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1. [bookmark: _Toc157177933][bookmark: _Toc1477920474]Introduction
In the hairdressing industry, communication is central to every aspect of the business—from consulting with clients and recommending styles to managing appointments, collaborating with team members, and handling supplier relationships. Salon owners, hairdressers, and front-of-house staff must communicate effectively with a variety of stakeholders, including clients, colleagues, product vendors, and training providers. Clear, audience-appropriate, and engaging communication enhances the client experience, builds loyalty, and supports a cohesive team environment. This report evaluates key elements of communication—tone, language, formality, structure, and delivery mode—within salon settings and explores how these factors influence client satisfaction, team performance, and overall business success. 
Clear communication and motivated employees are fundamental to effective management. This report examines how communication and motivation are interconnected, emphasizing the importance of the communication cycle in strengthening management practices. It also offers practical recommendations for enhancing communication and motivation within managerial roles to improve both productivity and employee satisfaction.

[bookmark: _Toc1440851754]The communication cycle 
The communication cycle is a step-by-step process that describes how messages are sent, received, interpreted, and responded to. It typically includes the following stages:
· 
· Sender/Source – The person initiating the message.
· Message – The information or idea being communicated.
· Encoding – Transforming thoughts into communicable symbols or language.
· Channel – The medium used to transmit the message (e.g., email, meeting, memo).
· Receiver – The person who receives and decodes the message.
· Decoding – Interpreting or making sense of the message.
· Feedback – The receiver’s response, indicating whether the message was understood.
· Context/Noise – External or internal factors that can affect message clarity.
2. [bookmark: _Toc1552941355][bookmark: _Toc1461790900]The relevance of the communication cycle

Understanding and applying the communication cycle effectively is essential for managers for several key reasons:
Ensuring Clarity in Communication
 Managers often communicate complex objectives, tasks, or policies. A well-executed communication cycle helps ensure that messages are accurately encoded, delivered, and understood, thereby minimizing misunderstandings and mistakes.
 Strengthening Feedback Mechanisms
 Feedback is a cornerstone of effective management. It not only verifies message receipt but also reveals how the message was interpreted. The communication cycle promotes open, two-way communication, building trust and transparency within the team.
Facilitating Conflict Resolution
 Workplace conflicts frequently stem from poor communication. By following the communication cycle, managers can systematically address disputes, ensuring all perspectives are acknowledged and misunderstandings are resolved constructively.
Boosting Employee Motivation
 Clear, empathetic communication enhances employee morale. When team members feel heard and understood, they are more engaged and motivated. The communication cycle supports this through structured, responsive dialogue that values feedback and emotional awareness.
Supporting Change Management
 Effective communication is critical during organizational change. Managers must convey messages in ways that ease concerns and minimize resistance. The communication cycle enables them to assess reactions and tailor messaging to meet evolving needs.
Employee motivation is deeply influenced by recognition, trust, and a sense of purpose—all of which are communicated through a manager’s behavior and messaging. Effective, respectful communication strengthens motivation by:
· Aligning individual goals with the broader objectives of the organization
· Acknowledging and celebrating employee achievements
· Clearly defining roles, responsibilities, and expectations
· Promoting a positive and supportive work environment
Managers who skillfully apply the communication cycle are better positioned to engage and inspire their teams. Through meaningful conversations and active listening, they create a motivating atmosphere where employees feel valued and understood.
To improve communication and motivation within management:
· Train managers on the communication cycle and active listening techniques.
· Implement regular feedback mechanisms (e.g., one-on-ones, surveys).
· Promote transparency in decision-making processes.
· Encourage open communication channels across all organizational levels.
· Recognize and reward employee contributions regularly.







3. [bookmark: _Toc663966633][bookmark: _Toc1598733375]Types of communication models

[bookmark: _Toc547169158][bookmark: _Toc1674565927]Shannon and Weaver Communication Model (1949)
Developed by Claude Shannon and Warren Weaver, this model is often considered the foundation of communication theory. Originally designed for telecommunications, it has been adapted to describe human communication.
1. Sender (Information Source) – Initiates the message.
2. Encoder (Transmitter) – Converts the message into signals (e.g., spoken words, written text).
3. Channel – Medium through which the message is sent (e.g., phone call, email).
4. Decoder (Receiver) – Converts signals back into the message.
5. Receiver (Destination) – The target of the communication.
6. Noise – Any interference that distorts or disrupts the message (e.g., poor grammar, technical issues, distractions).
· Helps managers identify potential breakdowns in communication.
· Highlights the impact of "noise" (like misinterpretation or tech issues) that can cause misunderstandings.
· Encourages clear, concise messaging and checks for understanding to reduce distortion.

