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[bookmark: _Toc153623533]1.0 Executive Summary

The purpose of this business plan is to raise and examine the allocation of $300,000 for the development of a beauty and cosmetology school based in San Diego, California. Beauty School, LLC (“the Company”) was founded by Jane Rogers. This school will provide one year of full instruction so that individuals can become eligible to receive their licensure from the state. 

[bookmark: _Toc188031550][bookmark: _Toc188031607][bookmark: _Toc153623534]1.1 The Services

Beauty School, LLC will provide a wide range of instruction specific for people that want to work as hair stylists, nail technicians, and estheticians. The full year course will cost $20,000. Management anticipates that 30 people will enroll with the Company within the first year of operation. By Year 3, the business will reach maximum enrollment with 45 students.

The Company will employ highly qualified instructors that will provide a wide range of instruction across numerous cosmetology disciplines. This will provide the Company with a major competitive advantage. 

Chapter three of this business plan will further discuss the operations of the business. 

[bookmark: _Toc188031551][bookmark: _Toc188031608][bookmark: _Toc153623535]1.2 Financing 

Ms. Rogers is currently seeking $300,000 via an SBA or conventional business loan to commence operations. The anticipated terms of this loan can be founded in the seventh section of this business plan.  The capital will be used for the following:

· Location development in San Diego
· General working capital
· Furniture, fixtures, equipment, and inventory

The revenues of Beauty School, LLC are highly secure. Moving forward, the business would be a strong candidate for expansion capital once the location reaches maximum capacity (45 students). However, any further capital acquisitions will not occur until after the third year of operation. The Company may also acquire funding from a private investor if it is economically prudent to do so. 

[bookmark: _Toc188031552][bookmark: _Toc188031609][bookmark: _Toc153623536]1.3 Mission Statement

The Company’s mission is to provide its enrollees with a comprehensive beauty school education that allows them to become licensed and thrive in this field. 

[bookmark: _Toc188031553][bookmark: _Toc188031610]


[bookmark: _Toc153623537]1.4 Management Team

Jane Rogers has more than 15 years of professional experience in the field of cosmetology. She will be able to effectively launch the operations of Beauty School, LLC to profitability while implementing policies that guide the ongoing growth of the business. 
[bookmark: _Toc188031554][bookmark: _Toc188031611]
[bookmark: _Toc153623538]1.5 Sales Forecasts

	Profit and Loss Statement
	 
	 
	 

	Year
	1
	2
	3

	Revenue
	$811,782
	$974,138
	$1,120,259

	Cost of Revenue
	$135,297
	$162,356
	$186,710

	Gross Profit
	$676,485
	$811,782
	$933,549

	Expenses
	$467,140
	$488,675
	$510,510

	EBITDA
	$209,345
	$323,107
	$423,039




[bookmark: _Toc188031555][bookmark: _Toc188031612][bookmark: _Toc153623539]1.6 Expansion Plan

As mentioned above, once the Beauty School reaches capacity the Company may establish additional locations throughout California or other states on the West Coast. The Company will continue to add new esthetic disciplines to its operations as well.





[bookmark: _Toc188031556][bookmark: _Toc188031613]
[bookmark: _Toc153623540]2.0 Company and Financing Summary

[bookmark: _Toc188031557][bookmark: _Toc188031614][bookmark: _Toc153623541]2.1 Registered Name and Corporate Structure

Beauty School, LLC. 

[bookmark: _Toc188031558][bookmark: _Toc188031615][bookmark: _Toc153623542]2.2 Required Funds

Ms. Rogers is currently seeking $300,000 to develop and expand the operations of Beauty School, LLC over the next five years. 
[bookmark: _Toc188031559][bookmark: _Toc188031616]
	[bookmark: _Toc153623544]Use of Funds
	 

	Equipment
	$140,000

	Initial Payroll
	$50,000

	Initial Marketing
	$35,000

	Working Capital
	$125,000

	Total
	$350,000




2.3 Investor Equity

Ms. Rogers is not seeking any equity partner at this time. However, given the economic stability of these businesses, the Company would be a strong candidate for private expansion capital if needed. 
[bookmark: _Toc188031560][bookmark: _Toc188031617]
[bookmark: _Toc153623545]2.4 Management Equity

At this time, Jane Rogers owns 100% of Beauty School, LLC and serves as its sole member. 

