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Section 1:

Executive Summary:

This business plan outlines the stages that will help to develop the business into a successful ecommerce retail store that aims to sell high quality hair extensions to the UK market. 

Introduction:

As a female who is 34 and recently moved into self-employment after working within the education industry for 12 years, most of my qualifications lay within training. I have opened up a salon within my local village primarily offering hair and beauty treatments to a face to face clientele. I also offer professional hair extension services. My business idea is to set up an ecommerce website, selling my own brand of hair. By selling online, there will be an opportunity to reach a wider audience and potentially sales within the UK market. The vision will be to sell hair extensions to professionals and non professionals.
The business can help to provide employment in my local area. I will need staff to support the running of the business, such as updating products on a website, a social media manager to market and content create as well as having control of the ad spend across multiple channels, an administrator to process the administration from the sales and document good coming in and out of the business and lastly, customer service support to support customer queries and processing of their orders. There are services which will need to be outsourced and these include human resources and accountancy, IT services and the courier services which are all important factors of the project. 
The product, being hair extensions and accessories, will range in colour, style, lengths and weight. To begin the project, I will set up a drop shipping arrangement with the supplier in order to keep costs to a minimum. Working from home will help keep start-up costs low. 
To promote my business, I will need social media and marketing support.
It will be important to start selling with as little products as possible and to do this, I will look at selling just one or two hair extension methods (Nano bonds and wefts) and then grow the business slowly as the profit starts to come into the business. I will get help to build an ecommerce website from a website designer, as well as help to set up social media accounts, linking them directly to the website. The aim of this business plan is to identify the viability of building a successful online retail shop selling hair extensions to professionals and non-professionals within the UK market.

Section 2: Business Overview

Business Name: Bead It Ltd

Business Address: Dolwar, 1 Church Road, Gorslas, Llanelli, Carmarthenshire SA14 7NF

Contact Details: Mobile:  07425232025 E-mail: keefe2411@icloud.com

Business Aim: The aim of the business is to supply high quality hair extensions that are durable to both hair professionals and the general public, within the UK market. The business will not just be a buy and sell design but the aim will be to provide a more boutique, personalised experience with high standard customer service. Adding personal touches, such as thank you cards and quick tip videos, that will support and encourage the customer to provide professional services to their own clients and to allow them to see how professional the business is by building up a high brand reputation. Monthly subscriptions for packages to train and upskill will be offered as well as linking out with other businesses to provide unique subscription services. 

Key People:
There will be two owners of the business, my partner and I, and together we aim to manage the operations of the business. Ensuring the business is driven in the right direction and overseeing the general running of the business from the whole sales process to the continued stock purchases. BJ Cameron (1971) said that the operational manager would evaluate specific tasks within a business, such as cost factors and identifying priorities and V.Jovanova-Simeva & S.Dimovska (2023) 
similarly suggests that operational managers are the key link to the business who control and implement strategies within the running of the business. I believe that the operational managers role is to project manage, from cost forecasts, to identifying main priorities and implementing strategies within the running of the project and more importantly, evaluating the project at intervals to ensure the project is running smoothly. Similarly to Kolbs (1974) learning cycle, the business project will continuously be reviewed to aim for improvement over time. 
The supplier will play an important role in the business, therefore making a good working relationship and gaining a contract with them will be a good strategy. I aim to use a local packaging supplier, to keep business within the area. 

Customer Service staff:
Getting supporting staff within the business will be important to help process sale orders, meet postal requirements and deal with any customer service queries. Customer service staff will also support problems, with the aim of employing more than one member of staff. Roles include supporting quality checks, recording incoming and outgoing stock as well as processing orders. Storing the stock correctly, making it easier for sales orders to be processed, packing products and checking out the stock which will help to identify when stock becomes low. Staff will aim to flag when goods are low. Further duties will include dealing with telephone calls from customers, helping to solve any problems with deliveries and the website ordering. 

Website / IT support: 
The aim of hiring IT support to help deal with any technical issues quickly, with their main role includes updating and improving the website with our stock and changing necessary features on the website. It will be important for customers  to have a smooth transition for our customers who purchase directly on the website and the IT manager's duty will also be to receive customer feedback on this. As well as, daily reports and updates will be necessary to help keep the customer's experience at a high level. 

