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         Visit our How To Website at www.howto.co.uk
         
 
         At www.howto.co.uk you can engage in conversation with our authors – all of whom have ‘been there and done that’ in their specialist fields. You can get access to special offers and additional content but most importantly you will be able to engage with, and become a part of, a wide and growing community of people just like yourself.
 
         At www.howto.co.uk you’ll be able to talk and share tips with people who have similar interests and are facing similar challenges in their lives. People who, just like you, have the desire to change their lives for the better – be it through moving to a new country, starting a new business, growing their own vegetables or writing a novel.
 
         At www.howto.co.uk you’ll find the support and encouragement you need to help make your aspirations a reality.
 
         You can go direct to www.start-and-run-a-successful-beauty-salon.co.uk which is part of the main How To site.
 
         How To Books strive to present authentic, inspiring, practical information in their books. Now, when you buy a title from How To Books, you get even more than just words on a page.
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            PREFACE

         
 
         The ever-increasing interest in all aspects of health and beauty has created an unusual demand for more shops, salons and spas offering beauty products and treatments. Women and men are maintaining their looks and caring for their appearance by going to beauty salons on a regular basis. As the demand increases all over the world, so does the number of people and beauticians who want to set up and run their own beauty salon.
 
         The encouragement and support given by the government of the 1980s for people to become self employed, the many TV business programmes of the last decade, and the rapid expansion in computer technology, especially of the internet, have all contributed to a massive boost in the entrepreneurial spirit of thousands of people.
 
         The appeal of working for yourself, being in control, experiencing the satisfaction of owning your own business, making decisions which directly affect your life, and looking towards a luxury lifestyle gained through your own effort has proved a strong lure. Unfortunately, having a good idea and the desire to start your own business is not enough to succeed – and the beauty industry is no different from all other businesses.
 
         Experience shows that thousands of people who have a desire to be self employed and run their own business have neither the knowledge of where and how to start nor the tools to bring their dream to reality. Lack of understanding of the basics of running and managing a business and the reality of just how much hard work is needed to make the business a success, cause many new businesses to fail at the first hurdle and often within the first two to three years.
 
         Although there are many seminars, short courses, lectures and television shows available which try to encourage and teach people how to start and run a business, there are very few which actually provide a step-by-step guide to starting and running a specialised business venture.
 
         One of the most interesting aspects of the beauty industry is the fact that those who choose to study and make a career in this field have a passion for their work and love what they do. This is an essential ingredient for the success of any business. A love and passion for what you do, combined with proper guidance and informed advice, will greatly improve the prospects of you creating a successful business.
 
         This book aims to provide that guidance and information. It was inspired by two very successful people who have spent most of their working lives self employed in various businesses, and in the field of beauty. The book includes hundreds of tips and recommendations drawn from their own experience and knowledge, providing you with a wealth of information to help you start and run your own successful beauty salon.
         

      

      
    

  
    
      
         
         
 
         
            1
 
            STARTING OUT IN THE BEAUTY
 INDUSTRY
            

         
 
         
            IN THIS CHAPTER
 
            □ Could you run a beauty salon?
 
            □ Different types of beauty business
 
            □ Which type of beauty business is right for you?
 
            □ Planning your beauty business

         
 
         The beauty industry is an exciting and rewarding one to be involved in. It is an industry which is expanding rapidly, with more people having regular treatments in hair and beauty salons, health clubs, spas and clinics. Many hotels now consider spa or beauty treatments to be an essential service to offer their guests. Beauty treatments are perceived as the perfect affordable antidote to our stress-filled lives, and looking your best is not a luxury any more but an essential part of a healthy lifestyle.
 
         The one-to-one interaction with clients, the interesting conversations, the immediate satisfaction from doing a job well and making sure clients are relaxed and looking their best when they leave, give you a great sense of well-being. It is not surprising that beauty therapists and hairdressers come out top in work satisfaction surveys!
 
         As you are reading this, unless you already have one, you must have decided to take the leap and start your own beauty business. But before we go any further, let’s see if you have what it really takes to run a beauty salon and become a successful business person.
 
         Should I own my own business?
 
