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I. Executive Summary
L-V Nail Salon is a full-service nail salon that intends to open in the Memphis, Tennessee area which is an outlying community of the greater Memphis area in Tennessee. L-V is is a sole proprietorship operated by Ms. Virginia Wolf who just recently graduated from a nail and beauty academy. This will be Ms. Wolf’s first business enterprise and her major employment following her graduation from high school. She is currently negotiating a lease for a 1500 square foot facility at 1843 Lumsden in Memphis, Tennessee where she hopes to remain located for years to come. Although Ms. Wolf does not have any savings of her own she has secured an investor who is prepared to invest $25 thousand in her venture. Additionally, Ms. Wolf is seeking a small business administration loan in the amount of $50 thousand to be paid back within a period of five years.
II. General Company Description
2.1 Overview
The nail salon being planned by Ms. Wolf is a full-service nail salon in the Memphis, Tennessee area. The facility will feature 1500 square feet of floor space with room enough for six fully equipped stations. These include manicure tables complete with vents, electrical outlets, and polish racks, for example. Additionally, several hundred square feet is committed to two pedicure spas in order to provide services to a wider variety of clientele. The nail salon, L-V Nail Salon (L-V) intends to support several hundred clients throughout the day. The operation is owned and operated under a sole proprietorship status by Ms. Virginia Wolf who recently graduated from Nail and Beauty College which she entered following high school.
2.2 Legal Description
The company has been formed as a sole proprietorship by Ms. Wolf since January of 2007 and Ms. Wolf has obtained all necessary licensure. Ms. Wolf capitalized on the growing nail salon industry to create a niche market for its services in which her location intends to combine unparalleled customer service with nail salon services. This industry is described as an establishment that is, “primarily engaged providing nail care services, such as manicures, pedicures, and nail extensions”1 Additionally, the legal status of L-V is a sole proprietorship under the ownership of Ms. Wolf.
2.3 Company Concept/History
There are numerous nail salon enterprises in the area as well as the nation and the nail salon itself is a much recognized enterprise. However, because of Ms. Wolf’s industry experience as a Nail and Beauty College student, she gained a unique insight into the business and industry because she was responsible for acquiring skills in all aspects of the business while also being responsible to make academic and professional contributions to the industry. During this intensive training period Ms. Wolf recognized that every nail salon had access to the same type of equipment and supplies but that the only competitive differentiator that one could hope to achieve was in customer service. With this in mind, Ms. Wolf began to conceive of a nail salon business of her own that would sell customer service first and nail salon products and services second. From the beginning Ms. Wolf settled on L-V as the business’ name and after gaining access to a substantial amount of capital she began her planning to complete the business plan for L-V after graduation from her vocational program.
2.4 Current Status
Ms. Wolf has completed the business planning stage, compiled her own capital to contribute towards start-up expenses, and has obtained all necessary licensures to begin operations. Currently L-V only requires a space and to find investment capital to contribute towards start-up costs and 1st year operations. L-V will, upon commencement of operations, provide the service of nail salon table rentals and usage. L-V will provide an upscale, sanitary environment, along with quality lotions, polishes, and products to ensure comfort and safety of clients. Superior customer service and high quality nail salon equipment are designed to set L-V apart from the competition in the area. L-V intends to maintain an environment and structure that encourages productivity and respect for customers and fellow employees. Additionally, the intended work environment encourages employees to have fun by allowing creative independence and providing challenges that are realistic and rewarding in a fashion that translates to both clients and employees.
2.5 Vision & Mission Statement
Ms. Wolf’s vision statement centers on her belief that the customer is always first, if not always right:
“Our nail professionals will always treat the client as if the client is the last one they’ll ever see.”
The mission of L-V is to act on the mission by offering clear advice on how to do that:
“Clients will always be offered more services without feeling as they have to take them or as if they are being upsold.”
III. Products and Services
3.1 Product Description
The products that will be sold within L-V run the gamut of the typical products that nail and beauty salons typically offer. These include the following types of products: nail polishes, nail polish removers, skin care lotions, hair care products, as well as a host of nail and pedicure related equipment for the home.
3.2 Service Description
The services and the service quality at L-V will be exemplary. The types of services that the company will offer include the following: manicuring, which is the cutting, trimming and polishing of nails, among other nail related activities, pedicure related activity which relates to the care of toenails, and a host of skincare services directed at the hands as well as other body areas. The service quality includes making eye contact with clients and thanking every client personally and by name for their patronage.
