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[bookmark: _heading=h.35jtdioxc42u]Executive Summary

My aim for my business plan is to go over every detail of how my business will run and produce profit. I run my business from my colleagues' shop at Tiger-Lilly Choose-wellness (above address). I have been working from here since December 2023. My business consists of eyebrow lamination, waxing and tinting the brow area. Generally, eyebrow treatments tend to appeal mainly to females. However, I plan on expanding my audience by undertaking additional training and courses in the future. Specifically, enrolling in nail courses will attract a younger female audience by offering children's manicures/pedicures. My now almost full list of clients usually come from around my local area. My goal  would be to reach out further to other clientele from other areas. With an already overflowing market within the beauty industry I think I have done pretty well to build my client base up to where I have at least 1-2 people per day requiring my service. I promote my business on many different social media platforms such as Facebook, Instagram and Snapchat. Andrew Weinreich is the first person who invented the first social media site SIX Degrees in 1997. The preface of private computers, the Internet, and e-commerce have had a great impact on how businesses function and promote, Dr. M. Saravanakumar et al (2012). I also use a website called Fresha. Fresha is a site where you advertise your business as well as the use of a booking system. It allows clients to see your portfolio, business hours and pricing all in one. In due course, I intend to introduce a loyalty card program that will enable both current and prospective clients to accumulate points for availing services. These points can be redeemed for discounts or other benefits. 

[bookmark: _heading=h.se3pr8ypa3nu]Business overview

I started my beauty business in December 2023. I got gifted by my partner £1000 to be able to fund my courses and to make sure I had enough stock to get me up and running. My business is a beauty salon which would come under the beauty sector which is a massively profitable industry to be in, providing you have good skills in what you have to offer. I have a verbal agreement with my colleague that I rent a room from her premises. By renting a room from this business it works out to be the most cost effective for me as all the bills are included such as, electricity, wi-fi and heating costs.  Managing my own business has proven great success as it has helped me in many different ways to venture out, promote myself and my personality. I believe a lot of customers come to my salon not just for my services but my energy I portray to others. To be authentic is to be clear about one's own most basic feelings, desires and convictions, and to openly express one's stance, said Varga & Guignon, (2023). 
Communication in the workplace whether you run your own business or you are an  employee is important. I keep good and effective communication with my colleague who I rent the room from as it creates a good work environment as well as a healthy relationship. As the shop I rent a room from is actually a massage business I often have to express to my clients that we do allow chit chat but from time to time we do have to keep the volume down so my colleague’s customer can also enjoy the relaxation of her treatment.  I will always be authentic and honest with my clients in regards to whether we have to keep the noise down and it wouldn't be for long. Over the past 7 months of opening my business it was hard to join an already overflowing place within the beauty industry. I have built up great trust with my clients and will always ensure they are in safe hands. Without reflection, we go blindly on our way, creating more unintended consequences, and failing to achieve anything useful.  Margaret J Wheatley (2011)





[bookmark: _heading=h.wcndwa6z69c]Cash Flow forecast

	Jan	Feb	Mar	Apr	May	June	July	Aug	Sept	Oct	Nov	Dec	total
Receipts (cash in)													
Cash and invoice pay	1,000	1300	1100	1000	1150	1100	1000	950	670	1000	980	1560	12,810 
Total cash	1,000	1300	1100	1000	1150	1100	1000	950	670	1000	980	1560	12,810
													
Cash Out													
materials	30	0	0	0	0	30	0	0	0	0	0	0	60
cotton pads	20	20	20	20	20	20	20	20	20	20	20	20	240
Brushes	8	0	0	8	0	8	0	8	0	0	0	8	40
wax & tint tools	20	0	0	0	0	20	0	0	0	0	0	0	
Over heads													
Rent	200	200	200	200	200	200	200	200	200	200	200	200	2400
Insurance	10	10	10	10	10	10	10	10	10	10	10	10	120
facebook ads	5	5	5	5	5	5	5	5	5	5	5	5	60
Tax	20	20	20	20	20	20	20	20	20	20	20	20	240
Total cash payments	313	255	255	263	255	313	255	263	255	255	255	313	3223
net cash flow	687	1045	845	737	895	787	745	687	415	745	725	1247	8838
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Eyebrow wax = £8 (6 monthly)
Eyebrow Tint = £12 (6 monthly) 
Brushes, cotton pads and cleanser £28 (monthly) 
I charge = 
Eyebrow wax £5 
Eyebrow tint £5
but usually people have a package of both wax and tinting treatment which is £10.
I am averaging around 2 people a day, 5 days a week. which makes a total of £400 a month.
I would like to have around 5/10 clients per day which would make the total of £1,500 - £2,000 a month.
I often have customers who come in as groups of two (usually siblings). Each client takes around 15 minutes - 20 minutes maximum. 2 clients per hour is easily sustainable for myself as I also have a waiting area in my premises. 
If it costs me £200 a month to rent the room, £28 for cleaning products and brush supply and also it works out around £0.33p a month to do eyebrow waxing. I would need to earn over £228.33 a month to sustain the business. 
I get all my beauty supplies from Amazon, which I find most effective as they have next day delivery with an amazon prime account for just £8.99 a month. 
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To ensure I market correctly I will be using the S.W.O.T analysis. S.W.O.T analysis was created by a man called Andrew Humphries (2005). It is a great self-awareness tool to really figure out ways to improve not just in your business but in your daily life.