         To work for yourself and not for someone else requires a great deal of discipline, commitment, determination and self-reliance. You will have to make a lot of decisions on your own, which at times can be very stressful. For the first year or two you will have to work a lot harder and put a lot of hours into the business, with probably much less income. Owning and running your own business will require certain qualities and characteristics that are not common to everyone. So here are a few questions:
         
 
         
            □ Do you have a passion for beauty?
 
            □ Are you suitably qualified in the field of beauty therapy?
 
            □ Have you had at least two years’ experience of working in a salon or spa?
 
            □ Do you consider yourself to be a hard-working person?
 
            □ Do you manage your time well?
 
            □ Are you self-motivated?
 
            □ Do you give up easily?
 
            □ Are you prepared to work long and unsociable hours, late evenings and weekends?
 
            □ Do you enjoy making decisions?
 
            □ Are you a risk taker?
 
            □ Are you a confident person?
 
            □ Can you work under pressure?
 
            □ Are you a good communicator?
 
            □ Do you have good health?
 
            □ Are you an optimist?
 
            □ Are you a good listener, and can you take criticism?
 
            □ Do you get stressed easily?
 
            □ Do you consider a setback as failure or as a learning experience?
 
            □ Do you enjoy being in charge?
 
            □ Are you a creative person?
 
             □ Do you prefer freedom and flexibility or routine in your working life?
            
 
            □ Are you an ambitious person aiming for financial success or a personal sense of achievement?

         
 
         No doubt you already know what the answers to these questions should be. Most of the above questions and their answers are inter-related and are the ingredients or factors which help and contribute to the success of a person in business.
 
         People often talk about entrepreneurs. An entrepreneur can be defined as an ambitious, self-motivated risk taker who is not afraid of failure. Do you see yourself as such a person? Obviously not every business person has the right answers to all the above questions, and some of them will have a range of answers and not simply a yes or no. But if you can easily see a lot of the above in yourself, then carry on reading this book – being self employed should work for you.
 
         There are several ways of being self employed and running your own business. Your business could be operated as a sole trader, a partnership, a franchise or as a limited company.
 
         SOLE TRADER
 
         This means that you are self employed, the entire business belongs to you and you run the business on your own. You have the freedom of making your own decisions, working when you want and keeping all the profits for yourself. However, it leaves you with all the responsibilities of the business, it may mean no income when you are ill or go on holiday, and if you make any loss it will be all yours. You use your own name and possibly a trading name; for example, Debbie Howard T/A (Trading As) Beauty House.
 
         PARTNERSHIP
 
         A partnership will allow you to share the responsibility for decisions and the capital outlay but will also mean that you will have to share the profits. This is often the case for two or three people who cannot afford to start a business on their own, or have mutual interests and experience that will benefit the business. A partnership business is an excellent idea but very few last because of differences of opinion between the partners. If and when the partnership breaks up, it could seriously and adversely affect the business.
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            When a partnership is formed, you must ensure that a contract is drawn up outlining all the agreements and arrangements between the partners. Where possible, use a solicitor to draw up your contract or agreement.
            

         
 
         FRANCHISE
 
         When you choose to be a franchisee, you will get a licence to trade in the name of another company with an established and proven business. You will then get assistance and guidance with planning, layout and design of your premises, training and continuous support and management advice from that organisation. All of these will be under a well-known name, with a good reputation and successful track record. However, this will involve a large initial investment, annual payments to the company, and working within a set format and within the constraints laid down by the franchiser. In such a case you will have very little say in your new business – the format, design, or even the services or prices. They are all standardised and fixed by the company whose franchise you buy.
 
         Today, there are an estimated 16,000 franchised systems operating around the world. Some are worldwide operations, and others are smaller regional companies. The main advantage of joining such a scheme and becoming a franchisee is that the business is generally already a proven success and the franchiser therefore has a vested interest in your own success, so you will receive all the help you need to operate your business responsibly and profitably.
 
