
	Key partners  
Official hair product wholesalers, salon fit-out suppliers, linen laundry, booking & card systems, waste collectors, electricians/plumbers, training academies, NHBF, local beauticians, insurance & council business support. 
Wella, L’Oréal, Olaplaex, Schwarzkopf; backbar & 
retail haircare; foils, capes, gloves; cleaning gear; chairs/basins; scissors/dryers; display bits. Approved professional products, kit & furniture, clean towels/capes, secure bookings & payments, legal waste disposal, staff training, trade discounts. 
Supply stock, fix kit/salon, wash linen, run payments/bookings, take away chemical waste safely, 
	Key Activities  
Wash, style & treat hair; give honest advice; keep everything spotless; learn latest trends all the time. Run appointments smoothly; keep website/socials up to date; stock retail products; do pop-ups or unique events. Be friendly & build trust; send reminders & little rewards; listen to feedback; share aftercare tips. Do paid salon services; sell products & vouchers; run small workshops; manage our loyalty scheme. 
	Value Proposition  
Great hair results, trusted advice, a relaxing experience, and fair prices – no hidden costs, just exactly what works for your hair. 
Fix unstylish hair days, give you a style that suits your face & lifestyle, sort out damaged hair, save you time guessing what products to use, and take the stress out of booking appointments. 
We offer: 
· Styling for everyday 
· Retail professional haircare products 
· Gift vouchers & loyalty rewards Wanting to feel confident & look your best; needing 
· Braids
	Customer 
Relationships 
 Friendly, personal service – not just a quick trim! Regulars want to feel like part of the family; new clients want to feel listened to & confident in our work. How we build & keep relationships 
· One-to-one consultations every visit 
· Text/email appointment reminders 
· Exclusive offers & birthday treats for loyalty members • Quick replies to questions 
& feedback 
· Aftercare tips & follow-up checks 
· Social media chats & style 
inspiration Cost to run 
Low cost – mostly free tools, small discounts for loyalty, no big extra fees. 
	Customer Segments 
Local people of all ages, hair types & budgets – students & older clients. 
· Regular local clients (our core base) 
· Clients wanting to braid their hair 
 • Students & young professionals 
· Senior clients needing accessible appointments Mostly individual customers, plus small local business staff for group pamper sessions or staff hair benefits. 




	teach new skills, pass clients between us. 
 Get stuff we cannot make or do alone 
Stay legal, avoid fines & cut risk 
Save cash, work faster, focus on clients 
 
 
 
	Key Resources  
Salon space, stations, tools, products. 
Qualified, caring stylists, Our good name, skills, and care rules. 
Budget for stock and upkeep.  
Reception, retail displays. 
Booking site, social pages. 
Front desk help. 
Cash for ads and tools. 
Client notes, loyalty scheme. 
	reliable, skilled stylists; wanting a friendly, nonjudgemental space; flexible booking times; affordable luxury. 
Our value traits  
· Performance: Long-
lasting results with top brand products 
· Convenience: Easy online bookings, late opening slots 
· Accessibility: Welcoming all hair types & budgets 
· Trust: Qualified staff, honest pricing, no pressure sales 
	Channels  
How we reach people 
· Our own salon (walk-ins & appointments) 
· Easy online booking via our website & app 
· Instagram, Facebook & 
TikTok (show our work, tips 
& offers) 
· Local community boards & partner referrals 
· Word of mouth from happy clients 
Best & most cost-effective social media & word of mouth work best, and cost almost nothing! Our booking 
site is cheap & super convenient for clients. 
Fit into their routine 
Book 24/7 whenever suits them; see our latest styles while scrolling social media; pop in on their way home or at weekends. Channel types Own salon, website bookings, social media, partner local businesses, local flyers. 
	· Personal Assistance: One-to-one advice, custom styles, friendly 
help every step of the way 
· Convenience: Easy online self-service booking, automated reminders 
· Community: 
Welcoming, inclusive 
space for all hair types 
& backgrounds 
· Co-creation: We listen & build the perfect look with them, not just for them 
Segmented market – we serve different clear groups with tailored options, not just one generic offer. We are not too niche, but not one-size fits-all either! 


