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Overview of the Business Idea

Business Name: SFR Cuts
Location: Birmingham City Centre
Business Type: Service-based (Barber Shop)
Legal Structure: Private Limited Company (Ltd)




















Concept:
SFR Cuts will be a modern, stylish, and inclusive barber shop catering to men of all ages and backgrounds, with a focus on premium grooming, excellent customer service, and a luxurious yet affordable experience. The shop will also offer additional services such as beard grooming, facials, and hair styling products for retail.




















Management Structure:
The business will be managed by the founder (Owner-Manager) who has experience in men’s grooming and business operations. Initially, the team will include:

- 2 full-time barbers
- 1 part-time receptionist
- 1 apprentice barber

The structure is flat, promoting communication, flexibility, and team-based service excellence.
















Environmental Analysis (PESTEL)

Political: UK government policies support small businesses through grants and reduced business rates. Post-Brexit regulations on imports (e.g., hair products) may influence stock sourcing.

Economic: Rising inflation and living costs may impact consumer spending; however, personal grooming remains a high-priority service even in tight economies (Statista, 2024). Birmingham has a strong economy with high footfall in the city centre, enhancing business viability.

Social: Men are becoming more invested in self-care and grooming. The demand for modern barbering services that go beyond simple haircuts (e.g., beard sculpting, skincare) is increasing.

Technological: Online booking systems, contactless payments, and social media marketing are essential. SFR Cuts will utilize booking software and digital customer relationship management (CRM).

Environmental: Sustainability is important. The business will use eco-friendly products and reduce plastic use where possible.

Legal: The business will comply with UK health and safety, employment law, and GDPR requirements. Proper licensing for barbers and public liability insurance will be secured.












Industry Analysis (Porter’s Five Forces)

Threat of New Entrants – Moderate: Barbering has low entry barriers, but establishing brand loyalty and a premium experience requires investment. Location in a prime area adds competitive advantage.

Bargaining Power of Suppliers – Low: Numerous suppliers exist for hair products and tools, giving Kingsman Cuts negotiation power.

Bargaining Power of Customers – High: Customers have many options. Differentiation through quality service, environment, and convenience is crucial.

Threat of Substitutes – Moderate: DIY haircuts and home grooming kits exist, but many customers prefer professional services for style, comfort, and experience.

Competitive Rivalry – High: Birmingham City Centre has many barbers. A strong brand identity, unique customer experience, and loyalty programs will be key to suc












Market Segmentation

Kingsman Cuts targets the following customer segments:

Professionals (Aged 25–45): Seek high-quality grooming in convenient locations near work. Willing to pay a premium for service and efficiency.
 Students (Aged 18–25): Style-conscious but price-sensitive. Promotions and student discounts will attract this group.
Mature Clients (Aged 45+): Prefer reliable, consistent services. Targeted with traditional grooming options.
Ethnic Communities: Birmingham’s multicultural population demands barbers skilled in different hair types (Afro-Caribbean, Asian, European). SFR Cuts will cater to diverse hair grooming needs.
Event-based Clients: Individuals seeking styling for weddings, parties, or interviews. Premium packages will be offered for such events.













Competitor Analysis

Primary Competitors (Direct):
- Cutting Edge Barbers – Modern barbershop with online booking and mid-range pricing. Located 5 minutes away.
- Mister Barbers – Established chain with student discounts and long opening hours.

Secondary Competitors (Indirect):
- Hair salons – Cater more to women but offer male services. Less specialised but still a threat.
- Mobile barbers – Convenience-based services but lack premium environment.

Tertiary Competitors (Alternative Solutions):
- DIY grooming kits – Sold at supermarkets and online. Cost-effective but lack professional results.
- Subscription services – Grooming product subscriptions (e.g., Harry’s). Only cover part of grooming experience.

SFR Cuts’ competitive advantage will be high-quality service, central location, premium customer experience, and cultural inclusivity.












Marketing Strategies

 Branding and Positioning: Luxurious, modern, professional. Tagline: “Cut Above the Rest.” Targeting mid-to-premium market.
 Online Presence: Website with booking system, service details, pricing, blog, and reviews. Active social media (Instagram, TikTok, Facebook).
 Local SEO and Google My Business: Optimized listings and Google reviews.
 Promotions and Offers: Launch week promo, loyalty cards, student and NHS discounts. Collaborations: Partner with gyms, cafes, and clothing stores. Pop-ups at universities and offices.
 Community Engagement: Sponsor local events and offer quarterly free grooming days for the homeless.















Funding Requirements and Startup Costs

Funding Required: £35,000

Funding Sources:
- Personal savings: £10,000
- Start-up loan (UK government-backed): £15,000
- Angel investor or local business grant: £10,000

Justification:
The Start-Up Loan offers low-interest rates and mentoring. An angel investor could bring industry experience and network connections.

	Expense
	Estimated Cost (£)

	Shop lease & deposit
	10,000

	Renovation & interior
	7,000

	Barber chairs & equipment
	6,000

	Initial stock (products)
	2,000

	Licensing & insurance
	1,000

	Marketing & launch promo
	2,000

	Website & booking system
	1,000

	Staff salaries (first month)
	4,000

	Total
	33,000


Remaining £2,000 reserved as contingency fund.
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