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Objectives
The Charming Nails salon is more than just a salon offering a full range of services in a calm and relaxing atmosphere, also offering high-quality excellent hand and foot skincare products. It will also provide a friendly working environment, respecting diversity, creativity and hard work.

Mission
Based on excellent cosmetics and professional equipment, I will offer individually and carefully selected treatments and care programs.
Thanks to the passion I put into my work, every client will feel the expected guest.

Key to success
Location - the showroom located on the main street, provides easy access for customers, as well as better visibility for potential customers.
An advertisement with the company logo will be placed above the door.
Unique - Charming Nails is like no other in providing high quality care.
The key to business success is meeting customer requirements and starting the best service from them.
Customer's satisfaction! - this is the most important factor determining whether a one-time customer will become a customer and recommend us to friends.
The owner's diligence to continually improve his knowledge gives this company great potential.
It is a truism to say that the only constant is change. Markets are dynamic and virtually all products have a limited life that expires when a new or better way of satisfying the underlying want or need is found;  in other words, until another solution or benefit provider comes along. (Hooley, Piercy and Nicoulaud, 2008)

Company ownership
Charming Nails was founded by Gabriela Ciuba with 100% shares
Gabriela works as a sole trader company offering hand and foot care services. Has over 10 years of experience in this offer.
She successfully cooperates with a variety of clients, specializes in nail care and extensions.
In the future, she will attend additional courses to improve her qualifications and provide a more professional service.

The sole trader company is the simplest business form under which one can operate a business.
The sole trader is a popular business form due to its simplicity, ease of setup, and nominal cost. 
A distinct disadvantage, however, is that the owner of a sole proprietorship remains personally liable for all the business's debts.

The advantages of a sole trader include:
    Owners can establish a sole trader instantly, easily, and inexpensively.
    Sole trader carries little, if any, ongoing formalities.
    Owners may freely mix business or personal assets.

The disadvantages of a sole trader include:
    Owners are subject to unlimited personal liability for the debts, losses, and liabilities of the business.
    Owners cannot raise capital by selling an interest in the business.
    Sole traders rarely survive the death or incapacity of their owners and so do not retain value.

SWOT analysis
SWOT compares strenghts, weaknesses, opportunities and threats. Strengthts and weaknesses are reviewed in context of current and future opportunities and threats. The more clear understanding of strenghts and weaknesses, the less likely unfeasible opportunities pursue. Also, feasible opportunities can be used to counter threats, weaknesses can be overcome through strenghts and strenghts can be used to respond threats.
SWOT Analysis, reveals an organization’s current situation and makes it possible to develop future action plans for the organization. If the technique is used properly, it can provide a good basis for strategy formulation. (The Journal of International Social Research, 2017)

Threats
The biggest difficulty when opening a stationary nail salon will be getting money to start, but also for the first few months, when the shop may not bring us satisfactory profits. Renting costs represent the largest share in the monthly cost of maintaining the shop.

Strenghts
Important strenght is choosing a good location and the unique offer of my salon. This would make it stand out from other salons. It will be difficult to attract customers to a shop in a dull (e.g. poorly connected) location, whose offer is no different from those in the city center.
Below I describe the SWOT analysis for the Charming Nails salon
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Business name: Charming Nails
Business type: sole trader, nail salon
Business owner: Gabriela Ciuba
I will not contract any workers, I will work alone.

With many years of experience gained while working in another beauty salon and with my own client base, I decided to open my own nail salon.

Starting your own business, always and in every industry, involves the risk that our venture will not be profitable enough. That is why it is extremely important to thoroughly prepare for such an important project as your own business. This will avoid unnecessary stress and unsuccessful investments, as well as make the most of our resources.
For some people, this is one of the more challenging - some would say 'scary' - options. For others, it is the ultimate idea of freedom and reward. A small business can be a replication of what someone else does elsewhere, or it can be related to something that you are interested in or have links to, or it can lead to the establishment of a company which produces something that you or others have needed, but which does not currently exist. (Morgan, 2017)


My qualifications and competences
How to stand out on the market?
Due to the huge competition prevailing on the beauty market, the newly opened salon must really stand out from those already open.
My skills and qualifications are important when I think about fulfilling the dream of my own nail salon. If I lack knowledge in certain topics, the solution is among others, certified cosmetic training.

