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Executive Summary 
Introduction: Trend Setters is a full-service salon that strives to meet or exceed the expectations of each of its customers by providing superior service, superior products, and a relaxing environment at reasonable prices. We're committed to keeping a workplace that values its employees and rewards them for their contributions while also being a welcoming place to work where everyone's thoughts and contributions are valued.
Mission and vision 
The provision of services and products that improve the outward presentation and inner calm of our clientele is important to our business.
Our slogan is "It All Begins Here!"
Rationale: Currently is a good time to launch this new project. We spent six months hunting for the ideal spot before settling on one. Client demand, the entrepreneur's aspiration to one day open her own salon, and the hiring of experienced and trained beauticians have given rise to the salon's promising future.
Management: Curley Comb, along with her husband Roller Comb, Jr., owns and operates a high-end salon in Covent, London. Thanks to his persistence and reliability, Curley has amassed a sizable clientele. Curley and her skilled team of aestheticians have what it takes to make a huge success of this endeavour. We believe that our rising profile will attract more customers and attract the attention of talented stylists who will help us expand.
Financing: We, at Trend Setters, are trying to raise more loan capital so that we can realise our goals. This loan is secured by the assets of the company and guaranteed by the owners' good moral standing, professional credibility, and personal guarantees.
Key success factors 
Our company's success hinges on the following:
· Location is key to attracting and retaining clients.
· Provide a setting where service providers may unwind and do their best work.
· Offering multiple service types under one roof and maintaining late business hours are both examples of how convenient it is for customers to work with you.
· The owner and other "beauticians" have earned a stellar reputation for their attentive, individualised service.
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[bookmark: _Toc123657087]Introduction
This task's objective is to provide the audience with information that may be utilised while formulating a business strategy. It will include information on the company's management, its competitors, its activities, its goods and services, and its financial status. In order to give our company, the best chance it has of being successful in the market, we are going to devise an efficient business strategy.
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[bookmark: _Toc123657089]Background 
The name of the business is Trend Setters. Trend Setters is a full-service beauty salon that is dedicated to delivering high levels of customer satisfaction on a consistent basis. This is accomplished by providing great service, high-quality products, and a friendly environment at a price/value ratio that is acceptable (Webb, 2019). In addition, we will carry on with our efforts to cultivate an inviting, inclusive, and forward-thinking working environment that places a premium on uniqueness, creativity, and effort. This institution caters to customers' aesthetic needs by providing hair and beauty services. This will be a partnership enterprise that will be launched through the collaborative efforts of five different people (Sellars, 2019). Each of the partners will be actively involved in the operation of the business and will each contribute an equal amount to its success.
This new venture should be started immediately because the timing is perfect. After being patient for a period of six months in the search for the perfect location, one was eventually identified (Song and Yang, 2021). This business has a significant amount of untapped potential as a result of several factors, including demand from the proprietor's clientele, the proprietor's ambition to launch her own beauty parlour one day, and the proprietor's decision to staff the salon with highly qualified and licenced cosmetologists.
Curley Comb, who is also a co-owner of the business along with her husband, has been running a high-end salon in Covent, London, for the past two years. Because of his perseverance and his consistent effort, Curley has built up a sizable clientele (Singla, 2012). Together with her talented staff of aestheticians, Curley has everything it takes to steer her company in the right direction and make it a tremendous success. As a direct result of our growing reputation, we anticipate increasing the number of customers and beauticians who frequent our establishment.
In order to accomplish our objectives, Trend Setters is searching for additional loan money (Prasetyo, Arifin and Rahmawati, 2019). This loan will be repaid using the working cash flow of the firm, and it will be secured by the assets of the company as well as personal guarantees provided by the owners regarding their experience and reputation in the industry.
[bookmark: _Toc123657090]Location 
A shopping centre will serve as the location of the salon in Covent, and its address will be “20-22 Shelton St, London WC2H 9JJ, United Kingdom”. It will take up a total of 154 square feet in the beauty parlour. The location is ideal because it is on one of the busiest streets in Covent. It is easy to get to from just about anywhere in the city thanks to the location's notoriety. 
When it comes to business, location has always been important. The location of an employer is one of the most important factors in determining whether or not they will be successful in recruiting and retaining top talent (Park and Na, 2020). Decisions regarding a company's physical location have the potential to boost its long-term performance. In terms of talent, production, and capital, poor ones cost millions of dollars.
[bookmark: _Toc123657091]The rationale to start the salon business 
Both men and women can get their hair cleaned, conditioned, strengthened, cut, styled, and coloured at salons. In order to open a hair salon, you will need to comply with local, state, and federal licencing and permit regulations, register your business, hire employees, and sell your services. There are many motivations that could lead an entrepreneur to create a salon (Park and Ji, 2019).
Entrepreneurship: This is the main reason to start Trend Setters. Hair salons are typically opened by licenced hairstylists or businesspeople with a passion for the hair industry (Kim, Kim and Jang, 2018). Opening a salon is one way for a would-be entrepreneur to realise their dreams of running their own business.
Serve Underserved Markets: If your hair salon has a unique area of expertise, you won't need to worry about the competition. A potential proprietor has the option of purchasing a hair salon that caters to infants, pre-schoolers, adults, or senior citizens (Kim, Jiang and Park, 2021). The Covent Garden market in London is underserved and for that, the business will have a chance to have success. 
Progression: Opening their own salon can be a good move for a hairstylist's career because it helps promote their brand (Kim and Kwon, 2019). After working in salons for a number of years, hairstylists acquire the skills necessary to obtain capital, advertise themselves, and employ others. Owning salons seems natural. Entrepreneur of this business wants to progress in their business career and for that it is important.  
Community Requirements: In some areas with a high population density, essential services and amenities, like hair salons, are hard to come by (Kim and Lee, 2018). A potential owner may bring in consumers by making the establishment easy to access, providing pleasant parking, hiring trained personnel, and reducing rates. A business proprietor in an underdeveloped neighbourhood has the opportunity to win a first-mover advantage and loyal clients.
Love for Hair: The owners of hair salons, like other types of business owners, have a lot of passion for what they do. A passion for hair is one reason to open a salon; this passion might come from having grown up in the same household as a salon owner, having attended cosmetology school, or simply have always appreciated having excellent hair (Kaźmierczak et al., 2018). If you enjoy doing everything from washing to styling hair or are an excellent hair colourist, you should consider opening a hair salon.
[bookmark: _Toc123657092]Mission and Vision  
The mission and vision statements of an organisation inform the development of its strategies, explain the company's purpose to its stakeholders, and define quantifiable goals and objectives against which the effectiveness of the strategy can be evaluated.
Mission: To supply our customers with products and services that will improve both their health and their outward look.
Vision: To begin a trend which will ultimately benefit the business. 
Important stakeholders are informed about the goal of a company as well as the values it upholds through its mission and vision statements. The fate of the company is determined in part by its most important stakeholders (Jung and Lee, 2021). Employees, customers, investors, and suppliers are examples of stakeholders. Also included are organisations such as governments. In the following chapter, we will delve deeper into stakeholder analysis. These statements are widely disseminated and extensively discussed so that they can be comprehended, communicated, and assimilated. A company's people are better able to comprehend the company's strategy and implementation when they have a clear understanding of the company's purpose and vision.
[bookmark: _Toc123657093]Company start-up summary 
After spending months seeking an existing salon that they could purchase, the owners of the salon ultimately decided to start from scratch and establish their own establishment. The money for the start-up will be used to pay for the design of the salon, leasehold modifications, and equipment purchases. The upgrades to the leased space are projected to cost £32,500, while the cost of new salon equipment is estimated to be £27,000. The proprietor will make an investment in order, to begin with, £500 in liquid assets.
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Figure: Highlights 
Source: Author 
[bookmark: _Toc123657094]Objectives
The achievement of business goals helps in decision-making. Because of this, businesses are able to select their areas of focus (Jeon, 2013). The goals and objectives of a company steer investors and employees on the right path for the company. Because of this, potential sponsors of future projects may be encouraged. These goals have the potential to motivate people to put in more effort. Setting goals and objectives enable firms to measure their progress toward those aims. The objectives of Trend Setters have been communicated below:  
· To earn profit from the first year of operation.
· Gain 10% of the market share by the end of 3 years of operation. 
· Providing customers with an easily accessible spot to visit.
· Establishing an atmosphere that inspires people to provide service that is both knowledgeable and comfortable.
· Convenience can be demonstrated by providing a variety of services to customers in one location, as well as by keeping longer business hours.
· The proprietor and the other individuals working there are known for providing exceptionally high-quality individualised service.
Our number one priority is to provide our clients with products and services that will improve not only their outward look but also their capacity for mental relaxation (Maulina and Sari, 2017). The objectives of the business are to provide the best level of service that is humanly feasible to its clientele, to generate a profit in the first year of operations, to capture 5 percent of the market, and to promote equality and diversity in the workplace.
[bookmark: _Toc123657095]The legal structure of the business 
Trend Setters will be a partnership business. This business will be run by two partners. Collaboration is essential to the expansion of a company (Jakes and Burrus, 2022). Partnerships based on strategic considerations have been employed by merchants and traders for millennia. The owners of businesses may choose to form partnerships in order to jointly invest in a project or to exchange ideas and technical expertise. Any company should make it a priority to negotiate cooperative arrangements that are win-win for everyone involved. There is a number of reason why Trend Setters will be a partnership business. Those includes:  
Providing information: Businesses gain access to a wealth of expertise through strategic partnerships (Ceil, 2019). This enables the business to gain knowledge from other people. Trend Setters's reputation and the bottom line would benefit from all of the experience.
Superiority: Collaborations broaden knowledge, expertise, and access to resources, allowing Trend Setters to produce higher-quality goods and serve a greater number of people (Alsindi, 2020). The combination of these with 360-degree feedback might be beneficial to the growth of Trend Setters.
It Will Help Improve the Reputation of Trend Setters: With the appropriate cooperation, the culture of Trend Setters will continue to improve. When businesses with similar missions join forces, both their powers and their impact grow (Pacas and Flores, 2020). Brand equity can be increased by providing superior products and services.
Additional Clientele: Trend Setters would benefit from a strategic alliance by gaining new customers. There are many ways to accomplish this goal. Via means of a direct agreement with a business that specialises in the sale of related products (Webb, 2019). If a car manufacturer collaborates with a tyre manufacturer, the car company could insist that new car purchasers purchase their tyres from the tyre manufacturer and vice versa. Customers are attracted to businesses that offer excellent products and services.
Longevity: Every business hopes to further its mission and remain competitive in the market. Collaboration is made possible through the use of business partners (Song and Yang, 2021). The following will see an increase: knowledge, creativity, competence, and funding. The best business collaborations help Trend Setters to better understand both strengths and weaknesses. This is all that is required to maintain Trend Setters' relevance and ensure the success of the firm.  




