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Introduction
Baby Blooms Salon is a high end hair and beauty salon with a family orientated feel. We specialize in Afro and European hair and accommodate both mother and child in a safe toxic free environment. At Baby Blooms our clients will know they and their child are in expert experienced hands at all times. 
[bookmark: _Toc500969638]Our mission: Is to satisfy all the hair and beauty needs of our clients in one convenient visit.
For most women trying to navigate a cut and blow dry with a baby in hand isn’t easy. Not to mention having your roots done. This we know. We provide a secure play area and breast feeding friendly environment. We offer hair cutting and styling for the little ones in their own special chairs and mini pedicure and manicures.
When you're a child, getting your hair cut for the first time, it can be a scary and daunting experience. You don't always know what to expect! That’s why we decided on a hair salon that is not only child friendly but offers services for children also.
Baby Blooms Salon aim: to make the clients visit easier for them and a memorable and fun experience for the children.
















Executive Summary

[bookmark: _Toc500969639]The Company
Baby Blooms Salon Hair & Beauty
24 Hazelwood Lane
London
N13 5AN

Baby Blooms hair and beauty salon is a rented, street facing premises located in the town centre of Palmers Green. The nearest stations being Wood Green station, Southgate station and Palmers Green station. The salon is situated in a high profile area and is easy to reach by car or public transport. Baby Blooms premises offer private secure parking to their valued clients.
[bookmark: _Toc500969640]
Baby Blooms is jointly owned by partners:
Nisrine Machaal – Trained Cosmetologist 
Wafa Nasser – Trained Stylist and Beauty Consultant
Ragea Brown – Trained Manicurist and Manageress
Ann Nash – Trained Stylist and Manicurist
Peace Kakaire – Trained Beauty and Makeup Consultant
The partners will invest a total of £100,000 of their own funds. 
Baby Blooms intend on establishing growth of 2% each year in both revenue and customer base in order to have a share of the market within the first 5 years of business. Baby Blooms salon have an excellent service and products therefore by investing heavily in advertising and marketing Baby Blooms will improve their market share.
[bookmark: _Toc500969641]Staff Duties
All joint owners will take part in the hair styling and beauty treatments as the partners are all fully qualified hair and beauty consultants with an extensive hair and beauty background spanning approximately 20 years between them. 
Ragea Brown will oversee the smooth running of the salon and employees as well as stocktaking, ordering and receiving salon products.
Nisrine Machaal is trained in child care and early years education and will be in charge of Baby Blooms young clients and face painting.
Wafa Nasser will attend to haircuts, shampoo & conditioning, styling and beauty advice.
Peace Kakaire will perform facial steaming, scrubs, makeup and waxing.
Ann Nash will carry out manicures, pedicures and nail polishing, shampoo & conditioning, haircuts, styling and give beauty advice.
Manning Reception will be alternated between the five partners Ragea, Nisrine, Wafa, Peace and Ann.
The partners will invest time and money into up to date training to make sure Baby Blooms clients receive the best experience possible.
[bookmark: _Toc500969642]Business Aim
Baby Blooms Salon intend on building a brand that people associate with excellent customer service, good experiences, eco friendly environment, high quality styling and being child friendly. The aim of the partners is to build a loyal lifelong customer base from childhood to adult life. Baby Blooms Salon wishes to be recognised as the primary destination for mothers wanting beauty treatments for themselves and their children.
Baby Blooms Salon will replace the main income of all Baby Blooms partners and eventually provide paid jobs for extended family members as the business expands.
[bookmark: _Toc500969643]Services
Baby Blooms provides shampoos, hair-cuts and styling for mother and child, permanents hair colouring, toxin free beauty treatments, makeup and wax for adults. Manicures and pedicures for adults and a mini package for children. A spacious area has been allocated for children with comfortable chairs where they can feel relaxed while having their hair and nails done. Face painting for children is FREE. Appointments are by booking only. 
At Baby Blooms the customer’s needs are always the company’s priority.
[bookmark: _Toc500969644]Products
Baby Blooms will also sell organic hair care products. These quality supplies will include organic shampoos and conditioners, organic facial creams and cleansers, brushes, combs, and other styling aids.
[bookmark: _Toc500969645]Our Competitors
There are a few salons like Baby Blooms offering similar services, for instance Blush + Blow who are at the high end of the market but do not offer a specialized service for children. Many parents can feel that beauty salons are not a safe environment for children therefore having to arrange childcare before they can attend an appointment and making them come less frequently. Baby Blooms Salon has an edge over our competitors as we offer a child friendly environment with eco friendly products at an affordable price.
[bookmark: _Toc500969646]Our Target Market
Women of all ages, teenagers, mothers of young children (from the first haircut upwards) of all ages, living in and around the London Borough of Enfield with an income bracket of £35,000 upwards.
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Business description and purpose

