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1.Executive Summary
This business plan outlines my home-based manicure and pedicure business, operated by me as a sole trader from a dedicated treatment room within my apartment. I provide professional nail services to women and men aged 16 and over in a clean, sterile and welcoming environment. My long-term objective is to obtain recognised teaching qualifications and expand into delivering five- and six-days nail courses in rented venues across different locations. This reduces travel for students because I take the training to them, with venue costs included in the course fee. The business combines personalised beauty services with vocational education, creating two complementary income streams and supporting sustainable growth.

2.Business Description
The business will operate as a sole trader, allowing low start-up costs and direct customer relationships. My mission is to deliver safe, high-quality nail services and practical education. My vision is to become a respected local nail educator recognised for excellent customer care and professional standards. SMART objectives include building a loyal client base in year one, obtaining teaching qualifications, launching mobile training courses and increasing revenue through both services and education.

3.Market Analysis
The UK beauty sector continues to experience demand for nail care and vocational beauty training. Customers increasingly seek qualified technicians, excellent hygiene and convenient services. My target market includes women and men aged 16+, students, professionals and clients preparing for weddings, graduations and other occasions. My competitive advantage is combining flexible home appointments with future mobile training delivered in locations convenient for learners.

4.SWOT Analysis
Strengths include personalised service, flexible scheduling, low overheads and future teaching opportunities. Weaknesses include limited treatment space and dependence on one owner. Opportunities include growing demand for nail education, social media marketing and partnerships with beauty suppliers. Threats include local competition, changing consumer spending and increasing product costs.

5.Marketing Strategy (7Ps)
Products include manicures, pedicures and nail training. Prices will reflect quality while remaining competitive. Place includes my home salon and hired training venues. Promotion will use Instagram, Facebook, TikTok, referrals and introductory offers. People focus on excellent customer service. Processes include consultations, appointments, sterilisation and aftercare. Physical evidence includes certificates, professional equipment and a clean salon.

6.Operations Plan
Appointments will be managed through online booking and social media. All reusable tools will be disinfected and sterilised according to UK hygiene guidance, with disposable items used where appropriate. Stock levels will be monitored weekly. Training courses will be held in rented venues with all equipment provided. Between courses I will continue salon appointments, ensuring consistent income.

7.Financial Plan
Income will be generated through treatments and training. Major costs include equipment, products, insurance, marketing, venue hire and utilities. Course fees will include venue rental. As the client base grows, repeat customers and referrals are expected to improve profitability. Careful budgeting and monthly monitoring will support financial sustainability.

8.Risk Assessment
Potential risks include illness, lower customer demand, supplier delays and stronger competition. These will be reduced through insurance, maintaining emergency savings, building supplier relationships, continuous professional development and delivering high-quality customer experiences.


9.Growth Strategy
After obtaining teaching qualifications I plan to expand training into additional towns, increase the number of courses each year, develop advanced classes and eventually employ additional educators. A professional website and online booking system will further strengthen the brand.
The long-term growth strategy for this business is to develop from a home-based manicure and pedicure salon into a recognised nail training academy and beauty brand. During the first year, the main focus will be on building a loyal client base by providing high-quality manicure and pedicure services in a clean, sterile and welcoming environment. As a sole trader, I will personally manage all aspects of the business, including customer service, appointments, marketing, financial management and stock control. Customer satisfaction and positive word-of-mouth recommendations will be essential for establishing a strong local reputation.
The next stage of growth is to obtain recognised teaching qualifications that will enable me to deliver professional manicure and pedicure training courses. Once qualified, I will organise intensive five- and six-day courses in rented venues across different towns and cities. This mobile training model will allow students to attend courses closer to where they live, reducing travel costs and making training more accessible. The cost of hiring each venue will be included in the course fee, allowing students to pay one all-inclusive price.
To support continued business growth, I also plan to create and market a range of personalised nail care products featuring my own company logo. The product range may include cuticle oils, hand creams, manicure and pedicure kits, nail files, buffers, cuticle pushers, nail brushes, gift vouchers and aftercare products. These branded products will be sold to salon clients, training students and through social media platforms, creating an additional source of income while strengthening the company’s brand identity and customer loyalty.
As the business continues to expand, I intend to invest in a professional website with an online booking system, increase my presence on social media platforms such as Instagram, Facebook and TikTok, and build partnerships with beauty suppliers and local businesses. In the longer term, I aim to introduce advanced nail courses, employ additional qualified educators and potentially establish a dedicated nail training academy. By combining salon services, professional education and branded retail products, the business will benefit from multiple income streams, improved financial stability and sustainable long-term growth within the UK beauty industry.

9a. Business Growth Strategy Timeline
Timeframe Business Objective Expected Outcome
Year 1 -Operate as a sole trader from a dedicated home salon, build a loyal customer base, develop social media presence, and provide high-quality manicure and pedicure services. Establish a strong local reputation, increase repeat customers and generate stable monthly income.
Year 2- Obtain recognised teaching qualifications and begin delivering 5–6 day manicure and pedicure courses in rented venues across different locations. Venue hire costs will be included in the course fee. Expand the business into professional education and attract students from different areas without requiring them to travel long distances.
Year 3 -Launch a personalised range of nail care products featuring the company logo, including cuticle oils, hand creams, manicure kits, nail files, buffers, gift vouchers and aftercare products. Create an additional income stream, strengthen brand recognition and improve customer loyalty.
Year 4–5 -Expand the number of training locations, introduce advanced nail courses, develop a professional website with online booking and e-commerce, and consider employing additional qualified educators. Increase profitability, establish a recognised beauty training brand and continue sustainable business growth.

9b. Figure 1: Business Growth Timeline

Year 1
│
├── Build client base
├── Home-based salon
├── Social media marketing
│
▼
Year 2
│
├── Gain teaching qualification
├── Deliver mobile nail courses
├── Hire venues
│
▼
Year 3
│
├── Launch branded products
├── Sell manicure kits
├── Increase online sales
│
▼
Year 4–5
│
├── Expand training locations
├── Employ additional educators
└── Develop a recognised nail academy



10. Conclusion
This business is based on professionalism, hygiene, accessibility and continuous learning. By combining salon services with education, it offers a sustainable model with opportunities for long-term growth while meeting the needs of both clients and aspiring nail technicians.
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