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Executive summary

House of luxe is a one individual run business offering a professional high quality and personalised service. Based in the local community. With a start-up capital of £3000.
The main aim or this venture is to provide a complete stress-free environment and service. For example, some clients walking into a busy salon can get very anxious and stressed. So the aim being for client to feel less stressed knowing their walking into a home based salon.
House of luxe is dedicated to maintaining the highest standards of treatments, care and making sure client feel like their leaving the salon feeling like a new woman which you can’t argue every woman loves to feel like that. 
The business will be a home based with a salon setup in the garden. Being homebased minimizes overhead costs, allowing competitive pricing and flexibility in service offerings. The core services included, hair extensions, washing/head massaging and blow-dry, bridal packages and other hair styling services.
House of Luxe is dedicated to customers who enjoy and invest in self-care. To create a loyal client base, the marketing plan includes use of social media, local advertising, and word-of-mouth recommendations. The personalised one-on-one appointment that each customer is given, which ensures a very calm, stress-free enjoyable experience.
House of luxe has the ability to establish itself as a recognised home-based hair salon in the hairdressing business and being trusted by client by being professional and giving a high standard service to all clients.
The company's finances show continuous revenue growth, with the main aim being on building a strong clientele. House of Luxe is targeting to breakeven in the first year, with an estimated £30.000 in revenue annually. The profits will rise as the clientele expands. supported by an effective advertising plan and outstanding customer support.








Introduction
House of Luxe was founded in response to the local community's increasing need for expert and high-quality hairdressing services. The business idea was inspired from a need to provide a more individualised, one-on-one service that meets the demands of a client to receive a more relaxed enjoyable environment.

Business idea 
The main objective is to offer customers the finest services possible, including hair extensions, washing, head massages and blow-dry’s, bridal and wedding party packages. 
Delivering a much more personalised relaxing, stress-free treatment for the client, making them feel more comfortable is the main aim for the company.
Legal status 
The House of Luxe Hair Salon will run as a sole trader, guaranteeing uncomplicated accountability and easy administration. This legal structure makes the growth and management of a small, one-person business easy.
Ownership and Management Team 
Darcey Marie is the owner and manager of this company. An experienced and highly trained hair extension specialist with six years of business background. In addition to her thorough knowledge of all hairdressing services, Darcey develops strong connections with her clients, which is apparent in the quality of work she does and is reflected on a client’s appointment.
Product/Services Details 
The services are tailored to fit the needs of each unique client. 
Washing, head massaging and blow-drying services includes a thorough scalp cleanse and treatment, with a relaxing head and neck massage finished with a thorough rinse and blow-dry, using high quality products to fit the individual’s hair type. Clients will have various techniques to choose from which will be on a menu with descriptions of what each sessions includes, pricing will all depend on what session is chosen. 
Hair extension services clients are given a thorough consultation to gain knowledge on what is best suited for their head and hair type making sure they meet all requirements for extension fittings. For hair extensions pricing all depends on the clients needs but can be ranged from £120-£480. 
Bridal and wedding party packages the company will offer different packages to bridal parties for a more relaxed stress-free morning of their weddings by going out to the bridal party. After previously having trail sessions before the wedding day. By offering mobile services for wedding it means a much more relaxed morning for the bridal party. Moving on to prices, making packages for bridal partys it means a much more affordable expense for the wedding. Packages are more pleasing to customers as overall its cheaper for a package rather than individually priced.
House of Luxe main aim and focus is to gain a high standard reputation through high quality services, creating strong relationships and a loyal client base. The working, marketing, and financial approaches for achieving these goals are provided in the business plan, guaranteeing a successful and long-lasting venture.   
Operations 

Income streams 
House of Luxe will make money by offering a range of services at competitive prices in an effort to draw and keep clients. The main offerings consist of

· Hair extensions - £80-£580
· Blow-drying and styling  - £30
· Wash, cut and blow-dry - £40
· Luxury head massage, wash and blow-dry – ranges from £40
· Wedding packages - £40 per hairstyle
See appendix A for price lists