Baby Bloom Salon our goal is to provide exception hair and beauty care and products to our clients. We aim to get and keep our clients and to meet and exceed their expectation. The hair and beauty service and products that will be used are our surface to grow in a very competitive market.
[bookmark: _Toc500969647]The objectives for the first year of operation are:
To create a service and product company that can be classified as one of the best, which aims to fulfil our customer’s satisfaction.
To grow each year with a steady increase of clients this will be achieve by advertising in the shop windows also by asking our clients to tell their families and friends.
To endeavour our customers are totally satisfied through superior performance, comfortable surroundings and entertaining while getting their needs attend to. 
[bookmark: _Toc500969648]Sales Target
We at Baby Bloom Salon are optimistic our sales will increase steadily. This is because of our expertise in good customer service and child friendly environment. 
Our sales forecast for the first year is on average
[bookmark: _Toc500969649]Women
Plaits 1 per day at £80
Extension with your own £5 each row, without £10 
Hair cut only 10 per week at £15 each
Supercuts (including shampoo, conditioner, cut and blow dry) 5 per week at £40 each
Wash and blow dry 20 per week at £15 each
Colour package will include the super cut and colour aiming at 10 per week at £ 65 each. First time customers will be required to do a patch test 48 hours before colouring.

[bookmark: _Toc500969650]Children
Children will have a package this will include shampoo, conditioner, and cut and blow dry 5 per week at £15 each. We will expect this to increase because of the child friendly environment that’s offered.
 ‘Specialist technique can require different pricing’ national hairdresser federation 
For afro Caribbean children wash, blow dry and cornrow natural hair 5per week at £20 each, with hair extension 3per week at £40 each.
[bookmark: _Toc500969651]Manicure
Natural nail care 
A normal manicure with usual polish will be £10 we aim to do on average 10 per week
Pedicure 12 per week at £25 each a massage chair will be available if needed by client 
 This natural nail care will be approximately £10 more with the use of gel/ shellac polish
Polish change 10 per week at £8 each
[bookmark: _Toc500969652]NAIL EXTENTIONS
With gel polish full set 10 per week at £30 each
 Take off redo £20each aiming to do on average 10 each week
We are expecting increase in the amount of services done during special times of the year like Valentine’s Day summertime and especially at Christmas time when workplace have their staff Christmas party.
Product sales are not included in our sales forecast as we foresee this as a minimal part of the market and we are unsure of the revenue from this. However, from talking with other salon this can be approximately £1000 per year.





Legal Status and licences

[bookmark: _Toc500969653]Legal Status
Baby Blooms is a Partnership, owned by five partners. The partnership will be registered with HMRC for Self Assessment. One partner will be the nominated partner but all partners will register separately. This will be done by an online application.

