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[bookmark: _Toc456901515][bookmark: _Toc511311653]1. Identify your personal skills-set and knowledge contribution towards the project and general employability skills you have learned or developed during this project?



Introduction 
[bookmark: _GoBack]
“…teams typically outperform individuals when the tasks being completed require multiple skills, judgement and experience.”
S P Robbins (1994)

This reflective assignment will aim to look at my personal skill-set, and how I contributed towards the business plan and presentation. I also want to focus on what employability skills I have learned during the business plan and what employability skills I already had, that helped us with the assignment. I will also be reflecting on what changes I could have made to help better the work that was submitted and what entrepreneurial skills were explored whilst creating the business plan. I will be using the Gibbs Reflective Cycle (1988). I used reflection not only at the end of my presentation, but all of the way through.
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If I have learnt anything about myself during this assignment, it is that team work is not a strength I possess and is something I need to focus on. I enjoy working with people, and enjoy the social interaction, however I can get very frustrated leaving tasks for other team members to complete. I do believe that there is always a motivator in the team, who other members will go to and ask questions. However, I find this can be slightly unfair as this team member will often spend most of his/her time helping others, which in turn can make their work suffer. In a team, you might be very lucky and have a good mix of people, however there is often somebody who will be happy for everybody else to complete the work. 
Research has taken place over the years looking at teams, one of the main studies was conducted by Meredith Belbin (1970) over a nine-year period. The research showed, that the success of the team was often more to do with the behaviour than the intellect of the teams. Belbin (1970), during his research started to see different behaviours emerge, which were seen as contributors, these were then defined as “team roles”. There were nine team roles found from their studies, these roles had a significant impact on the way that a team performed and it was soon noticed that a team with a good mix of the roles outperformed other teams that did not have an even balance.

When we were originally told about the assignment we were told to choose our own teams amongst ourselves. We had completed another presentation earlier in the academic year, so we decided that we would stick to this group as we worked well together. It then became apparent that the teams were going to be chosen for us. This then caused slight panic. I had heard other groups had not worked so well together and did not want it to affect my result. Also, we had started a group chat and come up with an idea earlier in the year. It was unfortunate that the business plan was a venture that one of my group members brother was thinking of opening in the next couple of years and this plan was aimed to help him. This meant that as this group member was no longer in my team, we no longer had a plan. I did explain to our lecturer that I thought this should not have happened, the answer that was given was very reasonable. When we were originally told we could choose our teams, we had a different tutor, the tutor was changed half way through the academic year and the stance of the new tutor was that the teams would be delegated by him. At this point, I reflected on my employment and realised that this degree is called Skills for the Workplace, and not only are the assignments there to give us the tools and skills but challenges such as this one. I know at this point I was thinking reflectively, as I was comparing this experience to another I have had in the past. 

During my last employment, the manager who I had worked with for over sixteen years was changed, everybody was fearful as we were used to his management styles. The new manager came in and changed working practices, which looking back now was very much needed. He came in with a fresh pair of eyes and could see the problems that needed attention. In a matter of six months, most of the procedures that were put into place had changed. I then compared the experience of the new manger coming in to the workplace to the new tutor arriving and delegating groups instead of us choosing them.  I realised it was going to happen regardless of my thoughts and opinions, and rather than use my energy fretting about it, I needed to adapt and embrace the change.

I feel that reflection is a very powerful employability skill. As a leader or manager you should be able to reflect on events, and look at what you could have done better, or what went wrong. It is not always negative, you might look back at something in a positive light and try to recreate that again. Since I have embarked on this course I find myself reflecting a lot more. I tend to sway more to the Gibbs Reflective Cycle (1988) as this is a straightforward one, and tends to be the way that I would look at things.

The residential weekend away was the start of the business plan. I went along a little bit disappointed that out of my group of four, only two of us could attend. Looking back at this residential weekend, even though I did not stay the whole time, I felt that it did not really help my learning. It was apparent that for many of the students this was a chance to let their hair down, and this is not why I went. I returned back from the weekend with no more knowledge gained than what I went with. However, we did decide what our business plan would be during the residential weekend. 

On my return from the residential weekend I set up a WhatsApp group called Business Plan and added in the other three members.  This group is where we did most of our planning and discussing. I believe that I do have very good communication skills. I know that communication is vital for anything to succeed. This is an employability skill that I already have, I know that I communicate well with others and can make people feel at ease. I will always listen to other team members ideas, and take on board anything that is offered. 

Communication is vital within the workplace. Harris (2011), looks at communication using five steps. These steps have the anagram SOLAR. The steps are to Stop, this should be your chance to think about the task at hand, next you should Observe, think of the facts you have been given before you start make any decisions. Listen, if you do not listen then you will not hear. When working in a team it is important to listen to the other members of your group. Adjust, this is a chance almost to reflect upon what you have done. You can ask such questions as “Have I answered the question?” Is this what they are asking from me?”. Then lastly you respond. It does not have to be oral communication but any form of communication, however the preparation and thinking he believes is the most important, the speaking is just the delivery. 

During our meeting it was decided that we would split the business plan into sections. This involved delegation, which is a very important employability skill. Delegation is giving accountability to each member of the team. It is choosing members of the team based on his/her skill set. We decided between us what sections of the business plan we should research and write about. It was then discussed that we would make sure we were all kept up to date where we were at each stage. This involved sending our work  to each other so we could all familiarise ourselves with other team members work.

The team leader role was given to one of the other team members. I did find that this was detrimental to the business plan, as when all of the information was completed by each team member it was the team leader’s role to put it all together and send it over to our lecturer and via Turnitin . I would have liked to have read this before it was submitted. On reflection I felt that we should not really have had a team leader. This put pressure on the team leader at the end. There were problems submitting the document, and luckily because we had the WhatsApp group set up for, I was able to re-send the business plan over to the lecturer in time.
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Reflect upon the business and entrepreneurial skills you have explored whilst creating the business plan.

In 2014, I started my own very small business making candles. I thoroughly enjoyed this to begin with and would look forward to making them, attending the vintage markets and the whole excitement of doing something for myself. This soon grew tiresome. Starting a new business is not easy it takes a lot of dedication, and most importantly a structured plan. Like myself too many small businesses start out on a whim, without any real idea just how hard your own business can be. Without a plan and before you know it you feel overwhelmed just by how much work it all takes. Working on this business plan, has definitely given me a better idea of what is involved. Just like the communication with Guy Harris (2011) you have to prepare and plan. Looking at SOLAR, this could be applied to starting your own business and not just communication.

Entrepreneurial skills are not too different to employability skills, you would still need all basic skills such as, communication, decision making, leadership and time management. If you were running your own business and had employees, all of the above skills would still need to utilised, however the difference with having your own business is that any decision you make is ultimately affecting you directly.  The main skill is ambition. I do believe I have ambition and would like to step up the career ladder, but the entrepreneurial skill I lack is risk taking. The business plan we created (appendix 1), was a risk. In the first part, we had practically made our money back but as we ventured more into the business then the risks became greater.  As an entrepreneur you also need to be constantly learning. If the business is a new idea, you will not have all of the answers and will have to research and find out. Gartner (2004) questions what makes some entrepreneurial succeed and others fail? He looks at the type of people, and are there any similarities between somebody that opens a restaurant or somebody that starts a construction company, are the key components of the business the same? 
During the business plan, I thought a lot about what makes a business successful. As well as having determination, you need money to start. A good example of a business failing even when the business owner has a lot of money is the recent fallout of Jamie Oliver’s restaurant empire. The business could not be saved, or was it worth saving? Jamie Oliver had money but you have to look at the long term and sometimes question is a business worth saving. 
Creativity is another skill looked at. The business plan was all to do with aesthetics, a lot of this involves creative skills and also confidence. The business would not succeed if the owner did not have confidence in their own abilities, the confidence to train and learn something new but also being able to sell yourself when there are so many competitors around. 
The last entrepreneurial skill I learnt, is perseverance. This skill is essential. A business is going to suffer losses, receive bad reviews. The business owner must look at this as a learning curve. They should reflect on this and use the bad experiences to make changes to their business for the better. When you give up is the only time you will fail. 

This assignment was personally one of my favourites. I learnt a lot about myself, but also read a lot of material which has made me realise that if you want something to succeed it really is down to you. I understand that money does play an important part, but so does your determination. How determined are you for this business to succeed? It is about your personal time, and some new business owners work for seven days a week for years when they first start out, to make their business successful. I do know that starting my own business is something that I wish to embark on. 
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This is a business presentation plan 2019 from:   

Dorrel Davies 

Carol Turnell 

Debra Wheel-Harris 

Claire Hazel-Evans 
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This is an executive summary of the business plan. This is an up to date new and exciting service that will be offered at a fair reasonable price to consumers in the surrounding area.  An in-depth market research has been conducted from using a 30-mile radius as an example and have subsequently found that there a vast interest in the service we have to offer. 

Cozmetic skin clinic currently offers teeth whitening service that is long awaited in this close and surrounding community. There are no others currently operating in the area that offers such a personal experience in a calm and friendly environment with competitive prices. There are a vast array of products and aftercare available for supply and demand and interest in the service is very exciting. 