Locations and premises 
House of luxe will operate from Darcey’s home salon out the garden. lowering the cost of rent and enabling flexible work schedules. Darcey and the clients are guaranteed a comfortable setting because of the home-based setup. lowering tension and enhancing an effortless, enjoyable experience.
Equipment 
A investment of £3000 will be used to purchase high quality hairdressing furniture and tools. Which will be, 
· Hairdressing chair
· Trolley
· Mirror
· Wash basin
· Scissors, combs, brushes, hair clips 
· Shampoos and conditioners
· Hair products
· Extensions tools 
· Curlers
· Straighteners 
· Hairdryers 

Product and Distribution Processes 
Services will be done by appointment only, making sure each client receives a 1-1 service from Darcey.
Clients can book appointment through, online, text or phone call. Darcey will maintain a strict schedule to manage bookings effectively. Preventing overbooking and running behind on clients.
People and Staff
Darcey will manage all aspects of the business at house of luxe, hairdressing, cleaning, and customer service. Since that is the goal of this home-based setup, the idea of their only being just two people in the salon sounds more stress-free and calming.
Suppliers
House of luxe will establish relationships with local hair suppliers to purchase client’s hair from. Ensuring a high-quality standard of hair for clients. 
Systems and Processes
Appointment management will be handled via an effective booking system. Along with to continuously obtaining client input to improve the quality of service on a regular basis, House of Luxe will maintain financial records to monitor costs and income, enabling efficient financial management.
Health & Safety, Legal Compliance
acknowledging health and safety laws is essential. the salon is cleaned and sanitised after every client, a all equipment is cleaned after use. House of Luxe will secure the insurance and business licences required to run its business legally and safeguard against any liabilities. these include... 

Licenses required:     
House of Luxe will obtain a business licence, hairdressing qualifications will be on show to reassure clients about the kept professional standards. these include...

Social Media
A well established platform online will be used to broadcast the services house of luxe offers.
Including prices, available appointments. Social media platforms like Instagram and Facebook will be used to engage with clients and post photos of work and to advertise special offers. 
Online reviews will be encouraged to build a positive reputation and to attract new clients. 
House of Luxe will guarantee excellent customer service by focussing on these operational factors. maintain excellent levels of care and develop loyal customers

Marketing 

Marketing Strategy 
The core of House of Luxe's marketing strategy is using online marketing to establish a strong clientele.
Unique selling point (USP)
House of Luxe provides personalised, professional hair services in a stress-free setting. Every client gets one-on-one care, which guarantees their comfort.
PESTLE Analysis
CIPD (2024) A strategic framework for understanding outside factors that may have an impact on the business is a PESTLE analysis. It examples Political, economic, social, technological, legal, and environmental impacts are among the elements that affect a hair salon. A PESTEL analysis is used to identify threats and weaknesses  which are used in a SWOT analysis. Washington university (2023) 
A thorough PESTLE study for managing a hair salon may be found here:
Political 
Regulations and Licensing: Compliance with local and national health, safety, and business operation standards.
Tax Policies: Impact of taxation on pricing and profitability.
Employment Laws: Influence of labour laws on staffing costs and practices.
Economic
Economic Conditions: Influence of economic environment on consumer spending.
Cost of Supplies: Fluctuations in the cost of salon supplies, such as hair products and equipment, can impact profitability.
Competitive Pricing: Effects of competitor pricing on market positioning.
Social
Trends: changes in hair trends influence customer demand for certain hairstyles and treatments
Technological
Advancements: Clients seeking latest treatments may be attracted to new hair care methods and products.
Online Presence: Social media and online booking platforms can be used to improve client comfort and interest.


