




Assignment Title: Task 1 Business plan, and reflection
 Certificate in Higher Education – Skills for the Workplace
Module: Managing Enterprise
Words count 1755
Module code: BMSW4011
Lecturer: Mel Squire
Student name: Ana -Ecaterina Pirvu
Student number: 2326148




Table of Contents
1.	Task 1: Business Plan	2
1.1	Business Proposition	2
1.2	Business Description	3
1.2.1	Aims and Objectives	3
1.2.2	Pros:	3
1.2.3	Cons:	4
1.3	Physical Location	4
1.4	Human Resource	4
1.5	Marketing activities and	5
1.6	Financial Plan	8
1.7	Risk Analysis	9
1.8	Personal Reflection (Kolb’s Reflection Model)	10
1.8.1	Concrete Experience	10
1.8.2	Reflective Observation	10
1.8.3	Abstract Conceptualization	11
1.8.4	Active Experimentation	11
2	References	12
3	Appendix: Questionnaire	14

[bookmark: _Toc180834788]

1. Task 1: Business Plan 

[bookmark: _Toc180834789]Business Proposition 
The name of the business is Ana-Belle-Cardiff in a beauty salon business nature context. In addition, the ownership of this business lies under sole proprietorship which provides the owner full authority to make instant decisions for business growth and opportunity. The significance of this business is that the structure is in synergy with the vision of offering more personalized services, and service to market requirements with efficiency.
[bookmark: _Toc180834790]Business Description 
Ana_Belle_Cardiff is a beauty salon specializing in services that make clients beautiful and confident. The salon offers facial and body treatments, manicures, nail services, hair care, and styling services, waxing, and makeover services (Ana-Belle-Cardiff, 2024). Moreover, all the treatments are served with consideration of providing clients with the best experience possible. With quality service and work tools and equipment, serves people who seek to feel relaxed and get a new look (Jocevski, 2020). By providing soft warm colors and cheerful music on their website, Ana_Belle_Cardiff ensures that clients get the relaxation they seek from the bustle of day-to-day city life.
The major selling point of Ana_Belle_Cardiff is that it offers a beauty retreat by elevating the music and warm-toned aesthetics of the company while delivering beauty treatments tailored to clients (Kwon et al., 2019).  The USP includes serenity in Every Service, Cardiff's Tranquil Beauty Escape, Elevating Beauty, Enhancing Calm, and Personalized Luxury every Visit.
[bookmark: _Toc180834791]Aims and Objectives 
Ana_Belle_Cardiff is set to become the number one beauty salon body in Cardiff with focus of providing superior beauty services offered by knowledgeable beauticians in serene surrounding. 
· To launch an online store for beauty products for more diversification of income and ensure it earns not less than 15% of the center’s revenue in the first year.
· To raise repeat customer visits by 20% within the next 6 months mainly with added credibility and certain levels of diner satisfaction.
· To launch an online store of beauty products and reach at least 15% of revenue from the online store in the first year.
[bookmark: _Toc180834792]Pros:
· Autonomy of the business organization in its operations.
· Direct claim to all profits.
· Easy and cheap to manage.
· Independent working style in which a worker does not need approvals to make changes in operating procedures.
[bookmark: _Toc180834793]Cons:
· Inability to enjoy limited personal liability because the business risks are managed by the owners.
· Resource constraints for instance capital and funding.
· Earnings depend strictly on the owner’s contribution, which is one of the main peculiarities of business.
· More difficult to scale, especially when you have no external collaborators or shareholders.
[bookmark: _Toc180834794]Physical Location 
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[bookmark: _Toc180834795]Human Resource 
The recruitment method of the salon is to target only experienced people who are residents of Cardiff or nearby places, which can help in building up a local talent presence. The staffing plan is to have 5-7 employees including beauticians, hair stylists, nail technicians, and a receptionist. (Mehrotra and Jaladi, 2022). The team will include a salon manager and the beauticians who operate shears, showers, and general body wash persons at the salon, clients, and telephone operators. All staff will receive certain specialized training programs manner as Dermalogica Skincare Training, NVQ Level 3 in Beauty Therapy, Advanced Nail Technician course, etc., to update them with existing reform in this sector (Butler and Szromek, 2019). This means that this focus on continued professional development guarantees the client's quality services.
[bookmark: _Toc180834796]Marketing activities and 
Special Promotions: Special offers like the first five customers get a 30% discount to draw in the first customers. Additionally, Digital Marketing and Online advertising through Facebook and Instagram (Key et al., 2020). In addition, a Website is an easy way to navigate the site with information on service offerings and availability of bookings in advance besides a beauty products store. Target Market is considered as largely, female targets within the 18 to 45 age-age bracket within the Cardiff city who are in the hunt for the best beauty solutions.
Market Research 
This research adopts a quantitative method using the deductive approach with a survey questionnaire in which around 50 participants have been elected to participate in this report. 
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The above-mentioned graph represents the product proposition is stands out with its market competitive. In the findings, 26% agree, 18% disagree   20% strongly agree, and 20% neutral as they have any ambiguity in understanding the above statement. This shows that the audience has a positive brand position for the new business.  
[image: ]
The above-mentioned graph demonstrates that the higher ratio is 44% strongly agree, 24% agree, 6% neutral and 26% disagree with the above statement. Significantly, the response rate reflects that promotional strategies digital and traditional both highly influence on purchase intention of consumers (Evans, 2022). 
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The graph represents the response rate 54% strongly agree, 22% agree, 10% neutral, and rarely disagree with the above statement. According to the findings, the impact-providing strategy of the products of Ana Beauty Salon has a significant impact on the purchasing power of consumers. 
[image: ]
The graph reflects the purchasing decision of Ana brand saloon again. The response rate shows that 50% strongly agree, 22% disagree, 8% neutral, and 20% agree with the above statement. This increases the ratio of sportive online comments and recommendations to other audiences which enhances the brand visibility (Beausoleil, 2022). 
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The graph demonstrates that around 50% go for online comments and recommendations before purchasing the product from this brand. In contrast, 34% show that the quality of the product influences them to purchase. Significantly, 16% for affordable prices which enhances their purchase intention. 
[image: ]
The response rate reflects 52% strongly agreeing to pay more for additional services and new features in the Ana business. Significantly, 20% agree, 10% neutral and 18% disagree. 
[bookmark: _Toc180834797]Financial Plan 
	Financial Resource
	Details

