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Group information for La Belle
Company Overview:
Name: La Belle
Type: Beauty Salon
Focus: Hair removal services 
2.Services Offered:
Laser hair Removal: Fast and effective ,with long-lasting results.
Electrolysis: Permanent hair removal using electric current, suitable for all hair types.
Waxing: Quick hair removal with results lasting 2-6 weeks.
Sugaring: Gentle hair removal with a natural sugar paste, great for sensitive skin. 


Overview of your business idea
Our venture this is a cosmetology clinic that makes girls and men beautiful. There will be cosmetic procedures performed. Such as laser, hair removal, electroepilation, sugaring, waxing. This is one part.
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La Belle is a modern beauty salon specialising in high‑quality hair‑removal services for both women and men. The business focuses on delivering safe, effective, and long‑lasting results through advanced technology and skilled cosmetology professionals. La Belle offers four main treatments: laser hair removal, electrolysis, waxing, and sugaring. This variety allows the salon to meet the needs of different skin types and client preferences while ensuring comfort and personalized care.

The mission of La Belle is to help clients feel confident and well‑groomed by providing reliable, accessible, and professional cosmetic services. As demand for non‑invasive beauty treatments continues to grow in the 21st century, the salon is well‑positioned to succeed in a competitive market. By maintaining high service standards, using modern equipment, and implementing effective marketing strategies, La Belle aims to build a loyal customer base and achieve sustainable long‑term growth.
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La Belle is an innovative beauty salon designed to deliver high‑quality and professional hair‑removal services for both men and women. The business concept is centered on providing safe, efficient, and long‑lasting cosmetic treatments supported by modern technology and experienced specialists. The salon offers four main procedures: laser hair removal, electrolysis, waxing, and sugaring. This combination of services enables La Belle to work effectively with various skin types and meet the unique needs of each client.

The salon aims to create a welcoming and trustworthy environment where every visitor receives personalized care and consistently excellent results. La Belle places strong emphasis on professionalism, cleanliness, and exceptional customer service. With the rising popularity of non‑invasive cosmetic treatments, the business is well‑positioned to attract a broad customer base and strengthen its presence in the market. By combining skilled staff, advanced equipment, and a client‑focused approach, La Belle strives to become a reliable provider of hair‑removal solutions.

[bookmark: _Toc120719593]Business Description 
 La Belle is a forward‑looking beauty salon specializing in advanced hair‑removal services for both women and men. The business targets the rapidly expanding market for non‑invasive cosmetic treatments, offering strong potential for long‑term profitability. Its core services include laser hair removal, electrolysis, waxing, and sugaring, all performed with modern equipment and trained professionals. La Belle aims to build a brand associated with quality, safety, and personalized care. With rising consumer demand and opportunities for service expansion, customer‑base growth, and future scaling, the business is positioned as an attractive investment opportunity with solid prospects for sustainable development.
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La Belle offers a specialized range of professional hair‑removal services designed to deliver safe, effective, and long‑lasting results. The salon provides four core treatments: laser hair removal, electrolysis, waxing, and sugaring. Each service is performed with modern equipment and high‑quality materials to ensure comfort, hygiene, and consistent outcomes. Laser and electrolysis treatments target long‑term reduction, while waxing and sugaring offer quick, affordable options for all skin types. This diverse service portfolio attracts a wide customer base and supports strong potential for recurring revenue and future expansion
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Reduce Waste 
Objective: Decrease single-use plastic packaging waste by 40% in salon within 12 months.
Rationale: This supports sustainability efforts and appeals to eco- conscious clients.
Secure Partnership
Objective: Establish 15 partnership with local businesses(such as gyms and cosmetic shops) within 9 months.
Rationale: These partnerships will enhance marketing efforts and boost client referrals.
Increase Active Clients
Objective: Generate 35000£ in monthly revenue by Month 12.
Rationale: This revenue target will ensure the financial viability of the salon.

