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Executive summary


This report has emphasised the position of new start-up businesses in the competitive market will be introduced a new organisation that wants to establish its brand value in the
market and the name of the organisation is "Snip to Snip". This organisation basically runs a
barber shop at a low price. Point. This is the main attraction of this organisation. This process
also helps them to increase their customer base effectively. For this reason, the organisation set its minimum haircut range and that is £5. The organisation also provides its customers with
unique hairstyles and saloon services. Moreover, this report has explored all the expected
aspects that can the organisation face in near future in an appropriate manner.


[bookmark: _Toc112861830][bookmark: _Toc112864092]Introduction

This report will be discussed some facets that can arise to start a new business in a competitive
market. For this reason, a competitive environment of a new start business will be focused
through this report, and "Snip to Snip" is that organisation. Therefore, this report will highlight
some necessary parts of an organisation, such as management and operation. This process also
helps to understand this report in a proper way. This report explained some important marketing
plans that will be necessary to follow by "Snip to Snip". Hence, the report will be explored a
financial plan of "Snip to Snip" that basically provide a proper understanding of the organisational working process gradually (Rickman, 2011).
 

[bookmark: _Toc112861831][bookmark: _Toc112864093]Business Description

A starter barber shop or a saloon is a very common thing nowadays when people want to change
their looks. On that basis, a new barber shop or saloon is built in the United Kingdom and that
is also known as Snip to Snip. The key aspect of this organisation is to provide good and unique
service at a low price. This initiative mainly helps the organisation to attract several customers
and their service is for both, men, and women. Young people will like the organisation's product
very much and the reason is their new types of haircut process. Therefore, the barber shop also
has a huge collection of new styling items where their customers can find proper interest in
their business. This saloon not only provides a unique service regarding hair cutting, but rather
they also sell a variety of organic hair accessories. This organisation also takes another effective
step where they mainly establish their business in the crowded area. With this effective process
through they easily develop their customer base in an effective manner. Each organisation has
some mission and vision and that helps them to grow more. Where the organisation expands
its business globally and is considered its mission. Global expansion through the organisation
also generates more revenue and profit margin in a suitable way. Similarly, good quality service
through the organisation can satisfy their customers more and that is another vision. The
organisation can gather the trust of their customers to follow this process correctly. Hence, it
is a hierarchical business structure that follows by the organisation to improve their service
more (Tsoai and Chipunza, 2022) (Willliams, 2019).
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Porter's five forces help to understand various competitions that can arise in front of Snip to
Snip. The reason is, that Snip to Snip has newly started to explore the market and is not as
established as other big brands. For this purpose, a critical analysis will be emphasised below
a proper understanding.

Threat of new entry
There are various organisations that are entering the market on daily basis, and they all provide
similar kinds of services. "Snip to Snip" is also trying to build its image in the same market and
that can be a high risk for this organisation. Customer also plays an important role in this matter
where it is required for an organisation to gain trust for their customers towards their business.
It also arises as a risk for "Snip to Snip" (Henry, 2018).

Threat of substitutes
There are various other organisations as well that provide similar kinds of service and "Snip to
Snip" is one of them. These organisations also maintain a low price point for their services.
Already some organisations establish their good market in this industry. This can raise the
threat for the organisation "Snip to Snip". Moreover, this helps the organisation more to explore
new markets and customer preference (Harappa, 2021).

Bargaining power of customers
Bargaining is one of the popular aspects of the customers of an organisation. Proper bargaining
power through customers fixed any product's cost. In this matter, the bargaining power of the
customer is not that high. The reason is, the organisation already fixed their service prices very
reasonable and that helps them to attract customers towards their business.

Bargaining power of suppliers
An organisation grows in the market through the support of its suppliers. There are various
suppliers are provided the same materials to various other organisations. An organisation can
choose its suppliers as per their requirements, Supplier power for "Snip to Snip" is not that
much high as others.

Competitive Rivalry

Snip to Snip has a lot of competitors in the United Kingdom's market. The organisation also
provides proper service to their customers and that basically helps them to stable their situation
in the market


	Name of the Competitors
	Products and Price

	Johnny’s Chop Shop
	This is a very famous barber shop and people of the United Kingdom like their service in an effective manner. This shop provides unique haircuts to its customers, and they range of products is also very reasonable. For that reason, the organisation set its starting prices around £5.9.

	Slider Cuts 
	Slider Cuts is also a similar well-known brand and as well a great competitor of Snip to Snip. They also provide various fashion related services and accessories from £6.5.

	Pall Mall Barbers Fitzrovia
	This organisation has a well-known identity in the UK market and celebrity’s also visit its
Outlets of this organisation. £6.7 is the starting point from where people take minimum service. That price point is for basic haircuts. The service of the organisation is very popular with young people in the UK.