	Startup Costs
	

	Initial Setup
	£20,000

	Monthly Operating Expenses
	£7,000

	Cost Breakdown
	

	Rent
	£2,000

	Staff Salaries
	£3,000

	Beauty Products
	£1,500

	Equipment
	£500

	Utilities
	£500

	Marketing
	£500

	Sources of Finance
	

	Personal Savings
	£5,000

	Small Business Loan
	£10,000

	Government
	£5,000

	Revenue Projections
	

	Cash Flow Forecast
	12-month projection

	 Revenue Growth
	Focus on website sales and special offers

	Profitability Expectation
	Expected by Month 6

	Budgeting Strategy
	Strict budgeting for sustainability



[bookmark: _Toc180834798]Risk Analysis 
	Risk
	Description
	Likelihood
	Impact
	Mitigation Strategy

	Competition from Established Salons
	Many salons in Cardiff with loyal customer bases.
	High
	High
	Focus on unique customer experience, tranquil ambiance, and personalized treatments.

	Economic Downturn
	Potential decrease in disposable income affecting luxury services.
	Medium
	High
	Diversify services and offer promotions to attract budget-conscious clients.

	Regulatory Changes
	Changes in beauty industry regulations affecting operations.
	Low
	Medium
	Stay updated on regulations and adapt services accordingly.

	Staff Turnover
	Loss of skilled staff impacting service quality.
	Medium
	High
	Implement competitive salaries, training, and a positive work culture to retain staff.

	Supply Chain Disruptions
	Delays or shortages in beauty products and equipment.
	Medium
	Medium
	Establish relationships with multiple suppliers to ensure product availability.


