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[bookmark: _Toc7778576]Introduction
Digital technology is bringing changes in all aspects of our life. Digitalization has brought changes in the nature of products and services with the perception of the people (Looker, E., & Naylor, T. 2018). Even it has a direct impact on the services of the barber industry. Computer and internet with digital instruments have brought a revolution in this service area. Nowadays barber shops are using digital technology for internal efficiency, productivity, and promotional activities (Martin, H. 2018). I have been working a barber shop named ‘Huckle the Barber Shop’ at London for six months. It uses diversified modern technology to ensure the best services to the customers with superior efficiency and productivity. In this regard, the first section of the report will evaluate the use of modern technology at Huckle the Barber Shop to improve workplace efficiency and employability. The later section will focus on my online professional presence. 
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Huckle the Barber Shop uses diversified modern technology for both internal and external efficiency and productivity. Some of the digital technologies are related to the promotional activities and some are related to internal efficiencies and productivity (Turban, 2018). Overall considerations of digital technology at Huckle the Barber are described below: 
[bookmark: _Toc7778578]Effectiveness of using modern technology at Huckle the Barber Shop
‘Huckle the Barber’ uses different smart technology to ensure superior quality services including tourmaline hair straighter, anti-frizz hair driers, and different innovative cosmetics and treatments (Shaw, R. 2019). These smart technologies are introduced to meet customers' demands. It also increases efficiencies, service quality, and productivity. These technologies have made it easier to introduce different embracing styles within a very shorter time frame with superior quality. It reduces cost and increases customer satisfaction. As a result, ‘Huckle the Barber’ is easily creating a loyal long run customer base using smart technologies. In conclusion, digital technology at Huckle the Barber has brought about a win-win situation for customers, employers, and employee. 
[bookmark: _Toc7778579]Smart technology as a tool of marketing
The loyal Client relationship is considered as the secret of success in the competitive business world. Along with the change and advancement of technology, the salon industry is adopting new smart technology to interact with the clients and to make the customers as long run client (Looker, E., & Naylor, T. 2018). Smart technology has a direct impact on building long run salon/client relationship. In this regard, Huckle the Barber uses different social media tools along with different software programs.
Huckle the Barber uses its own website, Gmail, Facebook, YouTube, Instagram, WhatsApp, etc. as a medium of social media tools to collect information about the customers. Along with these tools Huckle the Barber uses different tools like appointment filing program to keep record of appointment, automated loyalty program and geo-location program to analyze the data collected from different social media tools (Shaw, R. 2019).
[bookmark: _Toc7778580]Application of social media tools for marketing
Information from the primary source is considered the most authentic and reliable source. Regarding this Huckle the Barber always focuses on the primary source. It has a well-designed website (http://hucklethebarber.com/). The website allows the customer to get easy access with the shop, understand the nature of services with cost, and describe their opinion in the comment section. Besides, the website collects cookies of the visitors. As a result, Huckle the Barber can identify the most demanding services with the constraints as well. Besides, the website has a rating system. Customers can easily rate according to their experience with the services. Currently Huckle the Barber holds a rating of 4.8 out of 5 which shows strong customer satisfaction level (Shaw, R. 2019).  
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Figure 1: website of Huckle the Barber (Shaw, R. 2019)
Huckle the Barber also uses its own Facebook page, YouTube channel, twitter, Qzone, Instagram, etc. to collect customer information (Shaw, R. 2019). Huckle the Barber often posts different information these media and opens events for that. So, they can evaluate their service quality and offer the best-suited service for different customer segments considering the choice of the targeted customers.   
For example, Huckle the Barber arranges different virtual events on its Facebook page. They use Facebook boost program to transfer the message to the targeted people. Generally, Huckle the Barber uses geographical segmentation strategy. Besides, they also select the male audience (as it is a gent’s salon) with the selected age range (Huckle The Barber 2019). Then targeted customers can get the message provided by Huckle the Barber by simply using a smartphone. Targeted customers can give their opinion in the comment section and give different interactions with the post. If they are interested they can share the post on their own Facebook home page. If the post gets more love or wow reacts, it shows that the information is spontaneously accepted by the audience. On the other hand, the angry reaction shows the opposite picture. Facebook also offers a rating option where customers can also rate according to their experience as they do for the website. Currently, more than 1.5 thousand Facebook users are like this page and more than 1.6 thousand users are following the page as well (Huckle The Barber 2019).
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Figure 2: Facebook page of Huckle the Barber (Huckle The Barber 2019)
 On the same manner Huckle the Barber is using Twitter, Ozone, Instagram, etc. to build strong customer relationship.
YouTube opens another road of marketing for Huckle the Barber. Huckle the Barber often makes a short video on different new styles. They post the videos on their YouTube channel and provide the opportunity to the viewers to watch and know about the new styles. There is also a comment section on YouTube where viewers can share their feelings with the video. Huckle the Barber provides a detail description of the video in the link (Londra 2019). Viewers can give like if they think the video is useful or give a dislike. As a result, the objective of marketing to reach the targeted customer groups can easily be achieved by using YouTube. Huckle the Barber analyses the like and dislike ration with comments provided by the viewers. If there is any problem arises with the video Huckle the Barber can easily take corrective actions and improve the quality of their services. 
