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[bookmark: _Toc133616418]Introduction
[bookmark: _Toc133616419]The modern barbershop named as HEAD in the United Kingdom is an app-based platform to provide men with a customised grooming experience. As the demand has increased for high-quality grooming services and the adoption of digital technologies, it is expected that a new type of barbershop will arise that mixes conventional barbering techniques with cutting-edge digital technology. This business plan of HEAD will include the plans for launch and expansion, as well as the company’s marketing and sales tactics, operational plans, financial projections, risks, and barriers. The company might be able to take a sizable chunk of the UK market for men's grooming.
Business Description
A ground-breaking and one-of-a-kind grooming experience is offered exclusively to males at HEAD, a unique barbershop in the United Kingdom. The barbershop offers customers a more customised experience by fusing cutting-edge digital technology with traditional barbering methods. An app-based platform serves as the company's business concept's cornerstone. Customers who want to get groomed can schedule appointments, pick their favourite barber, and customise their experience. Customers can rate and review their app usage, ensuring that the corporation regularly changes its offerings in response to customer feedback. The business will offer grooming products like hair care items, shaving creams, and beard oils in addition to grooming services. These products will be carefully chosen to guarantee that they live up to the high standards of the brand and are suited for a variety of hair and skin types. Our open and competitive pricing approach is another distinguishing feature of HEAD. There are no hidden costs or penalties, and the grooming services are affordable. Customers can also choose grooming packages, which give further discounts. It offers a unique "book a barber to your home" service that allows clients to arrange for a barber to visit their home or place of work in addition to barbershop services. With modern décor and comfy seating, the barber shop will be intended to offer a comfortable and peaceful setting. It will also follow stringent hygiene and safety standards to safeguard its clients and employees from COVID-19 and other illnesses. A team of trained barbers will offer a variety of grooming services, such as haircuts, shaves, beard trims, and face treatments. The business will teach our barbers to utilise the most up-to-date grooming techniques and supplies, ensuring that our clients receive the finest service possible. The firm will be able to take a major portion of the men's grooming industry in the United Kingdom because of its unique business model and inventive approach. It will be distinguished from typical barbershops by its app-based platform and personalised approach.
[bookmark: _Toc133616420]Industry Analysis
The men's grooming sector in the United Kingdom is a burgeoning industry that has been steadily expanding in recent years. According to Mintel, the UK men's grooming industry is expected to be valued at £2.2 billion in 2021 and to increase further in the future years (Byrne and Milestone, 2023). Changing cultural attitudes towards male grooming, a rise in disposable money, and a greater awareness of the need for personal grooming and cleanliness are among the factors driving the expansion of the men's grooming sector in the UK (Scheibling and Lafrance, 2019). 
[bookmark: _Toc133616421]VRIO Analysis
The VRIO analysis is a methodology for assessing a company's internal resources and competencies. It is an acronym that stands for Value, Rarity, Imitability, and Organisation (Knott, 2015).
[bookmark: _Toc133616422]Value
For firms that can effectively enter the men's grooming sector in the United Kingdom, there is a strong value proposition. There is an increasing need for high-quality grooming services and products as society’s views regarding male grooming change and disposable money rise (Hamshaw and Gavin, 2022).
[bookmark: _Toc133616423]Rarity
The men's grooming market in the United Kingdom is not an uncommon business, with several existing and new firms currently functioning in this field. HEAD, on the other hand, may separate itself from conventional barber shops and other grooming service providers by providing a unique and personalised grooming experience through our app-based platform and "book a barber to your home" service.
[bookmark: _Toc133616424]Imitability
There are no substantial obstacles to entry into the men's grooming sector in the United Kingdom (Byrne et al., 2018). HEAD, on the other hand, can offer a unique and impossible-to-imitate client experience by using our app-based technology, experienced and professional barbers, and commitment to sanitation and safety.
[bookmark: _Toc133616425]Organization
Businesses that want to flourish in the men's grooming sector in the UK must be well-organized and efficient. Having trained and experienced personnel, utilising digital technology to simplify operations, and establishing tight hygiene and safety regulations are all examples of this. HEAD can position itself as a market leader in the men's grooming business in the UK by concentrating on these organisational characteristics.
[bookmark: _Toc133616426]Operations and Management Team
HEAD's operations strategy will concentrate on providing our consumers with a smooth and personalised grooming experience. It will accomplish this by using its app-based platform, which will allow clients to make appointments, choose their favourite barber, and personalise their grooming experience. Furthermore, strong hygiene and safety standards are being implemented to safeguard consumers and workers from COVID-19 and other illnesses. HEAD's management team will be managed by a CEO with men's grooming industry experience. The CEO will be in charge of all elements of the company, including strategic planning, marketing, and financial administration. The firm's management team will also include a Chief Operating Officer (COO), who will be in charge of employee management, creating hygiene and safety protocols, and ensuring that consumers enjoy a seamless and customised grooming experience. The quality of the service is more essential than everything else. A Chief Marketing Officer (CMO) will also be on the team, in responsible of developing and implementing the marketing strategy. Maintaining the company's social media accounts, formulating marketing plans, and forming connections with media outlets and influencers will all be part of this. A Chief Financial Officer (CFO) would be in charge of the company's finances, which included budgeting, forecasting, and financial reporting. The CFO will collaborate closely with the CEO and COO to ensure that the business runs smoothly and efficiently. 
