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2. Executive Summary
This business plan outlines the development of Glow & Grace Beauty Salon, a full‑service salon offering professional hair, skincare, and cosmetic treatments within Birmingham. The business aims to provide high‑quality, personalised beauty services in a modern, relaxing environment, focusing on customer experience, hygiene, and advanced treatment techniques. The salon’s mission is to become a trusted, go‑to local beauty provider known for excellence and affordability.
The business will operate as a private limited company (Ltd) to limit personal liability and present a professional image. The management structure will include the owner‑manager overseeing day‑to‑day operations and a small team of qualified stylists and beauticians.
Market research indicates strong demand for beauty services in Birmingham, driven by population size, increased self‑care awareness, and the growth of beauty and wellness culture. A PESTEL analysis highlights opportunities for innovation, sustainability, and digital marketing. Competitor analysis shows the presence of numerous salons but also clear differentiation opportunities through superior customer service, modern treatments, and loyalty schemes.
Marketing strategies will focus on social media promotion, influencer partnerships, student discounts, online booking systems, and brand consistency. Financially, the business requires an estimated £25,000 in initial funding for equipment, rent, branding, and licensing. Funding will be sought through a combination of a Start‑Up Loan and personal investment. Month‑one expenses will include rent, utilities, staff wages, inventory, marketing, and insurance.
This plan demonstrates the salon’s potential to grow into a profitable and reputable beauty brand that meets local demand while providing high‑quality, customer‑focused services.
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4. Overview of the Business Idea
4.1 Business Concept
Glow & Grace Beauty Salon will offer a wide range of beauty services, including:
· Haircut and styling
· Hair colouring
· Manicure and pedicure
· Facials and skincare treatments
· Waxing
· Eyelash extensions
· Bridal and event makeup
The salon will prioritise hygiene, customer service, and professional-grade products. Its unique selling propositions include:
· Skilled and certified beauty technicians
· A modern, aesthetic interior
· Use of sustainable, cruelty-free beauty products
· Online booking and digital loyalty system
· Affordable pricing with special packages
4.2 Mission and Vision
Mission: To deliver high‑quality beauty services that enhance clients’ confidence and wellbeing.
Vision: To become Birmingham’s most trusted local salon known for professionalism, innovation, and customer satisfaction.
4.3 Management Structure
· Owner/Manager: Oversees operations, finance, marketing.
· Senior Stylist: Specialises in hair services; supervises junior staff.
· Beauticians: Provide skincare, nails, waxing, and cosmetic treatments.
· Receptionist (part‑time): Manages bookings and customer queries.
This lean structure helps reduce labour costs while ensuring service quality.
4.4 Legal Structure
The business will operate as a Private Limited Company (Ltd) because:
· Personal liability is limited.
· It enhances trust with suppliers and clients.
· It allows easier access to loans and future expansion.

5. Market Research
5.1 PESTEL Analysis
Political Factors
Government regulations regarding hygiene, waste disposal, and beauty licensing must be followed. Policies encouraging small business support, such as the UK Start‑Up Loan scheme, create startup opportunities.
Economic Factors
The beauty industry tends to remain resilient even during economic downturns, as customers continue purchasing essential grooming services. Rising living costs may affect consumer spending, but affordable pricing and loyalty rewards can maintain demand.
Social Factors
There is increasing cultural emphasis on self‑care, wellness, and appearance. Social media trends, celebrity influence, and beauty blogging have significantly increased demand for beauty and skincare services, especially among women aged 18–40.
Technological Factors
Technology offers opportunities for online booking systems, digital payments, and marketing through Instagram, TikTok, and Facebook. Modern beauty equipment also enhances treatment effectiveness and customer experience.
Environmental Factors
Consumers are becoming more environmentally conscious. Using eco‑friendly, cruelty‑free beauty products can create a competitive advantage and appeal to ethical consumers.
Legal Factors
The salon must comply with workplace health and safety laws, employment regulations, waste disposal rules, and licensing requirements for beauty treatments. Insurance such as public liability and treatment risk insurance is mandatory.

5.2 Competitor Analysis
Birmingham has numerous beauty salons, ranging from small independent salons to branded chains. Key competitors include: 
Competitor1: Local Independent Salons
Strengths: Established customer base, familiar environment.
Weaknesses: Often limited services, outdated interiors, weaker digital presence.
Competitor 2: High‑End Salons in City Centre
Strengths: Professional branding, high‑quality services.
Weaknesses: High pricing — less accessible to average consumers.
Competitor 3: Mobile Beauty Therapists
Strengths: Convenience and competitive pricing.
Weaknesses: Limited equipment and treatment range.
Competitive Advantage for Glow & Grace
· Modern, relaxing salon environment
· Affordable pricing
· Eco‑friendly product range
· Skilled professionals
· Strong online presence
· Loyalty rewards and student discounts
This combination positions the business as a mid‑market, quality‑focused salon catering to local residents, students, and professionals.

6. Marketing Communications
6.1 Branding Strategy
The salon will use a clean, elegant brand identity with pastel colours, high‑quality images, and consistent messaging. “Glow & Grace” represents beauty, confidence, and sophistication.
6.2 Target Market
· Women aged 18–45
· Students and young professionals
· Bridal clients
· Local residents seeking regular grooming services
6.3 Promotional Strategies
Social Media Marketing
Platforms: Instagram, TikTok, Facebook
Activities:
· Posting reels of transformations
· Before/after images
· Beauty tips and tutorials
· Paid ads targeting local audience
Influencer Partnerships
Collaborations with micro‑influencers in Birmingham for reviews, giveaways, and promotion.
Student Discounts
Offers during weekdays to attract university students.
Online Booking System
Customers can book appointments easily through a mobile‑friendly website.
Loyalty Program
Earn points for each visit redeemable for discounts.
Local Advertising
· Flyers in gyms, universities, and retail stores
· Google Maps and Google My Business listing
· Local community events or pop‑up stalls
Customer Experience Strategy
· Friendly, personalised service
· Clean, comfortable environment
· Aftercare advice
This helps generate word‑of‑mouth referrals — the most powerful marketing tool in beauty services.

7. Financials
7.1 Funding Required
Estimated startup cost: £25,000
This will cover equipment, interior décor, initial inventory, marketing, and legal requirements.
7.2 Funding Sources
Start‑Up Loan (UK Government Scheme)
· Low-interest
· Offers business support
· Suitable for first-time entrepreneurs
Owner’s Personal Investment
Shows commitment, reduces borrowing pressure.
Possible Additional Funding
· Small business grants
· Family contributions
7.3 Startup Expenses (First Month)
	Expense
	Estimated Cost (£)

	Salon Rent & Deposit
	3,000

	Interior Renovation
	6,000

	Beauty Equipment (chairs, mirrors, tools)
	7,000

	Initial Product Stock
	2,000

	Licensing & Insurance
	1,000

	Marketing & Branding
	1,500

	Website & Booking System
	500

	Staff Wages
	3,000

	Utilities
	500

	Total
	£24,500


The remaining amount serves as working capital.
7.4 Revenue Projection (Month 1)
Assuming an average service price of £35 and 4 clients per day:
· Daily revenue: £140
· Monthly revenue (30 days): £4,200
Revenue is expected to grow as marketing strengthens.
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