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Flair by Darla Salon
Executive Summary
[bookmark: _GoBack]Flair by Darla Salon is a one-stop shop that will be providing beauty needs to all our customers. Inside our premises, customers will be experiencing able and cheerful artisans specializing in nails, hair, and more beauty and relaxation services like spray tan and massage therapy. In addition, we will be providing the latest designer clothes for women, monogram products, shoes, and accessories. Notably, we will be having a monthly tanning membership for tanning bed. 
We are targeting all the sophisticated ladies and some men who are in need of great haircuts, pedicure, manicure, tanning, massage, and clothing designers in a manner that will cater to their demands. We will reach and market our services to our diverse customers through all our social media platforms, including Facebook, Instagram, Snapchat, and Twitter. Again, we also have our active website that provides a full understanding of what Flair by Darla is really about. 
We seek to have $60,000 owner’s investments and also get $50,000 vendor financing to buy the equipment. The starting expenses will be $45,000 for cushions, $10,000 starting costs before the launching, $10,000 leasing rent for the first 10 months with $1000 per every month, and $45,000 for the tangible assets during the launching process. With such a starting investment, we are certain of becoming profitable within the next 12 months. Such success will be driven by Flair by Darla’s ability to make its customers, especially women, come and spend their day relaxing and eventually leave with new outfits, if not a pair. 
Business Description
Salons and boutiques operate within the beauty & aesthetic industry. Therefore, the money used by consumers across such an industry is simply perceived as a “disposable income”. This is why we are guided by the fact that it’s necessary for one to look best to make our customers realize what we are planning to give them and add value to their money. However, despite a down economy, we are certain that our business has the ability currently and in future to thrive, and will constantly keep on improving as the economy rebounds. 
Our business goal is none other than providing beauty products and relaxation services that will not only enhance physical appearance, but also mental relaxation to our customers. We believe that Cross City needs a full-service beauty salon and boutique that is committed to constantly provide higher customer satisfaction by offering quality products, excellent services, and both a furnished & an enjoyable surrounding at a reasonable price/value relationship.
We will manage the competition across this industry because Cross City has limited full-service salons, with most of them being just Day Spas. Again, Cross City’s most of the salons are not integrated with a boutique and massage parlors for couples only. 
However, Flair by Darla Salon & Boutique will be a sole proprietorship type of business.
Market Analysis
Despite an immense competition between salons and spas in Cross City, our service and products will be more superior relatively to those provided in Cross City because of various reasons. Most of these salons within Cross City do not provide hair cutting, coloring, and styling, and pedicures are only provided when it is part of the full treatment such as Calendula Foot, Kneipp’s Arnica, and Leg Reflexology. We will be able to offer most of these services, if not all. 
Our prices will be reasonable to cater for both the middle and low-income customers, unlike most of the high prices set to attract only the wealth class. We have set our prices to be reasonable since most of our competitors in Cross City target the rich and leave the other group stranded with where to afford beauty products and relaxation services.
Despite this business being a sole proprietor, we have managed to hire various beauty professionals and stylists. For example, Darla the owner of the business has been working in a prestigious and upscale salon in Texas for the last three years. Darla had been developing a massive customer following from dedication and hard work. With a talented group of beauticians, we believe that we have what it will take to make such a venture to be extremely successful. 
We will be attaching brochures, previous and current works by our beauticians and stylists, and our marketing elements in our website and all our social media platforms to show our expanding reputation that will result to attraction of new customers as well as beauticians into supporting our expected growth. 
Marketing Plan
Our salon and boutique will have an image of a smiling woman to show joy and relaxation as it is our core consideration to make sure that women have a relaxing moment and go home with outfits. Given that we expect our customers to be happy by satisfying all their beauty needs, we will market our new salon & boutiques in the following ways:
i. Local Advertisement  & Seasonal Promotions
We will use the local newspapers, televisions, and radios to advertise our range of products and services. Also, we will use local fliers as well as grand opening party tickets to promote our business within the first thirty days. Notably, we will have a continuous advertisements and planning for seasonal events such as Valentines, Christmas, New Year, and Mothers’ Day. We estimate a budget of $6,000 for advertisement marketing.
ii. Local Networking
This will involve use of women’s groups, charities, wedding planners, and country clubs. 
iii. Health Care Referrals
Before opening our business, we had been working on the current contacts and creating new contacts with the health care providers. There are many individuals who do not understand that massage therapy can be paid using the insurance as long as it is correctly billed and recommended by a physician. These health centers will be referring clients to our business if we build a strong business relationship. 
iv. Hotel Referrals
Cross City has numerous hotels that do not provide massage services and this will be good to establish strong relations with these hotels so that they can be sending their guests to our salon and boutique using our out-call salon and boutique services. Before opening our business, Darla will be contacting different managers from the local hotels into ensuring that they are familiar with our available range of beauty products and services.
v. Internet
Our business will be showing up on each significant search engine as well as in the phone directory. E will have a website fed with all our therapy services and beauty products to facilitate scheduling of online appointments and placing orders. Again, we will allow our customers to see our products and services on our different social media platforms without placing any calls. 
vi. Strategic Location