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Figure 3: YouTube channel of Huckle the Barber (Londra 2019)
[bookmark: _Toc7778581]Information gathering and analysis
Storing information is very crucial for long-run prospects. Customer information is a simultaneously valuable asset and obligation for Huckle the Barber. It is a valuable asset in this sense that Huckle the Barber can use customer information for promotion and marketing purpose that can increase future revenue. On the other hand leak of customers' personal information can cause tremendous damage to customer confidence. Considering these Huckle the Barber uses different office software to record customer information. Then they use cloud storage and Dropbox to keep the information safe and accurate for a longer period of time. For this, they have to pay yearly subscription fees (premium version) (Shaw, R. 2019). Huckle the Barber uses different analysis software to analyze customer information including automated loyalty program and geo-location program to analyze the information. Huckle the Barber always tries to ensure the best protection of customer information. They don’t have any record of disclosing confidential customer information. 
[bookmark: _Toc7778582]Communication strategy using digital technology
Huckle the Barber believes that smooth communication channel with the customers is the secret of success. For this, they use different internet based smart communication channel like Gmail, WhatsApp, messenger, etc. along with their social media and website. Huckle the Barber mostly uses Gmail and WhatsApp for one to one communication with the customers (Shaw, R. 2019). As we have already known that Huckle the Barber keeps the record of detail customers’ information including email address, contact number, etc. Huckle the Barber send mail to customers on different occasions. They wish their customers on a birthday or any other special days using email. As a result, customers are internally got satisfied. Besides, customer can easily ask for any queries or ask for schedule as well. There is a real-time order placement system; as a result, there is more integrity and ethical behavior while providing online booking system (Turban, 2018).
Customers can also easily communicate with Huckle the Barber using the website, Instagram, WhatsApp, Facebook, etc. Huckle the Barber also offers loyal customer award using information technology (Shaw, R. 2019). 
Challenges of using digital technology
Nowadays large customer database, security concern, less-reliability on the information, misuse of the database, ethical issues, etc. become very concerning for Huckle the Barber. Recently, they realize that the information provided by the customers in social media consists of much fake information (Shaw, R. 2019). So, the analysis and decision-making framework depending on this poor information class often results in misguidance to Huckle the Barber.
[bookmark: _Toc7778583]Professional online presence
Digital technology makes it easier for us to improve as well as develop employability skills. Different social media helps us to improve employability skills in the area of communication, formal writing, presentation, information technology skill, corporate culture, attitudes, values, ethics, etc. (Looker, E., & Naylor, T. 2018). In this report, I have mainly focused on LinkedIn and Facebook, two widely used social media in the world.
[bookmark: _Toc7778584]LinkedIn as a professional career development vehicle
LinkedIn is considered the most sophisticated professional career development platform in the world. Generally, corporate employers use this social media side for hiring an employee from an open platform (Martin, H. 2018). So, it is an absolute opportunity for a student like me to introduce myself to this one of the most sophisticated professional sites.
In this regard, first of all, I have to open a LinkedIn account. For this, I will follow the general procedure to open the account. Then I will provide my personal profile including educational background, extra curriculum activities, future career ambitions, age, gender, heredity, skills and competencies, personal interest, etc. Besides, I can easily be informed about different job opportunities provided by different employers in different sectors. For this, I need to be a follower of my interesting sites to get updates. As a result, I can easily find my desire job opportunities but I may not have all the required competencies asked by the employer. LinkedIn provides the opportunity to eliminate the skill gaps by effectively identifying the required and existing skills. While I will have a LinkedIn account, I will be in the touch of corporate people who have already established in their career. Generally, corporate people share their experience in their LinkedIn profile (Turban, 2018). So, I can easily be informed with diversified experience of successful corporate people. I can follow their learning and writing style. I can also compare my skills to successful corporate people. Even I can make both formal and informal communication with then.
I can continuously update my personal information, create a short video presentation, and share my ideas, thoughts, and perception in my homepage. I can diversify my social networking by adding more friends in my friend list. So, LinkedIn is a complete package of employability skills improvement and development process and remaining in touch with the real corporate world corporate environment.
[bookmark: _Toc7778585]Facebook as a professional career development site
Though Facebook is not as sophisticated professional career development site as LinkedIn, still it is the largest social network site in the world. Lots of professionals are using Facebook and there are numerous career development pages available on Facebook. So, by creating a Facebook account I can also be in the touch of real-world professional career requirements. I can also share my thoughts, believes, perception, etc. with my friends. Even I can share my CV to different employers on their Facebook page. There are also different Facebook groups where I can participate in open career related discussion and share my opinion. I can also improve my personal competencies using different Facebook users who become successful in their career. Overall, Facebook also gives me the opportunity for professional career development as LinkedIn does. But I should be very conscious while using Facebook as there is a higher possibility to waste my valuable time using Facebook unnecessarily. 
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Digital technology becomes the most vital part of Huckle the Barber nowadays. It has improved service quality, efficiencies, effectiveness, and customer responsiveness behavior. Customers are also remaining in touch of Huckle the Barber on a continuous basis. Market competition is also increasing due to information sharing in different social media by the customers that result in an increase in consumer surplus (Turban, 2018). But still, there are some challenges while managing the personal information of the customers. The highest ethical behavior should be the core consideration in this regard. It will ensure a long run sustainable benefit for all the stakeholders.
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