         LIMITED COMPANY
 
         To run your business as a Limited Company (Ltd), you will have to be registered by the Registrar of Companies, a process carried out by your solicitor or an accountant. A Limited Company requires a minimum of two people as shareholders and usually starts as a private concern, but as it grows it can go public and sell shares and raise money for expansion. The main advantage of being a Limited Company is that the shareholders have a limited liability for debt. However, the disadvantage is that comprehensive annual accounts have to be prepared and submitted to Companies House and there are legal obligations for the company directors. You can buy a ready-made Limted Company (often referred to as off the shelf) or you can choose your own name and have it registered.
         
 
         To decide whether your new business should operate as a Limited Company or not depends on your individual circumstances, turnover and profitability. It is best to discuss and get advice from your accountant on this subject.
         
 
         How and where to start
 
         Once you have made the momentous decision to start your own beauty business, you will have to decide what type of beauty business will suit you best. If you have never had a business of your own, it might be wise to start small and learn the tricks of the business before you take the plunge into the High Street. This could mean going mobile, working from home or renting a room in a hairdresser’s salon. Each one of these has its own pros and cons.
 
         GOING MOBILE
 
         This is the most popular way to start out on your own in the beauty industry and requires minimal financial outlay. It is also popular with some clients; they often get a cheaper treatment, as the mobile business does not have the overheads of a High Street salon. Being constantly on the move, you should remember to maintain the high standards required of your profession, including cleanliness and sterilisation of implements. Also, don’t forget professional insurance to include extra cover for accidents and mishaps in a client’s home.
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            Remember to change your car insurance to cover you for using your car for work purposes and to include the cost of your equipment in the car. It is a nightmare scenario to return to your car and find all your working tools gone. The British Association of Beauty Therapists and Cosmetology (BABTAC) and The Guild of Beauty both offer insurance policies for the mobile therapist. 
            

         
 
         Going mobile does not suit all beauty therapists. To run a mobile operation you must be:
 
         
             □ Organised. It is no use leaving at home that eyelash tint or vital spatula. To make sure you don’t forget things, have a check list and use it. Before you leave home, be mentally and physically
            
 
            □ Flexible and adaptable. The mobile therapist must be prepared to work in any kind of situation and conditions, in a variety of people’s homes. If you find it stressful to have the nail table at the wrong height or to do an airbrush tan in a cramped shower then a mobile business might not be for you.
            
 
            □ Enterprising. It will be down to you to generate new and repeat business.
            
 
            □ Punctual. You cannot afford to be late for your appointment for whatever reason. Your client will be sitting waiting for you.
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            Make sure you have a reliable car, as your business is dependent on your transport. 
  
            

         
 
         THE PROS AND CONS OF GOING MOBILE
 
         Pros
 
         
            □ Flexible working hours to fit around your other commitments.
 
            □ The initial financial outlay is quite low. Equipment can be built up slowly over time.
 
            □ Some people cannot leave their homes and need to be visited there.
 
            □ You will have no rent or overheads and very low running costs.

         
 
         Cons
 
         
            □ You will be working unsociable hours such as weekends and evenings.
 
            □ Your income could vary a lot until you are well established.
 
            □ It can be difficult to find new clients particularly at the beginning.
 
            □ Business is very much dependent on you to promote treatments.
 
            □ Travelling around, parking, traffic jams and carrying equipment, especially in bad weather, could hamper your work and be physically exhausting.
 
            □ Travelling costs and special car insurance can add up.
 
            □ You will lose time travelling from one customer to the next and may have to charge your clients for it.
            
 
            □ Time lost in travelling results in fewer clients per day.
 
            □ Possible interruptions from children and other people in the client’s house.
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            Keep all the receipts which are relevant to your work, including those for petrol, parking, car tax and repairs, etc. These will go in your accounts as your business expenses and will be offset against your tax bill.
            

         
 
         WORKING FROM HOME
 
         Using a spare room in your own home is another way of starting out. The advantage of this over going out to clients’ homes is that you will have more control over the consistency of the treatments that you provide. You will have your own couch, trolley and room set up just as you like it, rather than adapting to what the client has available. Whether you are lucky enough to have a spare room which you could use exclusively for beauty or have a corner of your living room which you could partition off, with a little thought you will be able to create a peaceful space for providing beauty treatments. Although having a room exclusively for beauty use is not essential, always have a professional and clean appearance to the treatment area when treating clients. Keep pets and children away.
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            Keep all receipts for your heating and lighting. Your accountant will need these to offset a proportion of your household costs against your tax bill.
            