Summarizing the main areas to overcome the challenges the salons can highly focus on their unique selling points and enhance customer experience through personalized treatment which increases the quality and credibility of the services (Ahl and Marlow, 2021).
[bookmark: _Toc180834799]Personal Reflection (Kolb’s Reflection Model)
[bookmark: _Toc180834800]Concrete Experience
Developing a business proposal for Ana_Belle_Cardiff was very enlightening and enabled me to learn more about entrepreneurship and business management. Park, (2021), the salon's services which include face and body treatments, manicures, hair care, and make pushed me to explore the domain of customer experience and services. Kampani and Jhamb, (2021), When implementing the plan, I got to know about very important facets such as market analysis, business forecasting, and human resource management. Among the positions, the description of which I particularly liked, was the creation of a relaxing atmosphere for the customers: choosing the color to be used in the salon, as well as the music.
[bookmark: _Toc180834801]Reflective Observation
In this journey of learning, probably the two most important areas of new business skills for me were market investigation and matters to do with finance (Morgan, 2022). I got to understand how to evaluate the market trends, and the customers' needs and incline this information to adjust the business plan. Moreover, constructing the 12-month cash flow projection was also essential for me to grasp financial management and revenue predictability. The other notable improvement area was human resources where I found out how to predict staffing requirements, positions, and training to deliver services to our clients.
Considering my entrepreneurial strengths, I noticed that creativity and customer perspective are my powerful guns. I will highlight these skills while developing Ana_Belle_Cardiff’s unique selling proposition (USP) which is founded on competent beauty treatments that will make customers relax in a luxurious environment after escaping the pressure in the UK (Szromek, 2021). I paid much attention to business organization as well as the way the consumers’ needs and wants are met in the process of developing my business, which is reflected in the business plan I presented customer satisfaction is a priority, as are the financial profits.
[bookmark: _Toc180834802]Abstract Conceptualization
The major problem that will be facing this business will be the challenge of proper management of cash for the initial period of the business (Morris, 2020). Furthermore, branding the salon to avoid convergence with the other salons in the beauty salon market will also be challenging and will need constant promotion (Szromek and Wybrańczyk, 2019). Moreover, several risks also might come with the task of making sure the salon branding looks good while at the same time having a branding that conveys the image of the salon as a place where people could find solace from their busy lives. The other possible disadvantage is recruiting and training of the intended employees. There is always the challenge of searching for talented beauty specialists fully committed to the beauty goals of Ana_Belle_Cardiff and willing to provide excellent customer service.  Therefore, initial orientation and further education will be essential to retaining the quality of the salon.
[bookmark: _Toc180834803]Active Experimentation
I will have to improve the risk management plan in order to solve the problem of cash flow as the salon owner should create the financial cushion for less productive months and might expand the services offered by the salon to attract more clients during the winter months (Aldrich et al., 2023). I will also look at online marketing and local affiliations to guarantee effective marketing of the brand and create a faithful customer base.
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image5.png
Would you consider purchasing this product again in the future?

50 responses

@ Strongly disagree
@ Disagree

® Neutral

@ Agree

@ strongly Agree
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What factors influenced your decision to buy this product?

50 responses

@ Prices.
@ Qualty
® Oniine Comment (Recommendation)
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Would you be willing to pay more for additional features or benefits?

50 responses

@ Strongly disagree
@ Disagree

® Neutral

@ Agree

@ strongly Agree
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Do you think the product proposition is unique and stands out in the market?

50 responses

@ strongly disagree
@ Disagree

® Neutral

@ Agree

@ Strongly Agree
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Does the promotional activities (flyers, social media) are innovative and

appealing while doing purchasing?

50 responses

@ Strongly disagree
@ Disagree

® Neutral

@ Agree

@ strongly Agres
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Do you feel the price of the product is fair for the value it provides?

50 responses

@ strongly disagree
@ Disagree

® Neutral

@ Agree

@ Strongly Agree