Cozmetic skin clinic is operated from a warm and friendly homely establishment and follows all required high standards with regards to health and safety guidelines for example cleanliness, sterilisation storage and e correct required temperature comfort and in-depth aftercare advice.  

Teeth whitening is currently in great demand and process considerably lower than dental practices as the business is run from home.  There will be no extra overheads therefore process can be kept to a minimum. There is a plan in place to expand the business very quickly with extending the range of products and services offered in the immediate future where new and exciting ideas will be tried and tested.  

Opening times of the business will not be like your typical 9-5 the new business opening will introduce also evening and weekends on selected days. which will allow a more widespread of appointments time slots to suit all.

Most of the money invested so far has been for purchasing invested into the business for stock equipment and has been kept to a bare minimum as there has been no need to find alternative independent premises. Marketing has also been at minimised cost thanks to social media of Facebook and Instagram and word of mouth. 


Overview: 

This investment is for a whitening business which will  starting off as a sole trader to begin with and expand by introducing more beauty and aesthetics treatments in the future with the profit made from the  profit of the starting business   The opening times of the salon would not be in line with the standard Monday to Friday working pattern and offer a widely range of evening and weekends which would cater more for shift patterns this will accommodate for a wider range of customers. 
This business is a dream of mine growing up and now this is my opportunity to put into practice. 
  
With over 3000 friends on social media who are all local to me and the feedback I had, and they had no issue with paying an upfront cost prior to sit.  

Starting up cost will be £3000 and to be paid back in a years’ time taking into consideration of the upfront cost of service.   and then the profit from there on will be to expand the business with the profit made from teeth to introduce new services buy listening what the customers wants. 

The future would be to be qualified in teaching with the goal of open a trading academy by 2012







MARKET AND COMPETITORS

1. Market Overview, Size and Trends
It is important to carry out research into the market competitors.  This can help us discover whether the market is in growth or decline.  We carried out market research into teeth whitening.  This was done via a current Facebook page, which was adapted to a business page.  The question was put to friends of the page and asked if they would be interested in having their teeth whitened.  This would be done as a mobile service and the therapist would come to their home at a time of their choice.  There was an overwhelming response to this.  It was then decided to take a 50% deposit off the clients as this would pay for the course and the equipment that was needed.

From the market research we have done, it is evident that the teeth whitening market is in growth.  There are many dentists that are local to our business that offers this service, but there aren’t many beauty therapists who are able to do this procedure.  When this service was first available, it was only offered by a regulated dental professional in a dental practice.  Now more beauty therapists are undertaking the necessary training courses and offering this service.  It is still only available to clients over 18.

Target Markets

1. PESTLE
Political Factors – Legal/regulatory changes governing certain treatments i.e. certain aesthetic changes. Consent forms for patients having treatments. Patch testing. Client Confidentiality.

Economic Factors – Changes in the economy i.e. Brexit could impact on client’s disposable income, one of the first things that people give up is luxury spending.  By keeping prices as competitive as you can this may be more resistant to economic factors.

Social Factors – Fashion changes could make certain treatments socially less acceptable i.e. face fillers are fashionable now, but a more natural look may be preferable in the future.

Technological Factors – Brands can sell their products online, so people can buy their own waxing products to do themselves. 

Legal Factors – Legislation requirements are essential for certain treatments, especially aesthetics and teeth whitening. Storage of sharps.

Economic Factors – The beauty industry is trying to be greener.  Also, the use and disposal of any chemicals used would come under this legislation.


1. [bookmark: _Toc518914978]SWOT

Strengths – Already have a client base asking what treatments are on offer.  Very up to date with all the latest trends in treatments and procedures offered.  Built up a client list based on efficiency, confidentiality and trust. Good customer experience.  A niche market when it comes to various procedures.  

Weaknesses – Have high expectations, want to offer the best treatments available.  Just one therapist so limited appointments.  Limited self-funding.

Opportunities – To expand the business via the Facebook group and the Instagram page.  To offer more aesthetic treatments such as fillers and face muscle relaxant injections and do the necessary courses and training to achieve this.  Staying well ahead and informed of new products and services. By offering flexible appointments i.e. evenings and weekends.

Threats – New competitors opening nearby.  Salons offering similar price packages.  Customers buying online products to do their own treatments. Well established businesses in the area.  Personal illness and injury





1. CUSTOMER/TARGET MARKETS
The beauty and aesthetics market are huge and is a rapidly expanding business.  People are far more aware of their looks and appearances since the increase in social media.  They strive to look like the people they follow on Instagram.  The “influencers” on social media are advertising beauty products and procedures and their followers look at this and want to emulate how they look.  Social Media has a lot to play in the increase in the market for beauty and aesthetic procedures.

When we asked potential clients  on our Facebook page if they were interested in having a teeth whitening procedure,  we also asked if there were any other treatments or procedures that they would like to have done, either in the comfort of their own home or by a therapist who has adapted their own home to offer a personal beauty service.  The response was from both male and female aged between 18 to 65. Clients wanted not just the normal beauty treatments such as nails, massage and facials, but were enquiring about more specific treatments such as laser hair removal, micro needling and jet plasma treatments.

Research was then done to look to see if anyone in our 30-mile radius offers this service.  If they did offer it, would it be in a salon where there are different therapist doing different treatments therefore offering a less personalized service and where the appointment times would be limited to their opening hours and not always on weekends and this was the case in many of the salons.

We could see that there was a niche in the market.  The next step was to look and price up the different courses available for us to start offering these services.  We have looked at prices that our competitors charge and as we have such minimal overheads due to the mobile service we were offering and then when we converted the room in the house into a salon, we are able to offer competitive prices to attract new clients. 

Competition

COMPETITOR ANALYSI

	Name
	Service Provided
	Cost
	Appointment

	
	
	

	Avenue Villa
	Teeth Whitening
	£350
	Mon-Fri 9-5

	my dentist
	Teeth Whitening
	£325
	Mon-Fri 9-5

	Warrant Davies
	Teeth Whitening
	£350
	Mon-Fri 9 - 5





For people to have this service they need to be registered with the dentist first.  If they aren’t registered yet, they recommend that you do this before you can have your treatment. They must be aged 18 and over to have this treatment. The plus side of this is that the procedure is carried out by a qualified dentist or hygienist who has all the training and knowledge about the teeth, but this will come at a cost to the patient.  Most dentists can charge much more because of this. Some people will pay the prices as there is the element of trust with a health professional. But the downside of this, apart from paying the high prices, is that patients can only have this service at their dental practice, and this comes with restricted appointment availability.  Most dental practices work Monday to Friday and open 9.00 a.m. to 5.00pm.  There is no flexibility in their appointment system. 

The competition for other beauty treatments and services in the area were also explored due to the demands for aesthetics and more advanced beauty treatments from clients.

There aren’t any other home salons in a 30-mile radius that offer advanced beauty treatments such as laser hair removal and jet plasma treatments that are registered with HIW (health inspectorate wales).  The competitors in this area of beauty are all salon or spa based.  They have larger overheads, which are reflective in their pricing. They also have many beauty therapists, which reduces the level of the personalized service you get when it is a business that has just one therapist.

	Name
	Treatment
	Cost
	Appointments

	Grove Skin Clinic
	Laser Hair Removal Full Leg 
	£145
	1 late night a week 

	1192 Clinic
	Laser Hair Removal Full Leg
	£208
	1 late night a week 

	Cool Light Laser Clinic
	Laser Hair Removal Full Leg
	£175
	No late appointments




As seen in the above table, there is a difference in the pricing for laser hair removal.  The advantage that we have from the above competitors is that we can offer flexible appointments.  Our research also shows that most of our clients work fulltime and want the flexibility of evening or weekend appointments which we can accommodate.



1.  SMART

Specific – look at a niche in the market for certain treatments whilst still providing the beauty treatments that clients request

Measurable - Set up a Facebook and Instagram page advertising treatments and offer incentives

Attainable - Keep up to date with all new treatments and qualify in aesthetic procedures, put out details of new procedures that will be available on social media pages

Relevant – Be flexible with appointments and prices. Offer competitions and money off vouchers to clients

Time-Sensitive - Look ahead 6-12 months and see how the business has progressed through increase of treatments available and see what new procedures we can o
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Sales and Marketing 
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4. Sales and Marketing Strategy

· Marketing Objectives

The objective of our business is to be a market leader in what we do. We have found a gap in the market so now need to take advantage of this to make our brand and business stand out from the rest.

Brand Engagement- We have used a name that stands out. Naming the business is as important as the services on offer. When naming the business, we carried out surveys, questionnaires and searched in our local area to make sure there were no other businesses with the same name. Networking is also a very good way to spread news about your business.

Customer Satisfaction- Customer satisfaction is imperative. This will in turn generate repeat customers, but also what will generate new customers. The aim is to offer high end services at lower prices and to make sure we are competing with services offered in our local area. To find out what customers want you must ask. This was done using surveys, asking questions and speaking to other competitors about what they offer. Also looking at other websites of similar business to find out what gaps they have. 

Improve product Quality- The beauty industry is moving so fast, so we need to keep up with all services being offered. If there is a new product or service being offered, we need to make sure that we can offer this at a competitive price. This needs to be done using quality products. We will be using brands that have positive feedback. We have also chosen brands that have high followers on social media and excellent customer satisfaction. 