Media Marketing:
The aim is to hire a media marketing company to fully support the business social media profiles, with their role aiming to build up the brand image and reputation of the business. These social media accounts will be live on Facebook, Instagram, Tiktok, Youtube, X and Snapchat. They will also have an element of control with the ad spend for the business so it will be important that this person or persons have a track record within similar sectors. This sector must be retail within hair and beauty, and ecommerce experience and obtaining proof of previous or current work will be as important. 

Personal Aims and Objectives:
Creating a stable income for my family is why I personally want to build up a successful business, as well as becoming financially free from debt. My fiance and I also have three children between us and I want to be able to support them through their study years, as well as fund family holidays.  As it stands, our family car is not suitable to fit the 5 of us in, with the three children all still in car seats. Being able to change our car, without taking out finance, would be a huge achievement to us. 

Business Aims and Objectives:

Short Term (1-2 years) 
The aim within the first two years will be to run a successful growing retail business online. Specifically promoting the business with the use of social media sites, the business will be aimed at the UK market. The aim will be to sell beaded hair extensions only. This will allow for a specific product to focus on building the brand and its reputation. These products will include the hair, the tools and accessories involved with professionally fitting them. Building the website and introducing USP’s (unique selling points) to encourage these sales and promote brand awareness. Locally, this business will be the only hair extension supplier, offering potential jobs. I will aim to add on subscription services and collaborate with other local businesses to offer a unique service. I will team up with the website designer, the social media marketing company, accountant and ads marketer, to offer a discounted service to those who subscribe to our channel. 

Medium Term (3-5 years)
The retail will be driven to offer all methods of hair extensions, weave, nano bonds, micro bonds, tape in hair extensions, V system, mesh integration and topper, as well as offer all stock and custom colours for each method. 
There will be the aim to potentially sponsor established hair and beauty awards to build up the brand reputation and gain branding further a field. These include, The Welsh hair and beauty awards, The UK hair and beauty awards and The Platinum hair and beauty awards. As always, the focus will be on the quality of the product and training offered, as well as implementing a good strong customer service. In order to expand the business at this stage, it will be important to research and make sure that the business is staying ahead of the competition.  

Long Term (6-10 years)
Long term, the aim of the business will be to expand overseas. This will include selling online mainly and offering online training. The view of potentially opening venues and opting for face to face training will also be viewed. 

Section 3:

Business Status:
My accountant has advised that the business will be best registered as a limited company to prevent paying high tax as both my fiance and I have already got registered businesses. The benefit to us will be that we can both declare dividends which will go against the company tax and it will protect our current businesses from being affected should our profits grow. Long term,I feel it will be a better decision to support hiring staff as there will be a business account where their pay can be deducted from as well as paying both my finance and I from the profit. In terms of tax, this works well. 

Market Research:
Making sure that I have the right consumer targeted will help support in making sales. S.Schwarzkopt ( March, 2009) talks about how the opinions and behaviours of those who are favoured within the public eye, such as celebrities, influence the buying trends. The UK market holds the thirds biggest importer for hair extensions across the world, supplying wigs, toppers and hair extensions across various different organisations. It is known that the most sold coloured hair is brown and black, having read. There are a huge range of ecommerce websites, claiming to offer high quality products and custom colours, and most of these competitors have an easy access navigation system to purchase these online. Euphoria One Ltd (2014). Companies House provides information on some of the successful retail businesses' profit, sharing details such as some companies earning 6 millions pounds annually. Local companies within Wales, such as Vanity Hair Extensions and Heavenly Hair, are averaging £300,000 annually. Companies House (1844).
There are social media channels that can be utilised for selling hair extensions, such as Instagram, Youtube, Facebook, Tiktok and X as well as setting up an online ecommerce website where customers can navigate to directly.  Some of these social media options, besides the website, offer a one off selling fee of 5% per sale. This could be a selling option as well as building and directing customers to the actual website.  Other useful platforms include eBay, Amazon and Gumtree which have an advertising fee as well as a final percentage fee on the overall selling cost. (YouGov 2024). Instagram is the most popular site for engagement says C.Forsey (16.02.23) and Facebook being the most popular social media platform across the whole world. With this in mind, I am opting for just the UK market currently and these discussions would be important to discuss this with the social media marketing company. Being a new company, it would be important to optimise new engagement and follow ROI on the content being posted. From personal experience, Facebook and Instagram are the popular choice within my town, family and friends and from familiar use of the two sites, it is a good starting place for my business. Return on investment (ROI) is important to consider when looking at cost factors. Especially when placing social media ads and looking at cost factors within a new business. Social media is measured on user behaviour which could be from the amount of clicks or views a page receives, to the most searched words and so forth. (Larimo & Leonidou, 2023; Abbasi, 2024) In 2024, key trends seem to include a rise in short videos known as reels which are created within platforms such as Tiktok and Instagram. The use of artificial intelligence (AI) is also growing and is commonly used to support data capturing, thus supporting marketers to personalise and improve targeting strategies. (Lass & Zavašnik 2024)
Celebrities are commonly known to support the reputation of a brand and therefore it could be a really prosperous idea to link with an upcoming celebrity, in order to promote my business. Celebrities are known for high incomes and therefore are able to purchase high quality brands. This also leads to the general public believing that products in which they promote, are indeed high in quality. (H.Pringle n,d)