We plan to locate our business in a high-traffic public place like in a modern as well as a high-end, and clean mall with a rent not exceeding $1,000 per month. Again, we consider operating in a place with complimentary businesses such as hair salon or nail spas without massage parlors, boutiques, and tanning services. 
We target fashion conscious females with a disposable income. However, despite the fact that most of our target customers are women, we will also attempt including those men who will fit our criteria, given that we have a massage parlor for couples only. 
Our prices will be reasonable and this means that they will be low compared to most of those from our competitors. This is because most of our competitors provide their products and services at a high fee targeting the high income earners. Therefore, we want to provide services to the low and middle income customers since they are the majority of the population according to a report by ISPA. 
We are expecting our income to rise rapidly over the coming two years (appendix 1) and beyond as our reputation, beauticians, products, stylists, and services become more appealing to the general public.
Operations & Management 
Our business will be situated in one of the retail strip malls at 1500 Sand Lake Road Cross City, Florida. The business will occupy 1,800 square feet, with the location being strategic among the busiest streets in Cross City. The area is of high profile and can be easily accessed from all the parts of the town. The mall’s packing lot accommodates and controls almost 64,000 cars in a day.
There are numerous spas and salons within and outside the mall, and most of them do not provide full-service salon and boutique services. This will make us unique because of our various integrated services and products in our market line. 
We will be providing all our salon and boutique services, and sell of retail beauty products from this place. Again, we have our website to conduct our online marketing. In this case, we will have two boutique attendants, four hair attendants (2 males and 2 females), two massage attendants (one male and one female), and two nail specialists for doing manicure and pedicure, and facials. All these will be full-time personnel with a monthly salary as shown in Appendix 2.
The management team will involve Darla (the owner and CEO) and one of the family members by the name Caren and the Chief Finance Officer.  As earlier noted, Darla has been working in a prestigious and upscale salon in Texas for the last three years. Darla had been developing a massive customer following from dedication and hard work. On the other hand, Caren was a marketing and sales manager for more than five years and she has a proven track record from where she had been working in the medical industry. Therefore, together with such a talented leaders and the other group of workers, we believe that we have what it will take to make such a venture to be extremely successful. 
We will have to purchase some various equipment including, hair dryers, massage chairs, smart televisions, Wi-Fi router, barber machines, massage benches, tanning equipment, clothes, shoes, and accessories for the boutique. 
Upon commencement, we expect Flair by Darla Salon to sell a varying and extensive array of beauty products and relaxation services. Our forecasting (appendix 1) is expected to indicate small revenues leveling out in 2022 (our third year) since we are certain that it can be achieved and it is also conservative. We will attain this forecast by monitoring the actual results every month, with a necessary revision if needed. 
Competitive Analysis
Flair by Darla Salon understands that there is a severe competition from the other existing salons across the city and we are not ready to rival with the costly beauty salons and with fancy locations. Therefore, we aim to nicer and friendly by pricing our products and services above the less fashionable in-home and strip mall options. 
We don’t pretend being unique, but we aim at bringing in the loyal customers since we believe we have the best people who are very easy when working with, and perhaps the best at what they do by being friendly as well as helpful.
Flair by Darla Salon aims at differentiating its business from those of its competitors that only provides two or three types of beauty products and relaxation services. Given that Darla has been working form a salon in Texas, she has been able to understand various issues when talking to customers. For example, some customers show that they have a desire of all the services and products provided but they only end up being frustrated since they should get their nails, hair, and outfit shopping done at different places. Despite the fact that Flair by Darla Salon is about salon services, it is our wish to provide our customers with convenient other services under one roof. And that is why we focus on making sure that our customers, especially women, have a relaxation and go home with outfit under one roof. 
Most salons exist mainly on the very high-income regions of Cross City and its surroundings but we do not aim at competing with the “Day Spas and Salons. This is why we are aimed at providing full-time salon and boutique services to accommodate a common ground for the middle income earners given that they cannot afford the luxurious beauty and relaxation services provided by the high-end income salons. 
We will have a relaxing atmosphere whereby our customers will be pampered and get a kick back. Again, clothes, shoes, accessories, and soft drinks will be in provision to the customers. There will be televisions in both reception and dying rooms, not to forget free Wi-Fi across the entire business units. 
Financial Analysis
How the funds will be used
The weight of the starting expenses will be handled by the owner, whereby the remaining will be invested from a short-term loan financing as shown below and in the appendix section:
Starting-up Costs
Legal $2,000
Printing, stationery, bags, grand opening coupons $3,000
Brochures $600
Construction/Design $50,000
Insurance$2,000
Rent $1,000
Advertising $6,000
Accountant $1000
Linens $5,000 
Again, we will need a cash of $50,000 in estimate to buy cushion. Therefore, the total start-up expenses will be $103,000 for assets plus $9,000 in costs. 
Development Plan
The following table shows the due dates for our milestones and metrics:
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Appendixes
Appendix 1: Forecasted Income (Financial Highlights by Year)
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Appendix 2: Personnel Table
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Milestone

Construction Contractor Retainer
Design Contractor

Brochures

Logo Design

Lease Agreement

Business Cards

Grand Opening

Due Date
July 11, 2020
July 25, 2020
Aug 01, 2020
Aug 08, 2020
Sept 05, 2020
Dec 27,2020
Jan 09, 2021
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Owner

Front Desk (2.14)
Massage Therapist (1.86)
Facialist (1.86)

Totals

2020
$57,600
$51,000
$21,000
$22,400
$152,000

2021

$58,752
$73,440
$73,440
$78,336

$283,968

2022
$59,927
$112,362
$112,362
$119,853
$404,504