[bookmark: _Toc1987336578][bookmark: _Toc1384573495] Berlo’s SMCR Model (1960)
David Berlo’s model expands on the Shannon and Weaver model and emphasizes the human aspects of communication. It breaks down communication into four main components: Source, Message, Channel, and Receiver.
1. Source (Sender) – Includes communication skills, attitude, knowledge, social system, and culture.
2. Message – Content, elements (e.g., language, gestures), structure, and code.
3. Channel – Five senses used to send the message: hearing, seeing, touching, smelling, tasting (typically hearing and seeing in most business contexts).
4. Receiver – Same attributes as the source: communication skills, attitude, knowledge, social system, and culture.
· Stresses the importance of the sender and receiver's background—miscommunication may occur if there are significant differences in experience or understanding.
· Encourages managers to tailor their communication style depending on the audience’s level of knowledge or cultural background.
· Useful in training and development, where understanding employee differences helps managers communicate more effectively.

[bookmark: _Toc328293589][bookmark: _Toc1307804557] Shannon-Weaver Model – Relevance to Effective Communication
Despite being a one-way model, it’s highly relevant in areas where clarity of message transmission is critical.
 
· Identifies "Noise": Helps communicators recognize and reduce barriers like poor signal, language differences, or distractions.
· Emphasizes Encoding/Decoding: Reminds us that messages must be tailored to the audience's ability to understand.
· Promotes Clarity: Encourages the use of clear channels and unambiguous language to reduce message distortion.

[bookmark: _Toc1856513322][bookmark: _Toc586756330] Berlo’s SMCR Model – Relevance to Effective Communication
This model digs deeper into personal and psychological factors, making it very useful for interpersonal and professional communication.
· Focuses on Human Factors: Shows how a person’s background, experience, and attitudes affect how they send and receive messages.
· Stresses Communication Skills: Highlights that effective communication depends on the speaker’s and listener’s abilities (e.g., listening, speaking, empathy).
· Tailoring the Message: Encourages communicators to adapt their message based on the audience’s level of knowledge, culture, and context.












[bookmark: _Toc585413780][bookmark: _Toc1272020786]4. The Role of Tone, Language, and Formality

In management, how you communicate can be as important as what you communicate. Choosing the appropriate tone, language, and level of formality is essential for:
· Building trust and rapport
· Avoiding misunderstandings
· Maintaining professionalism
· Encouraging collaboration and motivation
[bookmark: _Toc1177403612][bookmark: _Toc840402639] Tone
Tone reflects your attitude and intent. It sets the emotional tone for the interaction.

"Thanks for your hard work on this project—your input really made a difference."
· Encouraging, positive tone
· Reinforces motivation and appreciation
Use a tone that matches the situation—supportive during feedback, enthusiastic in recognition, and calm in conflict.

[bookmark: _Toc694936519][bookmark: _Toc1245224314]Language
Clear, respectful language ensures your message is understood and received positively
"Let’s align the team’s efforts with our strategic goals for the quarter."
· Professional, goal-oriented language
· Promotes clarity and collaboration
Use precise and respectful language tailored to your audience’s knowledge and experience. Avoid slang or overly technical jargon unless appropriate.

[bookmark: _Toc748967096][bookmark: _Toc1359121661] Level of Formality
The correct level of formality shows respect for the context and audience.
 
"Attached is the updated proposal for your review. Please let me know if you have any feedback."
"Hi all—just a heads up that we’ll be testing the new system today. Ping me if anything breaks."
Match your formality to the situation and audience. Be more formal in written reports, presentations, or when speaking with external stakeholders.
	Tone
	Influences emotional response
	Use respectful and supportive tone

	Language
	Affects clarity and interpretation
	Use clear, inclusive language

	Formality
	Reflects professionalism and respect
	Adjust based on audience and context



“The effectiveness of communication is not just in the message, but in its delivery.”
Good management communication requires intentional choices in tone, language, and formality. These choices can foster respect, trust, and performance—or, if misused, create confusion and conflict.


