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This business plan presents a sole trader hair salon located in Llanelli. It outlines the potential for business expansion through the recruitment of an additional stylist and analyses the salon services, marketing strategy, financial projections and competitive environment.

1. Business Concept and Service Offer
Hairway to Heaven is an independent hair salon located in the centre of Llanelli, Wales. The salon offers professional cutting, colouring, toning and hair treatments, with a strong focus on blonde colour services and advanced lightening techniques.
The business operates through personalised one to one appointment, allowing clients to receive individual consultations and customised colour services. The salon positions itself as a specialised business prioritising hair health and high-quality results.
As noted by Finch (2023), clear differentiation is essential in competitive markets. In this case, differentiation is achieved through specialist blonde expertise and personalised client care.
2. Story Behind the Business
The concept of Hairway to Heaven is rooted in a passion for hairdressing. After relocating from Poland to the United Kingdom without English language proficiency, continuing in the profession initially appeared challenging. However, through determination, continuous professional development and over fifteen years of experience the idea of opening a salon emerged.
The aim was to create a quality focused, specialist salon delivering personalised services and prioritising client experience over high volume service models. (Stokes and Wilson, 2021)
3. Business Ownership
Hairway to Heaven operates as a sole trader business. This structure was chosen due to its simplicity, low start-up costs and full control, which are common advantages for small independent business (Burns, 2021).
However, sole trader businesses also involve unlimited personal liability and limited access to external finance (Barringer and Ireland, 2019). Despite these limitations, this structure is appropriate at the current stage of development as it supports flexible decision making and controlled business growth. The planned recruitment of an employed stylist represents expansion within the existing structure.
4. Mission, Aim and SMART Objectives
Mission Statement
The mission of Hairway to Heaven is to deliver high-quality specialist hair services that prioritise hair health, technical expertise and personalised client experience
Business Aim
The aim of the business is to achieve sustainable growth by recruiting an additional stylist while maintaining high service standards and strong client retention.
SMART Objectives
1. To recruit and onboard one full time stylist within 6 months to increase service capacity by at least 40%.
2. To increase annual revenue by 30% within 12 months following recruitment.
3. To achieve 80% client rebooking rate within 9 months.
4. To increase social media engagement by 25% within 6 months to strengthen brand visibility.
USP (Unique Selling Proposition)
The salon differentiates itself through specialist blonde expertise, personalised 1:1
appointments and a quality over quantity approach, delivering a luxury client experience in Llanelli town centre. (Hooley et al., 2024)
5. Location and Operations
The salon is in Llanelli town centre, close to Llanelli Indoor Market, cafés, banks and retail shops. This central location improves visibility, accessibility and customer convenience, which are important factors influencing service business performance (Evans, 2022). A Google Maps visual of the location is provided in Appendix 1
6. Human Resources
Hairway to Heaven currently operates as a sole trader business, with the owner managing daily operations and strategic activities. The growth strategy involves recruiting one full time stylist working four to five days per week on a 40% commission-based structure.
This model aligns employee performance with revenue generation while reducing fixed salary costs, supporting financially controlled expansion (Barringer and Ireland, 2019). The recruitment will increase service capacity and reduce client waiting times while maintaining consistent service quality.
The proposed organisational structure during the initial expansion phase is presented below.
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7. Marketing and Branding
Marketing focuses on visual branding and local market positioning. Instagram and Facebook are used to showcase client transformations and specialist blonde services. Offline promotion includes professionally designed business cards and branded price lists with QR codes linking to social media. Examples of marketing materials are provided in Appendices 2–5. (Hooley et al., 2024)
8. Market Research
Primary research was conducted through a customer survey (n=50). Results show that 94% of respondents are female, with the dominant age group between 25–44. Colouring and highlighting services were the most frequently selected treatments. Quality of service was identified as the most important factor, and 66% indicated that social media presence influences their choice. Survey data is presented in Appendix 6.
9. Financial Resources
The business is primarily self-funded, reducing financial risk and allowing the owner to maintain full strategic control (Evans, 2022). The initial investment covered professional equipment, salon setup, branding and marketing materials. Ongoing monthly costs include rent, utilities, insurance and product supplies.
Revenue is generated through colouring services, specialised blonde treatments and retail product sales. Primary research findings support the pricing strategy, with 48% of respondents willing to pay £80–£120 for balayage and highlight services.

