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1. EXECUTIVE SUMMARY
Hairbymisbah and Makeoversbymisbah are my hair and makeup businesses in Birmingham. I want to grow them by taking on more appointments at my salon in Selly Oak and accepting selected event bookings. In this plan, I look at my local competitors, how I will promote my services and how I plan to manage the business.
I am seeking £3,500 for supplies, equipment, launch costs and working capital. If I reach 20 appointments in the first month, I estimate sales of £1,880. After estimated salon commission, products and other overheads, around £490 may remain before tax and my own drawings. I also plan to offer one or two free or reduced-price appointments each quarter and make practical changes to reduce waste.
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2. OVERVIEW OF THE BUSINESS IDEA
Overview of Plan
This plan shows how I can grow Hairbymisbah and Makeoversbymisbah from my Selly Oak salon base and through selected event bookings, without taking on my own premises. It covers my services, market, marketing, finances and community plans.
The Business Idea
My services include colour, highlights, balayage, grey blending, cuts, blow-dries, treatments, extensions, and occasion and bridal makeup. I want to serve local clients looking for personalised hair services, as well as people getting ready for weddings, proms, Eid and graduations.
I hold Level 2 hairdressing and beauty qualifications and have one-to-one bridal makeup training. At a consultation, I will ask about the client’s hair history, what they want, their budget and how they plan to maintain the result. I will confirm the price, carry out required patch tests, and explain aftercare and realistic colour results.
Figure 1: Hair and makeup service price list. Source: created by the owner.

[image: ]
The blow-dry package covers four visits over three months. The price depends on hair length and thickness. It gives clients an option for regular styling and may encourage them to book repeat visits.

Legal Format
I plan to remain a sole trader while I work alone. This keeps the administration manageable, although I am personally responsible for the business. I will keep financial records, report income as required, check whether council registration applies and maintain suitable insurance and hygiene procedures (HM Government, n.d.-b). If I take on a lease or employ staff, I will review the structure and costs.
Management Structure
I will manage appointments, services, purchasing, records and promotion. If wedding demand becomes too much for my available hours, I may use a trained freelancer for selected dates after checking insurance and responsibilities. I will review bookings, feedback and cash flow before increasing capacity.

	Misbah Mahmood  |  Owner and sole trader

	Hair services and consultations
	Makeup and event bookings

	Bookings, records and purchasing
	Marketing, client care and community offer


Figure 2: Proposed management structure. Source: created by the owner.

3. PESTEL ANALYSIS
Political: Council and public-health guidance may affect where I work, so I will check local requirements before expanding.
Economic: Higher household and product costs may reduce bookings or profit margins. Deposits, clear quotes and checking costs can help me manage this.
Legal: I will check whether registration applies and keep suitable insurance, hygiene, patch-test, consumer, data-protection and tax records (HM Government, n.d.-b).
Social: Birmingham had around 1,144,900 residents in 2021, up 6.7% since 2011 (ONS, 2023). This shows the size of the city, but it does not tell me how many people will book my services. Clients have different hair and privacy needs, so consultations and getting consent before sharing photographs are important.
Technological: Social media and online booking can help clients find my work and appointments. I will protect client details and check the fees charged by the platforms I use.
Environmental: Hair services use water, electricity, products and packaging. I will order stock around bookings, use digital forms and reduce disposable packaging where hygiene allows. I will dispose of business waste correctly (HM Government, n.d.-a). Overall, growing the business will mean reaching local clients while controlling costs and providing safe, consistent services.
4. COMPETITION ANALYSIS
My competitors include salons, independent stylists and mobile makeup artists. Treatwell lists balayage with a finish from £185 at Cuts & Styles by Abby, and balayage with a blow-dry from £110 at Naz Hair & Beauty (Treatwell, n.d.). This is a small online sample, and the services may include different work. It does not show every salon or account for consultation, hair length, product use or hair condition. I will compare similar services and review my prices every six months, using my product costs and appointment times as well as online listings.
Local Competitor Examples
Table 1: Selected local competitor prices (Treatwell, accessed 19 October 2026).
	Provider
	Listed service example
	How I can respond

	Cuts & Styles by Abby, Hall Green
	Balayage with finish from £185
	Consultation, tailored plan, clear inclusions

	Naz Hair & Beauty, Stratford Road
	Balayage with blow-dry from £110
	Combined event services and personal booking




