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A Study on Innovational Business Model and Customer Demand of
Hairdressing I ndustry

ABSTRACT
industry recently. This
paper aims at finding the innovational bus
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low price and saving time are tw oncerns as they are suppose
ers still care about the skills which the

hairdresser performs on them. Consequently, hairdressers cannot just focus on low

pricing strategy Secondly, adopting chain stores for running business is an appropriate

is students or working men. Hairdressers should launch other sales drive or promotion
strategies in order to contact more potential customers.
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