Market Trends:
Looking at market research, semi permanent hair extensions seem to be a huge trend within the UK. A lot of hair extensions sell well in stores and online stores. End users, whether it be male or female are very popular choices but mostly women wear hair extensions and these women range between 20-50 years old. This is a good selling point when considering the ad spend and target audiences within social media marketing. And by types of hair, animal hair, synthetic hair and human hair, human hair and synthetic hair are the most sold hair extensions within the UK. With the aim of marketing towards professional hairdressers and the general public, it will be 
important to ultimately offer sales through all channels and look at 100% human hair for high quality products.  According to Lindner (2024) the projected market value of hair extensions will raise to 4.36 billion. round 250,000 people will work in hairdressers across the UK. Hair extensions popularity have tripled since 2005. 34% of women admit to wearing hair extensions within the UK alone. 76% of hair extensions users admit wear them because this adds to their image. By 2023, the global industry is predicted it will reach a market value of 10 billion dollars. In the USA alone, in 2017, the hair extensions industry reached 346 billion dollars. In the UK, in 2013, the HM Revenue reported 38 million pounds worth of hair in the UK. Research shows that women in the UK usually keep their hair between 2-4 months before having them removed, refitted or replaced. Around 90% of women have dark brown hair. 81% of women are generally happy with their reflection after having hair extensions fitted. When women can’t afford real human hair extensions they will seek out an alternative. 
National hairdressers federation is the professional body who standardised hair within the UK. Working alongside their regulations can support my business to follow laws and create standards within the hair industry. This will be vital to business growth and reputation. Promoting products through social media has become a trend online with the use of videos and images. Purchasing through online sites is convenient and more accessible for the consumer and therefore seems to be a good technological choice to start my business.  Human hair and synthetic hair are the most popular choices according to Statistics (2019). Customers in the age bracket 33 to 45 account take the largest market share within the hair industry. 
On statista.com, you can find the market prediction worldwide in value from 2020 to 2029. The hair extension market will continue to grow at a 9% rate over the next five years. Great lengths report a 70% increase over the last 5 years. 
The most popular hair lengths are usually 18-22” where most women opt in for longer, thicker hair than their natural hair. It is also a common fact that women want their hair to appear more natural and not make the extensions so obvious that they wear hair extensions. It is recommended to be two inches longer than natural hair and enough for a full head. A full head of nano hair extensions is 150-200 grams in weight. 

Sales Variations: 
Different factors can affect sales throughout the year such as the different seasons within a year. Retail as retail sales tend to increase during the holidays. Within the UK, holiday season months, such as November and December time, are often driven by events such as black Friday and Christmas shopping deals. Conversely, sales may decline during the months following, as in January and February, as consumers tend to relax after the holidays. Depending on the products, the weather can also play a vital role in driving sales up, particularly if the goods are for the outdoors or are travel related products, then the summer months can support consumer purchases around months May to September. Similarly, such goods like heating products would sell better in the winter months. This works especially for the British weather. (Smith & Cote 2022) 


Consumers: 
The aim would be to market my business to professional hairdressers within the industry, particularly those who offer hair extension services, as well as the general public being able to purchase from the site. The aim is to attract females who wear hair extensions across the UK, in particular women aged between 20 - 50 years of age. I will target the working class as these are likely to be able to afford to purchase the products. I will aim to market my brand within large cities across the UK, such as Cardiff, London, Manchester, Birmingham, Leeds, Bristol and Edinburgh, to name a few, in order to achieve greater engagement. Facebook, Instagram and Linkdin is the most commonly used social media platform within the UK, used by women of these ages. (Dixon, 13.02.23) I will also target those who are working, which will attract those who can afford to purchase the products. Mainly, targeted consumers will be professional hairdressers who fit hair extensions. (Tynan & Drayton 1987)  
 
