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Executive Summary

This report critically analyses how Creative Cutting can evolve and stay with current trends in today’s markets for SMEs.
[bookmark: _Int_HtJ6urvF]This report provides recommendations for strategic growth for SMEs using the “Ansoff Matrix”, and strategic recommendations for Creative Cutting to work with in the future.
[bookmark: _Int_eqSxpVc1]There is an analysis of Creative Cutting’s competitors and an environmental scan using the SWOT and PESTEL frameworks.
Also, there is a stakeholder analysis of Creative Cutting.











Introduction of Organisation

Creative Cutting Co
[bookmark: _Int_48Ftz11z]Creative Cutting Co is the small business enterprise that will be used for this report.
It is situated in Walmley, which is a borough of Sutton-Coldfield, a very affluent area. It has been part of the community for over thirty years and is very well known and well established in the local community. 
It is a hair salon, and they offer services for women, men, and children, including cutting, colouring, styling and treatments for hair. They also offer perming, consultations and hair styles for weddings.
[bookmark: _Int_EMaDeqIF]They have very friendly stylists, and they are well known for having a fun and friendly atmosphere in the salon. They take their customers needs very seriously and they aim to make their customers look stunning and feel their best.

Could not fault it! Welcoming staff, fantastic end results, very affordable – everything was perfect! I have to especially thank Lisa for a style that’s given me a major confidence boost.         (Jemma M.)
“Small businesses are important for the economy of any country. Small and medium enterprises serve as a valuable engine for growth, innovation, new product development, and job creation in the economy. They play a critical role through their participation in the value-creation activities of any economy. (Rampyapedi 2024).





Strategic Direction and Goals

Creative cutting has been open for over 30 years and has had to adapt to changes and stay with the times.
The company has a strong mission statement, “To make our devoted customers look stunning and feel their best”. The company's vision is for them to be the “go-to” hair salon in Walmley. There are five hair salons in Walmley, so strategies and goals for the business are very important.
[bookmark: _Int_pAWkgIwE][bookmark: _Int_Bnuy2Aaj]They offer a relaxing, fun, and friendly atmosphere but should continue to focus on enhancing client experience. The business should focus on increasing revenue and building a strong brand presence. The company should also focus on client retention, expanding their client base, and growing their online presence. The company should also focus on loyalty programs for customers, by rewarding existing customers and giving discounts for new customers. They could offer personalized packages that cater for their customers specific needs. They should build a strong online presence and make sure the online booking system is seamless.
Expanding revenue and growth is very important for any SMEs, so the company should expand their client base maximizing sales and introduce new promotions.
Finally, they should define their brand, and this will help guide their business decisions for the better in the future.

[bookmark: _Int_CgisSgHy]“Research shows that micro, small and medium companies (SMEs), can improve their performance by innovating their business model”. (Heikkila 2018). 




Environmental Scan &
Competitive Positioning

Here is a discussion on Creative Cutting’s competitive positioning and an environmental scan using SWOT analysis, and a PESTEL analysis using the “Porter’s five forces” framework. 
[bookmark: _Int_qb8TthIA]As mentioned, there are five hair salons in Walmley. Three of the salons are male barbershops leaving two unisex salons, of which Creative Cutting is one. Creative Cutting is the longest serving hair salon in Walmley, being open for over thirty years and is well known for having a very friendly team of stylists and having a great atmosphere in the salon. Creative Cutting is well known in the local community for giving great customer service, so this should be the company’s core positioning. The stylists at Creative Cutting give a great service and are well trained. They showcase their different styles on their website with feedback from their customers. The use of social media and promoting the brand online is highly visible, and this should be developed further. Creative Cutting should plan to be adaptable in the future by keeping up with emerging trends, engaging further with the local community, and encouraging more feedback from customers.
Creative Cutting’s target audience are mostly women, but they also target hairstyles for weddings, so this is a strategic step by Creative Cutting to target this market and should be continued in the future.
The value of the organisation should be spelled out to set the ethical and moral tone to guide operations. The distinctive competencies of the organisation should be articulated, clearly stating what differentiates the organisation from others of its kind. (Hooley 2008).





Here is an internal environmental scan using SWOT analysis.

	STRENGTHS
	WEAKNESSES
	OPPORTUNNITIES
	THREATS

	Customer Base
	Outdated Equipment
	Emerging Beauty Trends
	Increased Competition

	Brand
	Limited Marketing
	Growing Target Market
	Economic Downturns

	Staff
	Inconsistent Pricing
	Online Expansion
	Supplier Issues

	Unique Service
	
	Service Diversification
	Negative Reviews

	Strong Community Ties
	
	
	



This shows that Creative Cutting has a lot of strengths and opportunities for the business to work with in the future, but also, there are a lot of weaknesses and threats, so the business needs to have a cautious approach in today's rapidly changing business environment.
[bookmark: _Int_9rEuSVvK]Creative Cutting has internal strengths such as its customer base, its brand, staff, it offers a unique service and has a strong community base.
Creative Cutting has internal weaknesses such as outdated equipment, limited marketing, and inconsistent pricing, so this needs to be addressed.
Creative Cutting has external opportunities that the company can work on, like emerging beauty trends, a growing target market, online expansion, and service diversification.
The external threats that Creative Cutting may face in the future are increased competition, economic downturns, supplier issues, and negative feedback from customers.
[bookmark: _Int_ErXNy07c]“If a business wants to increase profits, should it raise its prices, or should it lower them? Should it increase its output, or should it reduce it? Should it modify its product, or should it keep it unchanged? The answer to these and many other questions is that it depends on the market in which the business operates”. (Sloman 2013).