STRENGTH 		The quality of my work	The quality of where I get my supplies from	I am a people person	WEAKNESS		ability to concentrate	low self esteem	I always put my work down and compare myself to others.
OPPORTUNITY		expand my knowledge 	take more training courses which will add new clients who want different treatments	Have my own premises		THREAT		By being a local myself there is so much competition, on the street I work from alone there are 6 other business who offer eyebrows and many other treatments. 



I also used the 7P’s of marketing to help identify any issues in my business. 
      1) - Product, my product and service I am offering to clients is a well known treatment in the beauty      industry. I gain regular feedback from clients as well as great recommendations. I have an insurance    policy in place which allows me to work in my premises. 
1) - Price, My price under cuts a lot of competition around the local area as everywhere else I have seen charges £15. I do not intend for my prices to rise for this service as I make a profit, supplies are covered and my time is paid for. I think £10 per person is very reasonable and fair. A lot of my customers come from other salons locally and tell me that I am the cheapest and my work is great.
2) - Place, The place I carry out treatments, I pay a monthly fee to rent the room of £200. The space is clean, welcoming and has a place for another client to sit and wait. There is an inviting sign on the window displaying what services we offer at the premises and the cost. 
3) - Promotion, By having a clear, easily readable sign out front stating different treatments and cost is a great way to allow pedestrians and those in a vehicle to see what we offer before entering. I also promote my business on all social media platforms and a booking site called Fresha. Recommendations from my clients also allow those to give me feedback as I always have new customers interested in what I am offering.
4) - People,  I am the face of my business. I work alone. I always make sure I present myself well, my hands are clean and my work area is clean. I always check before a client leaves if they like the treatment or if there's anything they would like me to rectify. Communicating with people before, during and after is crucial to maintaining great client relationships and it opens doors for anyone who feels uncomfortable to then be able to talk about it . Communication is the transactional use of symbols, influenced, guided, and understood in the context of relationships, said Duck, S & McMahan, D.T, (2015). 
5) - Process. During the exact minute they step through the door to enter my premises I will always take their coat, bag etc to make them more comfortable. I always have a big smile on my face and greet people accordingly. I try my best to make their whole experience with me memorable even if it is for a short space of time. I always get told that I am a people person and I am funny. This is a massive thing for me as it took a long time for my confidence to grow in this industry. Being confident within yourself and in your services makes others feel at ease while they're in your presence. Studies show that, in work environments where performance matters, confidence plays a large role in your success. Elizabeth Perry, ACC (2023).
6) - Physical evidence. In our premises there is a toilet and sink which the clients can make use of. We will always make sure there is toilet supplies, the area is clean and if any sanitary products are available. The location of the shop has plenty of parking and has a sign out the front. I will always make a point when messaging my clients to give them the full address and let them know there are parking spaces available. 
The 7’s of marketing was created by E. Jerome McCarthy (1960) with his book Basic Marketing. A Managerial Approach. 
My market and client base is more or less female only. I would like to eventually expand into the male market by adding maybe a barbering course in the near future. Prior to setting prices, I conducted research by visiting different salons within a 15 mile radius to see how techniques and pricing varied in different places. Based on my findings, there wasn't much of a difference in either category and therefore decided to price myself below market value as an effort toward building and maintaining relationships with clients. My primary marketing channel is social media and encouraging customer reviews has proven beneficial for business growth as well posting daily content of the work I carry out. 

[bookmark: _heading=h.rs8txd8lm590]Revenue & pricing strategy 
To get to my overall price range was to go to different salons local to me, by looking at people's social media price listings and work out a fair but still profitable overall price. 
                                                                                July 2024
Eyebrow wax and tinting.	Monday	Tuesday	Wednesday	Thursday	Friday	Weekly earnings. 
week 1	2 clients £20	5 clients £50	3 clients £30	1 client £10	2 clients £20	£130
week 2	1 client £10	2 clients £20	6 clients £60	2 clients £20	1 client £10	£120
week 3 	No clients £0	3 clients £30	1 client £10	1 client £10	4 clients £40	£90
week 4 	1 client £10	2 clients £20	1 client £10	4 clients £40	1 client £10	£90

After looking through my July 2024 Books my overall earnings for the month equalled £430. 
Rent for the month = £200 & over all supplies £28.33 leaving a profit of £201. 

My business stands out from the rest as most beauty salons near or around me close on a Monday. I open my doors at 9am Monday morning until late. If a client finishes work at 7pm in the night and needs their eyebrows done then I will try my best to get there for that time requested. I live a 5 minute walk from the salon I work in so I am quite flexible with my hours. 


[bookmark: _heading=h.fcj7d5eqfbo2]Operations
My premises has a prime location only 3 miles away from both the city centre and M4. The added benefit of free off-road parking gives me a great advantage over other salons in town, where customers often find themselves looking to find a car park plus paying fees and unnecessary walks. As I have personally stayed clear of certain locations due to parking arrangements.  My strategic position gifts me an advantage that sets me apart in the industry. My ambition is to build up enough business success within two years to develop into my own independent location with maybe employing additional staff. 
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