Competitors:
There are some leading brands within the UK market such as Beauty Works, Euphoriaone, Angel hair, Simplyhair and Sway. Other brands who are the lead within the UK but based abroad are Great Lengths, Balmain and Bellami. 
These companies have a very strong reputation for their quality hair and are already well known across the UK, specifically amongst professional hair dressers. 
Some sell the basics and others have a variety of options on their websites such as training courses and other hair products. 
Below I am going to include a competitor's analysis to highlight the key differences from my business and other brands. 

1. Competitors Analysis


	Competitors
	Location 
	Key Difference
	Pricing
	Target Market 

	Vanity Hair Extensions
	Swansea - This is close to my business address. 
	Hair quality - Average.
Next day delivery. Current stock available and in many colours. This company does not feature a buy now pay later button. 

	25 grams £46.99 for 20” hair extensions
	Professional hair extensionists. 

	EuphoriaOne Ltd
	Devon, this is near and may attract a lot of the same clients. 
	Multiply methods and quality to suit budgets.
Next day delivery. Current stock available and in many custom colours. 

	25 grams 
£38.57 for 20” hair extensions
	Professionals and non professionals. 

	Heavenly Hair Extensions
	Cardiff. The capital of Wales and may attract a lot of the same business. I will be targeting main cities. 
	Brand is popular. Next day delivery. Current stock available and in many colours. 
	25 grams £44 for 20” hair extension 
	Professional hair extensions. 



Local businesses offering similar products are averaging their price range and attracting professional hairdressers that offer hair extension services. I plan to skim the market with my higher prices and then attract the consumer with lower prices during the holiday seasons. The business will offer a USP for those who are loyal customers, both professional and non professional hairdressers and potentially offer a chance to offer a passive income to promote the business. Offers are also great to attract new clients such as quick snip tricks and tip videos as an added bonus. I aim to offer products of different quality. I am going to keep the site simple, offering just beaded extensions and two hair qualities that offer a different life span as this will attract a high end paying customer as well as those on a budget. Included in the cost will be a small sample of tools relevant to the fitting of the hair method purchased. There will also be advantages such as monthly subscription services that will prove useful and provide information for users to upskill and receive discount codes toward future purchases. Further added features such as Pay in 3 with Klarna as not all websites offer this service. Future plans to combine businesses together sharing equal profits from a monthly subscription where together we can offer a business package and ongoing support to the customer. For example, a subscription may cost £29.99 per month and included they will receive online training videos, trade discounts to support with the hair purchases, social media support with setting up and ongoing content creation, including information on trending hashtags and to top it off, website design discount and ongoing IT support.  

Products services and advantages:
I will be selling 100% human hair extensions sourced from a factory abroad who specialise in Chinese hair. I have been using this company for the last 6 years with my own clients and the feedback has been highly positive. I will provide two quality products which will differ in price and lifespan, providing options to suit budgets. The product will need to be sourced from a reliable seller who can provide a written contract to support the business such as quantity and quality of the hair extensions. Included will be hair extension tools and accessories that can be purchased alongside the hair or on its own to support the installation of the hair. Products include but are not limited to:

Hair Extensions
Beads
Clamps
Installation tools
Removal tools
Hair grips
Hair Clips
Face guard
Mirror
Shampoo
Conditioner
Oil 
Mask 
Brush
Salon Apron
Salon Trolley 
Nylon String
Needle for string
Training Kit
Aftercare packs

I will offer a total of 11 colours (stock colours) with combined colours on request and to keep it simple by offering 3 popular lengths 16-18”, 18-22” and 20-22”, providing the customer options to offer custom colours and lengths via email. 

