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[bookmark: _Toc201939876]INTRODUCTION 
Dazzling Cuticle is a new AI and personalized skincare company that provides personalized skincare products depending on their skin type, the environment in which they live, and their health issues. The sophisticated AI technology enables the customers to get prescriptive recommendations regarding their skincare routine with moisturizers, cleansers, and serums. The company is aimed at Millennials and Gen Z, who are now more interested in customized beauty and environmentally friendly. The business would require an initial start-up capital of 25,000, and is expected to grow fast as the total sales would be 425,700 at the end of Year 1. It will market itself through social media, influencer marketing and an easy interface site. It is estimated that the business will be able to recover its start-up costs and achieve profits at the end of first year and net cash flow will be expected to be 429,547. Dazzling Cuticle has a large potential to succeed in the long-run in the expanding market of personalized skincare.

[bookmark: _Toc201939877]MAIN TASK
[bookmark: _Toc201939878]Overview of the business idea 
The company, Dazzling Cuticle, will provide AI-driven personalized skincare products, offering consumers the customized skincare regime that will focus on the individual skin types, environmental conditions, and health issues. With the help of an AI driven system, the customer will enter the data concerning the needs of their skin, their lifestyle, and the degree of pollution in their environment (Sohn and Kwon, 2020). This information will be analyzed by the system and it will suggest a personalized skincare box with moisturizer, cleansers, serums, or sunscreen depending on the problem that needs to be addressed i.e. acne, aging, or dryness. This customized service presents to every customer the most appropriate skin care according to his or her unique needs.
The kind of business will be in the form of Sole Proprietorship that will enable the management and ownership to be simplified. Being the sole owner, he will have in control all affairs of the business i.e. marketing, product development and customer service, which gives a more personal and adaptable way of carrying out the business (Jones et al., 2012).
The funds of the 25 thousand pounds will be distributed mostly among the operations and crucial operations of the business, such as the development of the products, implementation of the AI technologies, development of the web-site and mobile application, marketing campaign, inventory within the first sale, and establishment of the infrastructure to process the order of goods and their customization. The capital will also be spent to create reliable transport network, and that means that personalized boxes with skin care content will be frequently prepared and delivered to clients.
[bookmark: _Toc201939879]Industry and competitors’ analysis
[bookmark: _Toc201939880]Industry Analysis
The business growth has analyzed after making the effective business research- 
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[bookmark: _Toc201939888]Figure 1 Industry analysis
Source- https://www.grandviewresearch.com/horizon/outlook/organic-skin-care-market/uk 

The UK as a market in organic skincare has witnessed an incredible growth with a revenue of 485.9 million USD in 2021. The market value will increase to USD 1,076.2 million and a compound annual growth rate (CAGR) of 9.2 percent will be seen between 2022-2030. This rise demonstrates an upward trend that refers to the intensive growth in consumer demand of healthy and sustainable skincare products, which are explained by the emerging consumer awareness of environmental and health-related concerns towards skincare products.
Regarding the product segment, face creams and moisturizers recorded the highest revenue in 2021, and face serums are expected to remain the quickest growing one of the forecast period (Tavor, Gonen and Spiegel, 2023). These categories indicate a growing demand in the popularity of high-end, niche skincare products, where the customer is only interested in hydration, anti-aging, and customized products. Besides these, other important ingredients are face cleansers, body creams, body moisturizers and body wash which are becoming increasingly popular as an alternative to the comprehensive care of the skin.
[bookmark: _Toc201939881]Competitors Analysis
The market rivals are mostly big international skincare players, which have entered into an organic segment such as Shiseido Co Ltd, Natura &Co Holding SA, The Estee Lauder Companies Inc, and AMOREPACIFIC. Others like Weleda, Arbonne International and The Hain Celestial Group Inc are the other main competitors that have their clutter of organic skin products. These brands have occupied the industry, and it is hard to have new competitors enough to offer the wide variety of organic skincare products (Taherdoost and Madanchian, 2023).
But this move towards customizing skincare, which is represented by AI-based systems, provides a valuable niche that newer retailers, such as Dazzling Cuticle, can meet. By providing personalized skincare products according to people and the environmental conditions, the brand can access this niche market, as they focus on organic values as well as personal skincare applications.
[bookmark: _Toc201939882]Marketing plan 
In order to attract customers to Dazzling Cuticle, the company will use online tools, especially social media, to create awareness about the brand, generate visits to the site and give the target audience a chance to know the business. The target market of Generations X and Y is essential; it is the inevitable use of social media in an attempt to target the Millennials and the Generation X. These customers are quite active on Instagram, TikTok, Facebook, and YouTube, and it will be the most used channels in marketing (Hida and Dewi, 2021).
1. Instagram -TikTok:
These are the best fits to promote customized beauty regimes and product presentations. We shall meet the quality content, including:
· Videos that give tutorials on using the products.
· Before and after pictures to show the efficiency of the products.
· Testimonials by customers which creates trust and credibility.
· Partnering with the influencers and skincare bloggers with values that conform to the values of the brand, shaping personalization and sustainability.
2. Facebook and Youtube:
These sites will be longer-form-based, as it will cover:
· Articles and videos about skincare routines and positioning environmental conditions on the state of the skin.
· Success testimonies and reviews of the products.
· Interest-based advertising on skin care, wellness, and environmental friendly lifestyles.
3. SEO and web site:
The site will be the main place where customers will be able to take the quiz and get custom skincare solutions, buy products, and read informative materials. SEO will be streamlined to increase in organic traffic.
4. Email Marketing:
Once they have subscribed to the company, regular email campaigns will be run with skin care tips, new products and special offers that appeal to individuals to make repeat purchases (Thomas, Chen and Iacobucci, 2022)
[bookmark: _Toc201939883]The Breakdown of Marketing Budget:
[bookmark: _Toc201939889]Table 2 Marketing Activity Breakdown
	Marketing Activity
	Expenditure (GBP)

