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Problem DeScription

To be Successful the salon management
muSt offer individual attention to every
client coming into the Salon, one must keep
in mind that each client will have different
needS and expectations. It is a well known
fact that if the sSalon Succeeds in
Satisfying the client’'s needs, they will keep
coming back.
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Introduction

Every client who comes to the
Salon to receive a Service is
not just a Source from which
the businesSs can generate
profits but every client is also
a Source of information which
can enable enhanced client
experience

By displaying information
into easy to understand
charts and reports, the salon
management can analyse and
uSe this information to
formulate strategic plans
and marketing campaigns.

By keeping records about
client purchases, the
Salon can offer clients
other products and
Services that they might
be interested in.

the number of no-Shows iS

reduced, while alSo Saving

time one might have spent
making phone calls.
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By keeping records about
client purchases, the
Salon can offer clients
other products and
ServicesS that they might
be interested in.



