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Business Owner: Shama Ghias - operating as a sole trader


Mission Statement

At Stylin, we believe that your hair is your signature, which can be achieved using organic ingredients and sustainable resources. 

Looking great and paying attention to detail needn’t come at the price of your principles or the environment, so our aim is to offer cutting-edge styling and treatments that are value for money, raise and challenge industry standards, and make our customers feel good about themselves inside and out.

We achieve this by keeping the focus on what our customers want, improve and educate ourselves in new and innovative techniques and products that lead to beautiful, healthy hair and mind, and don’t compromise our commitment to ourselves and our environment. 



Aims and Objectives of Business

· To create the ultimate client experience through quality of service, technical skill, a comfortable and welcoming atmosphere, exceeding customer expectation whilst maintaining our commitment to the community and environment.

· To increase the number of clients by 10% per year through customer service/satisfaction, word of mouth referrals/recommendations, and targeted marketing/advertising, particularly through locally based social media groups.

· To establish a sustainable, efficient and profitable salon business based on customer relationships and client retention, supporting our staff, the local community and environment.



Introduction

Historically, hair care and the salon industry has been primarily based on the use of man-made, artificial chemicals and processes that are incompatible with current thinking around sustainability and the environment.

Research has shown that as consumer interest in ‘clean eating’ and using organic ingredients in our food continues to grow, customers are no longer only concerned about what they put into their bodies, but also what they put on their bodies.

Science has proven that a certain percentage of personal care products that are applied to the hair and skin are absorbed into the bloodstream. Therefore, synthetic chemicals, which can negatively affect health and well-being can enter our bodies through the use of skincare, haircare, cosmetics etc. Public concern has rightfully increased, leading to a 10% year on year increase in organic beauty product sales, and this market segment is predicted to be worth more than twenty billion pounds annually by 2024.

My interest in this area stems from my own personal experiences and lifestyle choices made after I had children. I decided to use natural/organic products wherever possible, including food and personal care. My concern for the environment, both locally and globally, increased, especially now that I was responsible for the future that I would be leaving my children.

I have undertaken haircare and styling courses and have professional accreditations in this field of industry. It is my passion and it is this passion which will fuel my business plan. 

My research of the Swansea area showed little business regard for sustainable and organic haircare/styling solutions, with most salons offering typically offering standard synthetically based haircare products services with competitive pricing. However, very few of these catered for the unique organic hair care market, whose consumers are generally willing to pay a little extra for a product and services that fit their lifestyle ethic.

My focus on opening the salon in relatively affluent suburb of the city means I can set profitable pricing strategies and aggressively market my target demographic using social media. My intention is to focus the core business using the organic/sustainable nature of our products and services, whilst offering quality and value for money.



Product/Service

The salon will offer the following services and products:

· Hair cutting and styling
· Hair colouring, bleaching and tinting
· Hair extensions
· Treatments
· Styling for special occasions – weddings etc.
· Sale of organic hair care products
· Mobile/home service for vulnerable and elderly customers

Pricing will be competitive, but starting at approximately 10% higher than the equivalent synthetic alternative. 






Marketing Activities

The marketing mix is putting the right product (or service) in the right place, at the right time and at the right price.

This can be difficult to do well without knowing every aspect of the business plan and carefully considering what are known as the 4P’s of marketing, a model created by E. Jerome McCarthy in the 1960’s.
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As the image above indicates, the target market can be impacted by considering the 4P’s – in the case of my salon:

Product/service – unique organic hair care products and hair care services with a focus on quality and sustainability, the like of which is not offered by any local competitor.

Place – an affluent suburb of Swansea, where the primary target demographic resides and where the shop will be physically located, keeping a natural organic/theme in style and presentation.

Price – an expected price list at approximately 10% higher than non-organic competitors, providing a higher perceived product/service value and giving scope for good profitability.
Promotion – establishing and increasing brand recognition and sales by driving a targeted marketing and promotion campaign through the use of leaflet/flyer drops and social media advertising through Facebook and Instagram, as well as more traditional channels such as local newspapers, print media and radio stations. More importantly, striving to achieve levels of customer service and satisfaction that will perpetuate good word of mouth and positive reviews that will lead to increased business.

I have produced a questionnaire to establish product demand and help determine pricing strategy (see appendix 1).


Physical Resources

The business will operate from a bricks and mortar retail premises in an affluent suburb of Swansea, which will require only the shop floor space (no storage or living space necessary).
The cost of the lease, rent and rates will be commensurate with the floor space and rateable value of the premises. Research of similarly sized commercial properties in Sketty indicates the average rent will be in the region of £10k per annum.

It is anticipated that unless a location can be sourced that was previously operating in a similar industry, that fixtures and fittings will also be required (styling chairs, backwash units, reception desk, stools etc). These can be sourced from competitive salon equipment wholesalers online, with prices varying according to quality, style and quantity, anywhere in the range of £1300 to more than £3000 (including VAT). The choice of fixture and fitting will also need to fit the theme of the business and incorporate natural raw materials and recycled/upcycled furniture. This may have the added benefit of costing less than their equivalents.

Other items and consumables such as PPE equipment, gowns, hair dryers, mirrors, towels and the products that are to be both used and sold can also be acquired from similar wholesalers, again, with a focus on natural/organic hair care products, reusability, recycling and options that are environmentally friendly. These organic products may initially cost more than their synthetic counterparts, but it is anticipated that the revenue/profit margin will be higher, given the focus of the business and target consumer.

Limited IT equipment may be required in the form of a POS terminal/till, desktop computer/monitor and telephone line for internet access. These can be sourced relatively inexpensively, either brand new or used.



Financial Resources

Business start-up costs are anticipated to be achievable through my personal savings and investment from my husband. As this is a sole trader business, initial investment costs will be strictly controlled with a budget and the aim of not accumulating a significant amount of debt.

The most significant initial costs will be the lease of the commercial premises, business rent and rates, costs of fixtures/fittings and redecoration, the cost of products for use and sale at the premises, staff wages and utility bills.

There are, however, other financing options such as business loans and grants, particularly for those businesses starting or struggling during the Coronavirus pandemic.
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