My menu starts at £145 for no-bleach balayage and £160 for balayage with Olaplex. These prices sit between the two listings, although the services differ. I can compete by offering clear consultations, realistic examples and combined hair and makeup bookings, rather than competing on price alone. I will set prices to cover my time, products and salon commission.
If a client is unhappy with a result, I will review what we agreed at the consultation and explain a fair next step. A South Korean hair-salon study linked the way businesses respond to service problems with customer satisfaction and loyalty (Choi, Kim and Kim, 2023).
5. MARKETING COMMUNICATIONS PLAN
Over the first six months, I want to turn more local enquiries into bookings and encourage clients to return. Hairbymisbah and Makeoversbymisbah will link to my That Time booking page. It lists payment options such as Klarna and Clearpay, subject to the providers’ terms and client eligibility (That Time, 2025a; 2025b). I will show the full price and keep other payment options available.
Each week I will post a finished look, a process or aftercare tip, and availability or a client review. I will use local wording and get permission before sharing client photographs.
The marketing mix will help me keep my offer clear. The product is the service and aftercare. The price should reflect my time and costs. The place is my salon or a selected event venue. Promotion will include videos, reviews and seasonal posts. Good client care, simple booking steps, a clean workstation and an up-to-date portfolio can help build trust (Kotler, Keller and Chernev, 2022).
I will review enquiries, bookings, average spend, repeat visits, cancellations and social-media reach each month. Based on my forecast of 20 appointments in month one, I aim to reach 24 appointments a month by month six. If posts get views but few enquiries, I will change the content or booking information. Clear cancellation and correction policies will help clients understand what to expect.
Clients can book a single appointment through That Time and choose from the payment options shown at checkout, including Klarna or Clearpay where available and subject to provider approval. I will check booking and payment fees and include them in the budget.
6. FUNDING REQUIREMENTS AND FINANCIALS
I am seeking £3,500 for stock, equipment, launch costs and working capital. Proposed sources are £2,000 from an investor and £1,500 from my own contribution or retained earnings; neither is confirmed. I would agree funding and repayment terms in writing and check supplier quotes and the salon agreement before spending.
The £3,500 budget is £600 for hair stock, £450 makeup and hygiene supplies, £450 tools, £250 insurance and registration, £300 booking and launch materials, £200 promotion, £150 cleaning and laundry, £300 training and £800 working capital. I have not included a new lease. I will confirm commission and obtain quotes before spending.
The forecast assumes 12 hair appointments averaging £120 and eight makeup appointments at £55, giving £1,880 sales. At 35% commission, £658 goes to the salon. After £282 for products and £450 overheads, about £490 remains before tax and drawings. Table 2 summarises this operating cash flow; I will record actual costs by service. The forecast is a planning estimate, not guaranteed income. If fewer clients book, I can delay non-essential stock purchases, but I will keep enough cash for essential products, insurance and hygiene supplies.
Table 2: Projected operating cash flow for Month 1.
	Cash flow item
	Month 1 estimate
	Basis

	Cash in: client sales
	£1,880
	12 hair and 8 makeup appointments

	Start-up funding received
	£0
	£3,500 is requested, not confirmed

	Total cash in
	£1,880
	 

	Salon commission
	£658
	35% of sales

	Products used
	£282
	Estimated

	Other monthly overheads
	£450
	Estimated

	Total cash out
	£1,390
	 

	Net operating cash flow
	£490
	Cash in minus cash out


About half of sales remains after commission and products. With £450 in monthly overheads, estimated break-even sales are £900. If bookings fall 25% below forecast, sales would be about £1,410, leaving roughly £255 before tax. I will reconcile deposits and review cash flow monthly.


7. SUSTAINABILITY AND COMMUNITY SUPPORT
Each quarter, I plan to offer one or two free or reduced-price appointments to people referred by an employment or wellbeing group. These appointments could help someone prepare for an interview or training event. I will agree referrals with a local organisation, fit appointments around paid work and ask whether the offer was useful.
I will use digital forms, order stock around bookings, recycle packaging where possible and dispose of business waste correctly (HM Government, n.d.-a). Every three months I will review expired stock, packaging and community appointments. I will record how many reduced-price appointments I provide and how much stock is discarded. This will help me check whether the community offer is reaching people and whether my waste-reduction steps are practical.
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( HAIR SERVICES

Root retouch

Full tint

Half-head highlights + toner
Full-head highlights + toner
Balayage (no bleach)
Balayage with Olaplex
Babylights + toner

Toner

Cut and styling

Blow-dry

Olaplex treatment

Hair Botox

( EXTENSION FITTING*

Tape-in — half head
Tape-in — full head
Nano rings — half head
Nano rings — full head
Micro rings — half head

Micro rings — full head

Weft — 1 row
Weft — 2 rows
Weft — 3 rows

. .
/J ( OCCASION MAKEUP )
from £45 Soft glam £55
from £55 Full glam £70
from[£75 Prom / special occasion £50
from £130
Strip lashes included
from £145
@ o)
from £160 KBLOW-DRY PACKAGE (4 VISITS) )
from £180 short hair £100
from £30 Medium, thick hair £120
£60 Long, thick hair £150
£50 Use all four visits within 3 months.
£25 ( BRIDAL MAKEUP )
tomle200 Bridal trial £75
) Bride on the day £200
£80 Bride + trial package £275
£120
£100 [ A FEW NOTES )
£180 :
Makeup booking deposit £20
£100
Remaining balance to be paid in cash.
£180 Travel may be charged outside Birmingham.
£60 *Extension fitting only; hair may cost extra.
Consultation needed before extensions.
£110
£150

BOOKINGS & ENQUIRIES

@hairbymisbah_

@makeoversbymisbah