Legal
Health and Saftey: Strict adherence to hygiene and safety standards is essential to avoiding legal problems and upholding client confidence.
Environmental
Sustainability: Increasing consumer preference for eco-friendly and sustainable products can drive salons to adopt greener practices.
Waste Management: Proper disposal of waste generated from the salon is necessary to comply with environmental regulations.
The running of and strategic planning of a hair salon may be impacted by outside variables, which this research helps to discover. Although t's crucial to keep in mind that regulations are typically not meant to limit your business when you incorporate legal factors into your PESTEL Analysis. Rather, their goal is to assist. Laws are made to safeguard rights and liberties, maintain order, settle disputes, and set standards, according to LEWIN (2019). It is not necessary for a business leader to agree with every law. That being said, it is essential that you understand the rules that apply to your company and how they will impact it going forward.

SWOT Analysis 
An essential first step in getting ready to open your own hair salon is to educate yourself with the advantages, disadvantages, opportunities, and threats associated with the hairdressing salon business.  You can use this guide's example SWOT analysis of a hair salon as a starting point for your own analysis of a business project. It is also extremely useful while you develop the business strategy for your effort to open a hair salon . Karam, I.J. (2023), moving forward.
Strengths
Skilled Staff: Experienced stylist provide high-quality services.
Customer Loyalty: Good customer service encourages recommendations and repeat business.
Prime Location: High-traffic area attracts more clients.
Diverse Services: Wide range of services meets various customer needs.
A strong brand and reputation: The salon may have a significant advantage if it is well-known in the surrounding area for providing excellent services.  For example, having an established and loyal client base and a track record of beneficial online reviews can be extremely helpful for the salon.
Weaknesses
High Operating Costs: Significant expenses impact profitability.
Staff Dependence: Success relies on the skills and reliability of stylists.
Limited Brand Recognition: New or small salons may struggle to establish a brand presence.
Opportunities
Service Expansion: Adding new services can attract more clients.
Digital Marketing: Using social media and online marketing to reach a wider audience.
Partnerships: Collaborations can enhance visibility and attract new customers.
Trends: Staying updated with trends and new techniques sets the salon apart.
Threats
Economic Downturns: Reduced spending on non-essential services.
Competition: Local salons and new entrants increase competition.
Regulations: Stricter health and safety regulations increase complexity and costs.
Supply Chain Disruptions: Dependence on specific suppliers can affect service delivery.

For a hair salon to plan and organise, a SWOT analysis is essential. House of luxe must be aware of its strengths and weaknesses as well as other variables that may help or hurt the salon's prospects. A hair salon can be successfully launched with an owner a that have received proper training. Everyone can communicate and keep up a positive atmosphere that attracts clients when they are clear about what is expected of them. The success of a hair salon depends on having an appropriate plan and level of organisation. Remi (2023)

Market Segment 
House of luxe targets clients who value high quality, 1-1 services, the business also aims to attract individuals between the ages of 18 and 45 who are focused on their personal selfcare development, and love treatments and comfort. They are looking for a hair salon that is up to date and can provide them with the high standard and up to date trends. Because of their busy schedules, they value accessible appointment choices and effective online booking. House of luxe marketing strategy puts a significant focus on social media engagement and online reviews in addition to easy accessibility and an appealing salon setting that complements their aesthetic needs in order to draw in and keep this group of clients.
Target market
Our target market includes individuals aged 18-45, of all genders, with middle to upper-middle-class incomes who enjoy investing in the personal selfcare. The business will be targeting client in the local area. 
Why? 
Clients place an importance on efficiency and look for salons that offer effective online booking, flexible appointment scheduling, and consistent good service. Additionally, they prefer personalised services where experienced hairdressers are aware of their specific preferences.  To attract and maintain clientele, our marketing approach focuses on building a strong online presence with engaging social media posts and positive online reviews, providing efficient services, and maintaining a classy salon atmosphere.