Here is a PESTEL analysis on Creative Cutting using the “Porter’s Five Forces” framework.
The “Porter’s Five Forces” framework focuses on five elements:
1. Threat of New Entrants
2. Customer Bargaining Power
3. Supplier Bargaining Power
4. Threat of Substitutes
5. Internal Competition (Rivalry)
The Threat of New Entrants to Creative Cutting is low-moderate.
Opening a new salon is relatively easy. Being an established salon is good for Creative Cutting, and the business should continue to work on its brand and unique services.
The Bargaining Power of Customers to Creative Cutting is high.
There are a large number of salons in the wider Sutton-Coldfield area offering a wide range of services. This makes the customer price-sensitive and more willing to switch to another salon for a better price.
The Bargaining Power of Suppliers to Creative Cutting is low.
Suppliers have low power because there are a lot of alternative suppliers that provide the same product.
The Threat of Substitutes to Creative Cutting is low-moderate.
The threat of substitutes is mostly low because customers want a professional service which you cannot replicate at home. However, there are a lot of hair products and new beauty trends, and this could reduce demand for the services that Creative Cutting offers.
The Internal Competition (Rivalry) amongst existing competitors to Creative Cutting is high.
[bookmark: _Int_jjA9xRsw][bookmark: _Int_a3flqzSl]The industry is a highly competitive one with a high density of salons. Competition is fierce, driven by pricing, services, location, and marketing efforts.


“Porter’s five forces framework (threat of new entrants, power of buyers and suppliers, substitute products and services, and rivalry between existing competitors) is based on the perception that an organisational strategy should encounter the opportunities and threats in the organisations external setting. A competitive strategy should rest on an understanding of industry structures and the way they change”. (Bruijl 2018).
Here is a PESTEL analysis on Creative Cutting.

	POLITICAL
	ECONOMIC
	SOCIAL
	TECHNOLOGICAL
	LEGAL
	ENVIRONMENTAL

	Government Regulations
	Economic Conditions
	Social and Cultural Trends
	Technological Advances
	Employment Laws
	Consumer Demand for Eco-Friendly and Sustainable Products

	Licensing
	Consumer Income
	Changing Fashion Trends
	
	Health and Safety Regulations
	Environmental Regulations

	
	
	Demographic Shifts
	
	
	



The political factors that Creative Cutting could face are government and licensing regulations. These can affect the types of services that the salon can offer and can raise the cost of operation for the salon.
The economic factors that Creative Cutting could face are economic conditions that could also affect consumer income, and this could directly affect the salon’s revenue and growth potential.
The social factors that Creative Cutting are facing are changing social and cultural trends, and demographic changes.
Fashion trends like hairstyles, hair colours, and different hair lengths will affect Creative Cutting. Also, demographic shifts like an aging population could affect the salon.
The technological factors that Creative Cutting could face are technological advances.
These could give the salon a competitive advantage with good equipment, a good online booking system, and social media and marketing.
The legal factors that could have an effect on Creative Cutting are employment laws and health and safety regulations.
Minimum wage laws can increase operational costs for the salon.
And finally, the environmental factors that could affect Creative Cutting are environmental regulations and consumer demand for eco-friendly and sustainable products.
This can influence product choices and waste disposal methods.
[bookmark: _Int_MrqVN7JA]“Business organisations differ in many ways, but they also have a common feature, they will be affected by their internal and external environments”. (Worthington 2006).

“SWOT and PESTEL are considered to have an impact on risk management practices. Strengths, Weaknesses, Opportunities, and Threats are identified. This is used by addressing the weaknesses and countering the threats, and how strengths are matched to opportunities to gain a competitive advantage”. (Islam 2017).












Strategic Growth for SMEs

Here is a discussion on strategic growth choices for Creative Cutting using the “Ansoff Matrix” framework.
As mentioned, Creative Cutting should focus on growth strategy’s such as, implementing loyalty and referral schemes, continue to work on the company’s website making sure that the booking process is seamless, continue to enhance the brand, focus on client retention, add personalized services, and expand the services of which Creative Cutting offer. These will help Creative Cutting increase the revenue of the business.

