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1.Business Idea 
Fresh Cut Barbers is a modern barber shop that offers good quality haircuts, grooming and styling for people of all ages. The shop is in a busy area, so it easy for customers to find and visit. This helps bring in both new and regular customers. The shop provides different services such as haircuts, beard trims, shaves and hair styling. The barbers are trained and skilled and the fallow the latest trends to make sure customer =s get a style they like. They also listen carefully to what each customer wants. Fresh Cut Barbers also offers a mobile service. This means the barbers can travel to customers’ homes pt other places. This helpful for people who are busy, elderly or prefer to stay at home. The business wants to be more than just a place for haircuts. It aims to be a friendly and welcoming place where people feel comfortable and respected. Customer can relax, talk and enjoy their time while getting a service. The shop is clean, modern and well-organised. All tools and equipment are kept clean to make sure it is safe and hygienic for customers. Customer service is very important at Fresh Cut Barbers. The staff are friendly and helpful and the make sure every customer has good experience. The business may also offer booking options and reward for loyal customers. Overall, Fresh Cut Barbers focuses on good service, convenience and making customers feel welcome. The goal is to build a strong reputation and keep customers coming back. 
2.Products and Services 
Fresh Cut Barbers offers a variety of grooming services tailored to meet the needs of a diverse customer base. The core service is professional haircuts that are personalized for each client, accommodating different styles and age groups. Beard trimming, sharping, and grooming are provided to ensure customers maintain a polished and stylish appearance. Hair washing, conditioning, and styling services enhance the overall customer experience. To reach clients who may be unable to visit the shop, Fresh Cut Barbers offers a mobile barbering service as in the shop. This service. Skilled barbers travel to clients’ homes, delivering the same high-quality services as in the shop. This service is especially beneficial foe busy professionals, parents with young children, and elderly customers, offering convenience and comfort. In addition to services, Fresh Cut Barbers sells hair and grooming products such as shampoos, conditioners, styling gels. Seasonal promotions, loyalty programs, and special packages for regular clients are also planned to encourage repeat visits and strengthen loyalty. 
3.Business Objectives 
Short-term objectives (0-2 years) in the first two years, Fresh Cut Barbers aims to successfully open and run both the barber shop and the mobile barber service. The business will focus on attracting customers by offering good quality haircuts and excellent customer service. It will work on building a loyal customer base by making sure customer are happy and want to come back again. Another important goal is to make enough money to cover cost and become profitable within the first year. The business will also focus on building a good reputation in the local area by getting positive reviews, word-of-mouth recommendations and strong customer relationships. Marketing methods such as social media, promotions and special offers will be used to increase awareness and bring in more customers. Fresh Cut Barbers will also aim to improve its services by listening to customer feedback and making changes where needed. Creating a clean, friendly and professional environment will be a key priority during this stage. 
Long-term objectives (3-5 years) over the next three to five years, Fresh Cut Barbers plans to grow and expand the business. One main goal is to increase the mobile barber service by reaching more customers in different areas and possibly hiring more barbers to meet demand. The business also aims to open a second shop in another location to grow its presence and attract more customers. Building a strong and recognised brand is another important goal, so that people know and trust Fresh Cut Barbers for quality grooming services. In addition, the business plans to introduce premium services such as luxury grooming, advanced styling and high-quality grooming products for sale. This will help increase income and improve the overall customer experience. The business also want to create partnership with other local businesses, such as gyms, clothing stores or event companies. These partnerships can help with marketing, promotion and reaching new customers. Overall, the long-term goal is to grow the business, increase profits and become a well-known and trusted barber brand in the community. 
4.Unique Selling Point (USP)
Fresh Cut Barbers unique selling point (USP) is its combination of high-quality service, convenience and strong focus on customer needs. Unlike many other barber shops, Fresh Cut Barbers offers a mobile barbering service. This allows customers to get professional haircuts in their own homes or at a place that suits them, which makes the service more flexible and convenient. The mobile service helps the business reach more types of customers. For example, busy business people who do not have time to visit a shop, football players and athletes who need regular grooming and other people with tight schedules can all benefit from this service. It also helps reach customers who prefer privacy ot comfort, such as elderly people or parents with young children. By offering both in-shop and mobile service , Fresh Cut Barbers can build a large customer base and increase its income. The business also focused in affordable prices, modern and stylish haircuts and excellent customer service. This makes customers feel valued and more likely to return. Overall this mix of quality, convenience and the ability to reach more customers in different situations helps Fresh Cur Barbers stand out from competitors and grow successfully in a competitive market. 