Lead Generation- How will we generate new leads? This will be done through all platforms of social media. Post leaflets through doors in the local area, newspaper adverts, or advertise in the local Business magazines. Flash offers, for products that are new, to spread interest. Social media adverts will reach a far wider audience and we will make sure that photos are uploaded of treatments completed. 

Raise Revenue- The main goal of setting up a business is to make a profit. From the money that is made, the first £20,000 which can be made in 6-8 weeks. This is based on profit of £118 per treatment, 5 days a week, 8 hours per day. This profit on the teeth whitening alone will be used to buy more stock and other training courses to offer more services, advertise and make our brand a leading competitor. 


Marketing of innovative safe products- After extensive research apart from price, and results, time is a big factor. The products need to offer the best results with little or no downtime. Customers are busy and therefore everything needs to be fast paced. Products will be chosen. One of the products to be offered is going to be Jett Plasma, the device to be used is the only device on the market to be patented by Jett Medical. These products will be marketed to our customers as safe and fast with the best results at cheaper prices than other competitors.



Product Positioning
Using social media as a platform to showcase our product with real images of before and after pictures to showcase the effect.  We can offer various offers of incentive if you book another consultation on sit you can have 10% off your next appointment or as we are on social media to rave about sharing and liking our page this will enhance the viewing experience  and if we meet a certain amount of likes to offer half price treatment who ever is the 300 person to land on 300 likes.  
[bookmark: _Toc518914981]
Marketing
· Marketing Strategies

Website Design- The design of the website- Imagery, brand, usability, content. All of this has been thought of. The website which is just in the final stages of being designed. The first page has our name and logo. It will explain a bit about the therapist. There will be a list of services available. You will be able to book services which will link with our online appointment diary which will be used for all appointments booked. The website will have a link to all our social media pages & vice versa. Prices will be clearly marked. A list of leading websites in this field have been studied to get the best possible website, which is current, and aesthetically pleasing, but most of all easy to navigate around and simple to make purchases.

Traffic building- This business is all about looking good. Therefore, what better way to promote our business than having real life customers, blogging their treatments. With the customers consent, we can demonstrate all our services offered via all social media platforms and even on the website. These videos can then be shared, which will entice new clients. Technology needs to be utilised to its fullest potential. The business should be constantly posting messages, adverts, to keep customers engaged. Since there will be only one therapist so posts can update via an app called Ripple thus saving time. 


Conversion Analysis- This is just as important as the website and the services offered. The website hopefully will have a lot of traffic however this has to be turned from traffic into sales. The first idea is to have a pop up when you first enter site, asking for your e mail address, which will be used for marketing purposes and special offers. This will then send a link, valid for 7 days for 10% off your first booking. Another way is to send an e mail offering a flash extra 10% off if they have added a service into the basket but did not check out. 

Offline Integration- Online advertising is so important, but we also need to promote our business offline. There will be extra advertising during peak times, such as Valentines-day, Summer, the Christmas period. This will be a good time to use offline advertising also to complement the constant online advertising. This will be looked at as our business grows and expands. Prices have been looked into for local radio adverts for example to get our brand name familiar. Local Television adverts. Leaflets and flyers placed in businesses in the local area.
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· Target Market

There was a customer page set up on Facebook. This is how it all began. This was able to pinpoint what the customers wanted. There were six main questions asked to the group. 

1. Would you be interested in getting your teeth whitened for an amazing £120? 
2. How old are you?
3. Male or Female?
4. Where do you gather most of your information i.e. Social Media, news, television, newspaper etc. 
5. Are there any other services you would be interested in?
6. Where do you live?

This enabled us to have some idea of our target market audience. There was an advert set up on Facebook which allowed us to target that audience with upcoming offers.


· Pricing Strategy

The services provided for example the teeth whitening will be done at the therapist’s home to begin with. The option is there to also have it done in the comfort of your own home. The teeth whitening profit margin is so great that undercutting other businesses who had much larger overheads would not be a problem. Once the training is completed for the teeth whitening the amount to re stock is very small. It was made sure that any service we offered was undercutting any other competitor in the area by 20-30%, whilst keeping the service quality high. 
The pricing was decided by looking into local business in the area, who offered the same services.
The services lined up are services that are becoming increasingly popular and have very high profit margins.


· Budget and Timeline

The budget is the initial £3000 of savings that the therapist has. The initial money will be spent on the teeth whitening course, this money will be made back before any treatments take place  as the Facebook page was set up and 50% deposits were taken before the course and 60 clients are ready and waiting for the treatment. This will then enable the therapist to take the next course for the next service that she wishes to offer. Tailoring all her services to the needs of the customer. The timeline is 1 year.
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Management
[bookmark: _Toc518914984] I will be the manager of the business as I will be running the business as a sole trader this means I its managers itself and all the entire capital itself is invested. As a sole trader I will have all the rights of authorities and responsibilities without any interference of others. 
[bookmark: _Toc518914986]There will be an accountant on board who will oversee all the accuracy of supervising of an audit. 
OPERATIONS

Location/Premises/Equipment

The location of the Salon is a converted room in a residential house.  This is located near the M4 and has ample private parking.  The room is a fully functioning salon, which offers separate toilet facilities just for clients and has its own entrance and waiting area. 
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A wood flooring will be put down, which is far easier to clean but is also far more.  A sink will be fitted along with a hand soap/sanitizer dispenser and a paper towel dispenser. A Jet plasma machine will be purchased, and a Laser machine will be rented at a monthly cost.  A fire extinguisher will be purchased for health and safety purposes.
The room will also consist of the following equipment: -							
Fridge				Bed			Secure Filing Cabinet for client details
Teeth Whitening Lamp		Chair			Desk
Trolleys x 3			Lights			Laptop & Printer
Treatment supplies*		First aid kit		eyewash				
Couch rolls			Aprons			Gloves
Towels


1. [bookmark: _Toc518914988]Production and Distribution Processes
We want the clients to have the best experience from the time that they make a booking, making sure e-mails, texts and messages will be answered promptly and in a friendly manner, through to their procedure.   When clients enquire about a procedure or treatment they would like, we will give them as much information as possible for them to make an informed decision on the best treatment for them. We will aim to return all messages and e-mails within 6 hours.  All clients will have their own record cards.  The cards will have personal information on them, such as any health issues, next of kin and any other information we may need before they have a treatment with us.  This will be kept in a locked cabinet, to ensure client confidentiality and to adhere to GDPR rules. 



· Systems and Procedures

Place- Important factors is where your business is. Research has been done extensively on all hospitals, beauty salons and aesthetic clinics in local area.

Purpose- Customers want to look good that is why they are coming to us. However, Health & Safety is paramount. All customers should be able to see all training certificates and all health and safety courses taken.

Practice and Personnel- Before the salon opens get customer feedback of the salon. Invite some friends/family around to advise if there is anything they could suggest. As the salon is at home, it is easy to see it as your home and not as a salon. As there is only one therapist who runs the business and deals with the marketing and appointments it is important that you respond to queries in a timely manner. If a customer is querying something, it is best to answer asap whilst the lead is still hot. 

Patients- The therapist needs to listen to the customers. The therapist also needs to explain thoroughly the procedure and get the customer to read any possible side effects and sign a waiver. Customers should be explained thoroughly the outcomes and told if the procedure does not always work. 

Patient records- A list of questions will need to be asked before any procedure can be carried out. This will enable the therapist to give the treatment without any fear of allergic reactions, or risk of injury. These records will need to be updated regularly and stored in a lockable secure drawer.

Protection- Protecting yourself and the customer is of upmost importance. Professional Liability Insurance will protect the therapist against any financial consequences caused by an error during practice. Product insurance is also needed unless items are rented, and maintenance will be included. Fire and burglary insurance will need to be taken out as this is a business and basic house insurance will not cover all the business equipment.


· Health and safety/quality control/legal compliance

Health and safety- Before drawing up our Health and safety policy. Many other different policies were looked at from other aesthetics clinic. As aesthetics is not the only service being offered, it was the upmost importance that all services being offered were covered under the health and safety guidance. This booklet will need to be at hand if any customer wishes to see it. Also, an accident book should be available if anybody suffers any minor/major injury whilst at the salon. The equipment will also need to be sterilised as per instructions. 





Quality Control- Before any procedure is carried out, training would have taken place. This would have then been checked by the examiner. When a new procedure is learned, this would then need to be added to the health and safety policy. Models will be advertised for on the social media pages, to receive the treatment at a discounted price. This is enabling the therapist to master the procedure before charging full price. Also, any equipment that is electrical should be Pat Tested before being used on the public. All equipment should be labelled if dangerous, and any potent substances kept in a locked cupboard. The fridge which has the injections in should be lockable. Syringes and razors should also be kept in a locked cupboard within the salon. 


Legal Compliance- This is a very popular business and a very competitive one. However, before trading starts you need to make sure that you have all legal compliances covered.

 Licences- Firstly we have registered our business and applied for a premises license. This will enable us to legally perform the beauty treatments in that premises. 
Each treatment will need to be looked at separately as different licenses are needed for different procedures. At the time of each new treatment the licenses will be applied for. We will check with our Local Authority as each region/county is different.