[bookmark: _Toc112861833][bookmark: _Toc112864095]Operations and Management Team Plan
Hierarchical structure through the organisation set their business process. The operation team is the main part of an organisation that provides the proper structure of work and that all follow by the organisation in an appropriate way. This process through Snip to Snip provides proper customer service to their customers. Along with this, Snip to Snip always try from the
beginning to explore some new countries where they can also build their business. This process basically helps the organisation to introduce their business idea more in the global market.
Here, management also plays an important role to protect the organisation and that basically helps to manage various maximum of customer.


The process to generate revenue

Snip to Snip mainly introduces new styling statements that basically help the organisation generate more customers and fulfil their customers' requirements. A proper and low-price range is also another unique selling point for the organisation. It will help Snip to Snip to build their image effectively in the UK market and helps in revenue generation.


Management Team
	Name
	 Skill
	What do they bring to the firm

	Manager 
	Proper management skills through the manager of Snip to Snip manage the internal and external processes of the organisations.
	Effective performance maintenance through the manager stables the organisations performance in the UK market.

	HR(Human Resources)
	 HR is considered a bond of an organisation. It mainly helps to manage employees’ skills.
	The Human Resources team of an organisation helps to develop organisational performance in an effective way.

	Marketing Head
	Promotional part of an organisation mainly handled by marketing head.
	The strategy made by the marketing head, helps the organisation expand its business in a suitable way.

	Employees 
	An organisation grows itself with the help of eligible employees. This is necessary that employees of the organisations understand their work process in a proper way.
	Employees generally help Snip to Snip to increase their profit margin and revenue.
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Following the steps of the four Ps of the marketing mix model, the organisation can build a
steady business plan to dominate its competitors. this model is very effective to make a strong
market plan based on the present market situation. The marketing plan of the organisation based
on the steps of the effecting marketing mix model is as follows (Riserbato,2022).
Products: Various types of shampoo, conditioners and others are listed as the common items
in the saloon, some innovative hair colour products will also be present in the saloon that will
attract the people easily. Manicures and Pedicure Products will also be available in the store
which is the signature items of Snip to Snip. Moreover, the organisation will also sell hair
dryers and lighteners along with some other hairstyling products as well as hair removal
products and moisturisers (Medders, 2020).
Price: The price of a haircut will start from f5 to £25 based on the choices of the people. The
hair removal products and moisturisers will be initiated from £7 and the price will vary
depending upon the brands. Signature items such as Manicures and Pedicure Products will cost
£100 per set and will have a warranty of up to 2 years. Moreover, the prices are set to a
competitive range that will assist to dominate its competitors under the current market situation.
Promotional Mix: Using social media is the most effective way to spread the brand name in
the market. Inaugural discounts on their services will also allure others to avail of their services.
Other referral offers also be served for the customers as they can get a chance of a 159 discount
on Snip-to-Snip products purchases if they refer their friends and family to visit the Snip to
Snip. Crowdfunding will also help the organisation to collect initial funds for the organisation
as well as increase brand reach (Appoint Fix, 2022).

Place: People can avail of their service by visiting their nearby stores in London. besides the
organisation will also provide home service as well which can be accessed by talking with the manager of the organisation over the phone. On the other hand, Snip to Snip has a plan to tie
up with Beelivery which is one of the best delivery organisations in the UK that helps them to
deliver their products more easily, Moreover, people can buy Snip to Snip products from them
websites as well.
[bookmark: _Toc112861835][bookmark: _Toc112864097]Financial Plan
Taking a loan of £ 4,00,000 from the UK government is helpful to initiate the business. Besides crowdfunding helped Snip to Snip gather initial funds to establish their business. On the other hand, they come to settle a deal with an angel investor in the UK named Maria Raga who will invest £ 1,00.000 for equity of 4% in the Snip to Snip (chinsights, 2022). The forecast of the upcoming six months budget plan of the organisation is as follows.