5.Business Environment & Competitor Analysis 

5.1 PESTEL Analysis 
Political factors: 
In the UK, the government supports small businesses through grants, funding programmes and business advice services (Department for Business and Trade, 2023). This creates opportunities for new businesses like Fresh Cut Barbers to grow and develop. However, there are also challenges such as taxes, business rates and government regulations that the business must fallow. Changes in government policies can also affect how the business operates. 
Economic factors: 
The state of the economy has a direct impact on customer spending. When the economy is strong, people are more likely to spend money on grooming and personal care services. However, during times of economic uncertainty or inflation, customers may reduce spending on non-essential services like haircuts (ONS,2023). Cost such as rent, equipment and wages can also increase, which can affect profits. 
Social factors:
Social trends play an important role in the barbering industry. There is a grooming focus on personal appearance, self-care and fashion, especially among younger generations. Social media platforms like Instagram and TikTok influence hairstyle trends and increase demand for modern and stylish haircuts (Statista, 2023). This creates opportunities for Fresh Cut Barbers to attract more customers by offering trendy style and sharing content online. 
Technological factors: 
Technology helps improve hoe business operates. Online booking systems, digital payments and social media marketing make it easier to attract and manage customers. Fresh Cut Barbers can use these tools to save time, improve customer experience and promote services (McKinsey & Company, 2022). Technology also support the mobile barber service by allowing easy communication and scheduling. 
Environmental factors: 
There is increasing awareness of environmental issues and customer becoming more interested in eco-friendly businesses. Fresh Cut Barbers can respond by using sustainable products, reducing waste and saving energy. This can improve the business image and attract environmentally conscious customers (Deloitte, 2023). 
Legal factors:
Fresh Cut Barbers must fallow UK laws and regulations. This includes health and safety rules, hygiene standards, employment laws and insurance requirements. For mobile service, it is especially important to ensure safe work practices when visiting customers homes (HSE, 2024). Fallowing these laws helps reduce risk and protect both the business and its customers. 
5.2 SWOT Analysis 
The SWOT analysis examines the internal strength and weaknesses of Fresh Cut Barbers, as well as the external opportunities and threats that may affect the business. 
Strength:
Fresh Cut Barbers has several strength that support its success. One key strength is the regular demand for haircuts and grooming services, as these services are needed confidently throughout the year. The business offers both in-shop and mobile service, which increases convenience and helps it stand out from competitors. This allows the business to reach a wider range of customers, including busy professional and people who prefer services at home. Providing high-quality service and modern styles helps build customer loyalty and satisfaction. In addition, selling grooming products such as hair and beard care items can increase revenue and improve the customer experience (Mintel,2023). 
Weaknesses:
The business also has some weaknesses. There is strong competition from many barber shops, which makes it harder to attract and retain customers. The business may rely on a small team, which can limit how many clients can be served, especially during busy periods. Mobile service can create challenges such as travel time, fuel cost and manging appointments efficiently. These factors can reduce productivity and increase expenses. Also, marketing and attracting new customers requires ongoing effort, especially through digital platforms (Kotler et al., 2022). 
Opportunities:
There are many opportunities for growth. Fresh Cut Barber can expand its mobile services to reach more customers in different locations. Social media can be used to promote the business, share hairstyle trends and attract new clients, particularly younger audiences (Chaffey,2022). The business can also introduce premium grooming services and packages to increase profits. Partnering with local businesses, such as gyms or fashion stores, can help increase visibility and attract new customers. In addition, the growing trend of personal grooming and self-care creates more demand for barber services (PwC,2023).
Threats: 
There are also threats that could affect the business. Competitors may offer lower prices, which can attract customers away. Rising costs such as rent, equipment and fuel can reduce profits. Economic conditions, such as inflation, may lead customers to spend less on non-essential services like grooming (Bank of England,2024). Negative online review can also damage the business reputation quickly, as many customers rely on online feedback before choosing a service. To reduce these risks, the business must focus on maintaining high quality service, customer satisfaction and strong marketing strategies (CIPD, 2023).


6. Marketing, 4Ps and Marketing Segmentation 
6.1 Marketing Segmentation and Target Customers 
Marketing segmentation helps the business identify specific groups of customers to target (Kotler et al., 2022).  Fresh Cut Barber focuses on men and boys across various age groups, including students, professionals and parents. Busy individuals who value convenience are a key segment due to the mobile services. Customers who are trend-conscious and socially active are targeted though social media campaigns. 
