




Programme: Certificate in Higher Education Business Skills for the Workplace
Module: Enterprise and Entrepreneurship
Module Code: LCLM4006
Assignment Title: Task 1: Individual Written Business Plan
Submitted By: Estera Diana Vasile
Student ID: 2331862




Executive Summary 
This business plan is time-honoured for a Unisex hairdressing salon that provides professional hair care, skin care, grooming, styling, and colouring services for both men and women. The main objective of this business is to provide its customers with modern, hygienic, and customer-focused services, as well as affordable, high-quality grooming services for both men and women under a single roof to meet the increasing demand in the premises of the local community. Here the owner of the salon will be the only proprietorship that will manage all the systems of the salon. While he will also work as a leading stylist in his salon. While in the first year of the salon, one junior stylist and a receptionist will be hired for the salon in a professional way. According to the analysis of Market, it is observed that the hair dressing and beauty enterprise is continuously growing as the awareness of personal portrayal and the influence on people by social media is increasing rapidly.
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Overview of the Business Idea 
This business is one of the most popular, as it will differentiate itself by offering the modern techniques of styling, personal consultations, and the use of high-quality branded products as well as reputable products.
Product and services 
To meet the needs of their customers as well as the needs of the target market this salon will offer the vastest range of hairdressing products and grooming services which include:
Haircut
Hairstyling
Highlights and hair colouring
Grooming and beard setting
Bridal and styling on special occasions 
Management structure 
To make sure that the business is running-daily in a smooth manner the business will operate in such a simple and efficient manner.
Owner
The business will be managed by the sole owner whose responsibility will be to manage all the operation such as strategic planning, Marketing, and supervision.
Employees 
The business will add two employees who will help to manage the salon with the owner at the start of the first year
Assistant/Receptionist 
It will help in attending to the customers with personal consultations and the information about the products and services they provide.
Junior Stylist
This will help in assisting with the basic styling and treatment while helping the senior one in the busy hours. 
Legal Format
As the business is managed by the sole owner, this structure will be suitable for the owner as they will be the one who will make decisions, all profits will wholly belong to them, and it will be inexpensive for them to register.
Market Research 
PESTEL Analysis 
Political factors
Here according to the policies of the government and the political resilience which directly influences the businesses that are being operated small level. They are restricted by the regulations such as registration taxes, and the follow-up of licenses in a legally operated manner.
Economic factors
The Economic conditions will also affect the spending behaviour of the customers. As the income frequency of customers is high then they will mostly spend on premium products and services such as keratin, hair colouring, and styling while visiting regularly. On the other hand, during their economic downturn, the customer will reduce the frequency of visits as well as switch to low-cost options.
Social factors
The hairdressing industry is strongly influenced by modern social trends. This will increase the awareness of personal grooming among both men and women. The modern lifestyles and place have greater effect on the appearance, significantly in the professional and social media platforms.
Technical factors
Today the technology has become the biggest support for any businesses such as salons. Customers can easily book their appointment without any waiting time. While salons can advertise their services and products through social media platforms such as Facebook and Instagram.
Environmental factors
Where environmental awareness is growing among people globally. Here the customers are becoming more concerned about the eco-friendly products and practices. Salons that offer the eco-friendly and cruelty-free products while maintaining hygiene will attract more customers.
Legal factors
With all this, the salon is also responsible for the legal factors. This includes the laws related to employees' work hours, compensations and the rights of employees. While the customer's law ensures the fair pricing of services and safe eco-friendly services and quality according to the expense.


Competitive Analysis 
The hairdressing industry is highly competitive, especially at the local level. While these competitors function in three main categories which are as follows:
Low-cost barbershop (owns means haircuts and beard styling)
High-end women’s salons (High quality and vast range of beauty services)
Home-based hairdresser (provides informal services which are low in cost)
Marketing Communication 
This marketing communication strategy concentrates on the fact that hairdressing salons will attract new customers through a strong brand reputation and by using eco-friendly, high-quality products.
Target Marketing
The main target of salons will be
The men and women aged from 15 to 55 who need regular styling and grooming.
The students who required trendy yet affordable premium quality styles mostly from schools, and universities.
Marketing Strategies 7Ps
Promotion 
Here the main role is in building the brand reputation and attracting the initial customers. This includes the social media advertising where platforms such as Facebook, Instagram, and TikTok are used as marketing tools. While attracting customers they launch discount cards and loyalty cards.
Product
The salon will offer multiple services for both men and women.
Haircuts and hairstyles for women, children, and men.
Hair colouring, balayage, and highlights.
Bridal packages.
Beard trimming and grooming.
Price
The salon will focus on pricing strategy on affordability while maintaining the quality of products and services. This includes the mid-range of pricing which attracts the low-cost customers. To encourage the young one’s students' discounts are offered.
Place
While increasing the visibility and amenity of the salon will be in a commercial yet busy residential area. The availability of easy parking and a convenient location must be considered.
People
The main role in any service-based business is the employees. Where the salon will operate professionally trained and experienced hairstylists. The staff is friendly as well as easily approachable to customers. Skills of an employee in customer consultation.
Process
The process of the services should be customer friendly as well as smooth which includes the consultation and warm welcome. The preferences of the customer must be considered important, including styling and finishing, Experienced services provision, Feedback and follow-ups.
Physical Evidence 
The physical environment of any commercial place reflects the professionalism as well as the quality of any business. Brought up-to-date interior design. Branded and professional uniforms for staff. Display shelves for hair and beauty products.
Financials 
Funding Requirements 
At the start-up of the business, it will require almost £15000 of funding which will be financed with £8000 of the owner's personal savings and borrowing a loan of virtually £ 7000 from the bank as a business loan. By this internal and external combination, the business financial risks can be reduced.
Startup Expenses
Items Required	Estimated price (£)
Rent and deposit of salon	3000
Mirrors and chairs	2500
Tool and equipment used for hairstyling  	1500
Initial stocks	2000
Decoration and renovation of salon 	1000
Marketing and advertising 	2000
Utilities insurance 	1000
Staff wages (first month)	2000
Total	15000 £

 
Revenue projection
In assuming the month of the revenue projection that almost 10 customer a day are visiting the salon each of them is spending Lum sum of £ 20 and there are 26 working days per month.
Monthly Revenue = 10*£20*26=£ 52, 00
The monthly expense including (stocks, utilities, and wages) = £3500
Monthly profit =£1700
This shows that the business can be profitable even in the first year of opening a salon.
Conclusion 
The strategy for marketing the hairdressing salon which is designed for both men and women especially for the assurance of a strong market entry and endurable long-term development. While connecting the digital marketing, local promotional activities, and the competitive strategy of pricing. The salon will make its position way stronger as a trusted professional salon. While here the salon will provide multiple high-quality services with affordable pricing as well as being cruelty-free products. However, digital marketing is playing a vital role in creating awareness and engagement among customers. Furthermore, through social media platforms, customers can easily book their slots without any waiting times or traffic.
The competitive pricing directly affects the affordability of the salon without any concession on the quality or the services. Introductory offers, seasonal discounts, and loyalty programs are launched especially to attract customers who are price sensitive while maintaining profitability. While it attracts the customer the staff must be professional, hygiene must be maintained for customers, and a welcoming atmosphere must be built. Across the board, customer satisfaction is the main foundation of this business strategy. When the clients are satisfied, they will recommend the salon to their friends and families. While actively listening to the feedback of the customer and maintaining the communication consistency will affects on the reputation of the salon. The salon can enhance its services and adapt them according to the customer preferences.
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