		
	
	
	January
	February
	March
	April
	May
	June

	Sales
	
	
	         49,870 
	          48,970 
	          46,900 
	          45,670 
	          43,460 
	          43,260 

	
	
	
	
	
	
	
	
	

	Less
	
	
	
	
	
	
	
	

	Cost of sales/Variable
	
	 (74,083.75)
	 (74,083.75)
	  (74,083.75)
	  (74,083.75)
	  (74,083.75)
	  (74,083.75)

	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	

	Wages (Variable) 
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	

	Gross Profit/Contribution
	 (24,213.75)
	 (25,113.75)
	  (27,183.75)
	  (28,413.75)
	  (30,623.75)
	  (30,823.75)

	
	
	
	
	
	
	
	
	

	Less
	
	
	
	
	
	
	
	

	Fixed Costs
	
	
	
	
	
	
	

	Salaries
	
	
	   (3,000.00)
	    (3,000.00)
	    (3,000.00)
	    (3,000.00)
	    (3,000.00)
	    (3,000.00)

	Rent 
	
	
	       (440.00)
	       (440.00)
	        (440.00)
	        (440.00)
	        (440.00)
	        (440.00)

	Marketing etc
	
	   (1,000.00)
	    (1,000.00)
	    (1,000.00)
	    (1,000.00)
	    (1,000.00)
	    (1,000.00)

	Electricity
	
	       (120.00)
	       (120.00)
	        (120.00)
	        (120.00)
	        (120.00)
	        (120.00)

	Insurance/6 months
	       (500.00)
	       (500.00)
	        (500.00)
	        (500.00)
	        (500.00)
	        (500.00)
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	March
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	          48,970 
	          46,900 
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	          43,460 
	          43,260 
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	  (74,083.75)
	  (74,083.75)
	  (74,083.75)
	  (74,083.75)

	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	

	Wages (Variable) 
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	

	Gross Profit/Contribution
	 (24,213.75)
	 (25,113.75)
	  (27,183.75)
	  (28,413.75)
	  (30,623.75)
	  (30,823.75)

	
	
	
	
	
	
	
	
	

	Less
	
	
	
	
	
	
	
	

	Fixed Costs
	
	
	
	
	
	
	

	Salaries
	
	
	   (3,000.00)
	    (3,000.00)
	    (3,000.00)
	    (3,000.00)
	    (3,000.00)
	    (3,000.00)

	Rent 
	
	
	       (440.00)
	       (440.00)
	        (440.00)
	        (440.00)
	        (440.00)
	        (440.00)

	Marketing etc
	
	   (1,000.00)
	    (1,000.00)
	    (1,000.00)
	    (1,000.00)
	    (1,000.00)
	    (1,000.00)

	Electricity
	
	       (120.00)
	       (120.00)
	        (120.00)
	        (120.00)
	        (120.00)
	        (120.00)

	Insurance/6 months
	       (500.00)
	       (500.00)
	        (500.00)
	        (500.00)
	        (500.00)
	        (500.00)

	
	
	
	
	
	
	
	
	

	Net Profit
	 
	 (29,273.75)
	 (30,173.75)
	  (32,243.75)
	  (33,473.75)
	  (35,683.75)
	  (35,883.75)

	
	
	
	
	
	
	
	
	

	GPM %
	
	
	-49%
	-51%
	-58%
	-62%
	-70%
	-71%

	NPM%
	
	
	-59%
	-62%
	-69%
	-73%
	-82%
	-83%









[bookmark: _Toc112864098]Market Research
There are some external factors that affect the organisation from making critical decisions under tough situations in the market. PEST analysis will assist to identify these factors and will be helpful to make a strong business plan in the market by dominating its competitors (casemire, 2022).
Political: The dual stage of the parliamentary system of the country controls the prices of the raw materials and helps to maintain steady growth for the Snip to Snip. On the other hand, the strict government of the country is very helpful in lowering corruption. Besides, the employment act and the health and safety act that the organisation must maintain while recruiting their staff. 
Economic: High price of raw materials due to the increased inflation rate of the country tentatively uplift the cost of their services and lowers the profits. Besides, the uplifting trend of the economy assists the organisation to grow their business under the tough market situation. Moreover, a higher GDP rate of the UK economy also increases the profit margin of Snip to Snip (santandertrade, 2022).
Social: Social cooperation s from the people assists the organisation to achieve its goals with ease the rising rate of the population will increase the sale of the organisations that uplift their profit margin. Besides, the increased per capita income of the people also makes them buy Snip to Snip services as well (BBC, 2022).
Technological: Harvard is one of the leading research universities in the country that developing new advanced technology. using of latest trimmers, hair dryers and other assistance the organisation to make innovative services for the people. On the other hand, the lower diffusion rate of the technology helps Snip to Snip to make a profit under the current market situation by maintaining a premium quality service. 
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This report has discussed the various factors that can affect a start-up organisation to establish their business. The external factors have been included in this report that assists to make a cutting-edge business plan. Besides the social support of the country helps to develop their service with ease. Following the steps of Four P’s of the marketing mix models assist to evaluate a steady market plan for Snip to Snip. Their effective management plan also strengthens the internal structure of the organisation. Moreover, the thorough details of the business plan have also been included in this report to understand the basics of start-up plan.
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