[bookmark: _Toc123657096]Product and services 
Hair-related services which the business will offer to the customers include cuts, relaxers, and perms, curling, reconstructing and waving. Manicures, pedicures, and polish and sculptured nails are the nail services. Skin care services include European facials, massage and body waxing (Singla, 2012).  These are the different types of products and services that the corporation intends to make available to its clientele in the not-too-distant future. With the passage of time, the number of goods and services that the company offers will increase, with the objective of attracting an ever-increasing number of consumers as the company's primary focus (Mason, 2015).
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Figure: Product and services
Source: Author
Customers are required to make a reservation at least 48 hours in advance in order to receive the service. They will be given a timetable that is arranged just for their time constraints and preferences (Heo and Kim, 2016). In the case that the customer decides to host a party or a wedding in their home, the catering company will provide on-site services. Customers will have the capability to conduct financial transactions over the internet. Here are the details of the product and services which the business will offer: 
Those that set the trend provide one-of-a-kind products, treatments, and services. While some Trend Setters specialise in a single treatment, such as hair Trend Setters who concentrate on cuts, styling, and products, others offer a wide variety of beauty services and products to fulfil the majority of clients' needs in terms of their appearance.
Hairstyles: The primary service provided by a hair salon is haircuts for customers of all ages, including men, women, and children. Although there are hair salons that focus on specific types of hair, a good beautician should be able to trim all types of hair (Prasetyo, Arifin and Rahmawati, 2019). Before the customer departs, they will give them a haircut, which includes drying and style. In order to give consumers appropriate haircuts and styles, it is necessary for all cosmetologists to have expertise with a variety of hair types.
Hair extension: The return of the long hair trend has contributed to an increase in the demand for hair extensions. In the 1980s, 1990s, and early 2000s, short hair was the standard. The return of long, lustrous hair is a desire among women (Park and Na, 2020). The ability to gain natural volume and thickness in one's hair takes time and patience, neither of which everyone possesses.
Hair styling: Hair salons also offer formal hairstyling services, such as for weddings, proms, and other events. In order to achieve a style that is suitable for the dance floor, formal hairstyling involves curling and teasing (Park and Ji, 2019). The process of creating a formal hairstyle takes a lot of time and can be very frustrating. Most girls do not understand how to get their fantastic style, which is why this service is so helpful.
Relaxers: Even if permanents and relaxing services are less in demand, beauty salons are required to provide them (Pacas and Flores, 2020). Customers with either straight or curly hair must be assisted in achieving the style that they want by Trend Setters. The list of services provided by the salon is not exhaustive. Even though Trend Setters provides a wide variety of specialised services, the items on this list address the fundamentals. This list may be utilised by Trend Setters salon in the process of developing its business plan. This price list can be used by Trend Setters to determine the cost of their supplies and equipment (Kim, Kim and Jang, 2018). No matter the service, Trend Setters requires a variety of materials to guarantee the comfort and satisfaction of their customers. Customers of Trend Setters typically remain seated for extended periods of time while receiving services. Those who set the trends want hair salon chairs that are not only functional and attractive but also comfortable. The people who set the trends don't skimp on the salon chairs.
Shampoos: The vast majority of Trend Setters, particularly barbers and stylists, sell shampoos and conditioners that are of salon grade (Kim, Jiang and Park, 2021). Even if they are more expensive, some clients believe that these shampoos and conditioners perform better and are better for their health than the ones sold in convenience stores.
Hair Dye/Lighteners: Hair colouring and lightening are both common practises among Trend Setters who place a focus on hair products and treatments (Kim and Kwon, 2019). Trend Setters ensures high-quality colouring and positioning, and it corrects any mistakes made by the stylist. Convenience stores have a variety of hair dyes and lighteners that may be purchased in sets for colouring or enhancing hair by both women and men.
Razors: Both in-office and take-home hair removal services are available from Trend Setters. Depilatory creams, waxing, and threading is all effective hair removal methods (Kim and Lee, 2018). Waxing and threading are often done in salons, but depilatory products can be purchased for use at home.
Instruments for Manicure and Pedicure: Nail paints, foot lotions, toe separators, nail files, and callous files from professional salon brands are available for purchase at Trend Setters.
Products for salon-quilt styling are available for purchase from Haircare Trend Setters. These products include gel, pomade/putty, hair spray, mousse, anti-frizz cream, and shampoos and conditioners (Kaźmierczak et al., 2018). Many of these styling products, like shampoos and conditioners, have a higher price tag than the brands sold in convenience stores, but the manufacturers say that they are more effective. The people who set the trends offer services such as massages, skin treatments, loathes and body scrubs that can be used at home.
Moisturizers: Lotions and creams for the face, body, hands and feet are available to purchase from Trend Setters. Many hydrating creams sold by Trend Setters have longer shelf lives and include more emollients than those sold at convenience stores (Jung and Lee, 2021).
[bookmark: _Toc123657097]Market and competitors
[bookmark: _Toc123657098]Target market 
Understanding the market is necessary for one's success in any endeavour. The primary target demographic for Trend Setters is in the Covent Garden neighbourhood. It is one of the districts in London that has a population of more than 6,000 residents (Genadinik, 2018). 
By focusing on the appropriate market, Trend Setters have the ability to find new clients. If they have a specific audience in mind, Trend Setters are aware of the best places and products to promote their wares. Those who set trends are aware of whose organisations they should address, which publications and journals they should write for, which powerful individuals they should network with, and the locations where their potential customers congregate. Voila! Those who set trends are always in the know (Ji, 2016). The majority of target markets are equipped with communication networks. Customers of Trend Setters are obligated to promote the company for it to be successful. If they have a network, they are more able to communicate about Trend Setters and accelerate the dissemination of marketing messaging.
[bookmark: _Toc123657099]Target customer base 
The corporation plans to target women between the ages of 5 and 80 with its marketing efforts for its products. This particular group was selected because there is a good likelihood that they will have an interest in going to a beauty salon (Jeon, 2013). This was one of the criteria that was used to make the selection. The reasons for which the age group has been selected are discussed below: 
Most of the salons did focus on this group: Because most salons continue to focus on attracting younger customers, Trend Setters has the opportunity to capitalise on a market niche (Jakes and Burrus, 2022). The generation directly above the young is the generation that serves as the Market Trend Setters. However, hairdressers frequently commit errors when they are marketing to children aged 5 years old. Skincare and hair treatments for "thinning hair," "receding hairline," "wrinkled foreheads," and "sunken eyes" will not attract Trend Setters. This insulting language contributes to the social stigma associated with old age, which many people begin to experience at the age of 30 (Ceil, 2019). The marketing campaigns of Trend Setters could be ruined by only one incorrect image or word.
Some of our older customers are women in their 30s and mothers who are still in college. These categories are mutually exclusive and cannot be mixed. Using the term "mature clientele" to refer to anyone over the age of 30 can be quite expensive! The marketing strategies of Trend Setters should be geared toward specific age groups (Alsindi, 2020). It is imperative that diversified services address the majority of, if not all, the beauty concerns of women over the age of 30. The first step for salons should be to conduct customer surveys and compile a list of the services that customers want most. This will assist Trend Setters in clearing up any misunderstandings regarding their clientele as well as gaining first-hand information.
[bookmark: _Toc123657100]Competitors 
It is beneficial to the success of the firm to gain an understanding of the many competitors the company faces. The organisation will face the most significant levels of competition from establishments such as Trevor Sorbie, Sassoon Salon, and Covent Garden Beauty Ltd. These additional companies sell products that are comparable to the ones that Trend Setters offers for sale. In addition to their devoted clientele, the length of time that these businesses have been present on the market is one of the perks that come along with doing business with them (Coe, 2021). However, they are unable to offer a product that satisfies the quality requirements that have been set by their clients (Webb, 2019). If Trend Setters follow this course of action, they will position themselves to benefit from entering the market.
The goal of Trend Setters is to differentiate itself from other beauty salons that only provide a select number of services (Song and Yang, 2021). Curley has discovered from chatting with her customers that they desire all of our services but are aggravated by the fact that they must go to separate establishments to get their hair and nails done. Although Trend Setters provides services for hair care, we also wish to be able to offer these other services under one roof.
Ours is only one of the several salons that can be found in the high-income areas of Covent. The so-called "Day Spas" are not our main competitors. Our mission is to serve customers who are unable to visit upscale salons due to financial constraints.
In the atmosphere of our company, patrons are able to unwind and feel pampered. Upon the client's arrival, they will be offered light refreshments. Televisions will be available in the waiting and blow-drying sections.
[bookmark: _Toc123657101]The future 
This part will focus on the new trends in the salon industry and how the business can deal with them. It will be helpful for the business to ensure sustainability. 
Inclusion
Once upon a time, people admired the exclusive nature of salons, but nowadays, nobody likes them. Even if it's just one person performing, Trend Setters can still embrace more inclusive practises, like the following:
· Trend Setters advertising diversity. You may get motivation from Revolution's advertisement for the Conceal & Define Foundation (Singla, 2012).
· Putting together the Trend Setters menu in a variety of languages by utilising website connectors such as Elementor and WPML.
· Selling brands that are owned by LGBTQI+ people and people of colour. In the same vein as Briogeo and Noto (Prasetyo, Arifin and Rahmawati, 2019).
· Celebrate diversity on the website and social media of Trend Setters. Intentionally hire people from varied backgrounds for work at Trend Setters.
Minimalist Regimes 
Our spending priorities have evolved as a result of the epidemic and the climatic crisis. Money and resources are saved when people adopt minimalist lives (Park and Na, 2020). This means that the retail side of Trend Setters needs to be simplified and made easier to access if you run a salon. A minimalist regimen might be included in Trend Setters' menu in order to accommodate clients who are waste-aware or concerned about their spending. It would be an expensive endeavour to replace all of its retail merchandise.
Waterless Skincare
The pursuit of beauty is the single greatest consumer of fresh water. By the year 2025, two-thirds of the world's population will face water-related challenges (Park and Ji, 2019). To manufacture the majority of hair and cosmetic products, millions of gallons of water are required.
What steps can the owner of Trend Setters do to make their establishment friendlier to the environment? Find companies that are developing and manufacturing items that do not contain water. Since waterless products are relatively novel, the Trend Setters salon might have to look around for a wide selection of them. If you want to maintain your relevance in this rapidly shifting economy, you should investigate this possibility.
Beauty technology 
Beauty Tech The technology that we use should make life easier for both us and our customers. The rapid advancement of technology in 2022 makes it an exciting time to start a firm (Pacas and Flores, 2020). We are able to provide endless technological solutions. The following are some of the ways that Trend Setters salon can utilise technology:
· Apps payment: There are apps that make it simple to discover a stylist, such as Meet Trend Setters Stylist, and apps that make it simpler for professionals to get clients, such as payment apps (Kim, Jiang and Park, 2021). 
· Tech Savings: Tech can be utilised in salons. The products sold by Trend Setters are weighed using an advanced Bluetooth scale, which also digitally records all of the formulae. By reducing the amount of product waste, Trend Setters will not only save time and money, but they will also be helping the environment (Kaźmierczak et al., 2018).