 Customer Satisfaction Reporting
Objective: Publish quarterly reports on customer satisfaction and service quality starting from Month 3
Rationale: Regular reporting will help asses performance and identify areas for improvement.
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1. Launch La Belle in Canary Wharf.
Objective: Open La Belle beauty salon in the Canary Wharf area of London within 6 months.
2.Secure Partnerships
Objective: Establish 10 partnership with local businesses and gyms within 9 months.
3.Clients Acquisition 
Objective: Reach 800 active clients by the end of 1 Year.
4.Reduse Waste 
Objective: Decrease single-use product waste by 30% within 12 months.
5. Customer Satisfaction Report 
Objective : Publish the first customer satisfaction report by Month 6.
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1.Expand La Belle 
Objective: Open two additional La Belle locations in Greater London within 2 years.
2.Introduce Eco-Friendly Products  
Objective: Launch a line of eco-m friendly skincare products in 18 months.
3.Develop a Fascial Care Program 
Objective: Create a specialised facial care program with new treatments within 2 years .
4. Develop a Mobile App
Objective: Create a mobile app for booking appointments and managing rewards within 2 years.
5. Increase Profitability
Objective: Achieve a 25% increase in profitability by the end of year 2.
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 Market Analysis 
The global hair‑removal and beauty‑salon sector is experiencing steady growth, driven by rising demand for long‑lasting aesthetic treatments and increased awareness of personal grooming. The hair‑removal market alone is expanding due to technological advancements such as laser and IPL systems, which offer more effective and safer results.   
La Belle’s target market includes women and men aged 18–50 who seek professional, hygienic, and reliable hair‑removal services. Competition comes from local salons, clinics, and mobile technicians, but La Belle differentiates itself through modern equipment, specialised treatments, and a strong focus on customer experience.
Marketing Plan
La Belle will promote its services through targeted social‑media advertising, introductory discounts, and a referral programme to attract new clients. Online visibility will be strengthened through consistent content, before‑and‑after results, and positive customer reviews. Partnerships with local businesses and competitive pricing strategies will help expand reach and encourage repeat visits. The salon will also offer service packages and loyalty rewards to retain clients and build long‑term relationships.
[bookmark: _Toc120719599]Market Analysis (Competitors, Customers, Target Groups)
Customers
La Belle targets individuals who is prioritize personal care and beauty, particularly those seeking  high-quality skincare and cosmetic treatments. In London younger adults aged 18-35are increasingly invested in wellness and beauty, showing a strong preference for eco-friendly and natural products. This demographic often includes professionals, students, and young families who value self-care and are willing to invest in beauty treatments that enhance their appearance and well-being.
Customers appreciate convenience , personalized services and high- quality products. They then to be informed about beauty trends and are responsive to digital solutions, such as online booking systems and personalized  promotions.


Target Groups
La Belle focused on two primary target groups :
1.B2C(End Users)
· These are individuals aged 18-40 who frequently seek beauty and skincare services.
· They are health-conscious, eco -aware , and tech-savvy, often living or working in urban areas where beauty culture thrives.
· Many are interested in personalized treatments and value sustainability in beauty products.
B2B(Partner Businesses)
· This group includes local gyms, wellness centers, and spas looking to enhance their service offerings.
· These businesses are increasingly pressured to provide clients with wellness solutions that reflect sustainability and quality.
· By partnering with La Belle, they can offer their clients premium beauty services and improve their overall service portfolio.
Competitor Analysis
 La Belle operates in a competitive beauty and wellness market, facing both direct and indirect competitors.
· Direct Competitors: These include other local salons and spas offering similar skincare and beauty treatments. Many focus on high-quality services and may have established customer loyalty but could lack personalized service or eco-friendly practices.
· Indirect Competitors: This category includes at-home beauty products and subscription boxes that offer skincare solutions. While these options provide convenience, they  often lack the professional touch that salon can offer.
La Belle’s competitive advantage lies in its focus on personalized care, eco-friendly  products, and a commitment to sustainability. With a modern approach to beauty and wellness ,La Belle aims to reduce barriers to access while fostering a loyal customer base through exceptional service and community engagement.