IV. Marketing Plan
4.1 Industry Overview
The nail care and nail polish industry is classified as a make-up and is included in the make-up industry as a segment of that market. Globally, the make-up industry is worth over $22b and expanded over 4% in 2005 and is expected to grow again during 2006.2 Make-up as an industry is a growth industry because as individuals in emerging markets gain income and living standards improve one of the first purchases that women begin to make with surplus income is beauty products. The largest global competitor is L’Oreal which owns over 18% of the global market. Globally, nail polish comprises 11% of the make-up market and this is indicative of strong potential gains in market share worldwide.3 In the US the make-up industry grew by 2.5% to over $5b during 2005.4 The US is such a large percentage of the global make-up market that it alone is responsible for 22.9% of the global market and L’Oreal also takes a commanding percentage of the US market with over 32% (Make-Up United, 2005, p.3). Nail polish in the US is responsible for over 13% of the US make-up market and this too has a strong growth potential. Considering the growth expected in the industry overall, this is a promising time to enter the market.
However, as with most industries, there are concerns and issues related to the industry as well. Some research indicates that there are health concerns regarding some of the chemicals found in nail salon supplies and both consumers as well as salon owners should be concerned about the quality and safety of the supplies that are being used on clients.5 Ms. Wolf should ensure that she sources all products and supplies from reputable suppliers and vendors who have screened their products for all of these dangers.
4.1.1 Market Size
The market for nail salon and related enterprises is growing. Research reveals that other industry competitors are beginning to perceive the current market conditions as being ideal for growth and expansion. Newman reports that one industry competitor, Dashing Diva, is seeking to follow Starbucks’ business model in order to expand across the nation by opening up small but strategically located nail salons.6 Since the potential market is itself significant across the US, there are certainly niche markets where new market entrants can establish themselves as profitable enterprises.
4.1.2 Target Market
L-V’s target market will be divided by salon customers from every age and gender. However, the company’s target market segment will be from the age of 25, with individual and household incomes greater than $23,000 all the way to the elderly client at 65 years of age with a median income of $40k to in excess of $150k annually. Yet, many teens are increasingly attracted to nail salon services and this segment will also be targeted although a parental permission slip agreeing to services must be obtained in advance. In terms of L-V’s local market in Memphis, the area has a total population of approximately 670k with more than 398k that are or above the age of 25.7 This is a substantial local population that lives in the area and Memphis, on the whole, has an excellent transportation infrastructure friendly to commuter traffic. The downtown and southeast areas of the city are the most densely populated areas and L-V should seek a location in the southeast portion of the town:8
As can be seen, the darker and darkest shade of green indicates the most densely populated areas in the city and one of these locations should provide the future site for L-V.
4.1.3 Marketing Objectives
The overall marketing plan for L-V is based on the following fundamentals:
Focus on the segment of the market targeted previously
Market share capture over the first 12 months of operations
L-V’s year 2008 marketing goals include the following:
Capture 12-14% of the market share in the Memphis area market
Increase sales over 2007 levels by 20%
Position the company as the number one provider of nail salon services in the local market
Obtain 30 new repeat clients for each of the first 12 months of operations
The following sales forecast is indicative of the results expected based on the previous marketing objectives and strategic leadership of the company in the local Memphis market:
| SALES FORECAST (YEARS) | |||
| SALES | 2008 | 2009 | 2010 |
| GROW RATIO % | 0.0% | 50.0% | |
| 1 SESSION | $10,800 | $13,284 | $19,926 |
| 3 SESSIONS | $64,800 | $79,704 | $119,556 |
| 6 SESSIONS | $136,800 | $168,264 | $252,396 |
| 20 SESSIONS | $178,200 | $219,186 | $328,779 |
| 1 YEAR FULL MEMBERSHIP | $648,000 | $797,040 | $1,195,560 |
| RETAIL PRODUCTS | $288,000 | $354,240 | $531,360 |
| TOTAL SALES | 1,326,600 | 1,631,718 | 1,942,791 |
|
|
|
|
|
| DIRECT COST OF SALES | 2008 | 2009 | 2010 |
| GROW RATIO % | 0.0% | 10.0% | 40.0% |
| 1 SESSION | $1,200 | $1,320 | $1,848 |
| 3 SESSIONS | $12,000 | $13,200 | $18,480 |
| 6 SESSIONS | $43,200 | $47,520 | $66,528 |
| 20 SESSIONS | $27,000 | $29,700 | $41,580 |
| 1 YEAR FULL MEMBERSHIP | $187,200 | $205,920 | $288,288 |
| RETAIL PRODUCTS | $144,000 | $158,400 | $221,760 |
| SUB/DIRECT COST OF SALES | $414,600 | $456,060 | $638,484 |
4.2 Products/Services
The products that will be sold within L-V run the gamut of the typical products that nail and beauty salons typically offer. These include the following types of products: nail polishes, nail polish removers, skin care lotions, hair care products, as well as a host of nail and pedicure related equipment for the home. The services and the service quality at L-V will be exemplary. The types of services that the company will offer include the following: manicuring, which is the cutting, trimming and polishing of nails, among other nail related activities, pedicure related activity which relates to the care of toenails, and a host of skincare services directed at the hands as well as other body areas. The service quality includes making eye contact with clients and thanking every client personally and by name for their patronage.