The aim will be to build an easy to use and fast website with onsite features such as pay in 3, which will be equally as important as the hair quality. The site will provide data protection and security which will be in the hands of the IT specialist, therefore regular communication will be important. I will be sure to test the site before launching. I will only be selling beaded hair, including nano bonds, micro bonds and nano weave hair and these products will offer two different quality hair extensions that will differ in cost and durability. This will support those who have a different lifestyle, such as changing the colour of their hair frequently and those with a higher affordability who want long lasting hair. From experience, better quality hair protects the natural hair so promoting education around the quality of the hair will be important. The website will be user friendly and easily accessible for the customer to purchase at any time of the day or night. I will start by using a drop shipping service to minimise the start-up costs, with the aim of gradually introducing a small amount of branded stock to keep at the premises. Adding  personal touches to orders and accounts, offering loyalty options such as thank you cards within the purchase , will form part of my UPS. Loyalty accounts will receive free videos on hair care and fitting methods as this provides confidence and grows a stronger customer base. Options to include discount codes around the holiday seasons to encourage multiple purchases as well as a discount if they recommend the business to others and they purchase from my site. Strictly for professionals, I will provide a trade discount account along with a trade discount of 20% off. Furthermore, recommendation prizes and rewards, includes videos on tips and tricks, free prize gifts such as next purchase will include a hair extension tool and a discount for large orders. There will also be potential to earn through promotion and social media for shout outs and buy using the influencers purchase codes. My biggest advantage will be the hair as the quality will sell itself. Local consumers can travel to collect the products, making it easy for local professionals. 


Place/ Premises / Distribution:
As the business will be online, it will be important that I have a space to work on the laptop to enable customer queries to be checked and orders to be confirmed. I will work from home to begin with and as the business grows, the need to hire staff and stock products will be important so I will be looking at a premises to rent. 
Once developed, there will be a need for bigger premises. On average, a premises costs around £6000 - £12,000 a year locally. This is for a small retail shop. DPD, Evri and Royal mail are popular choices for postal services, however a quote cannot be provided until trading has begun. 

Promotion:
I aim to outsource my marketing to a company who has a track record of supporting ecommerce businesses and use social media to my advantage, word of mouth, reputation will also encourage engagement and offer a scheme where anyone can earn through promoting my business. For example, by using an influencer, this will promote sales. 

Pricing Strategy:
Finding the right pricing strategy promotes value within the business, therefore I have decided I am going to use a cost plus strategy. A cost plus pricing strategy takes the cost of the product and adds a percentage to the product to make that profit. Although this seems simple, I have set my percentage at 300% in order to leave room for discounts during the holidays and for trade professionals to take advantage. As a new business, this may be a difficult decision to make, however the aim of being a quality product will leave no option for a cheap deal. I want to promote and share knowledge around the quality and lifespan, attracting high end customers.
I also plan to promote a skimming strategy, where the price is higher than the competitors. From the competitors analysis above, they have used a neutral pricing strategy where they are all similar in price. I felt this didn’t leave much room for growth and may attract the wrong type of customers to the business. (Baker, 02.01.2012)

My pricing strategy will be 300% profit. 
For example, if a piece of hair extension (1 strand) costs me £1, I will sell it for £4.
Here are examples of pricing for my hair for professionals =
(1000 grams / 1kg) of dark-coloured hair costs me £462. 
£462 divided by 1000 = 46p. Each gram of hair will cost me 46p. 
For the public, I will sell my hair at a 300% profit. = £1.84 per gram. 
The average extension wearer wears 200 grams and therefore the average public sale would be £368. The cost of the hair would be £92. For one sale, I will profit £276. For a trade professional, I will provide a 20% trade discount. They will pay  £294.40. I will profit £202.40 per average sale. 


Staff / People:
My partner and I will manage the operations and liaise with the specialists throughout the first 6 months as this will help to minimise the start up costs and build profit into the business. The aim of being able to manage customer support, complete sales and check the progress, sales and help to provide direction. I have previous experience and a qualification within the hair industry, currently offering hair extensions from my salon. I have a background working within the education industry, assessing management level 2 and 3, and I have chosen to complete my leadership and management degree which will help support my business further. My partner has previous experience in setting up a limited company and is currently improving their management skills with experience in working and managing others. 
We will require customer service staff to support the ordering, printing the sales labels and checking the goods, as well as packing, quality checking goods and shipping the goods when we are able to stock them. Two staff will be required to support within the first 12 months and they will need to have some form of educational background upon job interviews as we will need these people to be organised and approachable. We will support apprenticeships to help young people into the world of working and provide ongoing training to upskill into the role. 