SWOT Analysis
Strengths
· Strong Sustainability Focus: Use of eco-friendly products  attract environmentally conscious consumers.
· Personalized Services :Individualized approach to each client enhances satisfaction.
·  Experienced Staff: Skilled professionals ensure high-quality service.
· Digital Solutions: Online booking and customer interaction system improve efficiently and convenience.
Weaknesses
· Requires Behavior Change from Customers: Clients need to adapt to new service standard.
· Initial Investment: Significant costs for equipment and products may impact cash flow.
· Dependence on Customer Loyalty: Business success relies on retaining clients in a competitive market.
· Limited brand and Recognition: Time and resources are needed to build awareness for a new salon.
Opportunities
· Partnerships with Offices: Collaborating with companies for beauty programs increases the client base .
· Demand for Eco-Friendliness: Growing consumer preference for sustainable services attracts conscious customers.
· Online Services: Virtual consultations expand audience reach engagement.
· Workshops: Local events strengthen community ties and promote the brand.
 Threats
· Competitors Offering Similar Services :Other salons may introduce comparable eco-friendly and personalized offerings, increasing market competition.
· Low Return Rates: Incosistent clients return can negatively impact revenue and inventory management.
· Economic Downturn: A decrease in disposable income may lead to reduced spending on beauty services.
· Regulatory Changes: New health and safety regulations could pose operational challenges  and increase costs.
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Political
Operations must follow local licensing rules and strict hygiene standards.
Government regulations influence staff training and salon safety procedures.
Economic
Demand for beauty services shifts with changes in disposable income.
Rising costs for supplies, rent, and utilities can affect overall profit margins.
Social
Growing interest in self‑care and long‑term hair‑removal treatments.
Social media trends shape customer expectations and influence treatment choices.
 Technological
New laser and IPL technologies improve treatment results and attract clients.
Digital booking systems and online marketing help increase visibility and convenience.
Environmental
Salons must manage waste responsibly, especially disposables and chemicals.
Clients increasingly prefer eco‑friendly products and sustainable practices.
Legal
Consumer protection laws require safe, high‑quality service delivery.
Employment rules and data‑protection laws apply to staff and online bookings.
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Product
La Belle provides a range of professional hair‑removal treatments, including laser, waxing, and other beauty services. The salon focuses on delivering high‑quality results using modern equipment in a clean, relaxing environment.
Price
Prices are set competitively compared to nearby salons and clinics. Clients can benefit from bundle deals, welcome discounts, and loyalty incentives designed to encourage repeat visits and attract new customers.
Place
All services are offered in an easily accessible, well‑designed salon that prioritises comfort and privacy. Customers can conveniently book appointments online, and the salon maintains an active presence on social media to increase visibility.
 Promotion
Marketing efforts include targeted social‑media campaigns, before‑and‑after visuals, client testimonials, referral rewards, and collaborations with local businesses. Seasonal promotions and focused advertising help draw in new clients and boost brand awareness.
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 La Belle’s management team is structured to meet the standards of the UK beauty industry and support long‑term business growth. The salon is led by an experienced beauty professional with specialist training in modern hair‑removal technologies and strong knowledge of UK health‑and‑safety requirements. The manager oversees daily operations, ensures compliance with local regulations, and maintains consistently high service quality.

As the business expands, La Belle plans to strengthen its leadership structure with key roles aligned to the needs of the English market: Operations Manager – responsible for streamlining processes, managing resources, and ensuring the salon meets UK industry standards.
Marketing & Digital Specialist – focused on brand development, social‑media strategy, and customer acquisition across the UK market.
Senior Technician – oversees treatment quality, staff training, and the introduction of new technologies.
Front‑of‑House Administrator – manages bookings, customer service, and day‑to‑day coordination.
This future‑ready management structure demonstrates to investors that La Belle is committed to operational excellence, regulatory compliance, and scalable growth within the competitive beauty sector in England.
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Founder & Managing Director – Sophia Laurent
Background in business management and entrepreneurship. Sophia is responsible for the overall strategy, financial oversight, and business development. She ensures that La Belle maintains high-quality standards, develops strong client relationships, and achieves sustainable growth. Brings leadership, strategic planning, and operational management skills.