[bookmark: _Toc123657102]Marketing and sales 
We have the most success with our marketing efforts when our clients are satisfied. The fact that our clients continue to look young despite using our treatments is conclusive evidence of the product's efficacy. The vast majority of our brand-new customers come from recommendations made by our current clientele (Sellars, 2019). There is no reason to anticipate any. According to the findings of our study, the type of marketing that is most effective for this kind of business is word-of-mouth advertising. Throughout the entirety of this week, there will be various promos available. In addition, we provide customers who refer their friends to our exclusive discounts and sometimes even free services as a thank-you for their loyalty. New clients who hear about us through word of mouth will be eligible for discounts. The lucky winner of a lottery will receive a trip to Cancun with accommodations for two (Sandhusen, 2018). Each new customer who comes to us as a direct result of a recommendation made by one of our existing clients receives a card that is subsequently inserted into a box. To increase your chances of winning the trip, you should bring more. The use of a marketing mix will be helpful to ensure that the marketing of the business is effective. Here are the marketing strategies which the business will use.
Brand Consistency
Simply relying on walk-in customers is not enough to keep a salon open (Kotler, 2019). Prospective customers need to be aware of where Trend Setters is located and the many reasons they should go there. In order to be successful in marketing, Trend Setters salon needs to have a strong brand.
Online/offline: The Trend Setters salon needs both a website and a presence on the internet. A powerful salon brand like Trend Setters may be found both online and offline. The appearance, messaging, and overall vibe of trendsetters need to be consistent (Jeon, 2013). Through the use of their marketing materials, everyone should be aware of what Trend Setters accomplishes and what they stand for.
It is important to be consistent: For prospective customers, the appearance and atmosphere of the Trend Setters salon website, social media, and entrances should be consistent. The same tone should be used in all communications, including emails, social media, text messages, salon signage, and even phone calls (Etzel, Walker and Stanton, 2019). This is necessary in order to create a brand that is memorable and friendly to customers.
Brand Trend Setters clients: Customers at Trend Setters salons are concerned with their appearance. Utilize this guidance to produce a picture that will appeal to Trend Setter's ideal client once you have determined who that customer is using the customer avatar guide (Elliott et al., 2018). Clientele who like the Trend Setter, their products or services, spend money with them, and tell their friends about them are what Trend Setters want.