Premises: 
I will not need a premise to begin. The business can be run via a laptop computer and internet signal, therefore it will be important to purchase these items before the business is set up and running. As profits rise, there will be a need for a premises to support storing stock and suitable for the growing staff around me. Locally there are small premises available for rent and this may be an option to consider moving forward. 

Insurance / Legal Requirements: 
Certain legal requirements need to be included such as obtaining liability insurance, stock insurance and an accountant is needed to ensure all fees, taxes and costs are covered legally. I will need to register the business through Companies House to make sure the company’s profit and loss is transparent. The website must clearly display information to the consumer what the product is and does, the price of the product including any VAT and how long they have to return the product. Legislation.gov (2013) says the UK law states that in The Consumer Contracts legislation a consumer has a 14 days return policy if they would like to return it. I will provide a 14 day return policy on the website as well as stating the product must not be installed and used due to health and safety. Delivery charges must also be made clear to the consumer. Digital markets, competition and consumers Act (2024) states that businesses operating within the UK must follow the act in relation to competitions published online where there are fair and clear instructions on how to enter. Age restricted items must be clear,  dates and times must be included to the consumer, providing transparency. Carriage of Goods by Road Act (1956) states that the person carrying the goods is doing so safely, their rights must be followed, as well as checking any permits that are required and all goods being transported are legal. The Data Protection Act (2018) should also be followed when dealing with secure data from consumers and should be discussed when contracting an IT specialist to deal with all IT activity. Notifying the council of trading from home if required will also need to be considered to prevent any discrepancies locally. In time, other things that may need to be considered are music licences, however this is not required for start up. 

Risks:
The business could face potential risks and it is important to analyse these and create contingencies to mitigate the risks.

Risk Analysis

	Risks
	Description
	Contingencies

	Online Security Threats

	There may potentially be Isis from hackers, data protection breaches or malware attacks.  
	Implementation of security checks such as firewall and antivirus software, backing up data and encryption. 

	Compliance and Legal Risks 

	Ensuring legislation and the law is met, GDPR and consumer rights for example. 
	To check legislation and updates. Maintain clear policies within the business. Provide staff training for future support. 

	Operation risks
	Website disruption due to its functions or supply chain issues. Loss of sales may occur and this can cause customer dissatisfaction. 
	Backup servers can support the website's functionality. Making agreements with more than one super can support supply chain risks. 

	Reputational Risks
	If the business was to receive negative reviews, this could cause distrust and lack of sales. 
	Controlling the quality of the product will ensure high product quality and consistency. 



The business faces various risks, from internet security to upholding a reputation. By implementing the above contingencies, the business can mitigate these risks and help ensure sustained customer satisfaction. 

Section 3:

Business Plan Summary:
To run a successful retail business online selling hair extensions within the UK market, potentially expanding overseas. To sell high quality hair. Selling through an e-commerce site, my plan is to be able to set up an online shop to professionals and the public within the UK market with options to learn and improve standards within the UK. 

The SWOT Analysis::
	Strengths

Quality products
Knowledge of hair quality -Working in the industry 
My biggest strength will be the product quality. This will be the main selling point for the business. USP’s to encourage sales. Simple to use website. Features include klarna (buy now pay later) UK based. 

Customer service
Having worked within customer service and being a tutor, I have strong people skills. I can support and understand customers' problems dealing with hair extensions myself. 
Being a family run company will help to make a more personalised experience. Being honest and transparent. 

Online Access
Customers can make purchases online at any time of the day. Secure payment methods including buy now pay later options. 

No other hair extension business offers their customers a chance to build a passive income. USP. 

Easy to use website
It will be important to make sure that the website is easy to use, clear and transparent to the consumer. 


	Weaknesses

There are other companies which offer similar services and are already established. 

No reputation or brand awareness yet. 

Only able to provide stock colours.
Not a lot of free flow cash.

Unable to offer next day delivery until profits increase. 

Delivery cannot be guaranteed. As the delivery service is out of my control, it is important to make this clear to the consumer. 

	Opportunities

The opportunity to work with some of the leading marketing companies.

The opportunity to build a successful e-commerce business within the UK who offers competitive prices on high-quality products.

The opportunity to provide locals with a full-time job.

The opportunity to work with one of the biggest and largest suppliers worldwide who offers high quality control measures before posting the product.

Opportunity to build reputation and brand.

Opportunity to grow my business and offer more options / products.

Opportunity to lead the UK with my brand. 