[bookmark: _Toc188031561][bookmark: _Toc188031618][bookmark: _Toc153623546]2.5 Exit Strategy

Beauty schools remain viable in any economic climate. As such, these businesses can command a substantial price to earnings ratio. Although Ms. Rogers has no plans to sell the business for ten years, in the event that the business needs to be sold – a valuation will be conducted. From there, a business broker will be hired. 
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[bookmark: _Toc153623547]3.0 Teaching Services

As stated in the executive summary, the Company will provide a wide range of instruction regarding hair styling, nail services, and related esthetic services that are provided by cosmetologists. The school will meet all of the accreditation standards set forth by the State of California. The Company will charge $20,000 for the full year of tuition. The Company, within its first year, will generate approximately $600,000 of revenue. 

The Company will also generate revenue by providing onsite services to people that want low-cost haircuts, manicures, and pedicures. This will allow students to get hands-on training regarding the services that they will provide once they receive their licensure. 

In order to further provide students with assistance during their careers, the Company will work with salons throughout San Diego that will hire recent graduates. This will further provide a strong competitive advantage for the business. 
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[bookmark: _Toc153623548]4.0 Strategic and Market Analysis

[bookmark: _Toc188031567][bookmark: _Toc188031624][bookmark: _Toc153623549]4.1 Economic Outlook

Beauty schools are generally able to remain profitable in any economic climate. This is especially true when recessions occur and people are laid off. In many cases, people will do a career change. These businesses typically have highly controlled operating costs.

The US economy at this time is stable. Inflation rates have begun to decline rapidly, and interest rates are falling. The Federal Reserve is expected to take a measured approach to interest rate increases and decrease as inflation becomes more tame.

As stated above, Beauty School, LLC will be relatively insulated from negative changes in the economy. The business will able to enroll among government programs that provide tuition support among people looking to learn a new skill. 

[bookmark: _Toc188031568][bookmark: _Toc188031625][bookmark: _Toc153623550]4.2 Industry Analysis

Nationally, there are about 1,300 companies that provide beauty and cosmetology instruction with the intent to provide licensure eligibility for enrollees. Aggregately, these entities produce $2 billion of revenue per annum. 

This industry is expected to grow at a similar rate to that of the US economy. One of the newest trends within this industry is to offer virtual classes for training. However, hands-on training is always required as part of the training process. As such, technological advances in the field of e-learning will not impact the Company’s ability to generate revenue. 

[bookmark: _Toc188031569][bookmark: _Toc188031626][bookmark: _Toc153623551]4.3 Customer Profile

Ms. Rogers has developed the following demographic profile among people that will become students at the Beauty School:

· Between the age of 18 to 30
· Has completed high school or a GED
· Is seeking to have a cosmetology career that will produce $50,000 to $100,000 per year of income. 
· Lives within 10 miles of the Company’s location in San Diego

In this section of the analysis, you will need to determine the number of people that have expressed interest in become a hair stylist or nail technician within your respective market. This can be completed through ongoing surveys among people that live in your market area. You should also examine statistics related to population density and medium household income. 

[bookmark: _Toc188031570][bookmark: _Toc188031627]
[bookmark: _Toc153623552]4.4 Competition

In most major cities, there are usually a number of cosmetology schools in operation. In smaller markets, you may only face one or two competitors. One of the ways that beauty and cosmetology schools can retain an extensive competitive advantage is by providing career support services once an individual graduates from the program. The Beauty School will maintain comprehensive relationships with salons in the target market. This will be one of the major selling points that will be included in the Company’s marketing campaign. 






































[bookmark: _Toc153623553]5.0 Marketing Plan

Management will implement a number of marketing strategies that will create awareness about the business among people that have recently graduated from high school, community college, or a four-year college/university. Hair stylists and nail technicians remain in demand at all times, and people are going to want to continue to pursue this career path. 