Playing Music in the Salon- If music is going to be played in the salon during treatments a Phonographic performance Limited will need to be contacted to obtain a licence. 


Insurances- 
Public Liability Insurance
Products Liability Insurance (this is especially needed if you are selling the products you use).
Employers Liability Insurance (This is only needed if you hire staff). 
Treatment Liability Insurance.
Stock Insurance.

Insurance quotes were collected from Salon Gold, Policy bee and an online broker Simply Business.

HIW- We have registered with the Health Inspectorate Wales. This body carries out audits on the business and make sure you are adhering to all correct practices.


Employees:

Sole trader of business to begin this could change when the business expands  


[bookmark: _Toc518914989]Suppliers
[bookmark: _Toc518914990]*Each treatment will require their own supplies and will be stored in the safe place.
Financial Forecast

[bookmark: _Toc518914991]Sales 
I have included the chart in the appendix of  the flow chart and  how the finance will be along with the sales the cashflow and the profitability of the business in the future and where I would like the business be in the next few years. 
[bookmark: _Toc518914992]
Cashflow
Customers are prepared to pay half of the consultation on booking as a deposit and the remaining balance on sit.  (chart also in the appendix) 

[bookmark: _Toc518914993]Profitability
 Profit to be made back in the first 12 month this will secure to build a future of the business I have included the chart in the appendix.   
 
Financing 
Start up cost for the business will be £3000 charts with finance are all attached in appendix to explain this. 

	sss
		
	


 
 


Appendix

 














image2.emf
sales nd cost .xls


sales nd cost .xls
Introduction

		Welcome

		These are the financial tables from the business plan.  Many of the boxes in these tables will calculate automatically.  It is best if you can complete the tables in the order that they are shown, so that the numbers filter through correctly:

1) Costs and pricing strategy
2) Sales and costs forecast
3) Personal survival budget
4) Cashflow forecast
5) Costs table

To see the different tables click on the tabs below

There is currently protection on the worksheets to stop entry in the cells with formulas.  There is no password though so it can easily be turned off if that is preferred.





Costs & Prices

				Product/service name		STOCK

		A		Number of units in calculation		60

		B		Product/service components		Component cost

				TEETH WHITENING KITS		£120.00

						     

						     

						     

						     

						     

						     

						     

						     

				l

						     

		C		Total product/service cost		$120.00

		D		Cost per unit		£2.00

		E		Profit margin (£)		£7,200.00

		F		Price per unit		$7,202.00

		G		Profit margin (%)		100%

		H		Mark up (%)		360000%
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Sales & Costs

				Month		1		2		3		4		5		6		7		8		9		10		11		12		Total

		A		Month name		10		11		12		1		2		3		4		5		6		7		8		9		10

		Sales forecast

		B		Product/service

				TEETH WHITENING KITS		20		25		30		20		20		20		20		20		10		10		10		10		215

		C		Product/service

				TEETH WHITENING KITS		$144,040.00		$180,050.00		$216,060.00		$144,040.00		$144,040.00		$144,040.00		$144,040.00		$144,040.00		$72,020.00		$72,020.00		$72,020.00		$72,020.00		£1,548,430.00

		Costs forecast

		D		Product/service

				TEETH WHITENING KITS		£40.00		£50.00		£60.00		£40.00		£40.00		£40.00		£40.00		£40.00		£20.00		£20.00		£20.00		£20.00		£430.00

		E		Assumptions (e.g. Seasonal trends)		TAKING INTO ACCOUNT THE SUMMER MONTHS BEING THE LOWEST TRADING MONTH OF THE YEAR AND WITH THE CHRISTMAS PERIOD POTENTIALLY BEING BUSY FOR GIFT VOUCHERS AND PRESENTS
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Survival Budget

		A		Estimated costs		Monthly cost (£)

				Mortgage/rent		470

				Council tax		NIL

				Gas, electricity and oil		80

				Water rates		36

				All personal and property insurances		100

				Clothing		50

				Food and housekeeping		120

				Telephone		50

				Hire charges (TV, DVD etc.)		0

				Subscriptions (clubs, magazines etc.)		20

				Entertainment (meals and drinks)		100

				Car tax, insurance, service and maintenance		80

				Children's expenditure and presents		0

				Credit card, loan and other personal debt repayments		100

				National Insurance		25

						     

				     		     

				     		     

				     		     

				     		     

		B		Total costs (£)		$1,231.00

		C		Estimated income		Monthly income (£)

				Income from family/partner		0

				Part time job		1697

				Working tax credit		0

				Child benefits		0

				Other benefits		0

				     		     

		D		Total income (£)		$1,697.00

		E		Total survival income required (£)		($466.00)

		Back up plan

		CURRENTLY WORKING 30 HOURS IN JOB AND FINANCIALLY I AM COVERED WITH A DISPOSABLE INCOME
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Cashflow

				Month		Pre start		1		2		3		4		5		6		7		8		9		10		11		12		Total

		A		Month name				10		11		12		1		2		3		4		5		6		7		8		9

		B		Money in (£)

				Funding from The Prince's Trust		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				Funding from other sources		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				Own funds				0.00																								0.00

				Income from sales		     		144,040.00		180,050.00		216,060.00		144,040.00		144,040.00		144,040.00		144,040.00		144,040.00		72,020.00		72,020.00		72,020.00		72,020.00		1,548,430.00

						     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				     		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				     		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

		C		Total money in (£)		0.00		144,040.00		180,050.00		216,060.00		144,040.00		144,040.00		144,040.00		144,040.00		144,040.00		72,020.00		72,020.00		72,020.00		72,020.00		1,548,430.00

		D		Money out (£)

				Repayments - The Prince's Trust		0.00																										0.00

				Survival Budget		     		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-5,592.00

				TEETH WHITENING INSURANCE		     		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		300.00

				SALON SET UP FURNITURE ETC		     		1,000.00										300.00														1,300.00

				LASER TRAINING		     		     		     		     		     		     		1,500.00		     		     		     		     		     		     		1,500.00

				LASER HIW REGISTRATION		     		     		     		     		     		     		1,500.00		     		     		     		     		     		     		1,500.00

				LASER RENTAL		     		     		     		     		     		     		     		350.00		350.00		350.00		350.00		350.00		350.00		2,100.00

				DERMAPLANNING TRAINING		     		     		     		     		     		     		     		500.00		     		     		     		     		     		500.00

				DERMAPLANNING KIT		     		     		     		     		     		     		     		     		20.00		20.00		20.00		20.00		20.00		100.00

				MICRONEEDLING TRAINING		     		     		     		     		     		     		     		     		     		900.00		     		     		     		900.00

				MICRONEEDLING KITS AND STOCK		     		     		     		     		     		     		     		     		     		     		60.00		80.00		100.00		240.00

				FACIAL PRODUCTS		     		     		     		     		     		     		     		250.00		     		     		     		     		     		250.00

				JETT PLASMA MACHINE AND TRAINING																										7,500.00		7,500.00

				LASER AND AESTHETICS INSURANCE														100.00		100.00		100.00		100.00		100.00		100.00		100.00		700.00

				CLINICAL WASTE COLLECTION		     		     		     		     		     		     		     		14.97		14.97		14.97		14.97		14.97		14.97		89.82

				SALON EQUIPTMENT		     		     		     		     		     		     		     		500.00		     		     		     		     		     		500.00

				CONSUMABLES		     		     		     		     		     		     		100.00		40.00		20.00		30.00		20.00		35.00		40.00		285.00

				TEACHERS TRAINING		     		     		     		     		     		     		     		     		     		     		     		7,000.00				7,000.00

				TRAINING ACCADEMY SET UP		     		     		     		     		     		     		     		     		     		     		     		     		3,000.00		3,000.00

				ADMINISTRATION				20.00		20.00		20.00		20.00		20.00		50.00		30.00		40.00		50.00		60.00		200.00		     		530.00

				ACCOUNTANT		     		     		     		     		     		     		     		     		     		     		     		     		350.00		350.00

		E		Total money out (£)		0.00		579.00		-421.00		-421.00		-421.00		-421.00		3,109.00		1,343.97		103.97		1,023.97		183.97		7,358.97		11,033.97		23,052.82

		F		Balance (£)		0.00		143,461.00		180,471.00		216,481.00		144,461.00		144,461.00		140,931.00		142,696.03		143,936.03		70,996.03		71,836.03		64,661.03		60,986.03		1,525,377.18

				Opening balance		0.00		0.00		143,461.00		323,932.00		540,413.00		684,874.00		829,335.00		970,266.00		1,112,962.03		1,256,898.06		1,327,894.09		1,399,730.12		1,464,391.15

				Closing balance		0.00		143,461.00		323,932.00		540,413.00		684,874.00		829,335.00		970,266.00		1,112,962.03		1,256,898.06		1,327,894.09		1,399,730.12		1,464,391.15		1,525,377.18
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Costs Table

		Cost Item		What is included and how you worked it out		Total cost

		Repayments - The Prince's Trust		Money to repay the Prince's Trust their loan		0.00

		Survival Budget		Money required to cover personal expenditure.  See survival budget in business plan section 10 for further breakdown		-5,592.00