I have chosen to open a stationary salon.
Opening a stationary shop gives me full freedom in choosing the profile and appearance of the salon. Even a trifle can make my salon a beautiful place and one where customers will feel comfortable.
My certificates and diplomas are also important. Running a stationary salon I can display them, and thus show and confirm my professional qualifications.
In fact, the entire area of a stationary shop is its advertisement. Very often, customers walking down the street and seeing a nice-looking place suddenly realize that they should use cosmetic services.
The stationary shop also gives me the opportunity to have many types of equipment, and thus a really wide and varied range of services. It also creates the possibility of creating several independent positions.
The salon space allows me to have several positions such as a manicure desk and a pedicure station.
This is, of course, an opportunity to generate more revenue and most importantly a faster return on our initial investments.
In the beauty industry, I can earn not only on treatments, but also on the sale of various types of professional cosmetics. The space will allow me to display a nice range that I want to offer to my clients.
However, the most important issue is reputation and trust. Mobile activity is just crawling in and it happens that it is associated only with a young, extra-paid girl, painting nails in the homes of clients. Customers place greater trust in stationery stores and are more willing to use their services.
According to my survey of potential customers, the vast majority prefer a stationary salon.
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Playing music in your salon
The law says you must be licensed if you play music in your salon.
A single licence called TheMusicLicence is offered by PPL PRS Ltd. The cost depends on a number of factors including how many chairs you have in your salon.
TheMusicLicence will also cover any chair/space/room renters you have in your salon – they will not need their own separate licence.
If you have TheMusicLicence you can legally play virtually all commercially released music from the UK and worldwide via radio, television or other devices. It also covers live music performances.
PPL (Phonographic Performance Ltd) represents record companies and performers while PRS (Performing Rights Society) represents songwriters, composers and publishers. (NHBF, 2018)


Skills
The best advertising and bait for customers will be the services we provide at the highest level. My knowledge and skills allow me to offer my clients many treatments at an equally high level, this will be the main advantage of my salon.
As the salon develops, I will have the opportunity to expand my qualifications and offer treatments. By buying cosmetic equipment from a trusted cosmetics supplier, I can count on certified training. After completing such training, I should be prepared in terms of content and practice to carry out treatments on the equipment purchased.

Demand
The beauty industry makes a major contribution to the UK economy, driven primarily by consumer spending on its products and services.
Service providers – The variety of beauty service providers in the industry will deliver services to consumers, with beauty products purchased from wholesalers. One example of this is beauty salons, who, as well as delivering services, will rely on purchases of beauty products in order to serve their customers
The UK cosmetics industry is innovative, vibrant and based on sound science, contributing significantly to the UK economy. People working throughout the beauty supply chain, from ingredients to manufacture to the shelf or salon, are crucial to its success, delivering products that are essential in daily life and supporting wellbeing.
We estimate that UK consumers spent a total of £27.2 billion on beauty products and services in 2018, 2 percent of UK household’s total consumer spending.
Some £10.4 billion or 38 percent of this expenditure was spent on personal care and maintenance products. An additional £8.7 billion or 32 percent of total was spent on personal enhancement products, with the remaining £8.0 billion spent on beauty services.
Beauty service providers made the largest direct contribution to GDP of the different segment of the industry in 2018, totalling £4.7 billion. This was one-third of the total direct impact. A large reason for the size of this contribution is the large amount of time that practitioners spend with their customers. (British Beauty Council, 2019)

Adapting to market demand is a key issue. A big investment in equipment or accessories needed to perform unpopular treatments is completely pointless. The offer of the newly created salon must be best suited to the expectations of my target group. A wide range of services always gives me the chance that you will find a client for specific treatments. However, if I know that there are several salons with the same offer in our area or city, then I should definitely consider an alternative.

Offering a wide range of services. This selection of the offer is considered a guarantee of high profitability and satisfaction of customers who usually seek a comprehensive service.
Combining services from various fields (e.g. cosmetics and hairdressing services in one salon).
Package services are one of the most important sources of revenue for the salon. Buying a series of treatments by the client is a certain income for me, regardless of whether the client uses his or her treatments or not. This is the form of service most often chosen by customers because a single treatment in the series is by definition cheaper. The popularity of package services is a clear signal to developing this form for such treatments that have not been combined into a series before.

As a small salon, I do not want to buy expensive equipment, or employ an additional employee for less popular treatments, rent this equipment for a specific time to serve all interested customers within that time. This is a very beneficial solution, especially at the beginning to check and stimulate the demand for this type of service. Similarly, cooperation with a specialist in aesthetic medicine or a dermatologist may look similar.

Cosmetic equipment
Salon equipment is not just equipment. Salon equipment also includes cosmetic furniture. Their choice, however, depends largely on the individual vision, style and preferences regarding the decor of our living room. The range of cosmetic furniture on the market is really wide, so there is a lot to choose from.
The equipment that I want to supply to my salon must be of the highest quality and effective.
This is important for an obvious reason, well, a professional salon should be a place where customers can fearlessly and with full confidence take care of their beauty.
The last criterion that I use when choosing cosmetic equipment for our salon is the price.
The choice of cosmetic equipment for the newly created salon is one of the most important dilemmas. Due to the huge competition on the cosmetics services market, newly created salons should stand out from the rest and certainly meet high standards.
High-quality cosmetics and equipment are needed. It is not worth saving on them, primarily because they guarantee the security of services rendered

Financial resources
Opening your own nail salon is an investment. The amount needed to open a nail salon largely depends on the qualifications and competences as well as the cosmetic equipment in which I invest.
As for the sources of financing, I will use my own savings.
In fact, opening your own beauty salon is difficult to talk about too much money. If the financial means allow me, I will equip my salon well. Cosmetic equipment is always the best investment because it doesn't expire as cosmetics and gives you the chance to get a real return on that investment.
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Marketing Strategy
Your marketing strategy integrates the activities involved in marketing, sales, advertising, public relations, and networking. All components must work together to anhance your company image, reinforce your brand strenght, and ensure that your company is distinct from your competitors.
The traditional (offline) and new media (online) components of your marketing strategy should all fit together procisely. (Pinson, 2008)