[bookmark: _Toc153623554]5.1 Marketing Objectives

· Maintain ongoing referral relationships with career counselors that work at high schools and community colleges.
· Develop a search engine optimized website specific for the San Diego market.
· Continue to foster relationships with salons within San Diego to provide students with employment opportunities. 

[bookmark: _Toc153623555]5.2 Marketing Strategies

[bookmark: _Toc153623556]The Company will employ a number of marketing strategies that will create ongoing visibility for the Beauty School throughout the life of the business. Most importantly, the Company will work with career counselors, guidance counselors, and other entities that can provide referrals among people that have expressed an interest in the cosmetology and beauty industry. 

[bookmark: _Toc153623557]The Company’s website will provide a substantial amount of information as it relates to the comprehensive cosmetology education that can be acquired at the location. This website will undergo search engine optimization so that people searching for beauty schools in San Diego can quickly find the platform. During the development period, the Company will have a number of videos created that showcase the school so that enrollment can occur prior to the launch of full-scale operations.

[bookmark: _Toc153623558]Management will become a member of a number of San Diego based organizations that specific focus on the beauty industry. This will allow the Company to quickly place students at salons once their training is completed. 

[bookmark: _Toc153623559]To further increase visibility, the business will attend job fairs and career events throughout San Diego. The business will rent booths at these events in order to distribute literature regarding the school’s operation.

[bookmark: _Toc153623560]5.3 Pricing

The Company will charge $20,000 for tuition. Additional fees may be charged for equipment. 

[bookmark: OLE_LINK1]

[bookmark: _Toc153623561]6.0 Organizational Plan and Personnel Summary

[bookmark: _Toc153623562]6.1 Corporate Organization



[bookmark: _Toc153623563]6.2 Organizational Budget

	 
	 
	 
	 

	Year
	1
	2
	3

	Owner
	$75,000 
	$77,250 
	$79,568 

	Operations Manager
	$50,000 
	$51,500 
	$53,045 

	Staff Instructors
	$85,000 
	$87,550 
	$90,177 

	Assistants
	$35,000 
	$36,050 
	$37,132 

	Administrative Staff
	$40,000 
	$41,200 
	$42,436 

	Bookkeeper
	$25,000 
	$25,750 
	$26,523 

	Total
	$310,000
	$319,300
	$328,879

	
	
	
	

	Owner
	1
	1
	1

	Operations Manager
	1
	1
	1

	Staff Instructors
	2
	2
	2

	Assistants
	1
	1
	1

	Administrative Staff
	1
	1
	1

	Bookkeeper
	1
	1
	1

	Total
	7
	7
	7



6.2 Organizational Budget (Cont.)




[bookmark: _Toc153623564]6.3 Management Biographies

As it relates to your management biography, you should focus heavily on any and all experience that you have in the cosmetology industry. If you have owned and operated a beauty school in the past, you should include this type of information in the plan. Any person that has a 20% or more ownership interest in the business should be included in this section. 










[bookmark: _Toc188031573][bookmark: _Toc188031630]

[bookmark: _Toc153623565]7.0 Financial Plan

[bookmark: _Toc188031574][bookmark: _Toc188031631][bookmark: _Toc153623566]7.1 Underlying Assumptions

The Company has based its proforma financial statements on the following:

· Jane Rogers will acquire $300,000 of capital to launch operations. 
· The SBA or conventional business loan will have a ten year term and a 8% interest rate.
· The Company will use cash based accounting. 

[bookmark: _Toc188031575][bookmark: _Toc188031632][bookmark: _Toc153623567]7.2 Sensitivity Analysis

Even in times of economic recession, the Company will be able to remain profitable while servicing its underlying debt obligations. During difficult economic times, it is expected that demand for beauty school services will remain strong as people change careers. The controllable operating costs of the business will further ensure that the Company can remain cash flow positive and economically viable. 