Operations Manager – Michael Bennett
Experience in service operations and team management. Michael oversees the day-to-day salon operations, including staff scheduling, treatment quality, and compliance with hygiene and safety standards. He ensures smooth workflow and high customer satisfaction.

Marketing & Communications Lead – Emily Carter
Background in digital marketing and brand management. Emily manages social media platforms, advertising campaigns, and customer engagement strategies. She is responsible for building La Belle’s brand, attracting new clients, and fostering loyalty among existing clients. 
Technology Coordinator – Daniel Park
Experience in IT systems and data management. Daniel maintains the online booking system, customer database, and digital tools used in the salon. He ensures secure handling of client information and supports technological improvements to enhance operational efficiency.
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Founder & Managing Director
                           Sophia Laurent




Technology Coordinator
Daniel Park

Marketing & Communications 
Lead: Emily Carter
Operations Manager  
   Michael Bennet




IT/Booking Support
Marketing Assistants
Service Staff
Cosmetologists & Beauticians
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La Belle has identified key milestones to guide its first year of operations. These milestones ensure that the business develops in a structured and measurable way.
· Month 1–2: Finalise branding, secure initial funding, and prepare the salon location (equipment purchase, interior setup, and staff recruitment).
· Month 3: Officially launch La Belle salon and begin offering hair removal services to clients.
· Month 4: Build an online presence by launching social media platforms and reaching at least 500 followers.
· Month 6: Reach 150–200 regular clients and introduce promotional packages and loyalty programs.
· Month 9: Expand service demand, increase customer retention, and achieve steady monthly revenue growth.
· Month 12: Reach 400+ active clients and achieve consistent monthly profitability.
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Setup Costs
	Item 
	Cost(£)

	Startup Costs 
	

	Legal Fees 
	1,000

	Website Development
	2,000

	Equipment(e.g.,furniture)
	8,000

	Inventory(beauty products)
	3,000

	Marketing Expenses
	1,500

	Total Setup  Costs
	13,000

	
	

	Total Startup Costs
	18,000



Monthly Running Costs
	Item 
	Cost(£)

	Rent
	1,500

	Business Rate
	300

	Utilities(e.d.,gas,water)
	150

	Staff salaries
	4000

	Accountant
	100

	Total Monthly Costs
	6,050
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 La Belle will use a combination of internal and external sources of finance to fund its start-up costs and first-year operations. This mix ensures financial stability while supporting growth.

Owner’s Personal Investment – Initial capital provided by the founder to cover salon setup, equipment, and licenses. Demonstrates commitment and reduces reliance on external borrowing.
Bank Loan – A small business loan to finance high-cost items such as laser equipment, interior design, and other capital expenses. To be repaid gradually from salon revenues.
Government Grants and Support Programs – Available for small businesses in the beauty and personal care industry. These funds help reduce financial pressure in the first year.
Reinvested Profits – As the business becomes profitable, earnings will be reinvested to expand services, upgrade equipment, and improve customer experience.
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Cash Flow Forecast (First Year)

The cash flow forecast helps La Belle manage its finances, ensuring the salon can cover expenses, invest in growth, and remain operationally stable.
	Month 
	Cash Inflows £
	Cash Outflows£
	Net Cash Flow £
	Cumulative Cash £

	Jan
	5,000
	8,000
	-3,000
	-3,000

	Feb
	6,000
	7,500
	-1,500
	-4,500

	Apr
	10,000
	8,000
	2,000
	-2,000

	May
	12,000
	8,500
	3,500
	1,5000

	Jun
	13,000
	9,000
	4,000
	5,500

	Jul 
	14,000
	9,500
	4,500
	10,000

	Aug
	15,000
	10,000
	5,000
	15,000

	Sep
	16,000
	10,500
	5,500
	20,500

	Oct
	17,000
	11,000
	6,000
	26,500

	Nov
	18,000
	11,500
	6,500
	33,000

	Dec
	20,000
	12,000
	8,000
	41,000




Notes:

Cash Inflows: Revenue from hair removal services, packages, and skincare products.
Cash Outflows: Salaries, rent, utilities, marketing, equipment maintenance, and supplies.
Cumulative Cash: Shows the salon’s overall cash position, indicating when the business reaches a positive cash flow.