         
 
         THE PROS AND CONS OF WORKING FROM HOME
 
         Pros
 
         
            □ Flexibility to work the hours you want.
 
            □ No travelling or commuting to work.
 
             □ Very low start-up and running costs.
            
 
            □ Tax breaks for allowable heating, lighting and telephone expenses.

         
 
         Cons
 
         
            □ There is no escape from work. Consider leaving the answerphone on when ‘off’ work. Or have a separate line or mobile just for business calls.
 
            □ Working from home can be lonely and isolating. Keep in touch with what’s happening in the industry by going to trade shows and joining professional organisations such as BABTAC (British Association of Beauty Therapists and Cosmetology) or The Guild of Beauty Therapists for support.
 
            □ Not every client likes going to a therapist’s house, especially if you live in a rural area or a difficult place to get to.
 
            □ Loss of space in your house.
 
            □ Limited time available for appointments as there will always be other things going on in the house which can restrict your work.
 
            □ Unless the room you use is confined to treatments only and has no other household furniture in it, it will not be considered very professional.

         
 
         RENTING A ROOM
 
         This is a more serious and professional option for working for yourself and running your own business. Renting a room in a hairdresser’s premises or in a health club has the advantage that start-up costs are much lower than a High Street salon and usually most of the work on the building has been done already. If it is a complementary business to beauty, such as a health club or hairdressers, there will be a steady stream of potential clients to introduce to your services. Find out from your local council if they require a Special Treatment Licence for either the premises or the therapists and, if so, discuss with your landlord as to whose responsibility it is for acquiring this Licence. It is usually the landlord who will pay for and hold the premises licence, and your responsibility to hold a therapist licence (if required). Also, don’t forget to obtain professional insurance (see Chapter 9).
 
         Check who will be providing the equipment, such as couches and trolleys, products, wax and towels. Some landlords will provide everything for an increased rent or profit share. Others will provide just the room and leave it to you to provide everything else. This is an advantage if you have strong views on which products you like to use or which treatments you would like to offer. Although it will increase your costs initially, it is great fun to pick and choose what you want to use.
         
 
         Financial arrangements vary and you should always get a second opinion from someone you trust, with regard to a fair rent. Sometimes paying a percentage of your income is a good way to start, as you will not be committed to paying a large rent at the beginning when you have few customers. The percentage usually varies from 30% to 60% of your income, depending on who pays for products, reception services, heating and lighting.
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            If the landlord’s business is VAT (Value Added Tax) registered and they are taking payments for your services, ask if VAT is deducted from the amount payable to you. It might be worth your while to arrange for your clients to pay you directly by installing your own credit card machine and taking payments yourself.
            

         
 
         Alternatively a fixed rent can work out cheaper if you already have an established clientèle. Do your homework and find out what is a ‘fair rent’ in your chosen area.
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            Make sure you get everything in writing by drawing up a simple contract clearly stating what is included in the rent, what is excluded, how the percentage of income is calculated, what is each side’s notice period, and anything else that you have agreed, including any deposit.
            

         
 
         THE PROS AND CONS OF RENTING A ROOM
 
         Pros
 
         
            □ You will be able to gain new clients from the business that you are renting from, especially if it is an allied trade to beauty such as a dentist, hairdresser, beauty salon or gym.
 
            □ You will be able to work with other people rather than being isolated.
 
             □ You can get help and assistance from other people in the business.
            
 
            □ Your workplace will look and feel more professional.
 
            □ Hopefully you will have an established room which requires minimal alterations to meet required standards, and includes such things as a sink with hot and cold running water.
 
            □ You will have flexibility in your working hours to fit in with other commitments.
 
            □ Low start-up costs.

         
 
         Cons
 
         
            □ You will have to work closely with colleagues who may have different professional standards from you, which can cause friction.
 
            □ It may be difficult to create your own ‘image’ for your business.
 
            □ Little or no control over opening hours and days.
 
            □ Very limited room for expansion of treatments and products.
 
            □ You will have to take responsibility for getting new clients by promoting yourself and your treatments.
 