	Cost Structure  
Most expensive resources 
· Professional hair products & colour (premium brands cost the most) 
· Salon rent & business rates 
· Stylist salaries/wages 
· Professional tools, furniture & regular replacements 
Most expensive activities 
Staff training & upskilling courses 
Regular equipment servicing & safety checks 
Marketing & social media promotion 
Stocking retail products & hygiene supplies 
Value-driven – we focus on great service, top products & skilled work, not just cutting every cost to the bone. We deliver quality results clients are happy to pay fairly for. 
Fixed costs (same every month) 
· Salon rent & council business rates 
· Staff salaries 
· Utilities (electric, water, gas) 
· Insurance, software subscriptions & waste collection fees 
Variable costs (go up/down with work) 
· Hair colour, treatments & consumables used per client 
· Retail stock 
· Laundry & cleaning supplies 
· Commission/bonuses for busy periods 
 
 
	Revenue Streams  
My customers will pay anything to get they hair done.
My business takes appointments online with prior fee to booking. Also, there is a fee for a more than 15m late charge.
My preference of payment is bank transfer or cash.
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	Key partners  
Some activities and resources in your business may need outsourcing. List the key partners and activities they will perform.   
 
Who are your key partners?  
Who are your key suppliers?  
Which key resources are you acquiring from partners?  
Which key activities do partners perform?  
What are your motivators for this partnership?  
· Acquisition of resources 
· Reduction of risk and uncertainty  
· Optimisation and economies 
to scale  
	Key Activities  
Actual tasks and activities required to create and deliver the business offering. List the key activities required to be successful.  
 
What key activities are needed for: - 	value proposition 
· distribution channels 
· customer relationships 
· revenue streams  
 
	Value Proposition  
Your Value Proposition is the reason why customers turn to your company over another. It solves your customer's problem or satisfies your customer's need. 
 
What value do you deliver to the customer? 
What problem do you help to solve for your customer  
What product and / or service will you be offering? 
Which customer needs are you satisfying?   
Characteristics of value proposition 
· Newness 
· Performance 
· Customisation 
· Design 
· Brand / status 
· Price 
· Cost Reduction  
· Accessibility 
· Convenience / visibility  
	Customer 
Relationships 
It is essential to establish and maintain relationships with customers. Clarify the type and purpose of the relationship.  What type of relationship does each of our customer segments expect us to establish and maintain with them? 
Which ones have you established? How are they carried out How much will it cost? 
	Customer Segments  
For whom are you creating value? How can you identify your customers and the segments f customers you will have? 
 
Who are your most important customers? 
Are your customers individuals / 
business / individuals with a business 
 
What will they expect: 
· Self service 
· Automated service 
· Personal Assistance  
· Communities 
· Co-creation  
 
What does your customer segments look like: 
· Mass market 
· Niche market  
· Segmented 
· Diversified  
· Multi sided platform 

	
	Key Resources  
What key resources does your value proposition need.  
 
What key resources are needed for: - 	value proposition 
· distribution channels   
· customer relationships 
· revenue streams  
 
Types of resources – Physical, 
Intellectual (brand, copyright, patents, data) Human, Financial. 
	
	Channels 
How will you communicate? Through which channels do our customer segments want to be reached?  
How are you planning to reach them? 
Are your channels integrated? 
Which ones work best? 
Which ones are most cost effective?  How do you plan to integrate them in you customer routines  
Channel types – Sales force, web sales, own shops / stalls, partnership shops, wholesalers  
	

	Cost Structure  
What are the most important costs inherent in your business.  
· Which key resources are the most expensive  
· Which key activities are the most expensive  
Is your business more 
· Cost driven (leanest cost structure, low price value proposition, maximising automation, extensive outsourcing) 
· Value driven (focused on value creation, premium value proposition  
Consider- Fixed costs such as salaries, rentals, utilities  
Income, expenses, earnings or profit, sales, gross margins, break even.  
	Revenue Streams  
Consider how the business will charge and receive income.  
 
