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[bookmark: _Toc192765806]1.0 Executive Summary

The purpose of this business plan is to secure $75,000 of capital for the development of a barber shop based in Atlanta, Georgia. Barber Shop LLC (“the Company”) was founded by Matthew Deutsch. The Company will provide a wide range of grooming services for both men and boys. To complement the companies barbering operations, the business will carry an extensive line of personal care products that can be used at home.
[bookmark: _Toc192765807]1.1 Operations

The primary revenue center for the business will be the ongoing haircuts and beard grooming services that will be provided to the Atlanta community. Over the past five years, there has been a resurgence in interest among traditional barber shops as they're able to provide a wide range of men's grooming services. At the onset of operations, the founder along with three staff barbers will render services to the public.

As noted above, the business will carry a wide range of personal care products including hair and beard conditioners and shampoos. The business will continually stock in demand products that can be used at home among consumers. The business will maintain a curated inventory so that only premium products are offered.

The third section of this document will further discuss the operations of the barbershop.

[bookmark: _Toc192765808]1.2 Financing

At this time, the Company is seeking $75,000 via a small business loan. The terms of this financing are to be determined during negotiation, but this business plan assumes that the business will receive a 10-year loan carrying a 7% interest rate. The funds will be principally used for the following:

· Location development
· Furniture, fixtures, and equipment
· Working capital


In the future, the Company would be a strong candidate for ongoing financing if the founder finds it financially prudent to develop additional locations within the greater Atlanta metropolitan area. This business plan assumes that no further capital will be used during the first three years of operation.

[bookmark: _Toc192765809]1.3 Mission Statement

The Barber Shop's mission is to provide exceptional haircuts at reasonable prices to the Atlanta public.
[bookmark: _Toc192765810]1.4 Management

Matthew Deutsch is a highly experienced Barber that has more than 15 years of experience in this industry. He will be able to bring the operations of this barber shop to profitability while having the business operate as a community minded enterprise that provides superior hair care for men.

[bookmark: _Toc192765811]1.5 Sales Forecast

	Profit and Loss Statement
	 
	 
	 

	Year
	1
	2
	3

	Revenue
	$415,518
	$457,070
	$502,777

	Cost of Revenue
	$45,165
	$49,682
	$54,650

	Gross Profit
	$370,353
	$407,388
	$448,127

	Expenses
	$232,859
	$240,537
	$248,503

	EBITDA
	$137,494
	$166,851
	$199,624




[bookmark: _Toc192765812]1.6 Expansion Plan

After the third year of operation, management may seek to establish additional locations within the greater Atlanta metropolitan area. As this is a population dense and wealthy market, there's a substantial opportunity to develop numerous locations. The Company will also continue to hire additional staff barbers in order to boost the revenues of this initial location.
[bookmark: _Toc192765813]2.0 Financing

[bookmark: _Toc192765814]2.1 Registered Name

Barber Shop LLC. The business is registered as a limited liability company. 

[bookmark: _Toc192765815]2.2 Use of Funds

Management intends to invest $15,000 towards the venture while securing a $75,000 business loan. The funds will be allocated as follows:

	Use of Funds
	 

	Location Development
	$15,000

	Furniture, Fixtures, and Equipment
	$30,000

	Working Capital
	$36,500

	Professional Fees
	$5,000

	Website Development
	$2,500

	Misc. Costs
	$1,000

	Total
	$90,000







[bookmark: _Toc192765816]2.3 Management and Investor Equity 

Matthew Deutsch retains at 100% ownership interest in the business.
[bookmark: _Toc192765817]2.4 Exit Strategies

In the event that Mr. Matthews wishes to retire or relocate, he will most likely work with staff barbers to transition the business to their ownership. If this is not feasible, then he will work with a qualified business broker that will market the business to a potential entrepreneur that is looking to acquire an existing barber shop. Generally, these businesses have a sales premium of two times to three times the previous year’s net income.


































[bookmark: _Toc192765818]3.0 Operations

As discussed in the executive summary, the Barber Shop will be a moderate scale facility that will provide a wide range of haircuts, beard grooming, and other personal services specific for the needs of men as well as boys within the Atlanta market. The location will feature five chairs and Matthew Deutsch along with staff barbers will render all services. From time to time, the business may rent space to barbers that maintain their own client base and are seeking at affordable location to provide their services. This would be a more modest aspect of the Company's operations.

In regards to hair care products, the business will source a number of inventories among premium manufacturers throughout the United States. These products will be featured near the intake station of the Barber Shop to further drive revenues. The Company will also provide these products through its ecommerce enabled website. 