            □ If you take time off you will not have an income but may still have to pay rent.
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            Remember to register with the Inland Revenue as self employed as soon as you set up in business. Keep a record of your income and outgoings, including receipts, in a simple accounts book which is available from most large stationers. Make sure you make a provision for tax which is payable half-yearly, not weekly as with PAYE (Pay As You Earn) contributions, by putting aside a proportion of your income into a savings account. The Inland Revenue tax return can now be completed easily online. However, you may want to seek professional advice from an accountant.
            

         
 
         
         
 
         Opening a salon
 
         To own and run your own beauty salon is obviously a major decision. It involves a great deal of research and planning, and there are many things to take into account. The following is a list of some of the most important things that need serious consideration:
 
         
            □ Should you rent a ready salon or buy an existing one?
 
            □ Should you buy the freehold of a building or buy the lease?
 
            □ Is it best to start fresh with an empty shop?
 
            □ Where would be a good place for your new beauty salon?
 
            □ How will you find the right shop?
 
            □ What treatments and what products should you offer?
 
            □ How will you price your treatments and products?
 
            □ How will you find and select the right staff?
 
            □ What equipment should you choose and where should you buy it?
 
            □ What about the design of the salon, decoration and colour scheme?
 
            □ What insurance do you need?
 
            □ How should you do the accounts and VAT?
 
            □ How much money will you need and where should you approach for extra finance?

         
 
         The list is long and you are probably thinking, ‘Where do I start?’
 
         Every one of the above questions is important and contributes to the success of your business. Thinking about, preparing and carrying out all these things is part of running your own business, and, if undertaken correctly and properly, can be exciting and fun. The process needs patience, perseverance and your total commitment.
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            Go and look at other salons, study their locations, their names, the colour schemes they have used, their layout, and if possible see their treatment rooms. Have a treatment. It will give you a lot of ideas to incorporate into planning how you would like your salon to look.
            

         
 
         The pros and cons of opening a salon
         
 
         Pros
 
         
            □ You have control over your choice of premises, products, treatments and image.
 
            □ Bigger scope for expansion of treatments and the business.
 
            □ Much higher potential turnover and profit.
 
            □ You will gain a great sense of achievement from opening and owning your own salon.
 
            □ You will have the opportunity to demonstrate your potential and create a successful beauty salon.
 
            □ If properly managed, you will have more freedom to have time off, as the staff can run the salon and you will still have an income, unlike when you rent a room or are mobile.

         
 
         Cons
 
         
            □ Your initial capital outlay and running costs will be much  higher.
 
            □ You will be fully responsible for converting and maintaining the premises.
 
            □ There is a much higher financial risk.
 
            □ It is hard work and will require a lot of commitment from you.

         
 
         Planning your beauty salon business
 
         Planning your business is like planning a journey. You must know why you want to go, where you want to go, how you are going to get there and, when you reach your destination, what you are going to do. So it is wise to plan your journey.
         
 
         Buying or renting new premises for your salon, designing the layout, getting the salon decorated, choosing the right furniture and equipment for treatment, employing staff, marketing and advertising your new business, and knowing how much money you will need and arranging the necessary finance will require a lot of time, effort and very serious planning.
         
 
         It is therefore essential that before you do anything else, you draw up your business plan. Obviously, if you have never done one, you will not know where to start. So let’s talk about it.
         
 
         BUSINESS PLAN
 
         To start a business, like anything else, it is essential to have a realistic working plan. A plan for your business, or business plan, is effectively a collection of your ideas, expectations for your business, how you are going to do things and your forecast of how things will go. It is in the form of a written document that describes your proposed business, its objectives, its strategies, the market it is going to be in and its financial forecasts.
 
         Your business plan is not only very important and useful for you; it is a must if you are seeking financial support from someone or looking for a loan from a bank or even if you are selling your idea for a possible partnership. It is therefore very important that it is well thought out and carefully prepared.
 
         It makes good business sense to prepare a detailed business plan when the idea of opening a beauty salon is still in the early planning stage, so that you can see if your idea is both worthwhile and financially viable. This is a very useful way of arranging your thoughts and ideas and all the information available to you on paper, thus allowing you to get an overall picture of the project.
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            Make sure your business plan is realistic and functional. If you have no business experience, seek advice from people who do.
            