Competitors Analysis
As a business owner, particularly a small business owner, House of luxe should consider strategies to maintain a competitive advantage. The business should consider offering better services against their rivals. Riley (2021) 
Knowing who the business closest competitors are as a home-based salon owner is essential to effectively establishing the business.  Key competitor types, together with their advantages and disadvantages, are as follows:
Below is a map showing the competitors in the local area[image: A map of a city
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Established Local Salons being one main competitor.
Strengths: A well-established consumer base and strong brand recognition. more availability and a wider range of services because there are more stylists. A professional salon setting with state-of-the-art amenities and equipment.
Disadvantages: increased operating expenses could result in increased prices. reduced individualised care because of an increase in clients. For certain clients, a fixed location could be less convenient.

House of luxe will look at the market and what the average prices and seeing if the business undercut local competitors but not undercutting the business. Putting more effort into advertising and getting the business brand out there and recognised. Word and mouth are also a great advertisement. 
House of luxe analysis would be that it’s good to know what other business are charging and it’s good to know to have a wider sort of view and having a helicopter view of everyone within the same market that will allow the business to form a much better view on the business and analysis of what’s good for house of luxe and benefits its growth. Such as,
Pricing, marketing, the quality in which the hair the business will use so it’s long lasting for the client making sure their happy with the service they’ve paid for meaning house of luxe reputation will remain excellent and lastly the clients experience, knowing the audience and clients allowing them to have the best experience.

Financing information

Financial projections: 
An summary of House Of Luxe financial performance for the year is given in the tables below. 
[image: ]
[image: ]                         [image: ]

Outline break-even analysis 
· Fixed costs 
· Variable costs 
· Average revenue per service 

To break even : 

Ideal Number of Customers 

Maximum capacity

House of Luxe aims for financial stability and growth through the carrying out of a marketing strategy and continual improvement of a high standard of service, guaranteeing a successful and sustainable business.
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I Your Company Name Monthly cashflow projection l

Pre-startup Month1l Month2 Month3 Month4 Month5 Month6 Month7 Month8 Month9 Month10 Month11l Month12  TOTAL

1. CASH IN THE BANK

(Beginning of month) 3,000 3,000 5,975 9,240 11,905 15,070 18,235 21,400 24,465 26,930 30,095 33,760 37,425 | 12 Months
2. COMPANY INCOME
(a) Cash sales E 0 3,500 3,600 3,000 3,500 3,500 3,500 3,500 2,800 3,500 4,000 4,000 4,000 42,400
(b) Collections from credit accounts 0 -

(c) Loan or other cash injection -

3. TOTAL INCOME

- 3,500 3,600 3,000 3,500 3,500 3,500 3,500 2,800 3,500 4,000 4,000 4,000 42,400

4. TOTAL AVAILABLE
3,000 6,500 9,575 12,240 15,405 18,570 21,735 24,900 27,265 30,430 34,095 37,760 41,425

5. COMPANY OUTGOINGS
Mobile phone 50 50 50 50 50 50 50 50 50 50 50 50 600
WI-FI 30 30 30 30 30 30 30 30 30 30 30 30 360
Transport 100 100 100 100 100 100 100 100 100 100 100 100 1,200
Public liability insurance 90 90
Hair extension beads 60 60 60 60 60 60 60 60 60 60 60 60 720
Hair threaders 5 5 5 5 5 5 5 5 5 5 5 5 60
Accountant 250 250
Hair products 100 100 200
Electricity 50 50 50 50 50 50 50 50 50 50 50 50 600
Cleaning Stock 20 20 20 20 20 20 20 20 20 20 20 20 240
Refreshment stock 20 20 20 20 20 20 20 20 20 20 20 20 240
(r) Subtotal - 525 335 335 335 335 335 435 335 335 335 335 585 4,560

6. TOTAL PAID OUT
- 525 335 335 335 335 335 435 335 335 335 335 585 4,560

7.FINAL BALANCE
(End of month) [4 minus 6] 3,000 5,975 9,240 11,905 15,070 18,235 21,400 24,465 26,930 30,095 33,760 37,425 40,840










Pre-startup Month 1 Month 2 Month 3 Month 4 Month 5 Month 6 Month 7 Month 8 Month 9 Month 10 Month 11 Month 12

TOTAL

1. CASH IN THE BANK

(Beginning of month)

