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Learning aim: To explore how data
can be used to support and improve
the sale

and record i

ribute to group decision making.



Scenario

A specialist consultant has been appointed by Curl
Up Hairdressers to try and identify their key pain
points and identity which part of the sales process

they need to work on the most to attract more
repeat customers.
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Sales Analysis for Curl Up Hairdressers
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The booking process was straightforward
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| received a warm welcome on my arrival at the salon

60

7 40
b
W
c
O
Q.
g}
L
©
b

Q 20
=
=3
=

0

Completely Agree Neither agree or Disagree Completely
Agree disagree Disagree

yV N



My stylist was knowledgeable
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| was given a thorough consultation before getting started
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| was offered refreshments during my appointment

40

30
w
@
w
c
o
73

& 20
©
©
O
E

= 10

0

Completely Agree Neither agree or Disagree Completely
Agree disagree Disagree

A



My stylist was running on time
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| was recommended products which | can use at home to care for my hair
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| was prompted to book my next appointment before leaving
the salon
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Reflection part 1

1- At the beginning of class, how well do you think

you listened to others?

1(l don't tend to listen to my classmates) - 5 (I listen
carefully to my classmates and make a note of important
information they share)

2 - Score yourself again, based on how well you
listened to others during class.
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