5. [bookmark: _Toc346009045][bookmark: _Toc1105506797]Verbal Communication Methods
[bookmark: _Toc575836871][bookmark: _Toc2016050644] Client Consultations (Face-to-Face)
Effectiveness: Very High
 Benefits:
· Enables personal interaction, capturing tone of voice and body language.
· Builds trust and rapport with clients.
· Ensures clear understanding of client preferences, allergies, and sensitivities.
Limitations:
· Miscommunication may still occur if active listening is lacking.
· Time constraints can limit the depth of discussion.
[bookmark: _Toc924476286][bookmark: _Toc349817576] Team Communication (Staff Meetings, Daily Briefings)
Effectiveness: High
 Benefits:
· Encourages team coordination and service consistency.
· Allows for immediate feedback and boosts team morale.
Limitations:
· Instructions may be misunderstood if not clearly communicated.
· Less effective in noisy or high-pressure environments.

[bookmark: _Toc1323454864][bookmark: _Toc1521410554] Telephone Communication
Effectiveness: Moderate
 Benefits:
· Quick and efficient for booking appointments or answering queries.
· Useful when in-person or digital communication isn’t available.
Limitations:
· Lacks visual cues; relies heavily on tone and clarity.
· Salon background noise can hinder conversation quality.

6. [bookmark: _Toc312131264][bookmark: _Toc1233531772]Written Communication Methods
[bookmark: _Toc1883386749][bookmark: _Toc1069993366] Appointment Cards & Booking Systems (Paper or Digital)
Effectiveness: High
 Benefits:
· Provides clients with clear, written confirmation of appointments.
· Reduces scheduling errors.
Limitations:
· Handwritten cards can be lost or misinterpreted.
· Digital systems require proper training and regular upkeep.

[bookmark: _Toc1919876504][bookmark: _Toc1641861643] Client Records (Colour History, Preferences, Allergies)
Effectiveness: Very High
 Benefits:
· Supports continuity and personalised services.
· Enhances client safety and satisfaction.
Limitations:
· Must be updated consistently.
· Requires strict adherence to data protection and confidentiality.

[bookmark: _Toc221276986][bookmark: _Toc1223353871]Social Media & Promotional Materials
Effectiveness: High (for marketing)
 Benefits:
· Reaches a broad audience.
· Builds brand image, showcases work, and attracts new clients.
Limitations:
· Needs frequent content updates.
· Poor grammar or design can negatively impact the brand.

[bookmark: _Toc565313863][bookmark: _Toc1814886762]Internal Memos, Emails & Notices
Effectiveness: Moderate
 Benefits:
· Communicates formal updates like policy changes or schedules.
· Creates a record that staff can refer back to.
Limitations:
· May be overlooked if overused or poorly written.
· Not ideal for urgent communication.


















7. [bookmark: _Toc831606111]Intrinsic and extrinsic motivation
Motivation is the internal force or drive that compels a person to act, set goals, and follow through with behaviors. It provides direction, energy, and determination in everything we do.
[bookmark: _Toc2068332664][bookmark: _Toc1526100540]Two Primary Types of Motivation
[bookmark: _Toc577762245][bookmark: _Toc1415230596]Intrinsic Motivation
· Originates from within the individual
· Fueled by personal interest, enjoyment, or a deeper sense of purpose
· : Reading a book because you love the story
[bookmark: _Toc25588638][bookmark: _Toc183300630]Extrinsic Motivation
· Stems from external sources
· Driven by rewards, recognition, or the desire to avoid negative consequences
· Studying to earn good grades or secure a promotion

[bookmark: _Toc1219292533][bookmark: _Toc1515755821]Intrinsic Motivation

 Intrinsic motivation comes from within. It’s driven by personal interest, enjoyment, curiosity, or a sense of purpose and achievement.
· Actions are done for personal satisfaction or fulfillment
· Not dependent on external rewards or recognition
· A hairdresser explores new techniques because they enjoy expressing creativity
· A stylist feels a sense of pride after giving a client a stunning transformation
· Someone chooses hairdressing out of a genuine passion for helping others feel confident