Summary:
La Belle is expected to reach positive cash flow by mid-year, driven by steady growth in clients and sales. This forecast provides a financial roadmap for day-to-day operations and long-term planning.
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The sales forecast estimates the revenue La Belle expects to generate from its hair removal and beauty services during its first year. This projection helps guide marketing strategies, staffing needs, and financial planning.
	Month 
	Laser Hair Removal[£]
	Electrolysis [£]
	Waxing [£]
	Sugaring
	Total Sales[£]

	Jan
	2,000
	1,000
	1,500
	500
	5,000

	Feb
	2,500
	1,200
	1,800
	500
	6,000

	Mar
	3,500
	1,500
	2500
	500
	8,000

	Apr
	4,500
	1,800
	3000
	700
	10,000

	May
	5,500
	2,000
	3,500
	1000
	12,000

	Jun
	6,000
	2,200
	4,000
	800
	13,000

	Jul
	6,500
	2,400
	4,500
	600
	14,000

	Aug
	7,000
	2,500
	4,800
	700
	15,000

	Sep
	7,500
	2,700
	5,000
	800
	16,000

	Oct
	8,000
	2,800
	5,200
	1,000
	17,000

	Nov
	8,500
	3,000
	5,400
	1,100
	18,000

	Dec
	9,500
	3,200
	6,000
	1,300
	20,000



Notes:

Cash Inflows: Revenue from hair removal services, packages, and skincare products.
Cash Outflows: Rent, staff salaries, equipment maintenance, beauty supplies, marketing, and utilities.
Cumulative Cash Balance: Indicates the overall cash position each month, showing when the business reaches positive cash flow.

Summary:
La Belle expects to reach positive cash flow by mid-year, supported by growing client demand and effective marketing. The forecast provides a financial roadmap to ensure operational stability and informed decision-making.
	Variable 
Costs
	Jan
	Feb
	Mar
	Apr
	May
	June

	Electricity
	400£
	400£
	400£
	400£
	400£
	400£

	Raw materials
	1200£
	1300£
	1500£
	1600£
	1700£
	1800£

	Hourly paid Emp
	7000£
	7000£
	7000£
	7000£
	7000£
	7000£

	Total Var 
costs
	8600£
	8700£
	8900£
	9000£
	9100£
	9200£
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The Cost of Production Forecast estimates the monthly and annual expenses required to deliver hair removal and beauty services at La Belle, helping manage finances and maintain profitability.

Month	Supplies & Materials (£)	Salaries & Wages (£)	Equipment Maintenance (£)	Rent & Utilities (£)	Marketing (£)	Total Costs (£)
Jan	1,500	4,000	500	1,500	500	8,000
Feb	1,600	4,000	500	1,500	400	8,000
Mar	1,800	4,500	500	1,500	500	8,800
Apr	2,000	4,500	500	1,500	500	9,000
May	2,200	5,000	500	1,500	500	9,700
Jun	2,300	5,000	500	1,500	500	9,800
Jul	2,400	5,000	500	1,500	600	10,000
Aug	2,500	5,000	500	1,500	500	10,000
Sep	2,600	5,500	500	1,500	500	10,600
Oct	2,700	5,500	500	1,500	600	10,800
Nov	2,800	5,500	500	1,500	700	11,000
Dec	3,000	6,000	500	1,500	1,000	12,000

Key Notes:

Supplies & Materials: Wax, sugaring paste, gloves, wipes, skincare products.
Salaries & Wages: Cosmetologists, administrative staff, and management.
Equipment Maintenance: Laser and electrolysis devices, waxing tools, and treatment equipment.
Rent & Utilities: Salon space, electricity, water, and internet.
Marketing: Social media campaigns, promotions, and client engagement activities.