From time to time, the Company will work with barber school students they are seeking to gain a greater degree of experience working in an actual barber shop. As there are a number of barber schools in the greater Atlanta metropolitan area, the business will coordinate with these institutions. This will also provide the business with the ability to source individuals to work at the location that have recently acquired their licensure.
























[bookmark: _Toc192765819]4.0 Market and Industry Analysis

[bookmark: _Toc192765820]4.1 Economic Analysis

This section of the business plan will showcase the current economic climate, the barbershop industry, the customer profile, and the ongoing competition that the business will face.

Currently, the economic climate with the United States is moderately strong. The issues that occur during the course of the pandemic have abated, and inflation is starting to decline as a result of the strong fiscal policy implemented by the US Federal Reserve. Over the next twelve months it is expected that inflation will remain relatively stable as interest rates have started to decline.

It should be noted that any changes in the economy you should only have a very modest impact on the barbershop's ability to generate revenue. This is principally due to the fact that people are need to use a barber or hair stylist in order to receive a haircut. The pricing point for the barbershop services would be very reasonable as compared to the income of the target market.

[bookmark: _Toc192765821]4.2 Industry Analysis

There are currently 144,000 barber shops within the United States. Each year, these businesses aggregately generate $6 billion of revenue while providing jobs for 170,000 people. As mentioned earlier, one of the common trends with is an industry is to operate in a more traditional barbershop capacity. This trend has been remarkable among people of Generation Z and the millennial generation.

In regards to revenue growth, this industry is expected to remain in lockstep with that of the economy as a whole.

[bookmark: _Toc192765822]4.3 Customer Profile

The Barber Shop will have a wide range of potential customers that it can target throughout the greater metropolitan area. This is due to the fact that everyone needs a haircut from time to time. Generally speaking, the business will target individuals that have a median household income ranging from $75,000 to $100,000 and they will typically live or work within 5 miles of the Company's location in Atlanta. They are expected to spend approximately $30 to $50 per engagement with the business.



[bookmark: _Toc192765823]4.4 Competition

In any city in town, there are always going to be a number of barber shops. The Company intends to differentiate its operations by operating in a traditional and classic capacity by offering both haircuts as well as a full range of beard care services. The business will also benefit from the extensive experience of the founder as well as staff barbers that will work on site. In order to develop a premium brand name for the business, the Company will use a number of marketing strategies that will target a wide range of demographics within the greater Atlanta area.



































[bookmark: _Toc192765824]5.0 Marketing Plan

[bookmark: _Toc192765825]5.1 Marketing Objectives

· Maintain an expansive online presence via a proprietary website.
· Leverage search engine optimization for the Company’s website.
· Use social media to promote the business. 

[bookmark: _Toc192765826]5.2 Revenue Forecasts

	Revenue Overview
	 
	 
	 

	Year
	1
	2
	3

	Growth Rate
	0.00%
	10.00%
	10.00%

	Barbering Services
	$361,320
	$397,452
	$437,197

	Product Sales
	$54,198
	$59,618
	$65,580

	Total
	$415,518
	$457,070
	$502,777




[bookmark: _Toc192765827]5.3 Marketing Strategies

Given the amount of competition among barber shops within Atlanta, the Company will use a number of marketing strategies to effectively differentiate itself within this market. Most importantly, the business is sourcing a high visibility retail location that will feature an extensive amount of exterior signage. This will include traditional elements of barber shops with elemental origins from the 1800s and 1900s. The Company is currently working with a commercial real estate brokerage that is sourcing an appropriate location in a high population density area.

The business will maintain an expansive presence on the Internet through its proprietary website. The Company will coordinate its online marketing efforts with a search engine optimization firm that is based in the greater metropolitan area. Their strategies will include writing articles about the business which will placed on third party websites that will link back to the Barber Shops platform. Over a period of three to nine months this will drastically boost the number of people that visit the website on an organic basis. The Company will also register with Google so that reviews can be placed among satisfied clients. This will further establish a strong brand name within the target market.

The business will also maintain pages on major social media platforms including Facebook, X, Tik-Tok, Instagram, and YouTube. With client permission the business will showcase images of people that have received haircuts at the location. Over the next three years the business will also encourage customers to leave reviews on Facebook as this will further create a substantial level of trust with the public.

In order to position the barbershop as a community minded business, the Company will also provide heavily discounted haircuts for students as well as senior citizens. From time to time, the business will also provide its services for free among needy people within the area. These special events will be advertised on the Company’s social media pages.

