Figure: Brand consistency
Source: (Elliott et al., 2018)
Website
With a website, Trend Setters is able to service both new and existing consumers around the clock. Appointments are encouraged to be made while visiting a good website.
Sell Client Experience: Regardless of the size of the salon or the services offered, Trend Setters provides an experience. Although the services provided by Trend Setters are comparable to those provided nearby, the experience provided by Trend Setters is unique (Crane, Kerin and Rudelius, 2017). This item is sold by Trend Setters, who also promotes it on their website. A website for a salon needs to feature high-quality photographs of the salon's location and the services it offers. It is important for Trend Setters to appeal to younger populations with a more artistic flair while also providing opportunities for older professionals to relax and unwind.
Mobile Optimization: Smartphone users who use their devices late at night do not want to pinch and zoom in order to read Trend Setters' services. After leaving Trend Setters without making a purchase, no one ever comes back (Cateora and Graham, 2020). The website for Trend Setters has been optimised for use on all devices.
SEO: Despite all of its acronyms, SEO is a straightforward process. It entails simplifying the user experience on Trend Setters' website (Baines, Fill and Rosengren, 2017). This involves matching the content of Trend Setters' website to Google queries, as well as ensuring that the website loads quickly and is simple to navigate.
Social media
No matter how much we try to avoid them, screens and phones are now practically ubiquitous. If Trend Setters do not represent their brand on social media, they will miss out on the opportunity to acquire new customers as well as the discourse that would accompany it.
Professionalize: The storefront for Trend Setters is found on social media. It provides Trend Setters with the opportunity to exhibit their company and provide prospective customers with a tantalising taste of what they have to offer (Sakshi, 2017). On the other hand, beauty parlours frequently sully their otherwise impeccable professional profiles with lurid headlines, malicious rumours, and poor photos. Those who set trends should keep their social media profiles both enjoyable and professional.
Regular post: When social media accounts are neglected, the Trend Setters brand almost always suffers as a result. Why should anyone follow Trend Setters if they don't consistently post content? The content on social media platforms is ephemeral and updated on a daily basis (Sandhusen, 2018). Is there a simpler way? By using a social media post planner, Trend Setters can save both time and effort in their daily routines.
Create content: Trend Setters merely require the following three concepts for social media:
1. If you're into branding, familiarise yourself with Trend Setters' ideal customer.
2. Here are the five optimal social media posts recommended by Trend Setters.
3. Organize the material of Trend Setters in preparation for regular posting.
Customer marketing
It is easy for Trend Setters to get caught up in marketing to new customers and overlook their existing customers in the process. Terrible! Who better advertise the services offered by Trend Setters than prior clients? Repeat business is essential to the success of salons. How to make use of the contact information of Trend Setters' customers that may be found on online booking platforms (Kotler, 2019).
Email: Email marketing lives! Sending out email newsletters is a fantastic approach to communicating business updates to customers of Trend Setters who might not be involved on a regular basis. Those that set the trend earn their followers' trust by keeping them updated (Etzel, Walker and Stanton, 2019).
SMS: Even if Trend Setters offer the highest-quality products and services available, they won't be successful if they are unable to convey the value of their offerings to prospective clients. SMS marketing enables Trend Setters to communicate with customers directly on their mobile devices.
Promotions: Everyone enjoys deals. Customers might be encouraged to return through loyalty programmes (Elliott et al., 2018). By using email and text message marketing to communicate special deals to Trend Setters' existing clientele, the company can ensure the acquisition of new clients.
Words of mouth 
Referral business and word of mouth are extremely beneficial to smaller businesses because their audience is more likely to know others who are in need of their services (Crane, Kerin and Rudelius, 2017). Customers need to have a positive experience when dealing with Trend Setters so that they will want to recommend them to others.
Co-marketing: The practise of two or more businesses pooling their consumers and resources is known as co-marketing. Hotels in the area of Trend Setters may provide customers with recommendations for nearby salons and spas if they are asked about them (Cateora and Graham, 2020). As a result of the assistance provided to guests, Trend Setters may acquire new customers. Co-marketing initiatives produce outcomes that are beneficial for both the clients of Trend Setters and the firms with which we work.
Recommend: Visits to beauty parlours and spas are common. Customers who participate in the well-known "bring a friend" promotion are eligible for a price reduction (Baines, Fill and Rosengren, 2017). The client may additionally request that Trend Setters provide a discount of 10% for any friend who comes to the salon and cites the client's name.
Reviews: It's possible for word of mouth to happen online. Evaluation is essential to the success of online enterprises. 97% of buyers will investigate a company by reading reviews on the internet (Sandhusen, 2018). If the Trend Setters salon is unable to receive reviews, the business could be closed. Being reviewed online may be unnerving, especially for Trend Setters, both for themselves and for their businesses. When a platform is provided, everyone has the ability to speak. As a result of the fact that no company can cater to everyone's needs, Trend Setters will receive both positive and negative feedback. The effective handling of negative reviews might reflect well on Trend Setters's ability to provide excellent business and customer service. A business shouldn't try to escape the "bad" press. Make a request for reviews of Trend Setters (Sakshi, 2017). Utilizing follow-up communications is a smart strategy, but inquiring as to when the customer will be in the shop is not one of them.





[bookmark: _Toc123657103]Product and service pricing
The company's primary focus will be on implementing a price plan that emphasises market penetration in the near future. Trend Setters will gain an advantage from this in order to attract customers and maintain their position as market leaders (Maulina and Sari, 2017). Because the firm will connect directly with potential clients, personal selling can be an efficient approach for a company to market the services it offers. The organisation will save information on customers electronically so that it may be accessed easily whenever decisions need to be made.
To differentiate itself from competing for beauty salons that only offer a limited range of services, Trend Setters' primary objective is to expand the range of those services they offer. Curley has learned from talking to her customers that they want all of our services but are frustrated by the fact that they have to go to different businesses to get their hair and nails done. She has acquired this information from her customers (Prasetyo, Arifin and Rahmawati, 2019). Although Trend Setters offers services for hair care, one of our goals is to eventually be able to give all of these different services under the same roof. Our business is just one of several establishments of a similar nature located in the wealthy neighbourhoods that surround and include Covent Garden. We do not view so-called "Day Spas" as our primary point of competition. Our primary objective is to provide services to clients who, owing to budgetary considerations, are unable to go to more luxury salons. Customers are able to de-stress and indulge in a feeling of being pampered while in our establishment's environment. When the customer arrives, some light refreshments will be provided for them to enjoy. There will be televisions available in the waiting area as well as the blow-drying area. 













[bookmark: _Toc123657104]Management and organisation
In total, there will be ten people serving in some capacity on the management team of Trend Setters. This group will include one manager, seven service providers, one cleaner, and one accountant as members (Mason, 2015). The five business partners will each take on job roles within the company in addition to their role as partners. One strategy for recruiting new staff members will involve conducting interviews with potential candidates.
In order to provide very high levels of gratification to their customers, the management and staff at Trend Setters will be open to new ideas and inventive approaches. Additionally, it will help to contribute to the creation of an atmosphere at work where employees have the opportunity to develop themselves personally and financially. Through the application of creativity and innovation, we shall be successful in achieving these two objectives (Heo and Kim, 2016). Regular participation in a training programme that is intended to expand employees' product knowledge as well as their skill sets will be required of all personnel. As the business grows, there is a possibility that it will begin offering its employees a comprehensive benefits package. This package may include luxuries such as paid time off and health insurance coverage. 
[bookmark: _Toc123657105]The management team 
When it comes to employing new employees and providing them with training, proprietors of beauty salons need to put certain considerations front and centre.
This guide is intended to assist Trend Setters in determining the individuals and abilities that they require on their team as well as in delegating responsibilities to their existing workforce (Park and Na, 2020). The hiring and training process could be time-consuming and arduous, and there might be a lot of different options and choices.
The varied staff at a salon takes care of customers at every stage of their visit, from check-in to styling to processing to checkout. These employees are necessary for Trend Setters to provide a pleasant experience for their customers.
Receptionists: Even though they don't really work with the client's hair, receptionists are the first point of contact that customers have with Trend Setters. In order to properly welcome and send off guests, Trend Setters requires receptionists that are effective, punctual, kind, and accommodating. Employing an organised person to maintain the cleanliness of the front of Trend Setters salon, particularly its shop displays, is also beneficial (Park and Ji, 2019).
Handling payments and transactions, answering the phone, making appointments and managing walk-ins, opening and closing the salon, and managing retail displays. Greeting customers and checking them out of the salon.
Stylists: The success of Trend Setters is dependent on the work of its hair stylists. In order to provide complete services and cater to the requirements of a varied customers, Trend Setters are required to hire stylists that have a wide range of skills and hair types (Pacas and Flores, 2020). It is expected of stylists that they would be punctual, dependable, knowledgeable, and responsive to suggestions.
Creative consultations with clients, hairstyling, colouring, and cutting services; communicating product, tool, and equipment requirements to office management.
Administrators: In their capacity as salon owners, Trend Setters may be expected to perform all of the work that takes on behind the scenes (Kim, Kim and Jang, 2018). Depending on their requirements, Trend Setters may require the services of an office manager to place orders for colour and salon equipment or to conduct an inventory of the colour storage space. After that, the Trend Setters can concentrate on the logistics and any other administrative responsibilities. Office managers have the potential to be Trend Setters' right-hand persons, so it is imperative that they can be trusted.
Managing the available space for storing colours and purchasing new items. Conducting an inventory of products and replacing equipment that is outdated; ensuring that the floor is operating correctly and maintaining order; routinely soliciting feedback from stylists and crew regarding requirements, morale, and other topics (Kim, Jiang and Park, 2021).
Stylist Assistants: The stylists at Trend Setters may have several clients, and as a result, they require assistance when it comes to washing, processing, and drying hair (Kim and Kwon, 2019). With the support of assistants, Trend Setters may avoid having customers wait while their stylists finish up with other appointments.
Processing customers, washing out colouring and treatments, blow drying customers, and aiding stylists are some of the tasks that you will be responsible for.
Marketing/Social Media Manager: The Trend Setters salon is in need of both excellent stylists and social media personnel. Before scheduling an appointment, customers frequently check Trend Setters' various social media platforms (Kim and Lee, 2018).
In this role, you will be responsible for developing growth and outreach strategies for social media platforms such as Instagram, Facebook, Pinterest, LinkedIn, and TikTok; managing all social media platforms; interacting with clients on social media; assisting stylists in producing content; and implementing social media initiatives.