		TEETH WHITENING INSURANCE				300.00

		SALON SET UP FURNITURE ETC		     		1,300.00

		LASER TRAINING		     		1,500.00

		LASER HIW REGISTRATION		     		1,500.00

		LASER RENTAL		     		2,100.00

		DERMAPLANNING TRAINING		     		500.00

		DERMAPLANNING KIT		     		100.00

		MICRONEEDLING TRAINING		     		900.00

		MICRONEEDLING KITS AND STOCK		     		240.00

		FACIAL PRODUCTS		     		250.00

		JETT PLASMA MACHINE AND TRAINING		     		7,500.00

		LASER AND AESTHETICS INSURANCE		     		700.00

		CLINICAL WASTE COLLECTION		     		89.82

		SALON EQUIPTMENT		     		500.00

		CONSUMABLES		     		285.00

		TEACHERS TRAINING		     		7,000.00

		TRAINING ACCADEMY SET UP		     		3,000.00

		ADMINISTRATION		     		530.00

		ACCOUNTANT		     		350.00
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cost and pricing .xlsx
Introduction

		Welcome

		
These are the financial tables from the business plan.  Many of the boxes in these tables will calculate automatically.  It is best if you can complete the tables in the order that they are shown, so that the numbers filter through correctly:

1) Costs and pricing strategy
2) Sales and costs forecast
3) Personal survival budget
4) Cashflow forecast
5) Costs table

To see the different tables click on the tabs below

There is currently protection on the worksheets to stop entry in the cells with formulas.  There is no password though so it can easily be turned off if that is preferred.





Costs & Prices

				Product/service name		STOCK

		A		Number of units in calculation		60

		B		Product/service components		Component cost

				TEETH WHITENING KITS		£120.00

				 		 



						     

						     

						     

						     

						     











						     

						     

						     

				l		 

						     

		C		Total product/service cost		£120.00

		D		Cost per unit		£2.00

		E		Profit margin (£)		£7,200.00

		F		Price per unit		£7,202.00

		G		Profit margin (%)		100%

		H		Mark up (%)		360000%
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Sales & Costs

				Month		1		2		3		4		5		6		7		8		9		10		11		12		Total

		A		Month name		10		11		12		1		2		3		4		5		6		7		8		9		10

		Sales forecast

		B		Product/service

				TEETH WHITENING KITS		20		25		30		20		20		20		20		20		10		10		10		10		215



		C		Product/service

				TEETH WHITENING KITS		£144,040.00		£180,050.00		£216,060.00		£144,040.00		£144,040.00		£144,040.00		£144,040.00		£144,040.00		£72,020.00		£72,020.00		£72,020.00		£72,020.00		£1,548,430.00

		Costs forecast

		D		Product/service

				TEETH WHITENING KITS		£40.00		£50.00		£60.00		£40.00		£40.00		£40.00		£40.00		£40.00		£20.00		£20.00		£20.00		£20.00		£430.00



		E		Assumptions (e.g. Seasonal trends)		TAKING INTO ACCOUNT THE SUMMER MONTHS BEING THE LOWEST TRADING MONTH OF THE YEAR AND WITH THE CHRISTMAS PERIOD POTENTIALLY BEING BUSY FOR GIFT VOUCHERS AND PRESENTS 
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Survival Budget

		A		Estimated costs		Monthly cost (£)

				Mortgage/rent		470

				Council tax		NIL

				Gas, electricity and oil		80

				Water rates		36

				All personal and property insurances		100

				Clothing		50

				Food and housekeeping		120

				Telephone		50

				Hire charges (TV, DVD etc.)		0

				Subscriptions (clubs, magazines etc.)		20

				Entertainment (meals and drinks)		100

				Car tax, insurance, service and maintenance		80

				Children's expenditure and presents		0

				Credit card, loan and other personal debt repayments		100

				National Insurance		25

						     

				     		     

				     		     

				     		     

				     		     

		B		Total costs (£)		£1,231.00

		C		Estimated income		Monthly income (£)

				Income from family/partner		0

				Part time job		1697

				Working tax credit		0

				Child benefits		0

				Other benefits		0





				     		     

		D		Total income (£)		£1,697.00

		E		Total survival income required (£)		-£466.00

		Back up plan

		CURRENTLY WORKING 30 HOURS IN JOB AND FINANCIALLY I AM COVERED WITH A DISPOSABLE INCOME 
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Cashflow

				Month		Pre start		1		2		3		4		5		6		7		8		9		10		11		12		Total

		A		Month name				10		11		12		1		2		3		4		5		6		7		8		9

		B		Money in (£)

				Funding from The Prince's Trust		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				Funding from other sources		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				Own funds		 		0.00																								0.00

				Income from sales		     		144,040.00		180,050.00		216,060.00		144,040.00		144,040.00		144,040.00		144,040.00		144,040.00		72,020.00		72,020.00		72,020.00		72,020.00		1,548,430.00

						     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				     		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				     		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

		C		Total money in (£)		0.00		144,040.00		180,050.00		216,060.00		144,040.00		144,040.00		144,040.00		144,040.00		144,040.00		72,020.00		72,020.00		72,020.00		72,020.00		1,548,430.00

		D		Money out (£)

				Repayments - The Prince's Trust		0.00																										0.00

				Survival Budget		     		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-5,592.00

				TEETH WHITENING INSURANCE		     		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		300.00

				SALON SET UP FURNITURE ETC 		     		1,000.00		 		 		 		 		300.00		 		 		 		 		 		 		1,300.00

				LASER TRAINING 		     		     		     		     		     		     		1,500.00		     		     		     		     		     		     		1,500.00

				LASER HIW REGISTRATION		     		     		     		     		     		     		1,500.00		     		     		     		     		     		     		1,500.00

				LASER RENTAL		     		     		     		     		     		     		     		350.00		350.00		350.00		350.00		350.00		350.00		2,100.00

				DERMAPLANNING TRAINING		     		     		     		     		     		     		     		500.00		     		     		     		     		     		500.00

				DERMAPLANNING KIT		     		     		     		     		     		     		     		     		20.00		20.00		20.00		20.00		20.00		100.00

				MICRONEEDLING TRAINING 		     		     		     		     		     		     		     		     		     		900.00		     		     		     		900.00

				MICRONEEDLING KITS AND STOCK		     		     		     		     		     		     		     		     		     		     		60.00		80.00		100.00		240.00

				FACIAL PRODUCTS		     		     		     		     		     		     		     		250.00		     		     		     		     		     		250.00

				JETT PLASMA MACHINE AND TRAINING 																										7,500.00		7,500.00

				LASER AND AESTHETICS INSURANCE 														100.00		100.00		100.00		100.00		100.00		100.00		100.00		700.00

				CLINICAL WASTE COLLECTION		     		     		     		     		     		     		     		14.97		14.97		14.97		14.97		14.97		14.97		89.82

				SALON EQUIPTMENT 		     		     		     		     		     		     		     		500.00		     		     		     		     		     		500.00

				CONSUMABLES 		     		     		     		     		     		     		100.00		40.00		20.00		30.00		20.00		35.00		40.00		285.00

				TEACHERS TRAINING 		     		     		     		     		     		     		     		     		     		     		     		7,000.00		 		7,000.00

				TRAINING ACCADEMY SET UP 		     		     		     		     		     		     		     		     		     		     		     		     		3,000.00		3,000.00

				ADMINISTRATION 		 		20.00		20.00		20.00		20.00		20.00		50.00		30.00		40.00		50.00		60.00		200.00		     		530.00

				ACCOUNTANT		     		     		     		     		     		     		     		     		     		     		     		     		350.00		350.00

		E		Total money out (£)		0.00		579.00		-421.00		-421.00		-421.00		-421.00		3,109.00		1,343.97		103.97		1,023.97		183.97		7,358.97		11,033.97		23,052.82

		F		Balance (£)		0.00		143,461.00		180,471.00		216,481.00		144,461.00		144,461.00		140,931.00		142,696.03		143,936.03		70,996.03		71,836.03		64,661.03		60,986.03		1,525,377.18

				Opening balance		0.00		0.00		143,461.00		323,932.00		540,413.00		684,874.00		829,335.00		970,266.00		1,112,962.03		1,256,898.06		1,327,894.09		1,399,730.12		1,464,391.15

				Closing balance		0.00		143,461.00		323,932.00		540,413.00		684,874.00		829,335.00		970,266.00		1,112,962.03		1,256,898.06		1,327,894.09		1,399,730.12		1,464,391.15		1,525,377.18
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Costs Table

		Cost Item		What is included and how you worked it out		Total cost 

		Repayments - The Prince's Trust		Money to repay the Prince's Trust their loan		0.00

		Survival Budget		Money required to cover personal expenditure.  See survival budget in business plan section 10 for further breakdown		-5,592.00

		TEETH WHITENING INSURANCE				300.00

		SALON SET UP FURNITURE ETC 		     		1,300.00

		LASER TRAINING 		     		1,500.00

		LASER HIW REGISTRATION		     		1,500.00

		LASER RENTAL		     		2,100.00

		DERMAPLANNING TRAINING		     		500.00

		DERMAPLANNING KIT		     		100.00

		MICRONEEDLING TRAINING 		     		900.00

		MICRONEEDLING KITS AND STOCK		     		240.00

		FACIAL PRODUCTS		     		250.00

		JETT PLASMA MACHINE AND TRAINING 		     		7,500.00

		LASER AND AESTHETICS INSURANCE 		     		700.00

		CLINICAL WASTE COLLECTION		     		89.82

		SALON EQUIPTMENT 		     		500.00

		CONSUMABLES 		     		285.00

		TEACHERS TRAINING 		     		7,000.00

		TRAINING ACCADEMY SET UP 		     		3,000.00

		ADMINISTRATION 		     		530.00

		ACCOUNTANT		     		350.00
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cost tables.xlsx
Introduction

		Welcome

		
These are the financial tables from the business plan.  Many of the boxes in these tables will calculate automatically.  It is best if you can complete the tables in the order that they are shown, so that the numbers filter through correctly:

1) Costs and pricing strategy
2) Sales and costs forecast
3) Personal survival budget
4) Cashflow forecast
5) Costs table

To see the different tables click on the tabs below

There is currently protection on the worksheets to stop entry in the cells with formulas.  There is no password though so it can easily be turned off if that is preferred.