[bookmark: _Toc192765828]6.0 Organizational Plan

[bookmark: _Toc192765829]6.1 Organizational Structure




[bookmark: _Toc192765830]6.2 Organizational Expenditures

	 
	 
	 
	 

	Year
	1
	2
	3

	Owner
	$50,000 
	$51,500 
	$53,045 

	Staff Barbers
	$120,000 
	$123,600 
	$127,308 

	Administrative Staff
	$20,000 
	$20,600 
	$21,218 

	Total
	$190,000
	$195,700
	$201,571

	
	
	
	

	Owner
	1
	1
	1

	Staff Barbers
	3
	3
	3

	Administrative Staff
	1
	1
	1

	Total
	5
	5
	5








6.2 Organizational Expenditures (Cont.)






















[bookmark: _Toc192765831]7.0 Financial Plan

[bookmark: _Toc192765832]7.1 Underlying Assumptions

· The Company will acquire $75,000 of debt capital.
· The business will have a revenue growth rate of 16% per annum. 
· The business will settle short term payables monthly. 

[bookmark: _Toc192765833]7.2 Sensitivity Analysis

The Barber Shop’s revenues are not sensitive to negative changes in the economy. As has been one of the central themes throughout this document, no one can give themselves a haircut and getting a haircut is an absolute necessity. The business will continue to maintain a low operating cost infrastructure in order to ensure that the business can remain profitable while servicing all of its underlying financial obligations.
[bookmark: _Toc192765834]7.3 Source of Funds

	Source of Funds
	 

	Equity 
	$15,000 

	Bank Loan
	$75,000 

	Total Financing
	$90,000 




[bookmark: _Toc192765835]7.4 General Assumptions

	 
	 
	 
	 

	Year
	1
	2
	3

	Federal Tax Rate
	25.00%
	25.00%
	25.00%

	State Tax Rate
	5.00%
	5.00%
	5.00%

	Personnel Tax Rate
	7.65%
	7.65%
	7.65%












[bookmark: _Toc192765836]7.5 Profit and Loss Statement

	Profit and Loss Statement
	 
	 
	 

	Year
	1
	2
	3

	Revenue
	$415,518
	$457,070
	$502,777

	Cost of Revenue
	$45,165
	$49,682
	$54,650

	Gross Margin
	89.13%
	89.13%
	89.13%

	 
	 
	 
	 

	Gross Profit
	$370,353
	$407,388
	$448,127

	 
	 
	 
	 

	Expenses
	 
	 
	 

	Payroll
	$190,000
	$195,700
	$201,571

	Facility Costs
	$10,000
	$10,300
	$10,609

	General and Administrative
	$6,524
	$7,176
	$7,894

	Equipment Maintenance
	$2,500
	$2,625
	$2,756

	Insurance Costs
	$1,500
	$1,575
	$1,654

	Marketing
	$4,800
	$5,040
	$5,292

	Professional Fees and Licensure
	$3,000
	$3,150
	$3,308

	Payroll Taxes
	$14,535
	$14,971
	$15,420

	Operating Costs
	$232,859
	$240,537
	$248,503

	 
	 
	 
	 

	EBITDA
	$137,494
	$166,851
	$199,624

	Federal Income Tax
	$31,129
	$38,624
	$46,984

	State Income Tax
	$6,226
	$7,725
	$9,397

	Interest Expense
	$4,977
	$4,355
	$3,688

	Depreciation
	$8,000
	$8,000
	$8,000

	Net Profit
	$87,162
	$108,147
	$131,555




[bookmark: _Toc192765837]7.6 Cash Flow Analysis

	Cash Flow Analysis
	 
	 
	 

	Year
	1
	2
	3

	Cash from Operations
	$95,162
	$116,147
	$139,555

	 
	 
	 
	 

	Other Cash Inflows
	 
	 
	 

	Equity Investment
	$15,000 
	$0 
	$0 

	Increased Borrowings
	$75,000 
	$0 
	$0 

	A/P Increases
	$2,507
	$2,557
	$2,608

	Total Other Cash Inflows
	$92,507 
	$2,557 
	$2,608 

	 
	 
	 
	 

	 
	 
	 
	 

	Total Cash Inflow
	$187,669 
	$118,704 
	$142,163 

	 
	 
	 
	 

	Cash Outflows
	 
	 
	 

	Principal Repayment
	$8,606
	$9,228
	$9,895

	A/P Decreases
	$1,755
	$1,790
	$1,826

	Asset Purchases
	$45,000
	$0
	$0

	Dividends
	$66,613
	$81,303
	$97,689

	Total Cash Outflows
	$121,974
	$92,321
	$109,410

	 
	 