[bookmark: _Toc500969654]Qualification
Baby Blooms staff is required to have an NVQ at level 4 (The NVQ is a work based qualification which recognises the skills and knowledge a person needs to do a job), to equip them for running their own salon. Other requirements are complete beauty salon experience and excellent beautician skills which take 2-3 years training.
[bookmark: _Toc500969655]Employers' legal duties
A first aider is required along with adequate and appropriate first aid equipment under - The Health and Safety (First-Aid) Regulations 1981.
[bookmark: _Toc500969656]Licences
Because of ‘The Copyright, Designs and Patents Act 1988’ Baby Blooms salon may need to apply for PRS for music license/PPL (Phonographic Performance Ltd) licence. This allows music to be played legally on the premises. These licences can be obtained online at various sites or from:
 https://www.gov.uk/licences-to-play-background-music
A Public space surveillance (CCTV) licence will also be needed for observation of the premises. The license application cost £220 and lasts for 3 years.
[bookmark: _Toc500969657]Registration  
Baby Blooms Salon will be registered with the environmental health section of Enfield local authority as required. 
Baby Blooms Salon will register for VAT once we have a VAT taxable turnover of more than £85,000 within a twelve month period.
[bookmark: _Toc500969658]Policies and Insurance
Baby Blooms Salon will implement a health and safety policy and take out a public liability policy along with employers’ liability insurance, product liability, business contents insurance. The landlord has business building insurance in place.



Management Process
Baby Bloom salon will be marketed in a clear and simple manner to generate expert levels of customer satisfaction. An envious place to work, high development and always praising one another to boost staff confidence. 
Our products and services will be outstanding and good value for money. We will recruit the best staff and aim to keep them by giving staff discount, extra holiday for the staff of the year (the staff with the most new client), also discount to immediate family members.
[bookmark: _Toc500969659]Important assumption
The finances that are enclosed are assumed
Revenue will grow at an annual rate of around 15percent, and expected to increase in the festive periods by approximately 25 percent due to the high demands at these times of the year. We anticipate this increase to stay steady throughout the years to account for the flow of new customers coming into the salon.
[bookmark: _Toc500969660]ADMINISTRATION
Administration will be done by all, anyone that is not busy will carry out the necessary administrative work. These will include taking bookings, new and existing clients enquires,   we all have experience in doing these tasks and are willing to do so to cut cost of employing an administrator.
[bookmark: _Toc500969661]Recruitment and HR
Baby Bloom will not be looking to employ any extra staff for minimum first two years as the business has to grow to an extent whereby we see the need for the help.
Nisrine will be in charge of doing the books (monitoring the employee’s holiday, sickness, and salary).
[bookmark: _Toc500969662]Finance 
The manager will be in charge of the financial matter including overseeing salary, holiday and sickness.
Product development
We aim to keep abreast with trends, therefore, someone will monitor the market and if need be send a member of staff on training courses who will return to teach everyone else.






Marketing Plan

[bookmark: _Toc500969663]Market Situation
The business sets to establish itself in the hairdressing and beauty market in London, United Kingdom. This is because dwellers of this diverse city tend to have more disposable income and there is attention to grooming and beauty. As of 2017, there are 40,000 hairdressing businesses in the UK, generating a sum of £7 billion turnover per year (NHF, 2017). This shows there is a high presence of hairdressers in the UK, making the hairdressing market a profitable one.  Also, as Durham (2016) states, beauty and hair treatments have become a part of everyday life (Douglas, 2016). Our business will aim to make hairdressing and beauty services more accessible and enjoyable. 
The target customers of this business are female. As of 2016, the London population currently stands at 8.8 million, of which 4.4 million are female. The most populated age group is between 25-35 years old (Office for National Statistics, 2017). The business will provide services to all age groups; from baby’s first haircuts to elderly women. As of 2016, there are currently 742 thousand females aged between 0-12 years (Office for National Statistics, 2017). This shows there is clearly a market opportunity to include these ages. Also, this is a great opportunity to include mums and their children as they can get excellent service in the same place for good rates. The services available include haircuts, hair colouring, styling and beauty services such as makeup and facials. The salon aims to produce a relaxed and family friendly environment. The décor will make customers of all age groups feel welcome. 
The competitor list for the area we have chosen is as follows:
· Snippers Hair Salon
· The Barber's Chair London
· Coco Hair Studio Palmers Green
· Millimetre Hair and Beauty Palmers Green (Treatwell, 2017). 
The marketing strategies of our competitors were reviewed to help determine a suitable marketing strategy for our company. Each of the competitors had their strengths and weaknesses. For example, Snippers Hair Salon offered unisex cuts and Coco Hair Studio offered baby’s first cuts too. However, Snipper’s hair salon prices were fairly high at £34 for haircut and blow dry. Also, the salons had designated time slots for customers and some competitor salons’ décor were too formal, making the vibe less welcoming and friendly.



