Quick guide on building a business plan that builds
your business
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“The reasan far doing what you do, will always affect Aow you do what you do”

A Backtothe Basics
A DowntoBusiness

A Getting Specifics

Like my Uhcle Rick always said “If you fail to plan
You are planning tofail.

It is always in your best interest to create a plan
Knowthat things will never go accarding to plan
But having one ensures a little confidence. It also
Givesyou a starting paint if crap hitsthefan It is
also a good reminder of why you are doing all this;
Something to reference when you need guidance on
Making big decisions.
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So, what are the elements of a good business plan?
V  Bxecutive summary (Short page sumrarizing your entire plan)
V Dscerption of your business (this is a break down mission staterrent, business histary, and

<<

your objectives)

A Amission staterent is your “why”

A Your business histary isall of basics (founding date, rrilestones,
location, nurmber of enrployees or persons, leadership roles, products
and services)

A Your objectives are your goals

Summrary of patential (your target market and target market research, your projected
growth

Descriptions of products and services

Marketing and sales strategies

Business financials

A Thisincludes income projections, profit and loss statements, cash Net
income projections; etc

Organization and management of business

This workbook is designed to begin planning and brainstormring everything you need to
create a business plan When you actually create it, the best practices are to be brief and
make it clear and easy toread
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Know your “why”
What are you daing with your business? What is your purpose and main goal?

Why are you daing this?

Why isthisinportant toyou?

When you have to meke future decisions AWAYS refer back tothis It is your true narth
If the choice does nat align with this Hard pasd
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Let's talk about your business basics,

What type of business are you? (self-enployed, established LLG Licensed Salon, etc)

What is your business name? (put your nane here if that is how people recognize you)

Where is your business located?

Any major nilestones?

Do you have any enployee or plan too?

What does the leadership look like?
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Not your average goal setting

“Setting goals on the front end
W always help youto create a
firmplan to reach your end
ganme.

Smart goals are those that are
Specific, have a time linit of
Conpletion, and are measurable.

Let's get spedificl
Think back to your “why”. Now let’s plan goals based around that.
What are specific goals you have far your business? They need to be specific, be measurable, and
have a timeline. (For exanple. | will Increase my nonthly sales by $1,500 in the next 3 months)
A

A

A




ac\&ﬁvm %W«%

“Break down each goal just a little further. Let's create a to-dolist for each below”

Bample
increase monthly
salesby $1,500in
thenext 3
months

Howwill you do
that?

V  Increase
service
tickets

V  Increase
social media
presence

V  Condidera
price
increase

Then break these
down even further
Make ato-dollist to
nmake it happen

' “It isnat enough to just create
goals We can all do that. What

makes you different isthe drive
toactually take stepsto see

those goals come tofortition. How
does that happen? By creating a

plan and executing it!”
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“Focusing on the things you are good at will get you where youwant to go faster. It is alsoway nore
fun!”
Let's look at your strengths pertaining to your business

When it comes to gperations of your business, what are you good at?

Make a plan that gives value to your time. When it comes to thase things that you are good at; how
will you designate your time to each to have your business run successfully?

Consider things that you might hire out far that would be better suited for you to pass the reigns on
We aren't all good at everything. Sometimes getting help is the best thing for your business

What things might be better off left to someone else?

>l >l >l > >
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“The growth of your business is conrpletely rested upon how nruch time you are willing to invest”
Let's talk money. hat do the finances of your business look like?

Sartup costs Projected incomes
A
Anmount;
A
Amount willing toinvest:
willing toinv :
A
Arount in SBAloans 1 .
Month to nonth
expenses
What does this include?

> > > > i >
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What are your financial business percentages?
Take a look at your total projected income.
What percentage of that income is gaing to your building nortgage or rent?

What percentage of that income is going to all your business hills? (booking software, phone,
internet, water, electricity, etc

What percentage of that income is gaing to all products needed to run your business?

What percentage of that income is gaing to your education?

What percentage of that incame is gaing to marketing and ather expenses?

Keep in mind reserving 51% as pre-tax take home income is a good place to be!
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Whting a profit and lass sheet sounds scary. Bt this is something you should do nonthly in your

business to track your finances and to be sure you are meeting your financial goals and budgets.

Operating Revenue
Product sales
Service Sales
Total Revenue
Bpenses
Rent
Uilities
Products (retail,color.backbar, etc)
Marketing
Education
Other
Total Bqenses
Profit/Loss

Thisis a very basic profit/loss sheet. It is always good to knowwhat your Net and Gross incomes

look like.

Your grass incame far the nonth is your tatal revenue. The inpartant nunber is your Net Income.

Thisis what you take home after all expenses are covered and all taxes are accounted for-
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Knowing your finandial situation nowis great.
What are the quantities of servicesfar a year? (amount of services, how many renters, product

You will then mutiply by this by average price. (average service cost, average rent amounts,
average cost of single product).
This would be your projected income for the year.
To determine your projected growth over the next 5 years, you will need to establish your percent
increase for bath quantities of services and of average prices. * These are two separate increase

goals.