	Social Media Advertising (Instagram, TikTok, Facebook)
	£400

	Influencer Collaborations & Content Creation
	£250

	SEO and Website Development
	£150

	Email Marketing Campaigns
	£100

	Photography & Content Production
	£100

	Total
	£1,000



[bookmark: _Toc201939884]Financial projections (In excel) (Cash Flow for the first 12 months)
[bookmark: _Toc201939890]Table 3 Cash Flow
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	6-MONTH CASH FLOW FORECAST
	 
	 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	MONTHS
	 

	Cash in
	Description (as required)
	Starting point
	1
	2
	3
	4
	5
	6
	TOTAL

	Start up capital
	The amount of startup capital required by Dazzling Cuticle is 25 000, making all the processes and operations possible to start up, such as product development, integration of AI system, website and mobile app development, purchasing of inventory, marketing, and other important business processes. 
	25000
	£0
	£0
	£0
	£0
	£0
	£0
	£25,000

	Sales (total sales of product and/or services)
	Digital marketing, influencer marketing, and digital presence will be the primary strategy to pull customers to the business. Brand awareness will facilitate the growth in sales.
	£0
	£2,500
	£2,700
	£3,000
	£3,500
	£5,000
	£6,000
	£22,700

	Other funding
	No Funding considered
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0

	Total cash in-flows (A)
	£25,000
	£2,500
	£2,700
	£3,000
	£3,500
	£5,000
	£6,000
	£47,700



	Cash out-expenses
	Description (as required)
	 
	1
	2
	3
	4
	5
	6
	TOTAL

	Rent or premises costs
	Rent or premises cost Rent or premises cost will be the rent of the business premises which starts at 120 per month of office space rental.
	 
	£120
	£120
	£120
	£120
	£120
	£120
	£720

	Business rates for your business premises
	The operation cost of renting a commercial premises with the local taxes and regulation fees will be paid by business rates.
	 
	£20
	£20
	£20
	£20
	£20
	£20
	£120

	Utilities (gas, electricity, water)
	Utilities costs include expenses of the gas, electricity, water
	 
	£40
	£40
	£40
	£40
	£40
	£40
	£240

	Insurance
	Insurance will insure the business against any possible risks that may occur like damage to property as well as liability and incidents
	 
	£15
	£15
	£15
	£15
	£15
	£15
	£90

	Telephone and internet
	The telephone and the internet costs provide the business with communications like customer services, market location, etc.
	 
	£25
	£25
	£25
	£25
	£25
	£25
	£150

	Marketing and advertising expenses
	The costs of marketing will include online promotion, work with influencers, content creation, and SEO, prioritizing social media.
	 