[bookmark: _Toc123657106]Key skills 
Employee skills are the ways in which a business can have success in the market. Here are some of the skills that the employees of Trend Setters should have. 
Creativity: The clientele of Trend Setters frequently seek advice on how to trim and style their hair. The stylists at Trend Setters use their imagination along with their understanding of how to shape hair to come up with the very best hairstyles for their customers (Kaźmierczak et al., 2018). The art of cutting hair can be made more engaging with creative skills. The employees at Trend Setters will also track trends so that they are aware of what their customers want and what is best for them.
Customer service: The workforce at Trend Setters has frequent interactions with customers. If the personnel at Trend Setters is happy, then the customers will be happy (Jung and Lee, 2021). Going to Trend Setters and getting service from a snippy stylist is the worst possible experience. The crew at Trend Setters provides the best customer service possible by paying attention to customers, being nice, and becoming involved (Ji, 2016). Consumers who are satisfied return and tell their friends.
Listening: The team of Trend Setters should be good listeners. Customers at Trend Setters don't want to argue with the employees or walk out with an unsatisfactory haircut (Jeon, 2013). The personnel at Trend Setters is required to pay close attention to the needs of customers in order to guarantee customer satisfaction. The team at Trend Setters should focus more on listening than talking. Clients are listened to and confided in by the employees of Trend Setters. The key to keeping a happy customer is to make them feel at ease and engage with them.
Patience: Workers at Trend Setters must demonstrate patience when dealing with customers. If you put effort into fulfilling the needs of your customers, you can expect to earn more tips. If the customer is displeased with the first haircut, Trend Setters is obligated to listen to their feedback and make any adjustments (Jakes and Burrus, 2022). Even though it is uncommon, the personnel at Trend Setters may run into an unpleasant or difficult customer, but they are expected to maintain their professionalism and ensure the customer is satisfied.
Self-Esteem: The personnel at Trend Setters are expected to be decisive and not waste time second-guessing themselves. In order to instil a sense of self-assurance in their customers, Trend Setters should not be afraid to experiment with different hairstyles and trims (Ceil, 2019). The personnel of Trend Setters will be more successful if they exude an infectious sense of self-confidence.
Fitness: Long periods of standing time are required of workers at Trend Setters. The personnel at Trend Setters should stroll around between customers to get some fresh air and stretch their legs and feet. The stylists and cutters at Trend Setters need dexterity as well as the ability to maintain physical stamina (Alsindi, 2020). The employees at Trend Setters benefit from having finger dexterity since it enables them to work more swiftly, correctly, and coordinated. Staff members at Trend Setters who work with little parts need to have dexterity in their fingers.
Cleanliness: To ensure the success of the project, the personnel at Trend Setters will clean and sanitise their workspace (Webb, 2019). This is essential for the security of our customers and their compliance. The employees of Trend Setters should also have fashionable hairstyles, clean attire, and adequate levels of personal cleanliness. To serve as a model for the company's clientele, the staff at Trend Setters should be friendly and up-to-date.
The organization is an essential component of a clean workplace. When equipped with the appropriate salon goods and tools, Trend Setters' haircuts will significantly improve (Song and Yang, 2021). The process may be sped up by knowing where everything is, which also helps Trend Setters reach more customers, which results in increased revenue.
Time-Management: The employees of Trend Setters are expected to be time-efficient. They are in charge of scheduling and performing the services (Singla, 2012). Those who set the trend have to learn to prioritise their time. Overbooking might cause guests who have reservations to become irate and leave the salon in a hurry because they do not want to wait. The personnel at Trend Setters need to be able to manage their time effectively.
Teamwork: Teamwork at Trend Setters requires getting along with other employees in the company. They will be able to appreciate their position at the salon more if they have a positive relationship with their supervisor (Sakshi, 2017). When employees of Trend Setters collaborate effectively with one another, they improve their chances of getting their chosen shifts and have more fun at work.
Sales: Trend Setters staff must master marketing salon goods. The employees at Trend Setters are responsible for convincing customers that the salon's products are a worthy investment. The employees at Trend Setters are required to differentiate the salon goods they sell from other, less expensive hair products that can be purchased at grocery stores and other salons (Prasetyo, Arifin and Rahmawati, 2019). They will select the appropriate product so that the client's hairstyle may be maintained after washing it. Trend Setters staff need sales skills.
[bookmark: _Toc123657107]Staffing Plan 
The job description calls for a receptionist who will greet customers and accept payments for the aforementioned goods and services. There will be a total of six beauty professionals available, including five hairstylists, a barber, a nail tech, facials, and a massage therapist (Park and Na, 2020). Everyone who works for the company, with the exception of the receptionist, will be considered an independent contractor and will be paid on a commission scale that varies according to the amount of revenue earned. As the company expands, it is anticipated that a shampoo technician will need to be recruited.
In the first year of operation, it is anticipated that there will be just three hair stylists, one barber, and part-time nail, facial, and massage therapists. This will be the case until the company is able to build a reputation that will entice other employees to work there.
	Personnel Plan

	
	Year 1
	Year 2
	Year 3

	The owner (Stylist) and assistant 
	£24,000
	£25,000
	£26,000

	Receptionist
	£14,400
	£15,120
	£15,876

	Marketing Manager  
	£8,000
	£12,400
	£13,000

	Total People
	3
	3
	3

	Total Payroll
	£46,400
	£52,520
	£54,876



[bookmark: _Toc123657108]Business goals
· We want Trend Setters will be the number-one salon in Covent Garden in the next three years. 
· We will focus on implementing the plan to ensure that we have achieved our objectives. 
· We need local government support to meet objectives.  












