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C U R R I C U L U M

1 Conflict Resolution and Communication 5 chapters · 30 classes   65 marks  

• 1 Understanding Salon Dynamics and Identifying Conflict Sources 

— 6 classes 

› 1.1 Exploring Salon Dynamics and Interpersonal Relationships

› 1.2 Identifying Common Conflict Sources in Salon Environments

› 1.3 Analyzing Communication Patterns Among Salon Teams

› 1.4 Recognizing the Impact of Conflict on Salon Productivity

› 1.5 Developing Active Listening Skills for Effective Communication

› 1.6 Implementing Conflict Resolution Strategies in Salon Settings

• 2 Effective Communication Strategies for Salon Leaders — 6 classes 

› 2.1 Understanding Communication Styles in Salon Leadership

› 2.2 Identifying Barriers to Effective Communication

› 2.3 Cultivating Active Listening Skills

› 2.4 Practicing Empathetic Communication Techniques

› 2.5 Implementing Feedback Strategies to Foster Growth

› 2.6 Resolving Conflicts with Positive Communication

• 3 Mediating and Resolving Conflicts in a Salon Setting — 6 classes 

› 3.1 Understanding the Sources of Conflict in a Salon

› 3.2 Identifying Communication Styles and Their Impact

› 3.3 Active Listening Techniques for Salon Settings

› 3.4 Techniques for De-escalating Tense Situations

› 3.5 Mediating Disputes Among Salon Team Members

› 3.6 Implementing Conflict Resolution Strategies Effectively

• 4 Building a Collaborative Salon Team Culture — 6 classes 

› 4.1 Establishing the Foundations for Team Collaboration

› 4.2 Fostering Open and Constructive Communication

› 4.3 Identifying and Appreciating Diverse Perspectives

› 4.4 Navigating and Resolving Conflicts Effectively

› 4.5 Building Trust and Mutual Respect Among Team Members

› 4.6 Implementing Strategies for a Positive Salon Environment

• 5 Leadership Skills for Preventing and Managing Future Conflicts 

— 6 classes 

› 5.1 Understanding Leadership Styles in Conflict Prevention

› 5.2 Developing Empathy for Effective Communication

› 5.3 Recognizing Early Signs of Potential Conflict

› 5.4 Implementing Active Listening Techniques

› 5.5 Facilitating Collaborative Problem Solving

› 5.6 Creating an Action Plan for Future Conflict Management



2 Customer Relationship Management 5 chapters · 30 classes   65 marks  

• 1 Understanding Customer Relationship Management in Salons — 6

classes 

› 1.1 Exploring the Fundamentals of Customer Relationship Management

› 1.2 Analyzing Customer Needs and Preferences in Salons

› 1.3 Implementing Effective Communication Strategies with Clients

› 1.4 Building Trust and Loyalty for Long-Term Client Relationships

› 1.5 Managing Client Feedback to Enhance Salon Services

› 1.6 Using Technology to Improve Customer Relationship Management

• 2 Building Effective Communication Skills — 6 classes 

› 2.1 Understanding the Fundamentals of Effective Communication

› 2.2 Identifying and Overcoming Barriers to Communication

› 2.3 Implementing Active Listening Techniques

› 2.4 Adapting Communication Styles for Diverse Clients

› 2.5 Utilizing Non-Verbal Communication Effectively

› 2.6 Applying Communication Strategies in Salon Scenarios

• 3 Implementing Technology for Enhanced CRM — 6 classes 

› 3.1 Understanding New Technologies in CRM

› 3.2 Identifying CRM Technology Needs in a Salon

› 3.3 Exploring CRM Software Options

› 3.4 Setting Up CRM Tools Effectively

› 3.5 Integrating CRM Technology with Salon Operations

› 3.6 Analyzing Customer Data for Improved CRM

• 4 Strategies for Personalized Customer Experiences — 6 classes 

› 4.1 Understanding Personalized Customer Experiences

› 4.2 Identifying Customer Needs and Preferences

› 4.3 Designing Tailored Salon Services

› 4.4 Implementing Technology in Personalization

› 4.5 Evaluating Personalized Service Success

› 4.6 Enhancing Loyalty through Personalized Experiences

• 5 Measuring and Improving Customer Satisfaction — 6 classes 

› 5.1 Understanding Customer Satisfaction Fundamentals

› 5.2 Identifying Key Metrics for Customer Satisfaction

› 5.3 Gathering and Analyzing Customer Feedback

› 5.4 Implementing Strategies to Enhance Customer Satisfaction

› 5.5 Monitoring Customer Satisfaction Over Time