[bookmark: _Toc500969664]Marketing Strategy –
As a result, our marketing strategy consists of:
· [bookmark: _Toc500969665]Relationship marketing: building rapport with customers to make them feel welcome and appreciated. This also ensures the services are advertised to friends and family through word of mouth.

· [bookmark: _Toc500969666]Unique selling point: aim to use eco-friendly products such as natural hair dye and shampoos. Also, there will be a focus on using anti-allergy products especially when working with children (2 month-toddlers and onwards). Modiface, a video simulation that previews hair and beauty styles, will be used as a fun and interactive way of engaging customers.

· [bookmark: _Toc500969667]Digital communication: after finishing work with the customers, see if they are fine with us taking their email to send updates and offers on our services and to ask for feedback. Date of birth of children (1-5 years) will also be asked for to track birthdays and send suitable promotions. This will improve our services.

· [bookmark: _Toc500969668]Social media and online marketing: in the current market, social media has played a big role in influencing trends and increasing traffic. Therefore, our business will use social media to market our services. Also, the business will join the Treatwell online booking service to access the online market.

· [bookmark: _Toc500969669]All ages welcome: The initial target market concerns females of all ages who can benefit from our business. and cater to all age groups; this means females can get their services from one location instead of many.

[bookmark: _Toc500969670]Marketing Plan –
Most of our marketing strategies will be carried out by the five partners. This reduces the cost of employing someone external. The marketing plan is as follows:
· [bookmark: _Toc500969671]Relationship marketing: the business team will socialise and listen to suggestions from customers about the services. Relationships will be built by providing relaxed atmosphere and offering refreshments on site. This will be an on-going process. Outreach will also be used to attract new customers and advertise our services. The aim is to do this once or twice a week.

· [bookmark: _Toc500969672]Unique selling point: eco-friendly products must be used when dealing with children (newborn- 12 years). In regards to the ages above 13 years, the supply of eco-friendly products will depend on the demand. This will be reviewed every three months (as this is when we will order new stock). In regards to Modiface, all team members will be trained on how to use this software to keep the service fun and exciting. The training will happen prior to the salon’s opening.

· [bookmark: _Toc500969673]Digital communication: as stated before, customer’s emails and children’s date of birth will be taken to send updates and promotions. Promotions such as Birthday packages and Eid and Christmas discounts will help increase traffic also. This will be an ongoing process. This keeps them up to date and familiar with our products and services. Manager will be in charge of digital communication.

· [bookmark: _Toc500969674]Social media and online marketing: business accounts will be made on Twitter, Facebook and Instagram to advertise our services and make the business more accessible. Promotions and updates will also feature here. This will be reviewed weekly or whenever there is a new product or service. This is a collective effort. The business will also join Treatwell service within two months of its opening in efforts to access the online market. 
Informal team meetings will be carried out daily after the shifts are over to talk about updates and progress. Formal meetings about deadlines and progress will be carried out every two weeks to assess if the marketing strategies are working. Feedback collected from customers will be used also to improve services. 










Operational Requirements

Baby Blooms Salon will be renting Premises to run its business on and will need the following to start running smoothly.

· Staff
· Capital
· Premises
· Rent and utility bills
· Suppliers
· Insurance and Licence
· Advertising handing out leaflets on street and on social media
· Salon equipment
· Sales, pricing for treatments and products
  
[bookmark: _Toc500969675] Premises
Baby Blooms Salon is located in the town centre of Palmers Green, 24 Hazelwood Lane, London N13 5AN. Baby Bloom is situated on one of the busiest road. The nearest stations are: Wood Green station, Southgate station, and Palmers Green station which makes it easy to reach by all means of transport. 
[image: https://lh6.googleusercontent.com/3C1_mkOcZVq0_eqFZcaZRckXPE0bzGG1RkLX3x4j85HA78H0DTcQypEbcVKG90U1wUGKtmTnXYHkdK8JImw7pwqFVp8T8rMEliTQCdyTiwxzAC6MAe4lq3CnEWtERrmcM7pC70Rv]Baby Bloom offers private Parking to valued customers which is convenient for mothers with young children. Below is a sketch for the premises.

