BUSINESS STARTUP FIELD GUIDE

BARBER SHOP
BUSINESS
STARTUP GUIDE

Build a licensed single-chair operation
around craftsmanship, utilization, and repeat clients.

CORE GUIDE + 6 WORKING TEMPLATES
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OPENING PERSPECTIVE

Craft is only the beginning

A barber shop must combine licensed skill, clean operations, a clearly defined service offer, reliable
scheduling, and enough occupied chair time to support the business.

QUALIFY

Confirm the licensing path.
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INSIDE THE GUIDE

The single chair operating system

Qualification comes before revenue
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QUALIFY POSITION RETAIN
Meet requirements Define the offer Build repeat visits

This guide turns the verified business model into a practical startup kit for a licensed barber operating through booth
rental or a small independent shop. Use the worksheets to plan equipment, estimate services, invoice clients, and
track chair utilization.

Market test and customer demand Startup checklist
Licensed operating model Equipment and budget worksheet
Pricing and first 90 days Estimate and invoice

Honest assessment Appointment log and safety page



CORE GUIDE 01

The Bet

Observe real chair demand before committing

Core assumption that must be true: That your market has room for another barbershop — and the honest read
depends on whether existing chairs are consistently occupied or the market is already at capacity.
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DECIDE
Advance or revise

OBSERVE COUNT
Visit two shops Note occupied chairs

Fastest zero-budget way to test it: Walk into two established shops on a weekday afternoon and see how full the
chairs are, and how far out appointments are booked. A market supporting multiple active shops is either genuinely
undersupplied, or it is at capacity — that is worth seeing firsthand before committing to licensing.

Crowded market Established shops already serve the area. Look for real capacity, not assumptions.

Someone must be legally qualified to perform

. Resolve the license holder before other spending.
services.

Licensing barrier

High fixed commitment Schooling or hiring may precede revenue. Compare the path against a lean booth-rental launch.

CHECK LICENSING, ZONING, AND TAX RULES FOR YOUR OWN CITY AND STATE BEFORE STARTING.
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CORE GUIDE 02

Who Pays In Their Own Words

Speed, consistency, and access shape demand

“] need a clean cut, and | need it fast.”

“My regular barber moved and | haven’t found a replacement yet.”

Existing reviews often reveal what customers value most: consistent quality, speed, reliability, convenient booking,
and a barber who understands the style requested. Those signals describe expectations, not proof of an unserved
market.

CUSTOMER SIGNAL SERVICE RESPONSE

Needs a reliable regular barber Consistent cut, notes, and rebooking
Values walk-in access Protected same-day capacity
Needs speed Defined appointment length and on-time workflow

Wants a specific style Consultation and documented preferences



CORE GUIDE 03

The Smallest Version You Can Charge
For

A licensed single-chair operation

There is not a small unlicensed version. The smallest real version of this business is a single-chair operation, either a
booth rental inside an existing shop or a small standalone space, run by one properly licensed barber rather than a
multi-chair commercial buildout.

LEAN ENTRY MODEL DO NOT START WITH

® One licensed barber ® Multi-chair buildout

® One equipped chair ® Unverified demand

® Defined service menu ® Unlicensed paid services

® Simple booking and payment ® Undefined sanitation process

Path to your first paying customer: complete the applicable licensing path or hire/partner with someone who is
properly licensed. This is a “become qualified, then operate” business, not a “start small and grow into qualification”
one.
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QUALIFY EQUIP
License holder Chair + tools

REBOOK
Build recurrence




CORE GUIDE 04

What It Actually Takes

Build the service around five operating systems

LICENSING

Qualified service provider

SANITATION

Documented cleaning cycle

CUSTOMER FLOW

Booking, intake, payment

RETENTION

Notes and rebooking
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Confirm before spending.

Protect every client and tool.

Choose durable, serviceable gear.

Reduce waiting and missed slots.

Turn one cut into the next visit.
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Pricing

Build a menu that protects time and scope

MID

Haircut plus beard service

The common combination

ENTRY
Standard haircut

Clear base service

Set prices for your market and actual appointment length. Do not carry forward a local price range from another town.
Record service time, cleanup time, product use, payment fees, booth rent or occupancy cost, and the margin needed
to sustain the chair.

PRICE INPUT RECORD BEFORE SETTING THE MENU

Service time Appointment plus cleanup minutes
Complexity Technique, consultation, and finishing
Consumables Blades, disinfectant, towels, and products
Access Walk-in, appointment, or priority availability

Capacity Realistic occupied slots per day
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First 90 Days and the One Metric

Qualification first, utilization second

r— —o—o

DAY 1 DAY 30 DAY 60 DAY 90

Choose path Confirm qualification Scout chair options Track utilization

Confirm who will hold the required license and whether that person will complete the applicable training and

Days 1-30 examination path.

Davs 31-60 Scout booth-rental options as a lower-capital path to first revenue once qualified, rather than building a standalone
y location immediately.

Days 61-90 If qualified and operating, track chair utilization — how many available appointment slots actually fill.

The one metric that matters: chair utilization rate once operating. An empty chair in a market with established shops
is the fastest way to learn that the offer, location, or customer flow must change.