[bookmark: _Toc123657109]Financial information 
In today's uncertain world, business managers are frequently compelled to make judgements on processes in order to either raise the capital efficiency of the company or minimise the overhead costs (Park and Ji, 2019). Excellent managers have a variety of tools at their disposal to accomplish these objectives, provided they have a solid grasp of the company's financial situation. Understanding financial accounts and the numbers included inside them is necessary for making business decisions. As soon as the first month has passed, which is our goal, we want to start turning a profit. Because the stylists already have a clientele, the company won't have to wait very long for clients to hear about it because they already know who the stylists are.
A personal financial statement that outlines additional sources of income, such as interest and dividend income from investments (£ 2,840), wage income (£ 29,658), and commission income (£ 15,000), is provided to the lender of start-up funding as reassurance to the lender that the owners are in a stable financial position.
[bookmark: _Toc123657110]Assumptions 
The following are the factors that the included financials are based on:
As a result of a seasonal surge in sales, revenues will increase at a rate that is 15% higher annually, climbing by 20% in the months of November and December. We anticipate that this rise will carry over into the following year so that we can continue to serve the steady stream of new customers who walk through the door each week. The predictions for sales income and growth have been purposely lowered, while the projections for projected expenditures have been increased, in order to illustrate the worst-case scenario.
We did not take into account the cost of products sold while calculating the net sales of services. Instead, we included all linked recurrent costs, such as wages and supplies, in the operational expenditures portion of the profit and loss table. This was done in order to better analyse our financial performance. The only direct costs that are taken into account in the sales forecast are the expected sales of the product.
Only a small percentage of our market is accounted for by-product sales. Because we do not know how much money we will make from the products, we decided to play it safe and estimate that we will make £ 800 in monthly revenue from sales.
The table of sales projections also includes service categories such as manicures and massages. It is not possible to predict how much revenue will be generated by these two services. We are certain that these services will eventually constitute a sizeable portion of our business, but based on our conservative estimates, we anticipate that the revenue generated by these services during the first year will only amount to £ 1,500 per month. This is despite the fact that we are confident that this will eventually be the case.
	General Assumptions

	
	Year 1
	Year 2
	Year 3

	Plan Month
	1
	2
	3

	Current Interest Rate
	10%
	10%
	10%

	Long-Term Interest Rate
	10%
	10%
	10%

	Tax Rate
	30%
	30%
	30%

	Other
	0
	0
	0



[bookmark: _Toc123657111]Start-up Summary
Among other things, the products and services Trend Setters offer to offer, the structure of the firm, the market in which the business intends to focus on, the marketing strategy the business intends to use, the capital requirements, financial projections, and licence requirements are all described in a start-up short business plan (Nikbakht and Groppelli, 2018). It acts as a compass for Trend Setters. 
	Start-up
 Requirements 

	 Start-up Expenses
	 

	Rent deposit
	1818

	Total Start-up Expenses
	1818

	Start-up Assets
	 

	Cash Required
	500

	Other Current Assets
	600

	Long-term Assets
	59500

	Total Assets
	60600

	Total Requirements
	62417



After spending a number of months looking for a salon to buy, the owners came to the conclusion that it would be preferable for them to open their own salon from the bottom up rather than buy an existing one. The initial money will be used to pay for the layout of the salon, leasehold improvements, and new items of equipment, all of which are going to be purchased (Genadinik, 2018). The entire cost of the leasehold improvements will be close to 32,500 dollars, and the cost of the salon equipment will be close to 27,000 dollars. In order to ensure that there is sufficient cash on hand when the business first opens its doors, the proprietor will put up £ 500.
[bookmark: _Toc123657112]Cash flow forecast 
Financial flow forecasting refers to the process of estimating an organization's cash inflows and cash outflows over a period of time that has been previously established (Yoo and Pae, 2011). Businesses are able to estimate their future financial balances, avoid catastrophic cash shortages, and maximise the return on any cash surpluses they may have when they have a precise cash flow prediction. The aims of the firm, the expectations of the management team or investors, and the information that is already available within the organisation will all play a role in determining the optimal strategy for anticipating cash flow for the business of Trend Setters.
We anticipate being able to effectively manage cash flow over the course of the next three years only through the growth of the company's cash flow. The cash flow generated by the company will be far higher than what is required to cover all of its costs.
	Pro Forma Cash Flow
	 

	 
Cash Received
	Year 1
	Year 2
	Year 3

	Cash from Operations
	 
	 
	 

	Cash Sales
	£ 166400
	£ 211021
	£ 239975

	Subtotal Cash from Operations
	£ 166400
	£ 211022
	£ 239975

	Additional Cash Received
	 
	 
	 

	Subtotal Cash Received
	£ 166401
	£ 211022
	£ 239976

	Expenditures
	Year 1
	Year 2
	Year 3

	Expenditures from Operations
	 
	 
	 

	Cash Spending
	£ 46400
	£ 52520
	£ 54875

	Bill Payments
	£ 99530
	£ 128730
	£ 147285

	Subtotal Spent on Operations
	£ 145940
	£ 181250
	£ 202160

	Additional Cash Spent
	 
	 
	 

	Long-term Liabilities Principal Repayment
	£ 12000
	£ 12000
	£ 12000

	Subtotal Cash Spent
	£ 157940
	£ 193250
	£ 214160

	Net Cash Flow
	£ 8460
	£ 17772
	£ 25814

	Cash Balance
	£ 8960
	£ 26,733
	£ 52547



[bookmark: _Toc123657113]Breakeven analysis 
According to the results of the break-even study, Trend Setters strikes a healthy balance between its fixed costs and the volume of its sales. Because this calculation is concentrated on service sales, the costs that are normally linked with product sales have been omitted from it. In spite of the fact that our cautious prediction indicates that the beauty parlour will spend the majority of its first year operating at a loss, we anticipate higher actual revenues (Mitchell, 2019).
	Break-even Analysis

	
Monthly Revenue Break-even
	
£ 12995

	Assumptions:
	

	Average Percent Variable Cost
	3%

	Estimated Monthly Fixed Cost
	£ 12657



[image: ]
Figure: BEP 
Source: Author 


[bookmark: _Toc123657114]Projected profit and loss 
The following table presents our highly conservative projections of profits and losses for the next three years. These projections are based on historical data. The following chart outlines not just the payments made to all of the independently hired stylists and technicians but also the reoccurring supply costs that are associated with service sales.
	Pro Forma Profit and Loss

	
	Year 1
	Year 2
	Year 3

	Sales
	£ 166400
	£ 211022
	£ 239975

	Direct Cost of Sales
	£ 4320
	£ 4300
	£ 4400

	Other Costs of Sales
	£ 0
	£ 0
	£ 0

	Total Cost of Sales
	£ 4320
	£ 4300
	£ 4400

	Gross Margin
	£ 162080
	£ 206722
	£ 235575

	Gross Margin %
	97.40%
	97.96%
	98.17%

	
Expenses
	
	
	

	Payroll
	£ 46400
	£ 52520
	£ 54876

	Marketing/Promotion
	£ 22800
	£ 24000
	£ 26000

	Depreciation
	£ 8146
	£ 8146
	£ 8146

	Rent
	£ 22740
	£ 22740
	£ 22740

	Utilities
	£ 4200
	£ 4200
	£ 4200

	Insurance
	£ 1200
	£ 1200
	£ 1200

	Payroll Taxes
	£ 0
	£ 0
	£ 0

	Independently contracted stylists
	£ 40400
	£ 55000
	£ 69000

	Supplies
	£ 6000
	£ 6000
	£ 6000

	Other
	£ 0
	£ 0
	£ 0

	Total Operating Expenses
	£ 151886
	£ 173806
	£ 192162

	Profit Before Interest and Taxes
	£ 10194
	£ 32916
	£ 43413

	EBITDA
	£ 18340
	£ 41062
	£ 51559

	Interest Expense
	£ 5542
	£ 4392
	£ 3192

	Taxes Incurred
	£ 1396
	£ 8557
	£ 12066

	Net Profit
	£ 3257
	£ 19967
	£ 28155

	Net Profit/Sales
	1.96%
	9.46%
	11.73%



[bookmark: _Toc123657115]Balance sheet 
 A balance sheet is a type of financial statement that provides an accounting of a company's assets and liabilities at a particular moment in time. It is one of the basic financial statements that are used to evaluate a company's performance, along with the income statement and the cash flow statement (Brealey, Myers and Marcus, 2019). The other two primary financial statements are the balance sheet and the statement of cash flows.
	Pro Forma Balance Sheet

	
Assets
	Year 1
	Year 2
	Year 3

	Current Assets
	
	
	

	Cash
	£ 8960
	£ 26733
	£ 52547

	Other Current Assets
	£ 600
	£ 600
	£ 600

	Total Current Assets
	£ 9560
	£ 27333
	£ 53147

	Long-term Assets
	
	
	

	Long-term Assets
	£ 59500
	£ 59500
	£ 59500

	Accumulated Depreciation
	£ 8146
	£ 16292
	£ 24438

	Total Long-term Assets
	£ 51354
	£ 43208
	£ 35062

	Total Assets
	£ 60914
	£ 70541
	£ 88209

	Liabilities and Capital
	Year 1
	Year 2
	Year 3

	Current Liabilities
	
	
	