[bookmark: _Toc133616427]Marketing Plan
The marketing strategy will concentrate on increasing brand recognition, developing interest in our services, and recruiting new clients. It will be accomplished through the use of several marketing platforms, including digital marketing, influencer marketing, and experiential marketing. The digital marketing strategy will concentrate on establishing a strong online presence and utilising digital platforms to reach our target demographic.  To advertise its services and raise brand recognition, the company may collaborate with men's grooming and lifestyle influencers and bloggers. This will entail collaborating with influencers to develop content that highlights the shop's services and provides them with unique access to the barbers and grooming items. It may also include immersive marketing techniques to present clients with a one-of-a-kind and unforgettable grooming experience. 
[bookmark: _Toc133616428]4P
	[bookmark: _Toc133616429]Product
A brand-new barbershop called HEAD uses an app-based platform to provide a simple and tailored grooming experience. Along with other services, it offers beard care, face treatments, haircuts, and shaves. Users may also arrange for a barber to visit them at home.
	[bookmark: _Toc133616430]Price
The pricing structure at HEAD is competitive with that of other high-calibre barbershops in the neighbourhood. To provide its consumers with more value, it provides a variety of bundles and incentives. Additionally, a loyalty programme is available to encourage customer loyalty.

	[bookmark: _Toc133616431]Place
Customers can travel to the shop's actual location to use its services. Additionally, it has an app-based platform where clients can schedule appointments, pick their preferred barber, and personalise their grooming encounter. Customers who like to reserve and pay for services online will find this platform convenient.
	[bookmark: _Toc133616432]Promotion
A combination of digital and experiential marketing techniques is used in the promotion campaign. It will promote its services and create a community around its brand through social media sites like Facebook, Instagram, and Twitter. To provide consumers with a special and unforgettable grooming experience, it will also conduct pop-up events and mobile barbershops. To market its services and raise brand recognition, the company will collaborate with bloggers and influencers in the men's grooming and lifestyle industries.



[bookmark: _Toc133616433]Financial Plan
Financial plans always play an important role for any start-up. But these are just predictions, in the real business world it fluctuates. 
[bookmark: _Toc133616434]Estimated Start-Up Costs
Cost for Incorporation and legal documents: £2,000
Cost for Equipment and Supplies: £15,000
Cost for Marketing and Advertising: £10,000
Cost for Website and App Development: £5,000
Cost for Rent and Deposits: £8,000
Total Cost= £40,000
[bookmark: _Toc133616435]Operating Expenses
Rent Expenses: £3,000/month
Salaries Expenses: £12,000/month
Supplies and Equipment Expenses: £1,000/month
Marketing and Advertising Expenses: £2,000/month
Miscellaneous Expenses: £1,500/month
Total Expenses: £20,500/month
It can be predicted that HEAD will need additional financing to maintain operations during the first six months based on this cash budget prediction.
[bookmark: _Toc133616436]Market Research
To gather the most precise and recent statistics, HEAD will need to undertake significant market research on the specific men's grooming business in the UK and the macroenvironment. The men's grooming market in the UK is estimated to be worth £1.5 billion in 2021 and to expand at an annualised rate of 2.6% from 2021 to 2026 (Petrylaite and Hart, 2021). According to a survey, the market is quite fragmented, with a huge number of independent small enterprises coexisting with bigger chains and franchises (Gill and Day, 2020). 48% of males in the UK seek grooming services at a barbershop or salon (Tso, 2022). The study also discovered that haircuts (88%), beard grooming (39%), and shaves (34%) were the most preferred services among males (McGlynn, 2021). Men between the ages of 16 and 24 were the most likely to visit a barbershop or salon, according to the poll, with 63% of those who answered the question saying they had done so in the previous year (Inchley et al., 2013). With 20 outlets nationwide in 2020, Barber Barber was the largest chain of barbershops in the UK (Harness, 2020). The UK market for men's grooming is growing more and more competitive due to several new competitors and cutting-edge service offerings. 
[bookmark: _Toc133616437]Conclusion
HEAD is a modern-day barbershop with user-friendly services and an app-based platform that aspires to change and enhance the men's grooming sector in the United Kingdom. HEAD has the actual potential to acquire a significant market share by emphasising high-quality grooming services at competitive prices and a commitment to client satisfaction. HEAD is well-versed in the men's grooming products business in the United Kingdom, including its growth potential, client preferences, and competitive climate. The company has also examined the macro environment, which includes economic trends, technological improvements, and regulatory issues, in order to identify possibilities and obstacles in the market. HEAD is on pace to overcome the competition in the UK's men's grooming sector by providing high-quality services that meet the demands and preferences of its target demographic.
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