What are your customers willing to pay?  
What do they currently pay and how does your offering differ?  
What is your revenue model? 
What are your pricing structures? 
How do your customers pay now? 
How would they refer to pay?  
How much does each revenue stream contribute to the overall revenue?  
Will you use: Fixed pricing, list pricing, product feature, customer segment or value dependent 
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	12-MONTH CASH FLOW FORECAST
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	These cells auto-calculate and are locked so you can't edit them.
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	Insert your own text/numbers into these cells as relevant.
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Select your starting month:
	January
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	MONTHS
	
	

	Cash in-flows
	Description (as required)
	Starting point
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	TOTAL
	

	Total anticipated sales
	
	£0
	£5,550
	£5,550
	£5,550
	£5,550
	£5,550
	£5,550
	£5,550
	£5,550
	£5,550
	£5,550
	£5,550
	£9,350
	£70,400
	

	Value of your Start Up Loan
	
	£0
	n/a
	n/a
	n/a
	n/a
	n/a
	n/a
	n/a
	n/a
	n/a
	n/a
	n/a
	n/a
	£0
	

	Other sources of cash or equity
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Existing assets for business purposes
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Enter other
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Enter other
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Enter other
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Enter other
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Total cash in-flows (A)
	£0
	£5,550
	£5,550
	£5,550
	£5,550
	£5,550
	£5,550
	£5,550
	£5,550
	£5,550
	£5,550
	£5,550
	£9,350
	£70,400
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	MONTHS
	
	

	Cash out-flows
	Description (as required)
	Starting point
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	TOTAL
	

	Total anticipated cost of sales
	
	£0
	£2,775
	£2,775
	£2,775
	£2,775
	£2,775
	£2,775
	£2,775
	£2,775
	£2,775
	£2,775
	£2,775
	£4,675
	£35,200
	

	Existing assets for business purposes
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Rent or premises costs
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Business rates for your business premises
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Utilities (gas, electricity, water)
	
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£1,040
	

	Insurance
	
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£130
	

	Telephone and internet
	
	£27
	£27
	£27
	£27
	£27
	£27
	£27
	£27
	£27
	£27
	£27
	£27
	£27
	£351
	

	Marketing and advertising expenses
	
	£0
	£150
	£150
	£150
	£150
	£150
	£150
	£150
	£150
	£150
	£150
	£150
	£150
	£1,800
	

	Vehicle running costs
	
	£100
	£100
	£100
	£100
	£100
	£100
	£100
	£100
	£100
	£100
	£100
	£100
	£100
	£1,300
	

	Equipment purchase or leasing
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Postage, printing, stationery
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Transport and delivery
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Professional fees (legal, accounting etc.)
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Your salary (if PSB is in deficit)*
	
	n/a
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Your salary (over and above your PSB needs)*
	
	n/a
	£1,500
	£1,500
	£1,500
	£1,500
	£1,500
	£1,500
	£1,500
	£1,500
	£1,500
	£1,500
	£1,500
	£1,500
	£18,000
	

	Staff costs
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Start Up Loan monthly repayment - First Loan
	
	n/a
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Enter other
	
	n/a
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Enter other
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Enter other
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Enter other
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Enter other
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Enter other
	
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	

	Total cash out-flows (B)
	£217
	£4,642
	£4,642
	£4,642
	£4,642
	£4,642
	£4,642
	£4,642
	£4,642
	£4,642
	£4,642
	£4,642
	£6,542
	£57,821
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Your net cash flow (A-B)
	-£217
	£908
	£908
	£908
	£908
	£908
	£908
	£908
	£908
	£908
	£908
	£908
	£2,808
	£12,579
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Your monthly opening business bank account balance
	£0
	-£217
	£691
	£1,599
	£2,507
	£3,415
	£4,323
	£5,231
	£6,139
	£7,047
	£7,955
	£8,863
	£9,771
	£12,579
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Your closing cash position
	-£217
	£691
	£1,599
	£2,507
	£3,415
	£4,323
	£5,231
	£6,139
	£7,047
	£7,955
	£8,863
	£9,771
	£12,579
	£12,579
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	YOUR NOTES OR COMMENTARY
	
	
	
	
	

	
	Use this space to explain any of the information you have provided in the fields above.
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	