	Accounts Payable
	£ 9057
	£ 10717
	£ 12230

	Current Borrowing
	£ 0
	£ 0
	£ 0

	Other Current Liabilities
	£ 0
	£ 0
	£ 0

	Subtotal Current Liabilities
	£ 9057
	£ 10717
	£ 12230

	Long-term Liabilities
	£ 49917
	£ 37917
	£ 25917

	Total Liabilities
	£ 58974
	£ 48634
	£ 38147

	Paid-in Capital
	£ 500
	£ 500
	£ 500

	Retained Earnings
	(£ 1817)
	£ 1440
	£ 21407

	Earnings
	£ 3257
	£ 19967
	£ 28155

	Total Capital
	£ 1940
	£ 21907
	£ 50062

	Total Liabilities and Capital
	£ 60914
	£ 70541
	£ 88209

	Net Worth
	£ 1940
	£ 21907
	£ 50062



[bookmark: _Toc123657116]Sales Forecast
The sales forecast provides an indicator of the anticipated revenue from sales (Cateora and Graham, 2020). The amount of money that your company anticipates making in sales over a given period of time can be determined with the help of a sales forecast (like a quarter or year). This is a feat that can be accomplished by the most accurate sales estimates.
	Sales Forecast

	
Sales
	
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6
	Month 7
	Month 8
	Month 9
	Month 10
	Month 11
	Month 12

	Owner
	0%
	£ 3600
	£ 3600
	£ 3600
	£ 3600
	£ 4400
	£ 4400
	£ 4400
	£ 4400
	£ 4400
	£ 4400
	£ 4400
	£ 4400

	Stylist #1
	0%
	£ 3600
	£ 3600
	£ 3600
	£ 3600
	£ 4400
	£ 4400
	£ 4400
	£ 4400
	£ 4400
	£ 4400
	£ 4400
	£ 4400

	Barber #1
	0%
	£ 1200
	£ 1200
	£ 1200
	£ 1200
	£ 1500
	£ 1500
	£ 1500
	£ 1500
	£ 1500
	£ 1500
	£ 1500
	£ 1500

	Stylist #2
	0%
	£ 1700
	£ 1700
	£ 1700
	£ 1700
	£ 2000
	£ 2000
	£ 2000
	£ 2000
	£ 2000
	£ 2000
	£ 2000
	£ 2000

	Stylist #3
	0%
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0

	Nails and massage
	0%
	£ 1500
	£ 1500
	£ 1500
	£ 1500
	£ 1500
	£ 1500
	£ 1500
	£ 1500
	£ 1500
	£ 1500
	£ 1500
	£ 1500

	Product sales
	0%
	£ 800
	£ 800
	£ 800
	£ 800
	£ 800
	£ 800
	£ 800
	£ 800
	£ 800
	£ 800
	£ 800
	£ 800

	Total Sales
	
	£ 12400
	£ 12400
	£ 12400
	£ 12400
	£ 14600
	£ 14600
	£ 14600
	£ 14600
	£ 14600
	£ 14600
	£ 14600
	£ 14600

	Direct Cost of Sales
	
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6
	Month 7
	Month 8
	Month 9
	Month 10
	Month 11
	Month 12

	Product Costs
	
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360

	Other
	
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0
	£ 0

	Subtotal Direct Cost of Sales
	
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360
	£ 360



















[bookmark: _Toc123657117]Conclusion 
The trendy hair and beauty salon known as Trend Setters can be found right in the middle of Covent Garden. According to the conclusions of the market analysis, the market could benefit from the business service that is being offered. This project has also been meticulously planned out, in addition to having an effective management and financial plan. There is a good chance that the company will achieve success across the board in the area that it is aiming to break into.
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Introduction 

•

The creation of a business plan is

the goal of this presentation.

•

It will include information on the

company's activities, products and

services, rivals, management, and

finances.

•

We will create a strong business

plan to give it the best possible

opportunity of succeeding on the

market.
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Introduction 

The creation of a business plan is the goal of this presentation.

It will include information on the company's activities, products and services, rivals, management, and finances.

We will create a strong business plan to give it the best possible opportunity of succeeding on the market.







The purpose of this lecture is to assist the audience in developing a business plan. It will include details on the company's operations, its goods and services, its competitors, its management, and its financial situation. We will create an effective business strategy in order to provide it with the greatest potential for achievement in the marketplace.
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Company overview 

•

The name of the business is Trend

Setters.

•

This is a hair and beauty salon.

•

This will be a partnership business

which will be started by 5 partners

(Sellars, 2019).

•

Each of the partners will be active

and contribute equally to the

business.

•

The business will be on “20-22

Shelton St, London WC2H 9JJ,

United Kingdom”.
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Company overview 

The name of the business is Trend Setters. 

This is a hair and beauty salon. 

This will be a partnership business which will be started by 5 partners (Sellars, 2019). 

Each of the partners will be active and contribute equally to the business. 

The business will be on “20-22 Shelton St, London WC2H 9JJ, United Kingdom”.







The company is known as Trend Setters, and that is its name. This establishment offers both hair and beauty services. This will be a partnership business that will be begun by five individuals working together (Sellars, 2019). Every one of the partners will be involved in the business and will make an equal contribution to it.
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Continued.. 

•

Our mission is to provide our customers with services and products

that will improve their physical beauty and mental relaxation (Maulina

and Sari, 2017).

•

The objectives of the business includes:

Offering the best to the customers. 

Earn profit from the first year of operation. 

Have a 5% of the market share. 

Ensure equality and diversity.
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Continued.. 

Our mission is to provide our customers with services and products that will improve their physical beauty and mental relaxation (Maulina and Sari, 2017).

The objectives of the business includes: 







Our primary objective is to supply our customers with services and goods that will enhance both their outward appearance and their capacity for mental relaxation (Maulina and Sari, 2017). The company's goals include providing the highest level of service possible to its clientele, turning a profit in its first year of operations, capturing 5 percent of the market, and promoting equality and diversity in the workplace.
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Product and Services 

Hair

• Cuts

• Relaxers

• Perms

• Curling

• Reconstructing

• waving.

Nails

• Manicures

• Pedicures

• Polish

• Sculptured nails

Skin Care

• European facials

• Body waxing

• Massage
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Product and Services 





These are the kinds of goods and services that the company is planning to provide to its clientele in the future. With the passage of time, the number of products and services that the company provides will rise, with the goal of attracting an ever-increasing number of clients (Mason, 2015).
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Continued…. 

•

Customers must reserve the

service two days in advance.

•

They will receive a timetable

based on their availability (Heo

and Kim, 2016).

•

For special occasions like a party

or wedding, home services will be

provided.

•

Customers will have the option of

making payments online.
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Continued…. 

Customers must reserve the service two days in advance.

They will receive a timetable based on their availability (Heo and Kim, 2016).

For special occasions like a party or wedding, home services will be provided.

Customers will have the option of making payments online.







Customers are required to make a reservation for the service 48 hours in advance. They will be provided with a schedule that is tailored to their availability (Heo and Kim, 2016). Home services will be offered in the event that a party or wedding takes place in the client's residence. Customers will have the ability to carry out financial transactions online.
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Markets and Competitors 

•

The target market of Trend Setters is Convent Garden.

•

It is a district of London which has more than 6000 people (Genadinik,

2018).

•

The business will target women in the age group of 15-50.

•

This group has been selected because there is a high chance thy will be

attracted to beauty saloon.
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Markets and Competitors 

The target market of Trend Setters is Convent Garden. 

It is a district of London which has more than 6000 people (Genadinik, 2018). 

The business will target women in the age group of 15-50. 

This group has been selected because there is a high chance thy will be attracted to beauty saloon. 





Gaining an understanding of the market is critical to one's success. The neighborhood of Convent Garden is Trend Setters' primary audience. It is a neighborhoods in London that has a population of over 6,000 people (Genadinik, 2018). The company will market its products to ladies between the ages of 15 and 50.This particular group was chosen since there is a good possibility that they will have an interest in visiting a beauty salon.
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Continued… 

•

Trevor Sorbie, Covent Garden

Beauty Ltd., Sassoon Salon, etc.

will be the company's major rivals

(Coe, 2021).

•

These companies sell the same

kinds of goods as Trend Setters

does.

•

The longevity of these businesses

on the market and their devoted

clientele are among their

advantages.

•

However, they are unable to

satisfy the clients' requirements

for quality.