4Ps of Marketing
The business environment faced many changes since when, in 1953, Neil Borden for the first time introduced the term“marketing mix” in his speech at the American Marketing Association, and since Jerome McCarthy (1964) defined the4  Ps marketing mix as a combination of all the factors which managers may leverage to satisfy market needs.
The marketing mix is composed of: product, price, place and promotion.
McCarthy’s marketing mix has been widely adopted through time by managers and academics, becoming a key elementof marketing theory and practice.
From Marketing Mix to E-Marketing Mix: A Literature Overview and Classification
International Journal of Business and Management, Vol. 4, No. 9, pp. 17-24, 2009
Place
The salon is open in Morriston, Swansea West Glamorgan SA6 8BA, 95 Woodfield Street. Located on a very busy main street with a great parking space for customers. For non-motorized customers the bus stop is right next to it. 
Nearby there are several banks, ATMs, post office, cafes, hairdressers and shops so that clients can do many things in one place.
Opening hours:
	Tuesday
	9.30am – 5.30pm

	Wednesday
	9.30am – 5.30pm

	Thursday
	9.30am – 5.30pm

	Friday
	9.30am – 5.30pm

	Saturday
	9.30am – 2.30pm



Product
Charming Nails is a company that offers a wide range of hand, foot and nail care services.
The main services are manicure, pedicure, nail extensions, gel polish and nail art.
The main advantage that makes the company stand out from the competition is hand-painted nail art.
The company also offers gift vouchers, a great gift idea for a loved one.
[image: ] [image: ]


Price
Referring to the survey conducted by me among potential clients, how much they are able to spend monthly on services rendered in a nail salon, I have created a price list for my services.
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Price list of services available to the customer:
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Promotion
Business logo
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An advertisement with the company logo will be placed above the door. 
Social media offers an enormous range of marketing opportunities. The public is now connected to the online universe virtually all the time via smartphones and mobile devices. The result is a huge number of individuals constantly attached to the web, their phones, and each other. 
The internet is a global network of computers that communicate using a common language. It is simply a "network of networks".
Entrepreneurs and established companies are finding more outlets for marketing "the Net".
The most obvious way to market on the Net may be to establish a website that showcases the company's products and services and accepts orders.
One of the best features of the Internet is its ability to level the playing field. 
Every company can look as significant as the next company. Entrepreneurs do not need a storefront operation to present a professional image and can target customers within or beyond their geographical area. (Maund, Schriek and Tinkler, 2017)

Social media such as Facebook and Instagram will be used as a means of promotion.
https://www.facebook.com/CharmingNailsSwansea/

To keep customers for longer at the tenth visit they will receive a 20% discount, visit information on the back of the business card.
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The most effective form of advertising is a satisfied customer who will recommend my services to friends / family.
Word-of-mouth is triggered when a customer experiences something far beyond what was expected. Slightly exceeding their expectations just won't do it. You've got to go above and beyond the call of duty if you want your customers to talk about you.
Word-of-mouth is the oldest form of advertising, and it’s still instrumental to getting your message out there in today’s technological, fast-paced world.  (Sutter, 2015)
As it turns out, according to respondents, one of the most important factors affecting the choice of a beauty salon is the recommendation and location.
It gives me a huge competitive advantage.
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PRICE LIST
Manicure £15 Sculpted
Pedicure £35 Nails Extensions
2 Gel + Colour £35
Gel Polish Nails biters
Hands £20 reconstruction £40
Toes £20 Extras
Natural Ombre, French £5

Cat Eye, Mermaid effect,
Holo, Chrome £2

Nail art design (each)
Infills £25 from £1

Removal £15 Swarovsky crystals (each)
(Set applied at Charming Nails) from £0,15

Nails Overlays
Gel + Colour £27

CHARMING NAILS

07589 584725

95 Woodfield Street, SA6 8BA
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11. What are your reasons for choosing a salon? (select)
Wiecej szczegoiow

@ recommendation by afriend 8 8

@ advertising (leaflets, radio, ne... 1

@ location 8

@ service prices 4

@ professional service 5

@ decor and equipment of thes... 1

@ range of services 3
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SA6 8BA, 95 Woodfield Street, Morriston, Swansea
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SWOT Analysis
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Strenghts

Excellent location
Exclusive products
Clean and hygienic services

Excellent customer experience

Professional staff
Large range of services

Opportunities Threats

Large market demand O High competition T
More awareness about In market

nail art. New salons opening in area
High potential target market  Discounting by competitors

High number of opportunities Home vitis stylists

to expand business
with new services

and beauticians
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6. Do you prefer a nail salon: (select)

Wiecej szczegotow

@ stationary 10

@ mobile 2
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8. What amount can you spend on nail treatments per month? (select)

-cej szcz

@ £10-£20 2
@ £20-£30 4
@ £30-£40 5
@ £40-£50 1

@ more than £50 0