Utilities and operating costs total approximately £400 per month, including electricity £150, water £50, insurance £40, phone £60 and security monitoring £100.
A 12-month cash flow forecast, see Appendix 7 demonstrates the financial sustainability of the business and highlights increased revenue following the recruitment of an additional stylist.
10. Competitor Analysis
The local market in Llanelli includes independent salons offering general hair services at competitive prices. Many competitors focus on volume-based services rather than specialised services.
In contrast, Hairway to Heaven differentiates itself through a premium positioning, one to one appointment and a strong focus on blonde expertise. While some competitors compete primarily on price, research findings indicate that service quality is the most important factor for 33 out of 50 respondents.
This suggests that a differentiation strategy based on quality and specialisation may create a competitive advantage in the local market.
11. SWOT Analysis and Viability
Strengths:
* 15+ years professional experience
* Specialising in blonde services
* Central location in Llanelli
* One to one luxury service model
Weaknesses:
* High dependence on owner in early stage
* Limited initial brand awareness
Opportunities:
* Expansion through hiring additional stylists
* Future development of a second location
* Introduction of professional training services
Threats:
* Price-based competition in local market
* Economic downturn affecting discretionary spending
Overall, the business is viable due to its clear differentiation strategy, strong personal expertise, and evidence-based pricing model supported by primary research. (Burns, 2021)
Conclusion
In conclusion, Hairway to Heaven represents a viable and well positioned business within the Llanelli market. The salon's premium 1:1 service model and specialist blonde expertise create clear differentiation supported by primary research findings. Financial projections indicate realistic sustainability, while future expansion through an additional location and training services offers growth potential.
Overall, the business shows strong potential for sustainable development.
Appendix 1- Location
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Appendix 2- Marketing and Activities.
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Appendix 3- Marketing and Activities
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Appendix 4- Marketing and Activities
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Appendix 5- Marketing and Activities
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Appendix 6- Market research.
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	Month
	Owner Revenue
	Stylist Revenue
	Stylist commission
	Salon income from Stylist 
	Total Revenue
	Rent
	Utilities
	Products
	Total Expenses
	Net Profit

	January
	£6,400
	£0
	£0
	£0
	£6,400
	£650
	£400
	£700
	£1,750
	£4,650

	February
	£6,400
	£0
	£0
	£0
	£6,400
	£650
	£400
	£700
	£1,750
	£4,650

	March
	£6,400
	£0
	£0
	£0
	£6,400
	£650
	£400
	£700
	£1,750
	£4,650

	April
	£6,400
	£0
	£0
	£0
	£6,400
	£650
	£400
	£700
	£1,750
	£4,650

	May
	£6,400
	£0
	£0
	£0
	£6,400
	£650
	£400
	£700
	£1,750
	£4,650

	June
	£6,400
	£0
	£0
	£0
	£6,400
	£650
	£400
	£700
	£1,750
	£4,650

	July
	£6,400
	£4,000
	£1,600
	£2,400
	£8,800
	£650
	£400
	£700
	£1,750
	£7,050

	August
	£6,400
	£4,000
	£1,600
	£2,400
	£8,800
	£650
	£400
	£700
	£1,750
	£7,050

	September
	£6,400
	£4,000
	£1,600
	£2,400
	£8,800
	£650
	£400
	£700
	£1,750
	£7,050

	October
	£6,400
	£4,000
	£1,600
	£2,400
	£8,800
	£650
	£400
	£700
	£1,750
	£7,050

	November
	£6,400
	£4,000
	£1,600
	£2,400
	£8,800
	£650
	£400
	£700
	£1,750
	£7,050

	December
	£6,400
	£4,000
	£1,600
	£2,400
	£8,800
	£650
	£400
	£700
	£1,750
	£7,050

	Total 
	£76,800
	£24,000
	£9,600
	£14,400
	£91,200
	
	
	
	£22,750
	£70,200


Appendix 7: 12-Month Cash Flow Forecast



	Description
	Owner
	Stylist
	

	Average clients per day
	4
	4
	

	Average service price
	£80
	£50
	

	Daily income
	£320
	£200
	

	Weekly income (5days)
	£1,600
	£1,000
	

	Monthly income (4 weeks)
	£6,400
	£4,000
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Reflection
Throughout the development of this business plan, I have exercised and developed several important skills. One of the most significant skills was planning and organising business ideas in a structured way. Creating a business plan required me to analyse my business concept carefully and consider different aspects such as finance, marketing, competition and future growth. This process helped me understand how different elements of a business are connected and how strategic planning can support long-term development.

One of the most valuable tools introduced during the module was the SMART objectives framework. Using SMART objectives helped me transform general business ideas into clear and achievable goals. Instead of thinking about business growth in a general way, 
I learned how to create specific, measurable, achievable, relevant and time-based objectives. This approach helped me focus on realistic development for my salon rather than unrealistic expansion. As a result, I was able to set practical goals that support the gradual growth of the business.

Another important learning experience was the use of SWOT analysis. Completing the SWOT model allowed me to critically evaluate my business idea by identifying strengths, weaknesses, opportunities and threats. As someone who already runs a salon, this exercise helped me look at my business from a more strategic perspective. It also highlighted the importance of understanding the local market and recognising potential challenges such as competition and changing customer expectations.

Financial planning was another key area of learning. Preparing the 12-month cash flow forecast was particularly useful because it allowed me to clearly see the relationship between income, expenses and potential profit. The financial table made the business model more transparent and helped me understand how hiring an additional stylist could increase revenue and support the growth of the business. This exercise also demonstrated the importance of careful financial planning when considering business expansion.

During the process of writing the business plan, I also considered different directions for the future development of the salon. For example, I initially thought about expanding the business further or opening a training academy. However, after analysing the financial and operational aspects, I decided to focus on a more realistic and sustainable strategy. At this stage, the most appropriate step for business growth is to recruit an additional stylist. This approach will allow the salon to increase service capacity, build a stronger client base and gradually expand the business in a controlled and sustainable way.

Overall, this assignment helped me connect academic learning with my real business experience. It encouraged me to think more strategically and use structured planning tools that can support the future development of my salon. This experience also increased my confidence in applying business planning tools within my own professional practice. In the future, I intend to continue using strategic planning methods such as SMART objectives, SWOT analysis and financial forecasting when making decisions about the growth and development of my salon.
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