AVAILABLE FILLED

Appointment slots Completed appointments




CORE GUIDE 07

Honest Assessment

A clear go or no-go decision

A market with several established shops can signal real, sustained demand, but it also means competing against
experienced, reviewed operators from day one. If the barber is already properly licensed, a booth-rental path can be a
reasonable lower-capital entry. If the plan requires starting the licensing process from zero, compare the full time and
cost commitment against other opportunities before proceeding.

IS A QUALIFIED BARBER READY TO OPERATE?

TEST LEAN PAUSE

Compare booth rent and demand. Resolve qualification first.
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TOOLKIT 01

Startup Checklist

Complete before opening the chair
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QUALIFY EQUIP
Rules confirmed Station ready

D Choose a customer segment and service territory.

D Confirm the applicable personal and shop licensing
requirements.

D Check licensing, zoning, and tax rules for your own city and
state before starting.

D Choose the operating model: booth rental or standalone
location.

D Write the service menu, appointment times, prices, and
exclusions.

D Open separate business banking and payment accounts.

D Obtain appropriate liability and property coverage.

D Purchase reliable chair, station, tools, and sanitation
equipment.
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SELL TRACK
Menu and booking Utilization

Document cleaning, disinfection, linen, and sharps procedures.

Create consultation, consent, incident, and aftercare records.

Set up booking, walk-in, cancellation, payment, and rebooking

procedures.

Build referral relationships for services outside your scope.

Test demand before signing a long lease or multi-chair

buildout.

Complete a final station and compliance inspection.

Track chair utilization and repeat bookings each week.



TOOLKIT 02

Equipment and Budget Worksheet

Plan the complete station and operating reserve

QUALIFY EQUIP

Licensing and training Chair, station, and tools

ITEM ONE-TIME MONTHLY _ NOTES

Licensing, training, and exams
Booth deposit or buildout

Barber chair, station, and mirror
Clippers, trimmers, razors, shears
Sanitation and disinfection equipment
Towels, capes, and laundry setup
Booking and payment tools
Liability and property insurance
Booth rent or occupancy cost
Phone, website, and marketing
Opening supply inventory

Reserve and other



TOOLKIT 02

Capacity and Break Even Planner

Translate chair time into a weekly target

CHAIR CAPACITY

AVAILABLE BOOKED NO-SHOW COMPLETED

CALCULATION AMOUNT

Weekly available slots

Weekly completed appointments
Chair utilization rate

Average ticket

Weekly service revenue

Weekly operating cost

Weekly contribution

UTILIZATION FORMULA

Completed appointments + available appointment slots = chair utilization rate



TOOLKIT 03

Pricing and Estimate Template

Confirm service, timing, and approval
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APPROVE
Client confirms

CONSULT DEFINE
Style + condition Service + time

Estimate number

Issue date

Client name

Appointment date and time

Prepared by

SERVICE TIME OR QUANTITY RATE AMOUNT

Haircut

Beard service

Specialty or design work
Product

Approved add-on

SUMMARY AMOUNT

Subtotal
Discount if approved
Taxes if applicable

Estimated total



TOOLKIT 04

Invoice Template

Make the service and balance clear
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COMPLETE VERIFY
Service delivered Add-ons approved

REBOOK
Next visit

I

Invoice number

Invoice date

Client name

Service date

Payment method

DESCRIPTION QUANTITY RATE AMOUNT

Haircut
Beard service
Specialty or design work

Product or approved add-on

TOTALS AMOUNT

Subtotal
Taxes if applicable
Payment

Balance due



TOOLKIT 05

Appointment Log and Lead Tracker

See demand, utilization, and rebooking

BOOKED

REBOOKED

Booked
Completed
Rebooked

Cancelled

No-show

WEEKLY METRIC RESULT

Available appointment slots
Completed appointments
Chair utilization rate

Repeat or rebooked clients



TOOLKIT 06

Compliance and Safety

Protect clients, staff, and the license

Barbering is a licensed personal-care service with real sanitation, exposure, sharp-tool, chemical, and facility
concerns. Confirm the requirements that apply to the individual practitioner, the shop, and the services offered.

LICENSE Confirm practitioner and shop authority.

Clean and disinfect as required.

LINENS Separate clean and used materials.

Handle and dispose safely.

Use a written incident response.

FACILITY Maintain handwashing and sanitation.

CHECK LICENSING, ZONING, AND TAX RULES FOR YOUR OWN CITY AND STATE BEFORE STARTING.
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TOOLKIT 06

Pre Service Safety Check

Complete before the first client each day

|:| The required practitioner and shop licenses are current and displayed or available as required.
l:‘ The chair, station, tools, and contact surfaces are clean and ready.

l:‘ Clean and used linens are separated and handled correctly.

l:‘ Disinfectants and supplies are available, labeled, and used according to requirements.

|:| Sharps, blades, and waste can be handled and disposed of safely.

|:| The consultation identifies skin concerns, service limits, and requested style.

|:| An incident and exposure response procedure is available.
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CLEAN CONSULT
Station ready Client checked

RESET
Sanitize again




LAUNCH WORKBOOK

Launch Notes

Record the decisions that make the chair viable

OPERATING MODEL

CUSTOMER SEGMENT

CORE SERVICE MENU

FIRST TEN PROSPECTS OR REFERRAL PARTNERS

01

02

03

04

05

06

07

08

09

10

DAY 30 DECISION

DAY 60 DECISION

DAY 90 DECISION




FILL THE CHAIR

Qualify. Serve well. Earn the next appointment.
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