•

For Trend Setters to enter the

market, this will be beneficial.
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Continued… 

Trevor Sorbie, Covent Garden Beauty Ltd., Sassoon Salon, etc. will be the company's major rivals (Coe, 2021).

These companies sell the same kinds of goods as Trend Setters does.

The longevity of these businesses on the market and their devoted clientele are among their advantages.

However, they are unable to satisfy the clients' requirements for quality.

For Trend Setters to enter the market, this will be beneficial.







Gaining an understanding of the company's rivals is beneficial to the company's success. The likes of Trevor Sorbie, Sassoon Salon, and Covent Garden Beauty Ltd. are going to be the company's primary competitors. These other businesses sell the same kinds of products that Trend Setters sells. One of the advantages of these companies is the length of time they have been operating on the market in addition to their loyal customer base (Coe, 2021). However, they are unable to provide a product that meets the quality standards of their customers (Coe, 2021). It will be to the advantage of Trend Setters to enter the market if they do this.
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Marketing and Sales 

• The business is planning to 

differentiate itself from its customers. 

• The skilled employee base which the 

business has will serve as the USP 

(Sellars, 2019).

• Social media will be used as the 

method by the business to reach to its 

customers. 

• Initially the business is planning to 

spend 1000 pounds in marketing.  

Marketing 

and Sales 
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Marketing and Sales 





Happy customers are the most effective marketing weapon we have. The youthful appearances of our customers are a testament to the superiority of our products. The majority of our new business comes from referrals from our existing patrons (Sellars, 2019). None is to be anticipated. Our research has shown that the most effective kind of marketing for this kind of company is word-of-mouth. There will be promotions running all week long. In addition, we reward customers who refer their friends with exclusive savings or even free services. Discounts will be given to new customers who come from referrals. A trip for two to Cancun will be provided to the winner of a lottery. A card is placed in a box for each new customer that comes to us as a result of a referral from one of our existing customers. You need to bring more in order to win the vacation.
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Continued.. 

•

The business will focus on using market penetration pricing strategy.

•

This will be helpful for the Trend Setters to attract customers and

achieve competitive advantage (Maulina and Sari, 2017).

•

The business will meet the customer face to face and for that personal

selling is effective option for the business to sell its services.

•

Customer data will be kept electronically by the business to have data

in the time of decision making.
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Continued.. 

The business will focus on using market penetration pricing strategy. 

This will be helpful for the Trend Setters to attract customers and achieve competitive advantage (Maulina and Sari, 2017). 

The business will meet the customer face to face and for that personal selling is effective option for the business to sell its services. 

Customer data will be kept electronically by the business to have data in the time of decision making.  







The goal of Trend Setters is to differentiate itself from other beauty salons that only provide a select number of services. Curley has discovered from chatting to her customers that they desire all of our services but are aggravated by the fact that they must go to separate establishments to get their hair and nails done (Maulina and Sari, 2017). Although Trend Setters provides services for hair care, we also wish to be able to offer these other services under one roof. Ours is only one of several similar establishments in the affluent areas surrounding and including Covent Garden. The so-called "Day Spas" are not our main competitors. Our mission is to serve customers who are unable to visit upscale salons due to financial constraints. In the atmosphere of our company, patrons are able to unwind and feel pampered. Upon the client's arrival, they will be offered light refreshments. Televisions will be available in the waiting and blow-drying sections.
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Management and Organization 

•

The management team of Trend

Setters will have 10 employees.

•

This will include 1 manager, 6

service providers, 1 cleaners, 1

receptionist and 1 accountant.

•

The 5 partners of the business will

work as the employees as well

(Mason, 2015).

•

Other employees will be recruited

by conducting an interview.
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Management and Organization 

The management team of Trend Setters will have 10 employees. 

This will include 1 manager, 6 service providers, 1 cleaners, 1 receptionist and 1 accountant. 

The 5 partners of the business will work as the employees as well (Mason, 2015). 

Other employees will be recruited by conducting an interview. 







There will be ten people working on Trend Setters' management team altogether. One manager, seven service providers, one cleaner, and one accountant will be included in this group (Mason, 2015). The five partners in the business will also take on employment roles within the company. Conducting interviews will be one method for recruiting additional staff members.
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Continued… 

Friendly and Approachable

Be Professional

Stamina

Time-management

A Love of Learning

Education
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Continued… 





The management and organization of Trend Setters will be creative and innovative in order to attain very high levels of client satisfaction. Additionally, it will contribute to creating an environment at work where individuals may grow personally and prosper financially. We will be successful in reaching these two goals by applying creativity and innovation (Heo and Kim, 2016). Personnel will regularly participate in training programm designed to enhance their knowledge of the product and their skill sets. As the company expands, there is a chance that it will start providing employees with a full benefits package, which might include luxuries like paid time off and health insurance.
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Financial Information 

Start-up

Requirements

Start-up Expenses

Rent deposit 1,818

Total Start-up Expenses 1,818

Start-up Assets

Cash Required 500

Other Current Assets 600

Long-term Assets 59,500

Total Assets 60,600

Total Requirements 62,417
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Financial Information 

		Start-up
 Requirements 		

		 Start-up Expenses		 

		Rent deposit		1,818

		Total Start-up Expenses		1,818

		Start-up Assets		 

		Cash Required		500

		Other Current Assets		600

		Long-term Assets		59,500

		Total Assets		60,600

		Total Requirements		62,417







After looking for a salon to buy for a number of months, the owners came to the conclusion that they would be better off opening their own salon from the ground up. The salon's layout, leasehold improvements, and new pieces of equipment are all going to be paid for out of the startup funds (Genadinik, 2018). The cost of leasehold improvements will be approximately 32,500, and the cost of salon equipment will be approximately 27,000 total. The proprietor will put up $500 in order to have cash on hand at the beginning date.
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Pro Forma Cash Flow

Cash Received

Year 1 Year 2

Year 3

Cash from Operations

Cash Sales

166,400 211,022

239,975

Subtotal Cash from Operations

166,400 211,022

239,975

Additional Cash Received

Subtotal Cash Received

166,400 211,022

239,975

Expenditures

Year 1 Year 2

Year 3

Expenditures from Operations

Cash Spending

46,400 52,520

54,876

Bill Payments

99,540 128,730

147,285

Subtotal Spent on Operations

145,940 181,250

202,161

Additional Cash Spent

Long-term Liabilities PrincipalRepayment

12,000 12,000

12,000

Subtotal Cash Spent

157,940 193,250

214,161

Net Cash Flow

8,460 17,772

25,814

Cash Balance 8,960 26,733 52,547
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		Pro Forma Cash Flow		 				

		 
Cash Received		Year 1		Year 2		Year 3

		Cash from Operations		 		 		 

		Cash Sales		166,400		211,022		239,975

		Subtotal Cash from Operations		166,400		211,022		239,975

		Additional Cash Received		 		 		 

		Subtotal Cash Received		166,400		211,022		239,975

		Expenditures		Year 1		Year 2		Year 3

		Expenditures from Operations		 		 		 

		Cash Spending		46,400		52,520		54,876

		Bill Payments		99,540		128,730		147,285

		Subtotal Spent on Operations		145,940		181,250		202,161

		Additional Cash Spent		 		 		 

		Long-term Liabilities Principal Repayment		12,000		12,000		12,000

		Subtotal Cash Spent		157,940		193,250		214,161

		Net Cash Flow		8,460		17,772		25,814

		Cash Balance		8,960		26,733		52,547







This is the cash flow of the business in the first 3 years. This is showing that the business will have profit in the first 3 years. 
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Conclusion 

•

Trend Setters is a hair and salon business in Covent Garden.

•

Market analysis is showing that the business service has demand in the

market.

•

An effective management and financial plan has been developed as

well.

•

Overall, there is a high chance that the business will have success in

the market.
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Conclusion 

Trend Setters is a hair and salon business in Covent Garden. 

Market analysis is showing that the business service has demand in the market. 

An effective management and financial plan has been developed as well. 

Overall, there is a high chance that the business will have success in the market. 





In the heart of Covent Garden sits the hair and beauty salon known as Trend Setters. The findings of the market analysis suggest that there is a need for the business service in the market.Along with an efficient management and financial plan, this project has also been planned out. There is a good possibility that the company will be prosperous in the target industry as a whole.
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