Costs & Prices

				Product/service name		STOCK

		A		Number of units in calculation		60

		B		Product/service components		Component cost

				TEETH WHITENING KITS		£120.00

				 		 



						     

						     

						     

						     

						     











						     

						     

						     

				l		 

						     

		C		Total product/service cost		£120.00

		D		Cost per unit		£2.00

		E		Profit margin (£)		£7,200.00

		F		Price per unit		£7,202.00

		G		Profit margin (%)		100%

		H		Mark up (%)		360000%
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Sales & Costs

				Month		1		2		3		4		5		6		7		8		9		10		11		12		Total

		A		Month name		10		11		12		1		2		3		4		5		6		7		8		9		10

		Sales forecast

		B		Product/service

				TEETH WHITENING KITS		20		25		30		20		20		20		20		20		10		10		10		10		215



		C		Product/service

				TEETH WHITENING KITS		£144,040.00		£180,050.00		£216,060.00		£144,040.00		£144,040.00		£144,040.00		£144,040.00		£144,040.00		£72,020.00		£72,020.00		£72,020.00		£72,020.00		£1,548,430.00

		Costs forecast

		D		Product/service

				TEETH WHITENING KITS		£40.00		£50.00		£60.00		£40.00		£40.00		£40.00		£40.00		£40.00		£20.00		£20.00		£20.00		£20.00		£430.00



		E		Assumptions (e.g. Seasonal trends)		TAKING INTO ACCOUNT THE SUMMER MONTHS BEING THE LOWEST TRADING MONTH OF THE YEAR AND WITH THE CHRISTMAS PERIOD POTENTIALLY BEING BUSY FOR GIFT VOUCHERS AND PRESENTS 



&"Helvetica,Bold"&12 10.1 Sales and Costs Forecast		Section ten




Survival Budget

		A		Estimated costs		Monthly cost (£)

				Mortgage/rent		470

				Council tax		NIL

				Gas, electricity and oil		80

				Water rates		36

				All personal and property insurances		100

				Clothing		50

				Food and housekeeping		120

				Telephone		50

				Hire charges (TV, DVD etc.)		0

				Subscriptions (clubs, magazines etc.)		20

				Entertainment (meals and drinks)		100

				Car tax, insurance, service and maintenance		80

				Children's expenditure and presents		0

				Credit card, loan and other personal debt repayments		100

				National Insurance		25

						     

				     		     

				     		     

				     		     

				     		     

		B		Total costs (£)		£1,231.00

		C		Estimated income		Monthly income (£)

				Income from family/partner		0

				Part time job		1697

				Working tax credit		0

				Child benefits		0

				Other benefits		0





				     		     

		D		Total income (£)		£1,697.00

		E		Total survival income required (£)		-£466.00

		Back up plan

		CURRENTLY WORKING 30 HOURS IN JOB AND FINANCIALLY I AM COVERED WITH A DISPOSABLE INCOME 



&"Helvetica,Bold"&12 10.2 Personal survival budget		Section ten




Cashflow

				Month		Pre start		1		2		3		4		5		6		7		8		9		10		11		12		Total

		A		Month name				10		11		12		1		2		3		4		5		6		7		8		9

		B		Money in (£)

				Funding from The Prince's Trust		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				Funding from other sources		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				Own funds		 		0.00																								0.00

				Income from sales		     		144,040.00		180,050.00		216,060.00		144,040.00		144,040.00		144,040.00		144,040.00		144,040.00		72,020.00		72,020.00		72,020.00		72,020.00		1,548,430.00

						     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				     		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				     		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

		C		Total money in (£)		0.00		144,040.00		180,050.00		216,060.00		144,040.00		144,040.00		144,040.00		144,040.00		144,040.00		72,020.00		72,020.00		72,020.00		72,020.00		1,548,430.00

		D		Money out (£)

				Repayments - The Prince's Trust		0.00																										0.00

				Survival Budget		     		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-5,592.00

				TEETH WHITENING INSURANCE		     		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		300.00

				SALON SET UP FURNITURE ETC 		     		1,000.00		 		 		 		 		300.00		 		 		 		 		 		 		1,300.00

				LASER TRAINING 		     		     		     		     		     		     		1,500.00		     		     		     		     		     		     		1,500.00

				LASER HIW REGISTRATION		     		     		     		     		     		     		1,500.00		     		     		     		     		     		     		1,500.00

				LASER RENTAL		     		     		     		     		     		     		     		350.00		350.00		350.00		350.00		350.00		350.00		2,100.00

				DERMAPLANNING TRAINING		     		     		     		     		     		     		     		500.00		     		     		     		     		     		500.00

				DERMAPLANNING KIT		     		     		     		     		     		     		     		     		20.00		20.00		20.00		20.00		20.00		100.00

				MICRONEEDLING TRAINING 		     		     		     		     		     		     		     		     		     		900.00		     		     		     		900.00

				MICRONEEDLING KITS AND STOCK		     		     		     		     		     		     		     		     		     		     		60.00		80.00		100.00		240.00

				FACIAL PRODUCTS		     		     		     		     		     		     		     		250.00		     		     		     		     		     		250.00

				JETT PLASMA MACHINE AND TRAINING 																										7,500.00		7,500.00

				LASER AND AESTHETICS INSURANCE 														100.00		100.00		100.00		100.00		100.00		100.00		100.00		700.00

				CLINICAL WASTE COLLECTION		     		     		     		     		     		     		     		14.97		14.97		14.97		14.97		14.97		14.97		89.82

				SALON EQUIPTMENT 		     		     		     		     		     		     		     		500.00		     		     		     		     		     		500.00

				CONSUMABLES 		     		     		     		     		     		     		100.00		40.00		20.00		30.00		20.00		35.00		40.00		285.00

				TEACHERS TRAINING 		     		     		     		     		     		     		     		     		     		     		     		7,000.00		 		7,000.00

				TRAINING ACCADEMY SET UP 		     		     		     		     		     		     		     		     		     		     		     		     		3,000.00		3,000.00

				ADMINISTRATION 		 		20.00		20.00		20.00		20.00		20.00		50.00		30.00		40.00		50.00		60.00		200.00		     		530.00

				ACCOUNTANT		     		     		     		     		     		     		     		     		     		     		     		     		350.00		350.00

		E		Total money out (£)		0.00		579.00		-421.00		-421.00		-421.00		-421.00		3,109.00		1,343.97		103.97		1,023.97		183.97		7,358.97		11,033.97		23,052.82

		F		Balance (£)		0.00		143,461.00		180,471.00		216,481.00		144,461.00		144,461.00		140,931.00		142,696.03		143,936.03		70,996.03		71,836.03		64,661.03		60,986.03		1,525,377.18

				Opening balance		0.00		0.00		143,461.00		323,932.00		540,413.00		684,874.00		829,335.00		970,266.00		1,112,962.03		1,256,898.06		1,327,894.09		1,399,730.12		1,464,391.15

				Closing balance		0.00		143,461.00		323,932.00		540,413.00		684,874.00		829,335.00		970,266.00		1,112,962.03		1,256,898.06		1,327,894.09		1,399,730.12		1,464,391.15		1,525,377.18
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Costs Table

		Cost Item		What is included and how you worked it out		Total cost 

		Repayments - The Prince's Trust		Money to repay the Prince's Trust their loan		0.00

		Survival Budget		Money required to cover personal expenditure.  See survival budget in business plan section 10 for further breakdown		-5,592.00

		TEETH WHITENING INSURANCE				300.00

		SALON SET UP FURNITURE ETC 		     		1,300.00

		LASER TRAINING 		     		1,500.00

		LASER HIW REGISTRATION		     		1,500.00

		LASER RENTAL		     		2,100.00

		DERMAPLANNING TRAINING		     		500.00

		DERMAPLANNING KIT		     		100.00

		MICRONEEDLING TRAINING 		     		900.00

		MICRONEEDLING KITS AND STOCK		     		240.00

		FACIAL PRODUCTS		     		250.00

		JETT PLASMA MACHINE AND TRAINING 		     		7,500.00

		LASER AND AESTHETICS INSURANCE 		     		700.00

		CLINICAL WASTE COLLECTION		     		89.82

		SALON EQUIPTMENT 		     		500.00

		CONSUMABLES 		     		285.00

		TEACHERS TRAINING 		     		7,000.00

		TRAINING ACCADEMY SET UP 		     		3,000.00

		ADMINISTRATION 		     		530.00

		ACCOUNTANT		     		350.00
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servival sheet .xlsx
Introduction

		Welcome

		
These are the financial tables from the business plan.  Many of the boxes in these tables will calculate automatically.  It is best if you can complete the tables in the order that they are shown, so that the numbers filter through correctly:

1) Costs and pricing strategy
2) Sales and costs forecast
3) Personal survival budget
4) Cashflow forecast
5) Costs table

To see the different tables click on the tabs below

There is currently protection on the worksheets to stop entry in the cells with formulas.  There is no password though so it can easily be turned off if that is preferred.