Segmentation is based on demographics (age, gender, occupation), behaviour (frequency of haircuts and service preferences) and lifestyle factors (preference for convenience, style-conscious and socially engaged). Understanding these segments allows the business to tailor services, pricing and marketing strategies to meet the specific needs of each group effectively. 

6.2 Marketing Mix (4Ps)
Product: Fresh cut Barbers provides high-quality grooming services, including haircuts, beard grooming, hair styling and mobile barber services. Retail products such as hair care items complement the services, enhancing the overall client experience. 
Price: The pricing strategy balances affordability with the value of high-quality services. Mobile services are priced slightly higher to account for travel and convenience. Special packages and loyalty programs provide additional value, encouraging repeat business.
Place: the business operates from physical shop in a busy urban location with high foot traffic, ensuring easy access. The mobile service extends reach by bringing professional grooming directly to client’s homes, increasing flexibility and convenience.
Promotion: Promotional strategies include social media marketing on Instagram and TikTok, showcasing haircut styles and transformations to attract attention. Online booking simplifies the customer journey. Loyalty programs, seasonal promotions and local advertising enhance visibility and retention. Word-of mouth recommendations from satisfied customers further strengthen brand reputation.
6.3 Online Marketing Strategies
Online marketing is vital for both attracting and retaining customers. Social media platforms allow visual representation of services and styles, engaging customer effectively (Chaffey, 2022).  Online boking system streamline scheduling, while sharing testimonials and reviews builds trust. Paid online advertising can target specific demographics, increasing reach. Mobile service promotions highlight convenience, appealing to time-sensitive clients.
7. Legal, management, and financial planning 
Key legal definitions (UK context)
In UK businesses must fallow certain legal rules depending on their structure. A sole trader is a business owned by one person who is responsible for all decisions, profits and debs (GOV.UK,2024). A limited company is separate legal entity, meaning the business is separate from the owner and this gives financial protection if the business faces losses (Companies House,2023). Businesses must also fallow laws related to health and safety, hygiene, employment and insurance, especially in service-based industries like barbering. These legal requirements help protect both the business and its customers (GOV.UK,2024). 
Legal Structure:
Fresh Cut Barber is set up as a sole trader. This makes the business simple to manage because the owner has full control over decisions and daily operation. It also means the owner keeps all the profits. However, the owner is personally responsible for any debts or financial risks. As the business grows, changing to a limited company may be a good option. This would provide more financial security and make it easier to expand the business and build a stronger brand in the future. 
Organisational Structure 
Fresh Cut Barbers has a simple organisational structure. The owner is also the head barber and is responsible for managing and providing services to customers. Assistant barbers mat be employed to help serve more clients, especially during busy times. In the future the business may also include support staff such as a receptionist to mange bookings, answer calls and improve customer service. Each role is clearly defined to make sure the business runs smoothly, work is organised and customers receive a high-quality experience. 
Financial Planning 
Fresh Cut Barbers requires an estimated star-up cost of £28,000. This includes rent (£10,000), equipment (£8,000), interior setup (£5,000), marketing (£2,000) and other expenses (£3,000), these costs are needed to create a professional and well-equipped barber shop. The business can be funded through personal savings, bank loans or financial help from family. To become profitable, the business must serve enough customers each day (Burn,2023). For example, serving around 10-15 customers daily, including higher-priced mobile services, can help ensure that income is greater than expenses. Managing costs carefully is very important, especially for mobile services where travel time and fuel cost must be controlled. The business should also keep track of income and expenses regularly to make sure it stays financially stable. Risk management is also important for long-term success the business can reduce risks by maintaining high service quality, listening to customer feedback and improving services when needed. Using different marketing method, such as social media and local promotions, can also reduce the risk of relying on only one source of customers.
8. Conclusion 
Fresh Cut Barbers is a modern business that combines in-shop and mobile services to meet customer needs. It focuses on providing high-quality grooming in a convenient and friendly environment. The PESTEL and SWOT analysis show that the business has strong opportunities for growth, but it must also mange challenges such as competition and cost. By using effective marketing strategies careful financial planning and good management the business can grow successfully. With consistent service quality, strong customer relationships and efficient operations, Fresh Cut Barbers has the potential to achieve long-term success and expand into a large and well-known brand.
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