                                                                                                 
[bookmark: _Toc500969676]Equipment and Cost
Below is a table of the equipment and quantity needed by Baby Blooms Salon and the cost for a start-up 
                                             
	Cost item
	What is included
	Total cost (£)

	Reception Furniture 
	Set
	1198.80

	Waiting area Furniture
	Set
	299.00

	Styling Chairs
	4
	658.00

	Styling Tables/Mirrors
	3
	454.00

	Shelves
	2
	99.00

	Shampoo Sinks
	2
	949.00

	Hair Dryers
	2
	566.80

	Hair Steamers
	2
	704.00

	Hair Clippers/Shavers
	5
	218.00

	Trolleys
	3
	165.00

	Facial tables
	2
	420.00

	Makeup stools
	2
	90.00

	Towel Cabinets
	3
	179.00

	Magnifier Lamps
	3
	119.97

	Manicure station
	3
	357.00

	Pedicure station
	3
	378.00

	Nail polish Rack
	2
	158.00

	Kids Area Furniture
	set
	189.00

	Computer
	2
	1200.00

	Miscellaneous
	
	150.00





[bookmark: _Toc500969677]Staff
· [bookmark: _Toc500969678][bookmark: _Hlk500608558]Ragea Brown -Trained manicurist and Manageress - will be making sure that Baby Blooms Salon is up to its high standard of customer satisfaction, high performance of employees, running smoothly and will be in charge of ordering and receiving Salon Products.

· [bookmark: _Toc500969679]Nisrine Machaal -Trained Cosmetologist – Nisrine is trained in child care and young education and will be in charge of children and baby’s first haircut, and face painting package. 

· [bookmark: _Toc500969680][bookmark: _Hlk500608524]Wafa Nasser -Trained Hair Stylist and Beauty Consultant - will be in doing haircuts, shampoo, conditioning, styling and beauty advice. 

· Peace Kakaire - Trained Makeup artist and Facials - will be dealing with facial steaming, scrub, and makeup, waxing.   

· Ann Nash - Trained Hair Stylist and Manicurist will be in charge of haircuts, shampoo, conditioning, styling and beauty advice and will be in charge of Manicure, pedicure and nail polishing.

· Reception – This will be alternating between five members of staff, Ragea, Nisrine, Wafa, Peace and Ann. 

[bookmark: _Toc500969681]Company Suppliers

· Salon Direct Ltd, Professional Salon Suppliers. 
           Unit 8, Bassendale park, 
           Bromborough, Wirral, CH62 3Q, UK.

· DIR Group Salon Suppliers
           Unit 1 Business Park
           33 River Road Barking
           London
           LG11 0DA

Payment is due 30 days from the date of invoice on credit agreement. Having two suppliers will benefit Baby Blooms Salon to have an alternative supplier in case the other runs out of the products.
[bookmark: _Toc500969682]Compliance

Baby Blooms Salon follow laws, regulations and company policies in the day to day business responsibilities, creating a safe hospitable and respectful workplace, avoiding compliance violations.  In order to meet health and safety regulations we will make sure our employees are trained and have been made aware of the health hazards associated with carrying out their work. Therefore, they will take suitable precautions to protect themselves and clients for example, good ventilation, sanitising hair, nail, and facial equipment also provide masks and gloves to our nail technicians in order to minimise any product inhalation. 

 It is recommended that Occupational Health and Safety Authority (OSHA) should adequately conduct workplace inspections and awareness program to improve compliance to Occupational Health Safety and Public Health requirement in salons.

[bookmark: _Toc500969683]License
Baby Bloom salon will have to register with Enfield local council. Health and safety will have to be checked by the council before a business certificate is issued. 