[bookmark: _Toc1112617937][bookmark: _Toc87115872]Extrinsic Motivation

 Extrinsic motivation is driven by external factors such as money, praise, recognition, or avoiding negative outcomes.
· Actions are performed to earn rewards or avoid consequences
· Motivation relies on outcomes beyond the activity itself
· A stylist works extra hours to earn a bonus or increase commission
· A trainee studies hard to pass an exam or earn a promotion
· A hairdresser enters a competition to win an award or gain recognition











8. [bookmark: _Toc1346211339]Theories of motivation
[bookmark: _Toc1891997862][bookmark: _Toc570907543]Maslow's Hierarchy of Needs

 Maslow suggested that human motivation is driven by five hierarchical levels of needs:
1. Physiological – Basic necessities like wages to meet daily needs
2. Safety – Job security and a stable working environment
3. Love/Belonging – A sense of connection through teamwork and relationships
4. Esteem – Recognition, respect, and a sense of achievement
5. Self-Actualization – Fulfillment through creativity, growth, and realizing potential
· Creative opportunities and continuous skill development satisfy self-actualization needs
· A secure, supportive salon with reliable income addresses basic and safety needs
· Positive team dynamics and strong client relationships fulfill belonging needs
· Recognition, promotions, and client appreciation boost self-esteem

[bookmark: _Toc1528785703][bookmark: _Toc1867956018] Herzberg’s Two-Factor Theory

 Herzberg identified two key factors influencing motivation:
· Hygiene Factors – Elements like pay and work conditions; essential for preventing dissatisfaction but don’t create motivation
· Motivators – Aspects such as achievement, recognition, and personal growth that actively enhance job satisfaction
· Hygiene Factors: Clean and safe salons, fair pay, and stable hours reduce dissatisfaction
· Motivators: Acknowledgment for creative styling, constructive feedback, and learning opportunities drive motivation

[bookmark: _Toc939027449][bookmark: _Toc264636769] McClelland’s Theory of Needs

 McClelland proposed that individuals are primarily motivated by one or more of the following:
· Achievement – A desire to excel and accomplish goals
· Affiliation – A need for strong social relationships
· Power – A drive to influence or lead others
· Achievement: Many stylists are goal-oriented, aiming to improve skills and reach performance targets
· Affiliation: Building rapport with clients and working collaboratively with colleagues is central to the role
· Power: Senior stylists and salon managers may find motivation in leadership and decision-making responsibilities










9. [bookmark: _Toc162261568]Principle factors that affect performance 
[bookmark: _Toc342491963][bookmark: _Toc1019786595] Leadership and Management Style

 Effective leadership is a cornerstone of employee motivation and performance.
· Positive Influence: Open communication, constructive feedback, clear direction, and trustworthy leadership
· Negative Influence: Micromanagement, lack of transparency, poor communication, or failure to recognize contributions

[bookmark: _Toc284294441][bookmark: _Toc1468354587]Work Environment and Organizational Culture
:
 A healthy workplace culture fosters motivation and job satisfaction.
· Positive Influence: Supportive team dynamics, inclusive culture, work-life balance, and a safe, comfortable environment
· Negative Influence: Toxic behavior, discrimination, high-pressure settings, or lack of respect

[bookmark: _Toc264259406][bookmark: _Toc1783488811]Recognition and Rewards

 Acknowledging effort and achievements fulfills esteem needs and motivates continued performance.
· Positive Influence: Verbal praise, bonuses, promotions, awards, and other forms of appreciation
· Negative Influence: Lack of acknowledgment, favoritism, or inconsistent reward systems

[bookmark: _Toc1635340830][bookmark: _Toc139025068]Job Role and Responsibilities

 Well-defined, meaningful roles encourage engagement and motivation.
· Positive Influence: Autonomy, task variety, clear expectations, and alignment with skills and interests
· Negative Influence: Confusion over duties, repetitive work, or underutilization of talents

[bookmark: _Toc1133301166][bookmark: _Toc503422426]Opportunities for Growth and Development

