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Executive Summary
With the current trend in the spa industry, Synergy spa business intends to generate profit from the business and potential growth of the business is expected. The proposed business will make profits from the sale of quality services and products in Denver and its environs. To acquire a big market share in this region, the business has strategies to attract more customers as well as become a market leader in the area. A variety of services will be offered by competent personnel to become a place of choice to Denver residents and visitors. To create awareness to the public, Synergy spa business will utilize the modern forms of communication such as e-marketing, advertisement, and the social media for interaction and feedback harnessing. Currently, there is no stiff competition in the region given the quality of the services offered by competitors. Most customers are not satisfied with the services they get from the competitors. This is a chance for Synergy spa business to seize the opportunity and build confidence among consumers. 
Description of the Business
Synergy Spa is a sole proprietor business which is intended to be operating in Denver. The business will deal with spa services and products including massage, body treatment, beauty products, nail services among others. The business will operate in a competitive spa industry in offering quality services and products in the Denver market. The rationale for choosing a sole proprietorship form of business is various benefits associated with this type including quick decision making, not sharing profit, no certification among others. 
Nature of the Industry and Market
The spa industry in Denver consists of several Spas that provide excellent services. The industry revenue in the U.S averages $12 billion in a year according to Cohen and Bodecker (2008). However, the growth in revenue is expected to grow at a rate of 25% annually. Further, the industry has licensed personal massage therapist that operates during the day. Most of the Spas are concentrated in the cities and most customers in other areas have to travel to the city to get the spa services. To attract many customers, Synergy Spa intends to offer unique services that are not commonly offered in Denver at a slightly lower price. 
Competitive Analysis
According to Kerin, Berkowitz, Hartley and Rudelius (2003), carrying out a competitive analysis is important in designing a business plan. The spa industry in Denver has various competitors. However, Synergy business has clear strategies to ensure survival in the market. One of the main competitors in the market is referred to as Brown Palace Hotel. This spa business attracts the most customers in the region by offering quality services to customers. However, compared to other spa businesses in the area, Brown Palace Hotel charges the highest rice on its services. Synergy spa business intends to offer quality services but at a slightly lower price to be competitive in the market and acquire a large market share. Other minor competitors include Reas spa, Drap spa, and Te of Spa. What distinguishes these minor spa businesses from the major competitor is the quality of service. They use unskilled workers whom they hire from local colleges at a lower price. This makes customers prefer Brown Palace Hotel services over them. 
Marketing Strategy
Price
According to Cohen and Bodecker (2008), establishing the price of spa services is a challenge. Before setting the prices of Synergy spa products and services, an analysis on competitors pricing in the region will be conducted to come up with an appropriate price. Although the business intends to offer slightly lower prices in the market, some services will be priced at a higher price to account for quality services that the business plans to provide. The experienced employees that the company intends to appoint will ensure quality services are delivered to the customer to enhance loyalty and repeat sale. 
Promotion
Synergy spa business will use promotional offers as well as discounts to increase publicity and sales revenue. Promotional offers will include additional services apart from the primary service(s) that a client requires. For instance, when a customer pays for massage services, the nail services will be offered free of charge. Further, to increase awareness among consumers, the business will use e-marketing to reach more customers. Besides, the business will make use of the social media to interact and get feedback from customers. 
Distribution
Synergy distribution will consist of sales of products and services on the premises. The products will be sold from the beauty products store while services will be offered at the salon. However, a growth strategy will be required in future to open more stores and services rooms.
Product/ service 
Synergy spa business will trade in a variety of products and services including gift cards, beauty products, and salon products among others. The services include facials, nail services, massage, and body treatments among others. The diversity of products and services are aimed at maximizing revenue for the business as well as the overall profitability of the products. Diversification of the products and services will be done according to the consumer’s trend in taste and preferences. 

Market Segment
Synergy has targets to offer the services to residents of Denver, as well as visitors who stay in nearby hotels. Massage services and other spa servicers are usually perceived as being of secondary needs among consumers. Therefore, Synergy spa products and services are not fundamental need to customers. The target market is the middle to class among Denver residents and visitors. Thus, the consumers have a relatively higher disposable income, and they are mostly the working class. One of the advantages of this target market is the high purchasing power of these type of consumers. Besides, the demand for the spa business products and services is not highly influenced by the rice in the market but rather the quality of products and services that the business intends to offer in the market. 
Operational Issues
The business will generate revenue in some ways both from services and commodities including facials, nail services, gift cards, body treatments, beauty and salon products. To be competitive in the market, Synergy Spa will remain open for extended hours on the weekdays and will operate in the weekend. This will enable the company to attend to the working class group of customers who sometimes gets late in their workplaces. Further, the staff members will be notifying the customers on the closure of the business during events such as renovations in a three-day notice. Synergy spa business will utilize rental house to carry its operations in Denver. 
Supply
Since the business Is new in the market, almost all the furniture and equipment will be purchased before the commencement f the operations. There are some suppliers in the region and the choice of the vendor will be based on the quality of the products, price and other benefits offered on cash purchases such as discounts. Before the acquisition of the equipment and furniture, the business will establish the best suppliers that suit the objective of the business. Synergy spa requires the following equipment; massage tables, pedicure, and manicure stations, rotary brush machine, magnifying lamp, reception desk, hot towel cabinet, retail products shelves, reclining chairs, sauna, hydrotherapy tub, Swiss shower, a steam cabinet, a Vichy shower, and Jacuzzi tub. The business also requires three computers for marketing purposes and data storage. 
Human Resource Requirement
According to Cohen and Bodecker (2008), getting and retaining competent workers is relevant to business. The business intends to get experienced and qualified workers from the market. Before the start of operations, the business will advertise various vacancies on the internet to quickly get the required member of staff. Further, the business intends to offer training to the successful applicants before proceeding to provide services to clients. Customer relationship is important in the spa industry to ensure repeat sales and customer’s loyalty. Therefore, proper handling of customers will be required from the workers. Continuous training is also essential to adapt to the trends in the spa industry as well as to accommodate the emerging technologies. 
The required education from the applicants is a certificate in beauty and therapy and a three years of experience in a busy spa business. Besides, other qualities such as communication and interpersonal skills will be tested to get the right workers. 
According to D’Angelo (2010), efficient scheduling of employees to operate in the shorter time frame is crucial to offer better services to customers and to avoid boredom. Synergy will appoint five service providers and two workers to work in the business stores for retail services of the business products. Further, a receptionist will also be required to direct and give guidance to the clients in the front office.
Financial Projections for Synergy Spa for the First Year of Operation
Set-up costs 				Cost ($)			
Furnishings				2000				
Bodywork table		22,000	 
Initial supplies				5,000
Misc. massage equipment		5,000
Extra					2,000
Total set up cost			36,000
Month to month expenses
Rent 					12,000						
Oils and lotions			8,000
Utilities				3,500
Linens and robes			4,000
Salaries and wages 			120,000
Miscellaneous				2,000
Total monthly expenses		149,500
Annual expenses (149,500*12)					1,794,000
Monthly revenue
Rate per treatment			600
Number of days in a typical month	30
Treatments booked in a day		10
Treatments booked per month	300
Total monthly revenue		90,000
Annual revenue							2,160,000
Annual net profit							366,000
Return on expenses							5.9
Annual breakeven (treatments per year)				14,760
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