[bookmark: _Toc500969684]Insurance
The company will need to have these insurances;
Public liability insurance
Employers Liability insurance
Business Equipment insurance
Baby blooms will be fully covered by Salon secure.
Salon Secure is a trading name of Park Insurance Services which is authorised and regulated by the Financial Conduct Authority (FCA); Registration Number: 307082 and a member of the British Insurance Brokers' Association (BIBA).
Salon Secure is underwritten by:
Zurich Insurance plc
[bookmark: _Toc500969685]
Training needs
Baby Blooms Salon staffs are all trained and highly qualified beauticians and hair stylists. Staff have NVQ at level 4 qualifications however, Baby Blooms will be running a regular staff training to improve on skills and knowledge on the products. 
 
[bookmark: _Toc500969686]Business Risk
The risks that our business could face include:
· Competition from other local beauty salons – We will do research on what our competitors do not offer and make it available for our customers.
· Financial liabilities like failure to meet your sales targets and poor budgeting – Baby Blooms management will be holding monthly and annual financial reviews to monitor and keep track of the cash flow. 
· Lack of feedback from customers – Our Salon will provide excellent customer service, request customers to leave a feedback online, or within the salon.
· Security issues – Tina (2015) Analyses that salons are continuously targeted by thieves due to little security, Cash that is received during the day not being deposited daily, easy access with no barriers to entry.
· Security alarm system, Cameras, magnetic locks will be installed with an access control system.
· Mobile panic button, make daily bank deposits.
· Political factor as part of Pest analysis - Changing Government rules and regulations could affect business. High taxes are applied on branded cosmetic products. Small business may not be affected 
· Economic uncertainty as part of pest analysis where the number of customers is likely to reduce - The management will look into reducing costs and expenses.  
· Social - Cultural – This area presents a much more positive outlook on hair and beauty treatments. There is an increasing demand for hair and beauty treatment due to growing number of women earning good wages and high paying careers. Young women following the trend like hair styles, eye blow shaping and makeup new trends.
· Technological factor – Use internet to promote salon and give opportunities for customers to get appointments through online.
· Members of community will be engaged by providing many special offers especially to new and loyal customers that our competitors do not offer.
· Baby Blooms Salon will have a discount voucher after every fifth treatment; customers will get 10 percent off their sixth treatment.
· Communication with clients will be exceptional by keeping them updated on special offers and discounts.
· The Salon will use local events in the community to promote its services, for example, on weddings, summer fete, Family and friends, proms and graduations.
· The salon will advertise its services using social media for example, You tube, Facebook, twitter and Instagram.

Baby Blooms Hair and Beauty Salon will work hard to reach targets on time and within budget, also on developing and operating a long-time business entity, which will deliver business objectives while meeting and exceeding community expectations.
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Financial & Cash Flow Forecast


Sales and costs forecast

	

	
Month

	
	
2

	
3

	
4

	
5

	
6

	
7

	
8

	
9

	
10

	
11

	
12

	
TotaL


	
A

	
Month name
	JAN
	FEB
	MARCH
	APRIL
	MAY     
	JUNE
	JULY
	AUG
	     SEP
	OCT     
	NOV
	DEC
	


	


	
Sales forecast

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	MAKE UP

     
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200     
	200     
	2400

	
C


	HAIR CUT

     
	150
	150
	150
	150
	150
	150
	150
	150
	150     
	150     
	150     
	150     
	1800

	
D

	HAIR COLOR

     
	180
	     180
	     180
	180
	180     
	180
	     180
	180
	180
	180
	180
	180     
	2,160

	
	HIGHLIGTHINING
	150
	150
	150
	150
	150
	150
	150
	150
	150
	150
	150
	150
	1800

	
	NAIL SHAPE
	120
	120
	120
	120
	120
	120
	120
	120
	120
	120
	120
	120
	1,440

	
	 PEDICURE
	180
	180
	180
	180
	180
	180
	180
	180
	180
	180
	180
	180
	2,160

	
	MANICURE
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	2400

	
	NAIL PREPAIRE
	150
	150
	150
	150
	150
	150
	150
	150
	150
	150
	150
	150
	1800

	
	HAND GEL REMOVER
	180
	180
	180
	180
	180
	180
	180
	180
	180
	180
	180
	180
	2,160

	
	WAXING
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	2,400

	
	FACIAL
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	2,400

	
	BARBER FOR CHILDREN
	100
	100
	100
	100
	100
	100
	100
	100
	100
	100
	100
	100
	1,200

	
	