› 5.6 Applying Insights to Continuously Improve Services

3 Financial Management for Salons 5 chapters · 30 classes   90 marks  

• 1 Understanding Salon Financial Basics — 6 classes 

› 1.1 Exploring the Fundamentals of Salon Financial Management

› 1.2 Identifying Key Financial Terms and Concepts in the Salon Industry

› 1.3 Analyzing Cash Flow and Budgeting Strategies for Salons

› 1.4 Understanding Salon Revenue Streams and Cost Structures

› 1.5 Interpreting Financial Statements for Salon Operations

› 1.6 Applying Financial Metrics to Enhance Salon Performance

• 2 Budgeting and Forecasting for Salons — 6 classes 

› 2.1 Understanding Salon Budget Basics

› 2.2 Creating a Realistic Salon Budget

› 2.3 Implementing Effective Cost Control Strategies

› 2.4 Analyzing Financial Statements for Forecasting

› 2.5 Anticipating Seasonal Cash Flow Fluctuations

› 2.6 Developing a Salon Financial Forecast Model

• 3 Managing Cash Flow in Salon Environments — 6 classes 

› 3.1 Understanding Cash Flow Dynamics in Salon Operations

› 3.2 Identifying and Analyzing Cash Flow Trends

› 3.3 Implementing Strategies for Cash Flow Optimization

› 3.4 Preparing and Managing Salon Budgets

› 3.5 Utilizing Tools for Cash Flow Forecasting

› 3.6 Evaluating and Adjusting Cash Flow Strategies

• 4 Analyzing Financial Statements for Salon Performance — 6 classes 

› 4.1 Understanding Financial Statements Basics

› 4.2 Identifying Key Salon Financial Metrics

› 4.3 Analyzing Income Statements for Salon Insights

› 4.4 Evaluating Balance Sheets in Salon Contexts

› 4.5 Interpreting Cash Flow Statements for Salons

› 4.6 Applying Financial Analysis to Improve Salon Performance

• 5 Strategic Pricing and Cost Control in Salons — 6 classes 

› 5.1 Understanding Salon Pricing Strategies

› 5.2 Analyzing Costs and Expenses in Salon Operations

› 5.3 Developing Competitive Pricing Models

› 5.4 Implementing Cost Control Techniques

› 5.5 Evaluating Pricing Effectiveness and Adjustments

› 5.6 Applying Strategic Pricing for Profit Growth



4 Leadership in Salon Environments 5 chapters · 30 classes   90 marks  

• 1 Understanding Leadership Styles in Salon Environments — 6

classes 

› 1.1 Exploring Leadership Styles in Salons

› 1.2 Identifying Personal Leadership Traits

› 1.3 Comparing Autocratic and Democratic Approaches

› 1.4 Analyzing the Impact of Transformational Leadership

› 1.5 Adapting Leadership Styles to Team Dynamics

› 1.6 Implementing Effective Leadership Strategies in Salons

• 2 Effective Communication and Building Team Cohesion — 6 classes 

› 2.1 Understanding the Basics of Effective Communication

› 2.2 Recognising and Overcoming Communication Barriers

› 2.3 Developing Active Listening Skills

› 2.4 Fostering Open and Constructive Feedback

› 2.5 Building Team Cohesion through Shared Values

› 2.6 Applying Team Leadership Techniques in Salon Settings

• 3 Conflict Resolution and Problem-Solving in Salons — 6 classes 

› 3.1 Understanding Common Salon Conflicts

› 3.2 Identifying Root Causes of Conflict

› 3.3 Mastering Effective Communication Techniques

› 3.4 Applying Active Listening in Conflict Situations

› 3.5 Implementing Structured Problem-Solving Models

› 3.6 Developing Conflict Resolution Strategies

• 4 Motivating and Developing Salon Team Members — 6 classes 

› 4.1 Understanding Motivation Theories in Salon Settings

› 4.2 Identifying Key Motivators for Salon Team Members

› 4.3 Implementing Effective Communication Strategies

› 4.4 Applying Techniques to Enhance Team Engagement

› 4.5 Developing Skills for Constructive Feedback

› 4.6 Designing Individual Growth Plans for Salon Staff

• 5 Implementing Change and Innovation in Salon Operations — 6

classes 

› 5.1 Understanding the Need for Change in Salons

› 5.2 Analyzing Current Salon Operations and Identifying Opportunities for

Innovation

› 5.3 Developing a Strategic Change Management Plan

› 5.4 Engaging and Motivating Salon Teams During Transformation

› 5.5 Implementing Technological Advancements in Salon Practices

› 5.6 Evaluating the Impact of Change and Innovation on Salon Success

5 Operational Efficiency 5 chapters · 30 classes   65 marks  