Summary:
By monitoring production costs, La Belle can maintain profitability while ensuring high-quality services. Monthly tracking allows for adjustments in staffing, supplies, and marketing to optimize operational efficiency.
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	Jan
	Feb
	Mar
	Apr
	May
	Jun
	
	
	
	
	
	
	

	Fixed cost £
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	
	
	
	
	
	

	Variable cost £
	2,500
	3,000
	3,500
	4,000
	4,500
	5,000
	
	
	
	
	
	

	Total cost £
	14,500
	15,000
	15,500
	16,000
	16,500
	17,000
	
	
	
	
	
	

	Revenue £
	10,000
	12,000
	15,000
	20,000
	25,000
	30,000
	
	
	
	
	
	

	Profit\Loss
	-4,500
	-3,000
	-500
	4,000
	8,500
	13,000
	
	
	
	
	
	


Investment Capital Needed:25, 000
Summary:
The break-even analysis provides a clear financial target for operations. By monitoring service volume, pricing, and costs, La Belle can ensure sustainable growth and profitability
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The Operations and Management Plan explains how La Belle will deliver its hair removal and beauty services on a daily basis. The focus is on ensuring efficiency, hygiene, and reliability while keeping costs manageable during the first year. The plan covers service production, sanitation, scheduling, technology, and human resources

[bookmark: _Toc120719614]Production of Good and Service

Production of Goods and Services – Key Features
-Services Offered: Laser hair removal, electrolysis, waxing, and sugaring.
--Client Consultation: Assess skin type, hair type, and suitable treatment.
-Preparation & Hygiene: Sanitized treatment areas, protective measures for clients and staff.
-Professional Treatment: Skilled cosmetologists deliver safe and standardized procedures.
-Aftercare Guidance: Clients receive instructions and recommended products to maintain results.
-Quality Assurance: Trained staff, maintained equipment, and continuous feedback monitoring.
-Materials & Equipment: High-quality lasers, electrolysis devices, waxing kits, sugaring paste, and skincare products.
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The Technology Plan outlines how La Belle will use digital tools and systems to improve efficiency, customer experience, and data management. Technology is integrated into daily operations to ensure smooth appointment scheduling, secure client data, and effective marketing.

Key Technology Features
Online Booking System:
Clients can schedule appointments through the website or mobile app, reducing waiting times and optimizing staff allocation.
Client Database Management:
All client information, treatment history, and preferences are securely stored to provide personalized services and track loyalty programs.
Digital Marketing Tools:
Social media platforms, email newsletters, and online advertising are used to promote services, engage clients, and monitor marketing effectiveness.
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Team Expansion: Hire additional cosmetologists and administrative staff to serve a growing client base.
Skill Development: Regular training, certifications, and adoption of new technologies and treatment methods.
Motivation & Retention: Incentive programs and bonuses to retain top-performing staff.
Process Automation: Use digital systems to manage scheduling, bookings, and quality control.
Succession Planning: Prepare future managers and coordinators to ensure stable business growth.

[bookmark: _Toc120719617]Goal: Build a flexible, skilled, and motivated team ready to support the salon’s growth while maintaining high service standards
Expansion Plan
The Expansion Plan outlines how La Belle intends to grow its business, attract more clients, and increase market share over the next few years while maintaining high service quality.