COST FORECAST
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	MAKE UP
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	

	
	HAIR CUT
	750
	750
	750
	750
	750
	750
	750
	750
	750
	750
	750
	750
	

	
	HAIR COLOR
	900
	900
	900
	900
	900
	900
	900
	900
	900
	900
	900
	900
	

	
	HIGHLIGTHING
	750
	750
	750
	750
	750
	750
	750
	750
	750
	750
	750
	750
	

	
	NAIL SHAPE
	600
	600
	600
	600
	600
	600
	600
	600
	600
	600
	600
	600
	

	
	PEDICURE
	900
	900
	900
	900
	900
	900
	900
	900
	900
	900
	900
	900
	

	
	MANICURE
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	

	
	NAIL PREPAIRE
	750
	750
	750
	750
	750
	750
	750
	750
	750
	750
	750
	750
	

	
	HAND GEL REMOVER
	900
	900
	900
	900
	900
	900
	900
	900
	900
	900
	900
	900
	

	
	WAXING
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	

	
	FACIAL
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	1000
	

	
	BARBER FOR CHILDREN
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	

	
	TOTAL OF SALES
	10,050
	10,050
	10,050
	10,050
	10,050
	10,050
	10,050
	10,050
	10,050
	10,050
	10,50
	10,050
	122,611






Cash flow Forecast

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

	A
	Month name
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	

	
	Money  in (£) 
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	B
	Funding from thePARTNER…
	100,000     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	Funding from
other sources 
	0.00     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	Own funds
	0,000     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	Incomes from Sales
	     
	10,050     
	10,050
	10,050
	10,050     
	10,050     
	10,050
	10,050
	10,050
	10,050
	10,050
	10,050
	10,050
	120,600

	
	Other
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	C
	Total Money in (£)
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	Money out (£)
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Personal drawings 
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	RECEPTION FURNTURE 
	1198,8     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	WAITING AREA FURNTURE
	299,00     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	STYLING CHAIR
	658,00     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	SHELVES
	99,00     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	SHAMPOO SINK
	949,00     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	TROLLEYS
	165,00     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	FACIAL TABLES
	420,00     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	HAIR DRYERS
	566,00     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	MAKE UP TOOLS
	90,00     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	MAGNFIER LAMPS
	119,97     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	MANICURE PRODUCT
	357,00     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	MANICURE STATION
	357,00     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	NAIL POLISH RACK
	158,00     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	KIDS AREA FURNITURE
	189.00     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	MISCELLANEOUS
	150,00     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     
	     

	
	TELEPHONE AND NET
	100,OO
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	ADVERTISING
	200,00
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	GAS AND ELECTRICITY
	
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	

	
	SHAMPOO PRODUCT
	
	250
	
	
	250
	
	
	250
	
	
	250
	
	
	

	
	WAGES
	
	5000
	5000
	5000
	5000
	5000
	5000
	5000
	5000
	5000
	5000
	5000
	5000
	

	E
	Total money out (£)
	     
	5,450     
	5,200
	5,200     
	5,450     
	5,200     
	5,200
	5,450
	5,200
	5,200
	5,450
	5,200
	5,200
	     

	F
	Balance (£)
	     
	4,600     
	4,850
	4,850
	4,600
	4,850
	4,850
	4,600
	4,850
	4,850
	4,600
	4,850
	4,850
	     

	
	Opening balance
	     
	0.00     
	4,600
	9,450
	14,300     
	18,900
	23,750     
	28,600
	     33,450
	38,300
	42,900
	47,750
	52,600
	     

	
	Closing balance
	     
	4,600     
	9,450
	14,300     
	18,900
	23,750     
	28,600
	33,450
	38,300
	42,900
	47,750
	52,600
	57,450
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