• 1 Understanding Salon Operations and Workflows — 6 classes 

› 1.1 Exploring Salon Operational Foundations

› 1.2 Analyzing Common Workflow Structures in Salons

› 1.3 Identifying Key Roles and Responsibilities in Salon Teams

› 1.4 Mapping Client Journey in Salon Services

› 1.5 Streamlining Appointment Scheduling Practices

› 1.6 Implementing Strategies for Enhanced Operational Efficiency

• 2 Resource Management in Salons — 6 classes 

› 2.1 Understanding Resource Allocation in Salons

› 2.2 Identifying Key Resources for Salon Operations

› 2.3 Analyzing Cost-Effective Resource Utilization

› 2.4 Implementing Inventory Management Best Practices

› 2.5 Streamlining Scheduling and Staff Resources

› 2.6 Evaluating Resource Management Strategies for Efficiency

• 3 Implementing Quality Control for Salon Services — 6 classes 

› 3.1 Understanding Salon Quality Control Principles

› 3.2 Identifying Key Metrics for Assessing Service Quality

› 3.3 Analyzing Common Quality Challenges in Salon Services

› 3.4 Designing Effective Quality Control Processes

› 3.5 Implementing Feedback Mechanisms for Continuous Improvement

› 3.6 Evaluating and Adjusting Quality Control Strategies

• 4 Optimizing Customer Experience and Client Retention — 6 classes 

› 4.1 Understanding Customer Needs and Expectations

› 4.2 Building Rapport for Enhanced Client Relationships

› 4.3 Implementing Feedback Mechanisms for Continuous Improvement

› 4.4 Leveraging Technology to Enhance Customer Experience

› 4.5 Developing Loyalty Programs to Boost Client Retention

› 4.6 Measuring and Analyzing Client Retention Metrics

• 5 Leveraging Technology for Operational Excellence — 6 classes 

› 5.1 Understanding the Role of Technology in Salon Operations

› 5.2 Identifying Key Technologies for Streamlining Processes

› 5.3 Implementing Scheduling Software for Enhanced Efficiency

› 5.4 Utilizing Inventory Management Systems to Reduce Waste

› 5.5 Analyzing Data to Optimize Salon Performance

› 5.6 Leveraging Customer Relationship Tools to Boost Client Satisfaction
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6 Team Development 5 chapters · 30 classes   65 marks  

• 1 Understanding Salon Team Dynamics — 6 classes 

› 1.1 Exploring the Fundamentals of Salon Team Dynamics

› 1.2 Identifying Roles and Responsibilities Within a Salon Team

› 1.3 Analyzing Communication Patterns and Their Impact on Team Dynamics

› 1.4 Building Trust and Collaboration in a Salon Environment

› 1.5 Managing Conflict and Resolution Strategies in Salon Teams

› 1.6 Implementing Strategies for Enhancing Team Performance

• 2 Effective Communication and Conflict Resolution — 6 classes 

› 2.1 Understanding the Basics of Effective Communication

› 2.2 Exploring Verbal and Non-Verbal Communication

› 2.3 Practicing Active Listening Techniques

› 2.4 Identifying Common Causes of Conflict in Teams

› 2.5 Strategies for Constructive Conflict Resolution

› 2.6 Implementing Communication Strategies for Team Cohesion

• 3 Motivating and Engaging Salon Professionals — 6 classes 

› 3.1 Understanding Motivation in Salon Professionals

› 3.2 Exploring Factors That Drive Engagement

› 3.3 Identifying Individual and Team Motivators

› 3.4 Implementing Strategies to Boost Team Morale

› 3.5 Encouraging Professional Growth and Development

› 3.6 Evaluating and Sustaining Motivation Techniques

• 4 Building and Leading High-Performance Salon Teams — 6 classes 

› 4.1 Understanding the Dynamics of High-Performance Salon Teams

› 4.2 Identifying and Leveraging Individual Strengths in a Team

› 4.3 Fostering Effective Communication and Collaboration

› 4.4 Implementing Strategies for Conflict Resolution and Problem Solving

› 4.5 Cultivating a Positive and Motivating Team Culture

› 4.6 Leading by Example: Building Trust and Inspiring Your Team

• 5 Innovation and Continuous Improvement in Team Practices — 6

classes 

› 5.1 Understanding Innovation in Team Dynamics

› 5.2 Exploring the Benefits of Continuous Improvement

› 5.3 Identifying Opportunities for Innovative Practices

› 5.4 Implementing Change and Innovation Strategies

› 5.5 Fostering a Culture of Continuous Improvement

› 5.6 Evaluating and Reflecting on Innovation Processes