 Access to personal and professional development opportunities drives long-term engagement.
· Positive Influence: Ongoing training, clear career paths, mentoring, and skill-building programs
· Negative Influence: Limited progression, lack of development support, or stagnant roles

[bookmark: _Toc332294049][bookmark: _Toc676103795]Compensation and Benefits

 Fair and competitive compensation is a basic but critical motivator.
· Positive Influence: Competitive salaries, healthcare benefits, bonuses, and flexible work options
· Negative Influence: Unequal pay, inadequate benefits, or lack of financial recognition

[bookmark: _Toc1211891945][bookmark: _Toc189624195]Workload and Stress Management

 Overload and unmanaged stress can lead to burnout and poor performance.
· Positive Influence: Realistic expectations, time management support, and workload balancing
· Negative Influence: Chronic overwork, high stress, absenteeism, and decreased productivity

[bookmark: _Toc1608293518][bookmark: _Toc528229479]Employee Engagement and Involvement

 Engaged employees are more motivated, committed, and productive.
· Positive Influence: Inclusion in decision-making, team collaboration, and work with a clear purpose
· Negative Influence: Lack of voice, disconnection from goals, or feeling undervalued






10. [bookmark: _Toc798011036]Theory of motivation applied to my workplace 

[image: ]

[bookmark: _Toc210871149][bookmark: _Toc1042778388]Maslow’s Hierarchy of Needs in the Hairdressing Industry
Maslow’s theory outlines five levels of human needs that influence motivation. In the context of hairdressing, understanding and addressing these needs can significantly improve employee satisfaction, retention, and performance.


[bookmark: _Toc1404219713][bookmark: _Toc996857902] Physiological Needs (Basic Survival)
These are the fundamental requirements for physical survival.

 Hairdressers need:
· Competitive and consistent wages
· ️ Adequate breaks and manageable working hours
·  Clean tools and an ergonomically safe work environment

 When these needs are unmet, staff may struggle to focus, resulting in poor performance. Meeting them builds the essential foundation for motivation and reliability.

[bookmark: _Toc595855047][bookmark: _Toc1269723178] Safety Needs (Security and Stability)
These relate to physical safety, job security, and a predictable work environment.

 Hairdressers benefit from:
·  Clear health and safety policies (e.g., hygiene, PPE)
·  Stable contracts or reliable freelance terms
·  Consistent rules and expectations within the salon

 A secure workplace reduces stress and turnover while fostering trust and long-term commitment.

[bookmark: _Toc969734003][bookmark: _Toc1852398746] Love and Belonging Needs (Connection)
These involve social interaction, teamwork, and a sense of belonging.

 Hairdressers thrive with:
·  A collaborative and inclusive team culture
·  Strong, friendly client relationships
· Team-building activities and salon events

 Social connection boosts morale and teamwork. Without it, staff may feel isolated, leading to disengagement and high turnover.

[bookmark: _Toc945527590][bookmark: _Toc900632798] Esteem Needs (Recognition and Respect)
This level involves feeling valued and recognized for one’s abilities and contributions.

 Motivating factors include:
· Verbal praise, awards, or promotions
·  Opportunities to showcase work (e.g., competitions, social media features)
·  Autonomy and trust from salon leadership

 Fulfilling esteem needs builds confidence, encourages excellence, and increases retention. Ignoring this need can lead to burnout or dissatisfaction.

[bookmark: _Toc284391199][bookmark: _Toc1700138253]Self-Actualisation (Creativity and Growth)
The highest level, focusing on personal fulfillment and realizing one’s full potential.

 Hairdressers reach this stage through:
· Creative freedom to explore styles and trends
·  Ongoing education and advanced training
·  Career progression (e.g., becoming a senior stylist, educator, or salon owner)

 Self-actualized stylists are deeply motivated, loyal, and innovative—adding value to the salon and enhancing client satisfaction.















11. [bookmark: _Toc911660452]Questionaire

Carried out questionnaire in my workplace to determine what type of communication style.