         
 
         Talk to local commercial estate agents; look through local newspapers to get ideas about shops and the cost of buying one. Look at as many other salons as possible. Visit beauty trade shows and talk to potential suppliers; take notes and their details so that you can contact them when you are ready. Line up potential builders, electricians and other tradesmen. Search for suppliers of beauty products and equipment, and talk to them regarding your future needs: get ideas of what they offer, on what terms and at what prices. Talk to your local council regarding licences and see what their regulations are. You will need input and advice from all of the above in order to draw up a realistic business plan. Also, having made these investigations and fact-finding missions in advance, you will find things will go much faster and smoother once your finances have been sorted out and approved.
         
 
         One very important aspect of having a realistic business plan is the fact that any potential investor in your business, or a bank that you may approach for a loan, will almost certainly base their decision on the strength of your business plan.
 
         It is therefore very important that when you are preparing your business plan you should obtain and write down as much information as you possibly can and make sure that you include:
 
         
            □ A good summary. This is a synopsis of the key points of your business plan and should explain the basics of your business in an interesting and easy-to-understand manner. This part is very important as any potential investor or partner will get their feeling about your proposition from the contents and the way you have presented them. Take time and put thought into what you want to write, and if necessary get professional advice.
            
 
             □ Your business proposal. This is about your vision of your proposed business. It should explain why you want to open a beauty salon, what your business will offer to your potential customers and why you think there is an opportunity for your salon to succeed.
            
 
            □ Your strategy for the business. Here you should describe the premises and its locality, and your proposed opening days and times. Give detailed information about the products and treatments that you are proposing to use and the reasons behind your choices. Generally, explain how you intend to operate your salon.
            
 
            □ Your sales, marketing and advertising plans. Having found out about your competition, explain what impact they will have on your salon. Also write about your target customer base and how you are going to attract them to your salon. Explain how you are going to market your new salon and what types of advertising you propose to do, with details of the costs involved and your budget.
            
 
            □ Your workforce. This is about you and your staff. Write about your credentials and experience and what key skills you have to offer that will help your business succeed. Mention other members of staff that you intend to employ, including their expected skills and experience. Include your recruitment and training plan, time-scale and the costs involved.
            
 
            □ Financial forecasts. This is the most important part of the plan, particularly if you are going to borrow money to finance the business. This part of the business plan is where you translate what you have said about your business into actual numbers and should include:
            

         
 
         
            1. How much capital you will need to get your business started.
 
            2. What security and return you can offer your lender.
 
            3. How you plan to repay any borrowings.
 
            4. Cash-flow statements (and possibly graphs) for the first three years. The aim is to show that your salon will have enough working capital to survive the first months with the predicted income and rate of growth.
 
            5. Profit-and-loss statements showing your estimated income, anticipated costs and expenditure, and your profit forecast.
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            Try to cover several possible scenarios other than the one you are expecting. Remember sales of treatments and products may be slow or affected by seasonal or economic variations. Also, when you are making your forecasts, allow for the possibility of a delay of several months in the opening of your salon.
            

         
 
         An example of a financial business and cash-flow forecast is shown in Chapter 9.
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            When you are preparing your business plan, try to be realistic and honest with yourself. 
  
            

         
 
         CONTINGENCY PLAN
 
         Like everything in life, things don’t always go the way you planned them. You should also think about and allow time and money for possible problems and delays with such things as licensing, building work and decoration, legal matters, suppliers and stock. Have contingency plans in place so that you can deal with possible setbacks and delays. Include these contingencies in your business plan; they are what your potential financiers want to see, as they show that you are being realistic.
         
 
         If you need further help on your business plan you should talk to your local banks. Most of them are very helpful to new and small businesses and often have a small business unit which can give you excellent advice. Their advice is often free because they want to have you as a customer and get your business. Another great source of advice is the government business website www.businesslink.gov.uk, an excellent up-to-date source of information on setting up your own business.
 
         
            
               [image: ]  
                  
               

            
 
            Remember, lack of good planning is planning for failure.
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