Costs & Prices

				Product/service name		STOCK

		A		Number of units in calculation		60

		B		Product/service components		Component cost

				TEETH WHITENING KITS		£120.00

				 		 



						     

						     

						     

						     

						     











						     

						     

						     

				l		 

						     

		C		Total product/service cost		£120.00

		D		Cost per unit		£2.00

		E		Profit margin (£)		£7,200.00

		F		Price per unit		£7,202.00

		G		Profit margin (%)		100%

		H		Mark up (%)		360000%
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Sales & Costs

				Month		1		2		3		4		5		6		7		8		9		10		11		12		Total

		A		Month name		10		11		12		1		2		3		4		5		6		7		8		9		10

		Sales forecast

		B		Product/service

				TEETH WHITENING KITS		20		25		30		20		20		20		20		20		10		10		10		10		215



		C		Product/service

				TEETH WHITENING KITS		£144,040.00		£180,050.00		£216,060.00		£144,040.00		£144,040.00		£144,040.00		£144,040.00		£144,040.00		£72,020.00		£72,020.00		£72,020.00		£72,020.00		£1,548,430.00

		Costs forecast

		D		Product/service

				TEETH WHITENING KITS		£40.00		£50.00		£60.00		£40.00		£40.00		£40.00		£40.00		£40.00		£20.00		£20.00		£20.00		£20.00		£430.00



		E		Assumptions (e.g. Seasonal trends)		TAKING INTO ACCOUNT THE SUMMER MONTHS BEING THE LOWEST TRADING MONTH OF THE YEAR AND WITH THE CHRISTMAS PERIOD POTENTIALLY BEING BUSY FOR GIFT VOUCHERS AND PRESENTS 



&"Helvetica,Bold"&12 10.1 Sales and Costs Forecast		Section ten




Survival Budget

		A		Estimated costs		Monthly cost (£)

				Mortgage/rent		470

				Council tax		NIL

				Gas, electricity and oil		80

				Water rates		36

				All personal and property insurances		100

				Clothing		50

				Food and housekeeping		120

				Telephone		50

				Hire charges (TV, DVD etc.)		0

				Subscriptions (clubs, magazines etc.)		20

				Entertainment (meals and drinks)		100

				Car tax, insurance, service and maintenance		80

				Children's expenditure and presents		0

				Credit card, loan and other personal debt repayments		100

				National Insurance		25

						     

				     		     

				     		     

				     		     

				     		     

		B		Total costs (£)		£1,231.00

		C		Estimated income		Monthly income (£)

				Income from family/partner		0

				Part time job		1697

				Working tax credit		0

				Child benefits		0

				Other benefits		0





				     		     

		D		Total income (£)		£1,697.00

		E		Total survival income required (£)		-£466.00

		Back up plan

		CURRENTLY WORKING 30 HOURS IN JOB AND FINANCIALLY I AM COVERED WITH A DISPOSABLE INCOME 



&"Helvetica,Bold"&12 10.2 Personal survival budget		Section ten




Cashflow

				Month		Pre start		1		2		3		4		5		6		7		8		9		10		11		12		Total

		A		Month name				10		11		12		1		2		3		4		5		6		7		8		9

		B		Money in (£)

				Funding from The Prince's Trust		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				Funding from other sources		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				Own funds		 		0.00																								0.00

				Income from sales		     		144,040.00		180,050.00		216,060.00		144,040.00		144,040.00		144,040.00		144,040.00		144,040.00		72,020.00		72,020.00		72,020.00		72,020.00		1,548,430.00

						     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				     		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				     		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

		C		Total money in (£)		0.00		144,040.00		180,050.00		216,060.00		144,040.00		144,040.00		144,040.00		144,040.00		144,040.00		72,020.00		72,020.00		72,020.00		72,020.00		1,548,430.00

		D		Money out (£)

				Repayments - The Prince's Trust		0.00																										0.00

				Survival Budget		     		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-5,592.00

				TEETH WHITENING INSURANCE		     		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		300.00

				SALON SET UP FURNITURE ETC 		     		1,000.00		 		 		 		 		300.00		 		 		 		 		 		 		1,300.00

				LASER TRAINING 		     		     		     		     		     		     		1,500.00		     		     		     		     		     		     		1,500.00

				LASER HIW REGISTRATION		     		     		     		     		     		     		1,500.00		     		     		     		     		     		     		1,500.00

				LASER RENTAL		     		     		     		     		     		     		     		350.00		350.00		350.00		350.00		350.00		350.00		2,100.00

				DERMAPLANNING TRAINING		     		     		     		     		     		     		     		500.00		     		     		     		     		     		500.00

				DERMAPLANNING KIT		     		     		     		     		     		     		     		     		20.00		20.00		20.00		20.00		20.00		100.00

				MICRONEEDLING TRAINING 		     		     		     		     		     		     		     		     		     		900.00		     		     		     		900.00

				MICRONEEDLING KITS AND STOCK		     		     		     		     		     		     		     		     		     		     		60.00		80.00		100.00		240.00

				FACIAL PRODUCTS		     		     		     		     		     		     		     		250.00		     		     		     		     		     		250.00

				JETT PLASMA MACHINE AND TRAINING 																										7,500.00		7,500.00

				LASER AND AESTHETICS INSURANCE 														100.00		100.00		100.00		100.00		100.00		100.00		100.00		700.00

				CLINICAL WASTE COLLECTION		     		     		     		     		     		     		     		14.97		14.97		14.97		14.97		14.97		14.97		89.82

				SALON EQUIPTMENT 		     		     		     		     		     		     		     		500.00		     		     		     		     		     		500.00

				CONSUMABLES 		     		     		     		     		     		     		100.00		40.00		20.00		30.00		20.00		35.00		40.00		285.00

				TEACHERS TRAINING 		     		     		     		     		     		     		     		     		     		     		     		7,000.00		 		7,000.00

				TRAINING ACCADEMY SET UP 		     		     		     		     		     		     		     		     		     		     		     		     		3,000.00		3,000.00

				ADMINISTRATION 		 		20.00		20.00		20.00		20.00		20.00		50.00		30.00		40.00		50.00		60.00		200.00		     		530.00

				ACCOUNTANT		     		     		     		     		     		     		     		     		     		     		     		     		350.00		350.00

		E		Total money out (£)		0.00		579.00		-421.00		-421.00		-421.00		-421.00		3,109.00		1,343.97		103.97		1,023.97		183.97		7,358.97		11,033.97		23,052.82

		F		Balance (£)		0.00		143,461.00		180,471.00		216,481.00		144,461.00		144,461.00		140,931.00		142,696.03		143,936.03		70,996.03		71,836.03		64,661.03		60,986.03		1,525,377.18

				Opening balance		0.00		0.00		143,461.00		323,932.00		540,413.00		684,874.00		829,335.00		970,266.00		1,112,962.03		1,256,898.06		1,327,894.09		1,399,730.12		1,464,391.15

				Closing balance		0.00		143,461.00		323,932.00		540,413.00		684,874.00		829,335.00		970,266.00		1,112,962.03		1,256,898.06		1,327,894.09		1,399,730.12		1,464,391.15		1,525,377.18
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Costs Table

		Cost Item		What is included and how you worked it out		Total cost 

		Repayments - The Prince's Trust		Money to repay the Prince's Trust their loan		0.00

		Survival Budget		Money required to cover personal expenditure.  See survival budget in business plan section 10 for further breakdown		-5,592.00

		TEETH WHITENING INSURANCE				300.00

		SALON SET UP FURNITURE ETC 		     		1,300.00

		LASER TRAINING 		     		1,500.00

		LASER HIW REGISTRATION		     		1,500.00

		LASER RENTAL		     		2,100.00

		DERMAPLANNING TRAINING		     		500.00

		DERMAPLANNING KIT		     		100.00

		MICRONEEDLING TRAINING 		     		900.00

		MICRONEEDLING KITS AND STOCK		     		240.00

		FACIAL PRODUCTS		     		250.00

		JETT PLASMA MACHINE AND TRAINING 		     		7,500.00

		LASER AND AESTHETICS INSURANCE 		     		700.00

		CLINICAL WASTE COLLECTION		     		89.82

		SALON EQUIPTMENT 		     		500.00

		CONSUMABLES 		     		285.00

		TEACHERS TRAINING 		     		7,000.00

		TRAINING ACCADEMY SET UP 		     		3,000.00

		ADMINISTRATION 		     		530.00

		ACCOUNTANT		     		350.00
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cash flow.xlsx
Introduction

		Welcome

		
These are the financial tables from the business plan.  Many of the boxes in these tables will calculate automatically.  It is best if you can complete the tables in the order that they are shown, so that the numbers filter through correctly:

1) Costs and pricing strategy
2) Sales and costs forecast
3) Personal survival budget
4) Cashflow forecast
5) Costs table

To see the different tables click on the tabs below

There is currently protection on the worksheets to stop entry in the cells with formulas.  There is no password though so it can easily be turned off if that is preferred.