[bookmark: _Toc1446492232][bookmark: _Toc968015111]Communication Style Questionnaire 
	#
	Question
	A
	B
	C
	D

	1
	In a group conversation, you typically:
	Take charge and lead the discussion
	Listen more than you speak
	Use humor or storytelling
	Share accurate, detailed info

	2
	In conflict situations, you tend to:
	Address it directly and assertively
	Avoid confrontation
	Mediate and ease tension
	Use facts and logic

	3
	When giving instructions, you prefer to:
	Be brief and direct
	Use encouraging language
	Add personal touches or stories
	Give step-by-step guidance

	4
	Your ideal communication partner is:
	Efficient and results-oriented
	Empathetic and patient
	Friendly and outgoing
	Precise and knowledgeable

	5
	When expressing emotions, you:
	Stay in control, show strength
	Avoid upsetting others
	Are open and expressive
	Stay objective, avoid emotion

	6
	When someone criticizes your work, you:
	Defend your position
	Feel hurt but stay quiet
	Seek reassurance
	Analyze feedback logically

	7
	When someone is talking to you, you:
	Interrupt to move things along
	Nod and affirm
	Match tone and body language
	Ask clarifying questions

	8
	You understand others best when they:
	Get to the point
	Use a calm, kind tone
	Share stories or examples
	Organize thoughts clearly







[bookmark: _Toc147744263][bookmark: _Toc973988047]Scoring
· Tally how many times each letter (A, B, C, D) is chosen.
· The highest total indicates your dominant communication style:

	Letter
	Communication Style
	Description

	A
	Direct / Assertive
	Efficient, confident, goal-oriented

	B
	Passive / Empathic
	Supportive, accommodating, harmony-seeking

	C
	Expressive / Social
	Enthusiastic, personable, story-driven

	D
	Analytical / Logical
	Objective, structured, detail-focused




[image: ]
Rsults show assertive type communication style .

12. [bookmark: _Toc728355856]Personal development plan 

[bookmark: _Toc1817752995][bookmark: _Toc528758177]Development Goal
To strengthen and consistently apply assertive communication skills in day-to-day salon interactions—with clients, team members, and management—within a 3-month period.

[bookmark: _Toc432690607][bookmark: _Toc1793808874] Self-Assessment
· Current Situation:
 Often avoids challenging conversations, finds it difficult to set clear boundaries with clients (e.g., last-minute changes, unrealistic expectations), and struggles to voice opinions during team discussions or client consultations.
· Desired Outcome:
 Confidently communicates personal and professional needs, sets appropriate boundaries, and shares opinions respectfully. This will lead to improved client understanding, stronger team collaboration, and a more positive, less stressful salon environment.

[bookmark: _Toc74411452][bookmark: _Toc988842872] SMART Objectives
	Criteria
	Objective

	Specific
	Gain and apply assertive communication techniques specifically suited for the salon environment, including managing client consultations, handling complaints, and giving constructive feedback.

	Measurable
	Demonstrate assertive behavior in at least 80% of applicable salon interactions by the end of the 3-month period.

	Achievable
	Apply assertive strategies daily during client services and team communication, while using regular self-reflection and peer feedback for improvement.

	Realistic
	Focus on gradual progress through continuous learning, support from peers or mentors, and realistic goal setting.

	Time-bound
	Achieve consistent assertive communication performance within 3 months.



[bookmark: _Toc1767572195][bookmark: _Toc456750549] Action Plan
	Step
	Description
	Timeline
	Resources

	1. Learn the Basics
	Study key assertive communication principles relevant to salon work—such as expressing boundaries, handling feedback, and managing difficult conversations professionally.
	Weeks 1–2
	The Assertiveness Workbook, salon communication webinars, YouTube tutorials

	2. Monitor Daily Interactions
	Keep a log of daily salon experiences to reflect on where assertive communication was used successfully or could have been improved.
	Ongoing
	Salon communication journal or note-taking app (e.g., Notion, Evernote)

	3. Prepare for Common Scenarios
	Draft and rehearse assertive responses to recurring challenges (e.g., when clients arrive late, resist pricing, or demand unscheduled services).
	Weeks 2–4
	Sample scripts, mock consultation exercises

	4. Role-Play with Team Members
	Practice assertive communication through role-playing exercises with colleagues or a mentor to build confidence.
	Weekly
	Team training sessions, informal peer practice