Year1 Year 2 Year 3 Year 4 Year 5
% increase on % increase on % increase on % increase on % increase on
Quantity: Quantity: Quantity: Quantity: Quantity:
% increase on % increase on % increase on % increase on % increase on
average service | average service | average service | average service | average service
price price: price price price:
Quantities of Quantities of Quantities of Quantities of Quantities of
service service sarvice sarvice service
Average service | Average service | Average service | Averageservice | Average service
price price: price price price:
Projected Projected Projected Projected Projected
income: Income: Income: income: Income:
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Let's say | service 30 clients on average every nonth. That would be 360 clients serviced for the
year. Now let's say that on average every guest spent around $150. That would be an average
service income of $54,000 for the year. If | decide nowthat each year, | want to service the same
nuber of guests per year my increase on quantity will be 0%. Bt if | still want to make nore
noney, | can increase my average sale. For this exanple, we Will say year over year we want a 3%
increase on average service price.
" choose a 0% increase on quantity of service because | wanted to make more money while
servicing the same nuber of clients. (work smarter not harder right?)

Year] Year 2 Year 3 Year 4 Year 5
% increase on % increase on % increase on % increase on % increase on
Quantity: Quantity: Quantity: Quantity: Quantity:

0% 0% 0% 0% 0%

% increase on % increase on % increase on % increase on % increase on
average sefvice | average service | averageservice | average service | average service
price price: price price: price:

0% 3% 3% 3% 0%
Quantities of Quantities of Quantities of Quantities of Quantities of
sarvice sarvice sarvice sarvice service

360 360 360 360 360
Average service | Averageservice | Averageservice | Averageservice | Average service
price price: price price price:

$150 $1545 $159.10 $163.90 $168.80
Projected Projected Projected Projected Projected
income: Income: Income: income: Income:

$54,000 $55,620 $57.276 $59,004 $60,768:
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Guide toIncreases

Increases sound great? But how can you project themwhen you do nat know when to inplerment
them howtoinplement them and what constitutes the increase in the first place.

.. Thepercent increase on services depends an
V\hmmoevxea'etalklngdnt and the need
for and increase.

A If youwishto gain more clients year over
Year this is where you would increase your
percent amount on how many more single
services you Wish to provide.

A If youare a Booth Rent salon owner and
Intend on growing your salon and having nore
Renters year over year; thisis where you would
Increase your percent anount on many nore
single stylists you wish to add

A If youare selling product you may want to
increase the percent of how many pieces sold
year over year.
The percent increase on average price of service will depend aswell
Anincrease on average services prices | personally believe should be done 1-2 times per
year. These will be done based upon many factors
Cost of product to perfamservice
Raise in cost to rent your space if boath rental
Amenities you provide
Increase in elevated guest experience
Education you have received
Cost of living
Experience in the field

> > > > P >

The percent increase on the average price of booth rent.
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A Boath rent will go up year over year based up on master lease increase of the entire salon
Typically, whatever the increase on the rent of the entire building would be the increase
percent for each boath rent space.

The percent increase on the average price for product.
A Anincrease on your average price for product will vary depending on the increase year over
year on your average purchase cost of the product. Projections will vary. Estimations can be
made based upon the average increase in the cost of living.
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This will be a great place for you to brain starmideas for the logistics, palicies, and
marketing plans far your business

Logistics Howwill you run daily operations?

This will look differently depending on your business. If you are a booth renter,, you will be
brain storming how your day in and day out will look You can break down how each service
will start, run, and end You will create plans far how you will keep track of your personal
products and howyou plan to replenish, and keep track of repurchasing

For salon awners this will be nmore in depth. | have created a blank tenplate for you to plan
nore. If you are boath rent you will be planning out how you will manage your renters, how
rent will be callected, your expectations of themand norel You will also be planning how
you will keep track of any inventory you will have as well as the finances associated with
them (retail, backbar, cleaning and office supplies, etc).

For conmrission salons owners this will be even nore detailed You will be planning howyou

will manage enmloyees, reference your enployee handbook, howyou will do payrall and
benefit packages. You will be arganizing how your salon will operate in and out. Really use
these next few pages to brainstarmall the logistics of your business pertaining to daily
operations.
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Business palicies are great ways to be clear and concise on the way your businessisran It

isalso great protection

Let's set some policied

Howwill you handle guest commmunications?

Howwill you deal with difficult customers? (thase unhappy or who right want are-door
refund?

Howwill you deal with crisis?

Howwill you handle cancellations?
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MEG ANDRES
STYLIST




MEG ANDRES
STYLIST

What is some worst-case scenarios?

BB DB

Howwill you conbat those?

Howwill you handle enrployee communications?

20
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Howwill you handle unpaid rent or unpaid services?

Howwill you handle sick time for yourself or potential enployees paid time off or vacation
time?

Howwill you handle late customers, enployees, and similar situations?

What is some worst-case scenarios?

DB DB DB

Howwill you conrbat those?
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Exceptional Marketing is one of the best ways to grow your business! Lhderstanding your
target market is the only way to do marketing effectively.

Whoiis your target Market?

Whereis the best place for your business to live online? (social media platformns, reviewwebsites,
personal business websites, etc)

Qreate a plan to ensure that your marketing effarts are successful.
Howwill you use the platforms you have listed above to pronote your business?

(insert platformabove) (insert platformabove) (insert platformabove) (insert platformabove) (insert platformabove)
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Lhderstand your brand What is a brand? Let's break it down
A Adjectivesthat describe your business
A The look, tone, and feel of your business
A Whoyour market is
Once you have established these things you can begin creating your branding elements Those are:

A Brand boards
A logos

A Print meterials
A Bc

If you ever get stuck AMAYS refer back to your “WHY". Bvery marketing effort needs to speak and
be in alignment with your brand and target market. Below brainstarmways you plan to market your
business. Think outside the box on this one. Also brainstarmways this marketing will generate
income.
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If you fail to plan, you plan tofail.

So, what are you waiting for? Start business plans for your business.
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