	 
	 

	Net Cash Flow
	$65,695 
	$26,383 
	$32,754 

	Cash Balance
	$65,695 
	$92,078 
	$124,831 




[bookmark: _Toc192765838]7.7 Balance Shet

	Balance Sheet
	 
	 
	 

	Year
	1
	2
	3

	Assets
	
	
	

	Cash
	$65,695
	$92,078
	$124,831

	Fixed Assets
	$45,000
	$45,000
	$45,000

	Accumulated Depreciation
	($8,000)
	($16,000)
	($24,000)

	Total Assets
	$102,695
	$121,078
	$145,831

	
	
	
	

	Liabilities
	
	
	

	Accounts Payable
	$752
	$1,519
	$2,302

	Long Term Liabilities
	$66,394
	$57,166
	$47,271

	Total Liabilities
	$67,146
	$58,685
	$49,572

	
	
	
	

	Equity
	$35,549
	$62,393
	$96,259

	Total Liabilities and Equity
	$102,695
	$121,078
	$145,831















[bookmark: _Toc192765839]7.8 Breakeven Analysis

	 
	 
	 
	 

	Year
	1
	2
	3

	Yearly Breakeven
	$261,256
	$269,871
	$278,809





[bookmark: _Toc192765840]7.9 Business Ratios

	Business Ratios
	 
	 
	 

	Year
	1
	2
	3

	Revenue
	
	
	

	Revenue Growth
	0.00%
	10.00%
	10.00%

	Gross Margin
	89.13%
	89.13%
	89.13%

	
	
	
	

	Financials
	
	
	

	Profit Margin
	20.98%
	23.66%
	26.17%

	Assets to Liabilities
	1.53
	2.06
	2.94

	Equity to Liabilities
	0.53
	1.06
	1.94

	Assets to Equity
	2.89
	1.94
	1.51

	
	
	
	

	Liquidity
	
	
	

	Cash to Assets
	0.64
	0.76
	0.86

	Cash to Liabilities
	0.98
	1.57
	2.52
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We are a full-service business plan and pitch deck development company.

Please note that this is simply a template for a fictious business. All work completed for our clients is done specifically for their needs. No AI is used during the course of our work. 

Owner


Barbers


Administrative Staff


CPA (Outsourced)	


Revenue, Operating Costs, EBITDA

Revenue	415518	457069.80000000005	502776.78000000014	Operating Costs	232858.63260000001	240537.04585999998	248503.276946	EBITDA	137494.36739999999	166851.25414000006	199623.85305400012	RevSh	
415518	457069.80000000005	502776.78000000014	EbitaSh	
137494.36739999999	166851.25414000006	199623.85305400012	OpCosts	
232858.63260000001	240537.04585999998	248503.276946	



Use of Funds


Location Development	Furniture, Fixtures, and Equipment	Working Capital	Professional Fees	Website Development	Misc. Costs	15000	30000	36500	5000	2500	1000	

Revenue Breakdown


Barbering Services	Product Sales	0.86956521739130432	0.13043478260869565	

Personnel Overview


Owner	Staff Barbers	Administrative Staff	0.26315789473684209	0.63157894736842102	0.10526315789473684	

Revenue, Operating Costs, EBITDA

Revenue	415518	457069.80000000005	502776.78000000014	Operating Costs	232858.63260000001	240537.04585999998	248503.276946	EBITDA	137494.36739999999	166851.25414000006	199623.85305400012	RevSh	
415518	457069.80000000005	502776.78000000014	EbitaSh	
137494.36739999999	166851.25414000006	199623.85305400012	OpCosts	
232858.63260000001	240537.04585999998	248503.276946	



Cash Flow Analysis

CFO	1	2	3	95161.89905251615	116147.21186320184	139555.00495427998	Prince	1	2	3	8606.0432304221049	9228.1747914015777	9895.2802932274753	Div	1	2	3	66613.329336761308	81303.048304241282	97688.503467995979	Cash from Operations	
1	2	3	95161.89905251615	116147.21186320184	139555.00495427998	Dividends	
1	2	3	66613.329336761308	81303.048304241282	97688.503467995979	



Balance Sheet

Total Assets	102694.62648533273	121077.75725289172	145831.46328594821	Total Liabilities	67146.056769577888	58685.023978176301	49572.22852494882	Equity	35548.569715754842	62392.733274715421	96259.234760999389	



Breakeven Analysis

YBE	1	2	3	261256.02681951222	269870.83194048778	278808.55462234147	Yearly Breakeven	
1	2	3	261256.02681951222	269870.83194048778	278808.55462234147	
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