	5. Apply Techniques in Practice
	Consistently use assertive communication strategies during actual client interactions, consultations, and team discussions.
	Weeks 3–12
	Daily salon experience

	6. Gather Constructive Feedback
	Request regular feedback from team leaders or trusted colleagues on your communication style and professionalism.
	Bi-weekly
	1:1 check-ins, team meetings

	7. Reflect and Adjust
	Review progress every few weeks, identify improvement areas, and adjust strategies as needed.
	End of Month 1 and Month 2
	Self-reflection log, feedback reviews



[bookmark: _Toc1648442584][bookmark: _Toc574337272]Success Indicators
· Clearly explains service details, pricing, and time requirements to clients.
· Sets boundaries professionally (e.g., declining last-minute changes or unrealistic expectations).
· Offers and receives feedback with confidence and respect.
· Clients feel informed, respected, and professionally guided—even when limits are communicated.
· Reduced anxiety or avoidance of difficult conversations.



13. [bookmark: _Toc630749514]Conclusion 

Reflection on Communication and Motivation in the Hairdressing Industry
Through my exploration of communication within the hairdressing industry, I’ve come to realise that effective communication is far more than a soft skill—it’s a vital, strategic tool that directly influences client satisfaction, team dynamics, and overall salon success. Whether it’s a stylist-client consultation, internal team discussions, or handling feedback, applying the communication cycle—from encoding messages to interpreting and responding to feedback—has deepened my understanding of how language, tone, and delivery shape outcomes.
In practice, I’ve seen how miscommunication—such as vague instructions or poorly timed feedback—can lead to client dissatisfaction, appointment errors, or tension within the team. On the other hand, clear, empathetic communication fosters trust and enhances client loyalty and team morale. For example, being able to confidently and kindly advise a client on a suitable hairstyle or manage expectations around results builds both rapport and professional credibility.
Exploring communication models such as Shannon-Weaver, Berlo, Osgood-Schramm, and the Transactional model has helped me appreciate how communication theory underpins daily interactions in the salon. I personally relate most to the Transactional model, which reflects the dynamic, real-time conversations we have behind the chair—where listening, tone, and non-verbal cues play a major role in client satisfaction and team collaboration.
I’ve also come to understand the importance of adjusting my communication style depending on the audience. Speaking with a first-time client requires a different approach than mentoring a junior stylist. Overly technical or formal language can alienate clients, while being too casual in team meetings can undermine leadership. Striking the right balance between professionalism and approachability makes communication more engaging and impactful.
Studying workplace motivation theories—particularly Maslow’s Hierarchy of Needs and Herzberg’s Two-Factor Theory—resonated with my own journey in hairdressing. I’m deeply motivated by creativity, continuous learning, and the joy of helping clients feel confident and beautiful. I also recognise that external factors like positive feedback, career development, and recognition from clients and colleagues fuel my motivation and performance. Understanding that each team member is driven by different needs has influenced how I support and communicate with others—whether that means celebrating achievements, offering creative freedom, or providing clarity around salon goals.
Completing the communication style questionnaire highlighted that I naturally lean toward an assertive communication style, which aligns well with my aspirations to develop into a stronger leader in the salon environment. This reassured me of my strengths in being clear, fair, and confident in my interactions. At the same time, it reminded me of the importance of nurturing emotional intelligence and ensuring that my communication is inclusive and supportive—especially when working with diverse clients and team members.
In the hairdressing industry, communication is multi-dimensional and central to delivering exceptional service, building strong teams, and creating lasting client relationships. Mastering the elements of communication—tone, structure, delivery method, and audience awareness—directly improves the salon experience and strengthens team cohesion.
Motivation and communication go hand in hand. A motivated salon environment is one where communication is open, respectful, and responsive. Tailoring communication to suit individual motivations and needs fosters not just productivity, but also creativity, retention, and trust.
Looking ahead, my goal is to continue refining my communication skills—especially in written communication, consultation techniques, and inclusive language—and to lead by example in creating a salon culture where open, adaptable, and motivational communication is at the heart of everything we do. This reflection has reaffirmed that great communication in hairdressing isn’t just about talking—it’s about truly connecting, listening, and leaving a lasting impact.
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