Short-Term Expansion (Year 1–2)
Increase Client Base: Implement targeted marketing campaigns, referral programs, and loyalty incentives to attract new clients.
Service Enhancement: Introduce additional hair removal packages and aftercare products to meet diverse client needs.
Staff Growth: Hire additional cosmetologists and support staff to handle increased demand efficiently.
Technology Upgrades: Expand digital booking and client management systems for better customer experience.
Medium-Term Expansion (Year 3–4)
Second Salon Location: Open a new branch in a high-traffic area to reach more clients.
Partnerships: Collaborate with gyms, spas, and wellness centers to offer bundled services.
Brand Development: Strengthen the La Belle brand through social media, events, and PR campaigns.
Long-Term Expansion (Year 5+)
Regional Growth: Expand into other cities with high demand for beauty and hair removal services.
Franchise Opportunities: Explore franchising options to grow the brand nationally while maintaining quality standards.
Product Line Expansion: Develop proprietary skincare or beauty products to complement services and create additional revenue streams.

Summary:
La Belle’s expansion plan focuses on gradual, sustainable growth—increasing client reach, improving service offerings, and opening new locations—while maintaining operational excellence and high customer satisfaction.

Conclusion
 La Belle is positioned to become a trusted and professional provider of high-quality hair removal and beauty services for both women and men. With a clear focus on safety, hygiene, and client satisfaction, the salon combines skilled staff, modern equipment, and innovative technology to deliver personalized treatments.

The business plan demonstrates that La Belle has a well-structured strategy covering operations, marketing, finance, and human resources, ensuring efficient daily management and sustainable growth. Short-term goals focus on building a loyal client base, while medium- and long-term plans include expanding services, opening additional locations, and exploring regional growth opportunities.

By maintaining high standards, leveraging technology, and investing in staff development, La Belle is well-prepared to meet growing market demand for non-invasive cosmetic treatments. The salon’s vision is to create a welcoming, professional environment where clients feel confident and well-cared for, establishing La Belle as a leading brand in the beauty and personal care industry
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Appendices – La Belle Beauty Salon
Appendix A: Cash Flow Forecast (Year 1)
Month	Revenue (£)	Expenses (£)	Net Cash Flow (£)
Jan	0	2,000	-2,000
Feb	500	1,800	-1,300
Mar	1,000	1,800	-800
Apr	2,000	1,600	+400
May	3,000	1,600	+1,400
Jun	4,000	1,600	+2,400
Jul	5,000	1,700	+3,300
Aug	6,000	1,700	+4,300
Sep	7,000	1,800	+5,200
Oct	7,500	1,800	+5,700
Nov	8,000	1,900	+6,100
Dec	8,000	1,900	+6,100
Appendix B: Sales Forecast (Year 1)
Month	Number of Clients	Services Provided
Jan	0	50
Feb	100	120
Mar	250	300
Apr	400	450
May	600	650
Jun	850	900
Jul	1,100	1,200
Aug	1,400	1,500
Sep	1,700	1,800
Oct	2,000	2,100
Nov	2,300	2,400
Dec	2,500	2,500
Appendix C: Cost of Production Forecast
Item	Cost (£)
Hair removal supplies	3,000
Equipment maintenance	1,200
Utilities & Rent	2,400
Marketing	1,500
Staff Salaries	4,000
Total Operating Costs	12,100
Appendix D: Break-Even Analysis
Fixed Costs (Year 1): £12,100
Average Contribution per Service: £30
Break-even formula: Fixed Costs ÷ Contribution
12
,
100
÷
30
≈
404
 services/month
12,100÷30≈404 services/month

Interpretation: La Belle needs approximately 404 services per month to cover all costs.

Appendix E: Service Flow Diagram

Client Flow:
Book Appointment → Arrive → Treatment → Payment → Feedback → Follow-up

Appendix F: Market Trends (UK Beauty & Hair Removal Market)
Year	% Consumers Using Professional Hair Removal Services
2021	45%
2022	48%
2023	52%
2024	55% (Projected)
Appendix G: Equipment & Suppliers
Equipment / Material	Supplier / Brand
Laser Hair Removal Device	Alma Lasers UK
Electrolysis Machine	Aesthetics Pro
Waxing Kits & Consumables	Veet Professional
Sugaring Paste & Tools	Sugaring UK
Skincare Products	Dermalogica

This full set of appendices provides financials, operational flow, market data, and equipment details to support the main business plan.
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