	Threats

Market aim, this could lead to the wrong people being targeted and loss of sales. 

The products are not up to standard and poor reviews are left tarnishing the business. It will be important to make sure that customer satisfaction is met. 

Stock not being replenished quick enough. Sometimes the customer needs the product quickly, therefore it is important to try and build profits in order to stock hair within the UK. 





	
	




PEST Analysis 

Political Factors:

Regulations and compliance:

1. The UK GDPR is important in any business. (Ico.org.uk, n,d)
2. Brexit, trade policies are to be considered when importing and exporting. 

Economic Factors:

1. Market demands showing that the hair and beauty industry is in a consistent growth. 
2. Economic Climate such as inflation and employment rates. 

Social Factors:

1. Buying trends that create preferences such as buyers becoming more aware of where they are buying from. 
2. Marketing Influences on social media, shaping customers opinions and trends within the hair and beauty industry.

Technological Factors:

1. E-commerce Platforms including advanced platforms making it easier to set up and manage online platforms. 
2. Digital marketing tools provide data capturing and utilising these tools to grow the business. This can provide help in reaching the target audience. 

By understanding and trying to follow these factors, my business can prepare for any challenges and provide opportunities to achieve success. 

Financial Planning:

Personal Estimated Monthly Expenditure:
	Mortgage / Rent
	850

	Council Tax
	127

	Water Rates
	57

	Heat / Light
	110

	Personal / Property Insurance
	60

	Housekeeping - Food
	420


	Clothing
	

	Telephone
	130

	Entertainment
	49

	Car Tax / Insurance
	120

	Car running expenses
	350

	Car services / Maintenance
	15

	Family Expenditure / Presents
	50

	Hire Charges
	0

	HP Repayments
	0

	Savings Plan
	200

	Newspapers / Magazines
	0

	Special Occasions
	50

	Holidays
	0

	Rental Mortgage
	358

	
	

	
	

	
	

	
	

	
	

	Other
	450

	Total Monthly Outgoings
	2798

	Other Family Income e.g., Benefits, Wages
	Sion £ 2000
Me £ 1000
Child Benefit £ 97
Rental £ 900
Total = £ 3997

	Monthly Survival Income
	£841




Section 4:

Capital Requirements:

Website £1000 (one off startup cost) 

Having received quotes for the above figures and advice from a social media manager, I have decided to use the figures above in order to plan the start up cost to the business. 

Total = £1000

Fixed Costs  -  monthly:
Marketing -  £500
This is the amount of money which is needed to keep the marketing up through social media, advertisements, leaflets, business cards and towards any ads campaign. It is also important to note that as profit rises the will be a need to include more marketing options which can lead to a monthly cost of £1500. 

Energy £0 to begin with raising to an estimation of £200
This is the amount of money that we will be spending toward the cost of energy bills when we take on a premises. 

Rent - £0  to begin raising to £500 

Telephone £72
This is the cost of the business mobile and the contract for a total of 24 months. 

Packaging £0 to begin, raining to £200
On average for 50 sales a month, this will provide packaging for the client, however this service will not be required until stock is within the UK. 

Accountant £72
This is the cost of the accountants monthly service. 

Printing labels £0 to begin, raising to £100
This is the cost to generate our own labels for the packaging. 

Leaflets and cards £0 to begin raising to £175
To be included with every sale, promoting the business. 

To start the monthly fees will cost £644 and when we begin to start stocking the hair within the UK, we can look at introducing more personalised experiences and this totals to £1819. 

Total  £644 raising to £1819 and then potentially £2819 if marketing is improved. 

Sources of Capital: 
£1000 savings
Fuel Costs: I predict that my fuel costs will averag
e around £50 a month to transport any products to the post office or attend business meetings. 

Cash Flow forecast: Profit and Loss:
Reviewing my cash flow projection below, I have predicted a 10 sale for months 1-6, a 20 sale for months 7-11 and 40 sales for month 12. This allows for enough profit to pay any outgoings and for my own wage. I also have enough profit at the end of the year to consider hiring staff and stocking products within the UK. 

Screenshots for BEAD IT Ltd Cash Flow. 

[image: ]


Conclusion:
Following the plan and reviewing the projection is important to see the plan through in order to succeed. If the business achieves the projected sales, there will be enough profit to pay myself a salary and move the business to the next stage of stocking products within the UK and hiring staff by the second year of trade. 
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