4.2.1 Pricing Strategy
L-V bases its pricing strategy on the session/visit format. Sessions range from 20-30 minutes each. Session/visit costs are listed below and are included in the sales forecast summary:
1 basic manicure/pedicure sessions/visits $40
3 basic manicure/pedicure sessions/visits $99
6 basic manicure/pedicure sessions/visits $175
20 basic manicure/pedicure sessions/visits $975
4.2.2 Promotion Strategy
L-V’s competitive edge lies with the way in which customers are pampered while preparing for and leaving their nail salon sessions. L-V will provide extra perks that the competition does not such as skin care product samples, bottled water after their sessions, free lattes, and other perks described below:
A twice yearly client fashion show: L-V will close for several hours on a weekend and the fashion show will introduce a new line nail care products
Weekly drawings: Giveaways of everything from nail salon products to free monthly passes to area restaurants will be utilized as giveaways.
Auto-payment for individual sessions/visits: Clients who prefer individual sessions to package plans will be able to roll their sessions over into packages if they reach their allotted number of nail salon visits and desire to upgrade their package.
4.2.3 Distribution/Placement Strategy
The primary location for L-V will be in the south eastern area of the Greater Memphis region. Almost all services, products, and inventory will be mediated from this sole location.
4.3 Competitor Analysis
The Memphis area has numerous nail salon competitors. Some of the most recognized are list below:
10 Perfect Nails: This competitor is located in the 3rd Street area of Memphis and has been in continuous operation for many years. It has an established clientele and an experienced management and professional nail technician staff
A & T Nails: This competitor has also been established in the local market for many years. With an experienced staff and a recognized market presence in the Old Summer Road area of Greater Memphis, the company presents a formidable marketing presence for L-V to overcome
The following Competitor Profile Matrix illustrates how L-V might rate against these established competitors in relation to the critical success factors relevant to the nail salon industry:
| Competitor Profile Matrix (CPM) | L-V | A & T Nails | 10 Perfect Nails | ||||
| CRITICAL SUCCESS FACTORS | WEIGHT | RATING | SCORE | RATING | SCORE | RATING | SCORE |
| Advertising | 0.20 | 2 | 0.40 | 3 | 0.60 | 1 | 0.20 |
| Product Quality | 0.10 | 4 | 0.40 | 4 | 0.40 | 3 | 0.30 |
| Price Competitiveness | 0.10 | 1 | 0.10 | 3 | 0.30 | 2 | 0.20 |
| Management | 0.10 | 3 | 0.40 | 4 | 0.40 | 2 | 0.20 |
| Financial Position | 0.15 | 3 | 0.60 | 2 | 0.30 | 4 | 0.60 |
| Customer Loyalty | 0.10 | 4 | 0.40 | 2 | 0.20 | 3 | 0.30 |
| Brand Identity | 0.20 | 2 | 0.40 | 2 | 0.40 | 4 | 0.80 |
| Market Share | 0.05 | 2 | 0.10 | 1 | 0.05 | 4 | 0.20 |
| TOTAL | 1.00 |
| 2.80 |
| 2.65 |
| 2.80 |
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