[bookmark: _Toc188031576][bookmark: _Toc188031633][bookmark: _Toc153623568][bookmark: _Toc188031577][bookmark: _Toc188031634]7.3 Source of Funds

	Source of Funds
	 

	Equity 
	$50,000 

	Bank Loan
	$300,000 

	Total Financing
	$350,000 






[bookmark: _Toc153623569]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%
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[bookmark: _Toc153623570]7.5 Profit and Loss Statements

	Profit and Loss Statement
	 
	 
	 

	Year
	1
	2
	3

	Revenue
	$811,782
	$974,138
	$1,120,259

	Cost of Revenue
	$135,297
	$162,356
	$186,710

	Gross Margin
	83.33%
	83.33%
	83.33%

	 
	 
	 
	 

	Gross Profit
	$676,485
	$811,782
	$933,549

	 
	 
	 
	 

	Expenses
	 
	 
	 

	Payroll
	$310,000
	$319,300
	$328,879

	Facility Costs
	$75,000
	$77,250
	$79,568

	General and Administrative
	$12,745
	$15,294
	$17,588

	Equipment Costs
	$12,339
	$14,807
	$17,028

	Insurance Costs
	$18,600
	$19,158
	$19,733

	Marketing
	$9,741
	$11,690
	$13,443

	Professional Fees and Licensure
	$5,000
	$6,750
	$9,113

	Payroll Taxes
	$23,715
	$24,426
	$25,159

	Operating Costs
	$467,140
	$488,675
	$510,510

	 
	 
	 
	 

	EBITDA
	$209,345
	$323,107
	$423,039

	Federal Income Tax
	$42,033
	$70,928
	$96,409

	State Income Tax
	$8,407
	$14,186
	$19,282

	Interest Expense
	$26,213
	$24,394
	$22,405

	Depreciation
	$15,000
	$15,000
	$15,000

	Net Profit
	$117,692
	$198,599
	$269,944





[bookmark: _Toc188031579][bookmark: _Toc188031636][bookmark: _Toc153623571]7.6 Cash Flow Analysis
[bookmark: _Toc188031580][bookmark: _Toc188031637]
	Cash Flow Analysis
	 
	 
	 

	Year
	1
	2
	3

	Cash from Operations
	$132,692
	$213,599
	$284,944

	 
	 
	 
	 

	Other Cash Inflows
	 
	 
	 

	Equity Investment
	$50,000 
	$0 
	$0 

	Increased Borrowings
	$300,000 
	$0 
	$0 

	A/P Increases
	$10,000
	$10,200
	$10,404

	Total Other Cash Inflows
	$360,000 
	$10,200 
	$10,404 

	 
	 
	 
	 

	 
	 
	 
	 

	Total Cash Inflow
	$492,692 
	$223,799 
	$295,348 

	 
	 
	 
	 

	Cash Outflows
	 
	 
	 

	Principal Repayment
	$19,390
	$21,209
	$23,199

	A/P Decreases
	$7,000
	$7,140
	$7,283

	Asset Purchases
	$140,000
	$10,680
	$14,247

	Dividends
	$92,884
	$149,519
	$199,461

	Total Cash Outflows
	$259,275
	$188,548
	$244,190

	 
	 
	 
	 

	Net Cash Flow
	$233,417 
	$35,251 
	$51,159 

	Cash Balance
	$233,417 
	$268,668 
	$319,827 




[bookmark: _Toc153623572]7.7 Balance Sheet
[bookmark: _Toc188031581][bookmark: _Toc188031638]
	Balance Sheet
	 
	 
	 

	Year
	1
	2
	3

	Assets
	
	
	

	Cash
	$233,417
	$268,668
	$319,827

	Fixed Assets
	$140,000
	$150,680
	$164,927

	Accumulated Depreciation
	($15,000)
	($30,000)
	($45,000)