	£1,000
	£0
	£0
	£500
	£0
	£700
	£2,200

	Vehicle running costs
	The costs guarantees delivery of products on time and servicing of orders on part of the customers.
	 
	£140
	£140
	£140
	£140
	£140
	£140
	£840

	Equipment purchase or leasing
	The purchase of equipment will feature early investments in technology in the integration of AI, manufacture of skincare products, and business managing tools.
	 
	£5,000
	£0
	£0
	£0
	£0
	£0
	£5,000

	Postage, printing, stationery
	Postage, printing and stationery overhead accounts cover expenditures incurred in shipping products, marketing material production as well as maintenance of office supplies in activity.
	 
	£20
	£20
	£20
	£20
	£20
	£20
	£120

	Transport and delivery
	Transportation cost and delivery: Cost includes transporting goods to consumers, taking into consideration expenses of packaging, logistics, and delivery of goods to the people so that timely delivery is achieved.
	 
	£200
	£200
	£200
	£200
	£200
	£200
	£1,200

	Professional fees (legal, accounting etc.)
	The professional fees shall comprise of legal and accountancy services required to run the business in compliance, financial management and business structure.
	 
	£500
	£0
	£0
	£0
	£0
	£0
	£500

	Cost of sales (Cost of product)
	cost of sales are cost of getting the raw materials and the cost of getting the packaging in the personalized skincare products.
	 
	£120
	£50
	£30
	£70
	£25
	£20
	£315

	Wages your own
	The wages to the owner make sure that the owner is financially stronger and make sure he concentrates in developing the business.
	 
	£250
	£250
	£250
	£250
	£250
	£250
	£1,500

	Staff wages
	The wages of the staff will comprise the payment of workers 
	 
	£100
	£100
	£100
	£100
	£100
	£100
	£600

	Any other
	Unforeseen expenses  that would need adjusting can be a part of contingent expenses.
	 
	£20
	£20
	£20
	£20
	£20
	£20
	£120

	Any other
	 
	 
	£50
	£0
	£0
	£50
	£0
	£0
	£100

	Total cash out-flows (B)
	 
	£7,620
	£1,000
	£980
	£1,570
	£975
	£1,670
	£13,815

	
	Your net cash flow (A-B)
	£25,000
	-£5,120
	£1,700
	£2,020
	£1,930
	£4,025
	£4,330
	£33,885



[bookmark: _Toc201939885]Projected returns and repayment of start-up costs
According to the suggested plan, the payback period illustrates that Dazzling Cuticle will be incurring the cost of its start-up and will be able to recover them in the first year of operation. The business will yield considerable profit by selling customized skincare products with the help of an AI assisted system at an initial investment of 25,000 lbs. This will take up a few months to gain lesser sales, however customer acquisition and retention is likely to accelerate, as the brand awareness drifts (Rahi et al., 2023).
By the 1st month of sales should result to £2,500 and by the month all is going up. The high sales level which is expected especially in the last half of the year will enable the business to gross the start-up investment very early in the 6 months’ term. The business will hardly break even in terms of £25,000 entry capital within 6 months but it will fetch a decent profit at the end of the period.
The secret to this growth will lie in the rising demand of customized skincare with support of good social media marketing, use of influencers and good customer experience. The subscription model of skincare will be recurring and will guarantee customer lifetime along with the revenue streams due to continuous product innovation.
With high growth potential and business expansion opportunities, Dazzling Cuticle lies very well in a platform to be a success. According to the market trends, the personalised, environmentally friendly skincare segment is getting huge attention, and the AI driven model presents the competitive advantage that will make the business flourish and bring high profits.

[bookmark: _Toc201939886]CONCLUSION 
Concluded that Dazzling Cuticle is an attractive business opportunity poised to exploit the increasing market need of customized skincare products. The company provides personalized products with the help of an AI-driven strategy aimed at fitting the demands of the customers who have individual skin types and live in specific environmental conditions. The business should offset its start-up investment in a short time and earn high returns at the end of the first year. The brand awareness and customer acquisition will be fuelled by strategic marketing targeting social media and partnership agreements with influencers. The long-term growth and profitability of Dazzling Cuticle would make it a big hit in the skincare market with its scalable model depending on the dynamics in the market.
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