Costs & Prices

				Product/service name		STOCK

		A		Number of units in calculation		60

		B		Product/service components		Component cost

				TEETH WHITENING KITS		£120.00

				 		 



						     

						     

						     

						     

						     











						     

						     

						     

				l		 

						     

		C		Total product/service cost		£120.00

		D		Cost per unit		£2.00

		E		Profit margin (£)		£7,200.00

		F		Price per unit		£7,202.00

		G		Profit margin (%)		100%

		H		Mark up (%)		360000%
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Sales & Costs

				Month		1		2		3		4		5		6		7		8		9		10		11		12		Total

		A		Month name		10		11		12		1		2		3		4		5		6		7		8		9		10

		Sales forecast

		B		Product/service

				TEETH WHITENING KITS		20		25		30		20		20		20		20		20		10		10		10		10		215



		C		Product/service

				TEETH WHITENING KITS		£144,040.00		£180,050.00		£216,060.00		£144,040.00		£144,040.00		£144,040.00		£144,040.00		£144,040.00		£72,020.00		£72,020.00		£72,020.00		£72,020.00		£1,548,430.00

		Costs forecast

		D		Product/service

				TEETH WHITENING KITS		£40.00		£50.00		£60.00		£40.00		£40.00		£40.00		£40.00		£40.00		£20.00		£20.00		£20.00		£20.00		£430.00



		E		Assumptions (e.g. Seasonal trends)		TAKING INTO ACCOUNT THE SUMMER MONTHS BEING THE LOWEST TRADING MONTH OF THE YEAR AND WITH THE CHRISTMAS PERIOD POTENTIALLY BEING BUSY FOR GIFT VOUCHERS AND PRESENTS 



&"Helvetica,Bold"&12 10.1 Sales and Costs Forecast		Section ten




Survival Budget

		A		Estimated costs		Monthly cost (£)

				Mortgage/rent		470

				Council tax		NIL

				Gas, electricity and oil		80

				Water rates		36

				All personal and property insurances		100

				Clothing		50

				Food and housekeeping		120

				Telephone		50

				Hire charges (TV, DVD etc.)		0

				Subscriptions (clubs, magazines etc.)		20

				Entertainment (meals and drinks)		100

				Car tax, insurance, service and maintenance		80

				Children's expenditure and presents		0

				Credit card, loan and other personal debt repayments		100

				National Insurance		25

						     

				     		     

				     		     

				     		     

				     		     

		B		Total costs (£)		£1,231.00

		C		Estimated income		Monthly income (£)

				Income from family/partner		0

				Part time job		1697

				Working tax credit		0

				Child benefits		0

				Other benefits		0





				     		     

		D		Total income (£)		£1,697.00

		E		Total survival income required (£)		-£466.00

		Back up plan

		CURRENTLY WORKING 30 HOURS IN JOB AND FINANCIALLY I AM COVERED WITH A DISPOSABLE INCOME 
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Cashflow

				Month		Pre start		1		2		3		4		5		6		7		8		9		10		11		12		Total

		A		Month name				10		11		12		1		2		3		4		5		6		7		8		9

		B		Money in (£)

				Funding from The Prince's Trust		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				Funding from other sources		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				Own funds		 		0.00																								0.00

				Income from sales		     		144,040.00		180,050.00		216,060.00		144,040.00		144,040.00		144,040.00		144,040.00		144,040.00		72,020.00		72,020.00		72,020.00		72,020.00		1,548,430.00

						     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				     		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

				     		     		     		     		     		     		     		     		     		     		     		     		     		     		0.00

		C		Total money in (£)		0.00		144,040.00		180,050.00		216,060.00		144,040.00		144,040.00		144,040.00		144,040.00		144,040.00		72,020.00		72,020.00		72,020.00		72,020.00		1,548,430.00

		D		Money out (£)

				Repayments - The Prince's Trust		0.00																										0.00

				Survival Budget		     		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-466.00		-5,592.00

				TEETH WHITENING INSURANCE		     		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		25.00		300.00

				SALON SET UP FURNITURE ETC 		     		1,000.00		 		 		 		 		300.00		 		 		 		 		 		 		1,300.00

				LASER TRAINING 		     		     		     		     		     		     		1,500.00		     		     		     		     		     		     		1,500.00

				LASER HIW REGISTRATION		     		     		     		     		     		     		1,500.00		     		     		     		     		     		     		1,500.00

				LASER RENTAL		     		     		     		     		     		     		     		350.00		350.00		350.00		350.00		350.00		350.00		2,100.00

				DERMAPLANNING TRAINING		     		     		     		     		     		     		     		500.00		     		     		     		     		     		500.00

				DERMAPLANNING KIT		     		     		     		     		     		     		     		     		20.00		20.00		20.00		20.00		20.00		100.00

				MICRONEEDLING TRAINING 		     		     		     		     		     		     		     		     		     		900.00		     		     		     		900.00

				MICRONEEDLING KITS AND STOCK		     		     		     		     		     		     		     		     		     		     		60.00		80.00		100.00		240.00

				FACIAL PRODUCTS		     		     		     		     		     		     		     		250.00		     		     		     		     		     		250.00

				JETT PLASMA MACHINE AND TRAINING 																										7,500.00		7,500.00

				LASER AND AESTHETICS INSURANCE 														100.00		100.00		100.00		100.00		100.00		100.00		100.00		700.00

				CLINICAL WASTE COLLECTION		     		     		     		     		     		     		     		14.97		14.97		14.97		14.97		14.97		14.97		89.82

				SALON EQUIPTMENT 		     		     		     		     		     		     		     		500.00		     		     		     		     		     		500.00

				CONSUMABLES 		     		     		     		     		     		     		100.00		40.00		20.00		30.00		20.00		35.00		40.00		285.00

				TEACHERS TRAINING 		     		     		     		     		     		     		     		     		     		     		     		7,000.00		 		7,000.00

				TRAINING ACCADEMY SET UP 		     		     		     		     		     		     		     		     		     		     		     		     		3,000.00		3,000.00

				ADMINISTRATION 		 		20.00		20.00		20.00		20.00		20.00		50.00		30.00		40.00		50.00		60.00		200.00		     		530.00

				ACCOUNTANT		     		     		     		     		     		     		     		     		     		     		     		     		350.00		350.00

		E		Total money out (£)		0.00		579.00		-421.00		-421.00		-421.00		-421.00		3,109.00		1,343.97		103.97		1,023.97		183.97		7,358.97		11,033.97		23,052.82

		F		Balance (£)		0.00		143,461.00		180,471.00		216,481.00		144,461.00		144,461.00		140,931.00		142,696.03		143,936.03		70,996.03		71,836.03		64,661.03		60,986.03		1,525,377.18

				Opening balance		0.00		0.00		143,461.00		323,932.00		540,413.00		684,874.00		829,335.00		970,266.00		1,112,962.03		1,256,898.06		1,327,894.09		1,399,730.12		1,464,391.15

				Closing balance		0.00		143,461.00		323,932.00		540,413.00		684,874.00		829,335.00		970,266.00		1,112,962.03		1,256,898.06		1,327,894.09		1,399,730.12		1,464,391.15		1,525,377.18
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Costs Table

		Cost Item		What is included and how you worked it out		Total cost 

		Repayments - The Prince's Trust		Money to repay the Prince's Trust their loan		0.00

		Survival Budget		Money required to cover personal expenditure.  See survival budget in business plan section 10 for further breakdown		-5,592.00

		TEETH WHITENING INSURANCE				300.00

		SALON SET UP FURNITURE ETC 		     		1,300.00

		LASER TRAINING 		     		1,500.00

		LASER HIW REGISTRATION		     		1,500.00

		LASER RENTAL		     		2,100.00

		DERMAPLANNING TRAINING		     		500.00

		DERMAPLANNING KIT		     		100.00

		MICRONEEDLING TRAINING 		     		900.00

		MICRONEEDLING KITS AND STOCK		     		240.00

		FACIAL PRODUCTS		     		250.00

		JETT PLASMA MACHINE AND TRAINING 		     		7,500.00

		LASER AND AESTHETICS INSURANCE 		     		700.00

		CLINICAL WASTE COLLECTION		     		89.82

		SALON EQUIPTMENT 		     		500.00

		CONSUMABLES 		     		285.00

		TEACHERS TRAINING 		     		7,000.00

		TRAINING ACCADEMY SET UP 		     		3,000.00

		ADMINISTRATION 		     		530.00

		ACCOUNTANT		     		350.00
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