	Total Assets
	$358,417
	$389,348
	$439,754

	
	
	
	

	Liabilities
	
	
	

	Accounts Payable
	$3,000
	$6,060
	$9,181

	Long Term Liabilities
	$280,610
	$259,401
	$236,202

	Total Liabilities
	$283,610
	$265,461
	$245,383

	
	
	
	

	Equity
	$74,808
	$123,887
	$194,371

	Total Liabilities and Equity
	$358,417
	$389,348
	$439,754















[bookmark: _Toc153623573]7.8 Breakeven Analysis

	 
	 
	 
	 

	Year
	1
	2
	3

	Yearly Breakeven
	$560,569
	$586,410
	$612,612




[bookmark: _Toc188031582][bookmark: _Toc188031639][bookmark: _Toc153623574]7.9 Business Ratios
[bookmark: _Toc188031583][bookmark: _Toc188031640]
	Business Ratios
	 
	 
	 

	Year
	1
	2
	3

	Revenue
	
	
	

	Revenue Growth
	0.00%
	20.00%
	15.00%

	Gross Margin
	83.33%
	83.33%
	83.33%

	
	
	
	

	Financials
	
	
	

	Profit Margin
	14.50%
	20.39%
	24.10%

	Assets to Liabilities
	1.26
	1.47
	1.79

	Equity to Liabilities
	0.26
	0.47
	0.79

	Assets to Equity
	4.79
	3.14
	2.26

	
	
	
	

	Liquidity
	
	
	

	Cash to Assets
	0.65
	0.69
	0.73

	Cash to Liabilities
	0.82
	1.01
	1.30
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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. 


Senior Management


Operations Manager
		


Instructors


Administrative Staff


Bookkeeper


CPA


Legal


Use of Funds


Equipment	Initial Payroll	Initial Marketing	Working Capital	140000	50000	35000	125000	

Personnel Overview


Owner	Operations Manager	Staff Instructors	Assistants	Administrative Staff	Bookkeeper	0.24193548387096775	0.16129032258064516	0.27419354838709675	0.11290322580645161	0.12903225806451613	8.0645161290322578E-2	

Revenue, Operating Costs, EBITDA

Revenue	811782	974138.4	1120259.1599999999	Operating Costs	467140.44780000002	488674.98736000003	510510.10146399995	EBITDA	209344.55219999998	323107.01263999997	423039.19853599998	RevSh	
811782	974138.4	1120259.1599999999	EbitaSh	
209344.55219999998	323107.01263999997	423039.19853599998	OpCosts	
467140.44780000002	488674.98736000003	510510.10146399995	



Cash Flow Analysis

CFO	1	2	3	132692.01481166098	213598.9897040801	284944.21229059517	Prince	1	2	3	19390.1760810341	21209.108344490007	23198.669000654372	Div	1	2	3	92884.410368162673	149519.29279285605	199460.94860341662	Cash from Operations	
1	2	3	132692.01481166098	213598.9897040801	284944.21229059517	Dividends	
1	2	3	92884.410368162673	149519.29279285605	199460.94860341662	



Balance Sheet

Total Assets	358417.42836246418	389348.01692919823	439753.81161572237	Total Liabilities	283609.82391896599	265460.71557447594	245383.24657382161	Equity	74807.604443498189	123887.30135472229	194370.56504190076	



Breakeven Analysis

YBE	1	2	3	560568.53735999996	586409.98483199999	612612.12175679987	Yearly Breakeven	
1	2	3	560568.53735999996	586409.98483199999	612612.12175679987	



Revenue, Operating Costs, EBITDA

Revenue	811782	974138.4	1120259.1599999999	Operating Costs	467140.44780000002	488674.98736000003	510510.10146399995	EBITDA	209344.55219999998	323107.01263999997	423039.19853599998	RevSh	
811782	974138.4	1120259.1599999999	EbitaSh	
209344.55219999998	323107.01263999997	423039.19853599998	OpCosts	
467140.44780000002	488674.98736000003	510510.10146399995	
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