar hobbies, needs or interests (Tow, 2020). There are three important types of marketing segmentation that we are trying to have under consideration the most and these are:
· Demographic segmentation- this segment refers to the classification of customers based on their individual attributes. Things such as gender, their education level and their social status  
· Psychographic segmentation- This is the segment that classifies the customers based on their attitudes, aspirations, values and other criteria. Things such as the lifestyle, personality traits are considered (Qualtrics, 2020). 
· Behavioural segmentation- This segment sorting the customers by looking at each customer’s behaviour facing the products that are used, the procedures… 
For our business it is super important to have our marketing segmentation because this makes things easier for us when promoting specific products as we can recognize what type of segment likes what (Yesbeck, 2020). 
SWOT analysis     
 SWOT Analysis is a strong helpful tool that is supporting all businesses to recognise their strengths, weaknesses, opportunities, and threats in order to plan future changes and make plans. 
1. Strengths- The main strength of our business is that the prices are reliable and accessible for mainly everyone and we are never trying to push people to buy products from us that they do not need especially if their hair do not need special intervention with specific treatments for improvement. Another strength of our business has to do with the fact that we do have a strong online platform and people can find us with ease. 
2. Weaknesses- One of our weakness is that we do not have as many customers because of the competition but we are working on new strategies that are supporting us to grow in all aspects. 
3. Opportunities- One opportunity that we are following has to do with the online platforms as on there, there are a lot of people posting what they would like to find in the new shops and what they expect and following those words we can introduce or change potential aspects in our online and local shop. 
4. Threats- The main threat that we are dealing with is the competition as there are popular international brands that tend to be the first choice for customers.     


PESTLE Analysis   
PESTLE Analysis is a helpful tool for all the business to identify the external factors that are affecting the business (Professional academy, 2020). This analysis is taking into consideration the political, economic, social, technological, legal, and environmental factors (Weeks, 2020). 
Having under consideration our business, the main factors are affecting as it follows:
¬Political Factors: can affect when there are political changes such as closure of everything in society as this will reduce the number of customers in the local shop, but in the same time it is a positive because there are chances for the number of the online visitors to increase. 
¬Economic factors: this can affect if there are competitors that are reducing their prices to attract more customers. Another factor that can affect the economy has to do with the introduction of new taxes. 
¬Social factors: can massively affect if the preferences of customers are changing and we are not keeping the step up with them. As if we keep promoting products that were popular last year, but they are no longer used as much the customers will start to look after other shops that are providing the same services 
¬Technological factors: can negatively affect our company if for example, one of our competitors is introducing a product or a service that is using modern technology and makes the process take a shorter period of time. 
Marketing MIX- The 4P’s 
Marketing mix in its definition refers to the set of actions or tactics that are used by a company to promote the products and the brads in the market (Twin, 2020). The name of the 4P’s is coming from the initial of each of the:
Price- the price of our products, as mentioned before is reliable and it is accessible for most of the people, especially because they are not buying every day, at least once in a moth they can afford our products, we are trying to maintain our prices not too high but somewhere in between low and high
Promotion- the deals and offers are very important for out customers and this because we are trying our best to promote deals and offers once at two weeks and next to that we are making deals with the most appreciated products. 
Place- As mentioned at the start of the plan, we are trying not to extend our business with shops, and we are trying to be more online based as we do consider that it is better to handle and to attract people to your online platform rather than in shops. 
Product- Our products are tested products, with a great quality and at any time anyone can test our products as they are actually made with high-quality ingredients that are helping each person to take better care of their hair. 


Conclusion 
The overall conclusion of the business plan is that our business is about to grow bigger in time and also to become better at the sales it is using at also the reviews from the customers will be better and many more. More to add into the conclusion, the structure of the plan has clearly identifies the strong points and negative points of the company even from the start. 
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