Implementing Loyalty and Referral Schemes.
[bookmark: _Int_UnEztj6v]Creative Cutting should encourage their clients to refer new customers by offering discounts for both existing and new customers, and reward regular customers.
Enhance Online Presence.
Creative Cutting should continue to work on its website and make sure it is up to date and keeping up with modern trends, and making sure the booking process is seamless.
Focus on Retention and Brand.
Creative Cutting should continue to give excellent customer service, and this will help the business retain their clients, and to keep building the company’s renowned brand.
Personalize and Expand Services.
Creative Cutting can use client data to try and offer a more personalized service for each client. Creative Cutting could also expand services like offering nail services or other specialized services. 



Here I will show these strategic growth choices using the “Ansoff Matrix”.
	
	Market Development
	Diversification

	New
	Loyalty & Referral Schemes
	Expand Services

	Markets
	Enhance Online Presence
	

	
	Enhance Brand
	

	
	Market Penetration
	Product Development

	Existing
	Focus on Retention
	Offer New Personalized Services

	Markets
	Existing Products
	New Products



[bookmark: _Int_FqKsVPjl][bookmark: _Int_XAtsNDE9]Igor Ansoff is one of the pioneers of strategic management planning and in 1957 he developed a matrix a vector of growth. He considered the model of strategic management consists in conceiving a strategic plan to contain the overall strategy of the organisation, detailed into administrative and financial strategies, a strategy based on market-products, strategized expressed as aims. (Loredana 2017). 

[bookmark: _Int_IbmWq189]“Small businesses generate jobs, tax revenues, functional products, technological developments, and social contributions to communities. Their success and sustainability are important to societal and economic development”. (Williams 2020).










Stakeholder Analysis

Here is a stakeholder analysis on Creative Cutting, followed by the expectations and power of the relevant stakeholders using the “Mendelow Matrix”. 
There are a lot of stakeholders that Creative Cutting must deal with and by analyzing their relationships with the company, Creative Cutting can understand the needs and importance of all stakeholders. This will help the company manage operations, finances, and community engagement better.
The stakeholders that Creative Cutting must deal with are the Owners, Employees, Customers, Suppliers, Investors, Community, Government, Distributors, Educators, and Health & Safety Bodies.
Here I will show their power and interest using the “Mendelow Matrix”.
	
	HIGH
	Keep Satisfied
	Manage Closely

	P
	
	Investors
	Owners

	O
	
	Government
	Suppliers

	W
	LOW
	Minimum Effort
	Keep Informed

	E
	
	Community
	Employees

	R
	
	Distributors
	Health & Safety Bodies

	
	
	Educators
	

	
	
	INTEREST
	

	
	
	LOW
	HIGH



This shows the power of the relevant stakeholders and how they should be dealt with.

“Stakeholder engagement involves the sharing of information, ideas and resources among the people who are directly or indirectly benefiting or being influenced by the organisation”. (Shang 2025).
“The purpose of a communication strategy is to address the diverse needs of stakeholders to create awareness, build trust, address barriers, foster acceptance, encourage engagement and promote action to be successful”. (Alshawaf 2025).
Strategic Recommendations

Here are some strategic recommendations to be developed and implemented by Creative Cutting for future strategic direction.
[bookmark: _Int_JQhj1nzI][bookmark: _Int_K8iC0M7b]Creative Cutting should implement a loyalty and referral scheme. This should be done by rewarding repeat and existing customers. If any of our customers refer new customers, they will be rewarded with 25% off any treatment, and the new customer will be rewarded with 50% off their first booking. This will help with client retention and help increase revenue for Creative Cutting. This will also help enhance the brand as customers tend to talk to friends, family, etc.
Creative Cutting should enhance its online visibility by working to improve their website and engaging with social media more. The company should improve their Facebook and Instagram accounts and run targeted adverts and promotions to help increase revenue. Creative Cutting should try and utilize other social media platforms.
[bookmark: _Int_2DmbpQL4]Creative Cutting should try to personalize the experience for each customer. This could be done by offering one-to-one consultations and remembering each customer's preferences. This will make the customer feel more valued.
Creative Cutting should expand their services by offering a nail service and continue to focus on weddings. There is enough space in the salon for this, and the cost will not be high, this can bring in extra revenue.
Creative Cutting should stock and promote high quality hair products, and this will increase revenue and grow the business. Samples and free consultations should be offered.
Finally, Creative Cutting should manage costs by regularly reviewing their suppliers and cutting down on waste. 
The hairdressing industry is a big polluter, from heating tools and hair dye to hair washing and hair spray, so it is especially important that salons start thinking about how they can implement iniatives. (Scrummi 2021). 


Conclusion

In conclusion to this report, I have been asked to choose an SMEs, for this report. I have chosen Creative Cutting.
In this report there is an executive summary, an introduction on Creative Cutting, strategic direction and goals for Creative Cutting, an environmental scan and competitive positioning using the SWOT and PESTEL frameworks, strategic growth for SMEs using the “Ansoff Matrix, a stakeholder analysis, strategic recommendations for Creative Cutting, a conclusion, and a reference list.
I hope this report helps you.
Thank you. James Ashton.
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