3,000                       3,000          5,975          9,240          11,905       15,070       18,235       21,400       24,465       26,930       30,095       33,760       37,425      

12 Months

2. COMPANY INCOME

(a) Cash sales

  0 3,500          3,600          3,000          3,500          3,500          3,500          3,500          2,800          3,500          4,000          4,000          4,000          42,400      

(b) Collections from credit accounts

  0 -               

(c) Loan or other cash injection

-               

3. TOTAL  INCOME

-                             3,500          3,600          3,000          3,500          3,500          3,500          3,500          2,800          3,500          4,000          4,000          4,000          42,400      

4. TOTAL AVAILABLE

3,000                       6,500          9,575          12,240       15,405       18,570       21,735       24,900       27,265       30,430       34,095       37,760       41,425      

5. COMPANY OUTGOINGS

Mobile phone

50                  50                  50                  50                  50                  50                  50                  50                  50                  50                  50                  50                  600              

WI-FI

30                  30                  30                  30                  30                  30                  30                  30                  30                  30                  30                  30                  360              

Transport

100               100               100               100               100               100               100               100               100               100               100               100               1,200         

Public liability insurance

90                  90                 

Hair extension beads 

60                  60                  60                  60                  60                  60                  60                  60                  60                  60                  60                  60                  720              

Hair threaders

5                     5                     5                     5                     5                     5                     5                     5                     5                     5                     5                     5                     60                 

Accountant

250               250              

Hair products

100               100               200              

Electricity

50                  50                  50                  50                  50                  50                  50                  50                  50                  50                  50                  50                  600              

Cleaning Stock 

20                  20                  20                  20                  20                  20                  20                  20                  20                  20                  20                  20                  240              

Refreshment stock

20                  20                  20                  20                  20                  20                  20                  20                  20                  20                  20                  20                  240              

-               

(r) Subtotal

-                             525               335               335               335               335               335               435               335               335               335               335               585               4,560         

6. TOTAL  PAID OUT

-                             525               335               335               335               335               335               435               335               335               335               335               585               4,560         

7. 

FINAL BALANCE

     (End of month)  [4 minus 6] 3,000                       5,975          9,240          11,905       15,070       18,235       21,400       24,465       26,930       30,095       33,760       37,425       40,840      
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month  revenue

1 3,500

2 3,600

3 3,000

4 3,500

5 3,500

6 3,500

7 3,500

8 2,800

9 3,500

10 4,000

11 4,000

12 4,000
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Profit
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3265
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3165
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3165
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 Month  Revenue Expenses Profit 

1 3,500 525 2975

2 3,600 335 3265

3 3,000 335 2665

4 3,500 335 3165

5 3,500 335 3165

6 3,500 435 3065

7 3,500 335 3165

8 2,800 335 2465

9 3,500 335 3165

10 4,000 335 3665

11 4,000 335 3665

12 4,000 585 3415
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EXTENSIONS BY DARCEY MARIE

EXTENSIONS
VANITY HAIR
FUSION & NANO

DARK/MIX LIGHTS/MIX

25 - £70 25 - £80

50 - £140 50 - £145
75~ £290 75 - £210
100 - £295 100 - £310
125 - £340 125 - £370
150 - £400 150 - £430
175 - £460 175 - £540
200 - £530 200 - £580

RUSSIAN RAZILLIAN

B
s

20721 22"-24"
235210 25 - £80

50 - £130 50 - £140
75 - £185 75 - £195
100 - £285 100 - £295
125 - £320 125 - £340
150 - £370 150 - £390

175 - £440 175 - £460
200 - £480 200 - £490

140 - £390
160 - £440
180 - £490
200 - £540

STYLING
PINCURLS
BLOWDRY
CURLS/STYLE
HAIR UP
DYSON AIRWRAP BLOWDRY
Bridal packages - priced upon request

Wwesheutstiondry-£40 - MAINTENANCE

£40 PER HOUR  REMOVAL £30
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