




Stay Fresh
So the UK’s in recession but what 
we need to know is what can we 
do about it! It’s difficult to know 
where to start but one thing is 
absolutely essential – we need to 
keep the clients coming through 
the door. With client’s being 
more careful over their cash, 
they, like us, are reigning in on 
discretionary spending. 

Refurbishing to bring 
in the business
So how do we bring them into our salon? With one vital 
consideration… They must want to! The salon must be even more 
welcoming than ever before, it needs to be like going into therapy – 
a place to leave all troubles behind.

We bring you three ideas, from a salon owner and marketing 
specialists,

I would always advise anyone looking 
to refurb, to stick with your ‘gut feeling’ 
and be true to your original ideas and 
inspiration. 
Think about what you can do yourself (don’t be afraid to pick up a paint 
brush) some of the best ideas come from having a limited budget.

Take photos and keep clippings of anything you find inspiring, 
don’t be fearful to inject some personality into the project, you’ll be 
amazed at how inspired people are by your ideas!

Building  
the Business 
f e a t u r e  2

Jeni Aldridge says, “My inspiration comes from many places 
including, The bohemian and ‘rich hippie’ vibe of the bars and 
shops of China Town; Also the colours, fabrics and smells of 
incense and spices of India; I love the eccentricity of the English 
and think Vivienne Westwood is an icon! The Wizard of Oz... I 
love the ruby slippers (did you know they used Swarovski crystals 
in the film)!

Fairytales...Elves, Pixies, Hobbits and the works! Glossy 
fashion/art/ magazines; photography from journalistic to 
voyeuristic! And anything that excites and inspires me in 
everyday life...

An alternative approach is to choose 
a style and theme everything around 
it. The style could take any direction 
you choose from Rennaisance, Rocco, 
Regency to Art Deco, 60s/70s kitsch 
to contemporary, futuristic or even 
minimalistic. 

As for colours, the palette is seemingly endless with fabrics 
and textures to take you to heaven and back. You used to have 
to match colours to ensure they complimented each other, 
nowadays those rules have been broken. You can almost put any 
colour combinations together – the only rule seems to be, “if it 
looks good and it works, do it’!

How (& what) to introduce as other 
income generating opportunities to 
maximize revenue per floor area? 
You can generate opportunities to increase revenue by offering 
treatments to compliment existing services, e.g., manicures/
pedicures whilst clients wait with colour on. Or you could add a 
separate service if you have a room not being used to maximize 
your revenue, e.g., a spray tan booth or a massage chair. 

Maybe work with independent providers of beauty 
treatments or massaging/relaxation treatments whereby 
they come and rent space in your salon during the week or at 
weekends.

Also, selling jewellery/quirky gifts can also be a good way to 
add interest to the salon and provide extra income. Retail home-
use beauty products or slimming ideas, fashion extras and many 
more: The choice is simply yours. You decide, however much and 
whatever interests you. 

Remember to do lots of research before you start, put a 
proper plan together with all the details necessary to cover 
costs and expectations. Ask your clients what they would find 
interesting, involve your staff and use the Internet for ideas  
and advice.

We hope you’ve found some inspiration and thanks to the 
following for their help:

Jeni Aldridge, owner of HushHush Hair Boutique in 
Leamington Spa; 

Catherine Warrilow, www.warrilowpr.co.uk; 
Tel: 01235 211589

Dragon Marketing Tel: 01293 851101

�L�E�:�C�L�K�K�<�I��
�P�F�L�I���;�I�8�N�<�I�J
�I�\�e�f�n�e�\�[���]�f�i���k�_�\�`�i���^�f�i�^�\�f�l�j���Z�X�j�\�j�#���9�\�X�l�k�p���9�f�o�\�j���_�X�j��
�Z�f�d�\���l�g���n�`�k�_���k�_�\���`�[�\�X�c���j�f�c�l�k�`�f�e���k�f���X�c�c���p�f�l�i���j�X�c�f�e���j�k�f�i�X�^�\��
�e�\�\�[�j���n�`�k�_���k�_�\���j�k�p�c�`�j�_���k�_�i�\�\�$�g�`�\�Z�\�#���I�`�m�X���9�\�c�c�X���k�i�f�c�c�\�p�%

�Æ����8�m�X�`�c�X�Y�c�\���`�e���X���j�c�\�\�b���Y�c�X�Z�b���Ô�e�`�j�_�#���g�i�\�k�k�p���g�X�j�k�\�c���g�`�e�b���X�e�[��
�j�\�[�l�Z�k�`�m�\���j�`�c�m�\�i�%��

�Æ����<�X�Z�_���j�\�Z�k�`�f�e���Z�X�e���Y�\���l�j�\�[���j�\�g�X�i�X�k�\�c�p���f�i���k�f�^�\�k�_�\�i���X�j���f�e�\��
�]�X�Y�l�c�f�l�j���l�e�`�k�%��

�Æ���K�_�\���l�c�k�`�d�X�k�\���`�e���Õ�\�o�`�Y�`�c�`�k�p�%��

�;�\�\�g���\�e�f�l�^�_���k�f���j�k�f�i�\���c�X�i�^�\�i���f�Y�a�\�Z�k�j���j�l�Z�_���X�j���_�X�`�i���[�i�p�\�i�j�#��
�j�k�i�X�`�^�_�k�\�e�\�i�j���f�i���k�f�n�\�c�j�#���k�_�\���k�i�f�c�c�\�p���X�c�j�f���Z�f�d�\�j���n�`�k�_��
�[�`�m�`�[�\�i�j���k�f���X�c�c�f�n���p�f�l���k�f���Z�l�j�k�f�d�`�j�\���\�X�Z�_���j�\�Z�k�`�f�e�%���K�_�\���g�l�c�c��
�f�l�k���[�`�m�`�[�\�i�j���d�\�X�e���p�f�l���Z�X�e���j�X�]�\�c�p���j�k�f�i�\���j�d�X�c�c�\�i���Z�f�j�d�\�k�`�Z��
�`�k�\�d�j���X�e�[���Ô�e�[���k�_�\�d���X�^�X�`�e�%��

�=�l�i�k�_�\�i���`�e�]�f�i�d�X�k�`�f�e���]�i�f�d�1���9�\�Z�Z�p���N�_�`�k�k�c�\�j�#��
�G�`�c�f�k�d�X�o�2���K�\�c�1���'�)�'���/�*�*�+���'�)�'�*�2����
�<�$�d�X�`�c�1���Y�\�Z�Z�p�7�g�`�c�f�k�d�X�o�%�Z�f�%�l�b��

22 | The  Ha i rd resser



The Ha i rd resser  | 25

Products used are from  

the Indola Profession range,  

Caring Color C.76 Contrast  

Violet Red with 12% developer 

 and Caring Color 3.32 Dark Brown  

Gold Pearl with 2% developer.

Thanks to:

Photographer: Manuel Pandalis

Hair Cut & Styling: Leonardo Rizzo  

@ Sanrizz International for Indola

Make-up: Sina

Clothes styling: Lucy Manning

Q u i c k  L o o k

LINE OF SHINE 
Colouring Technique

1 Before 
Natural base colour 4.

2 Take 2 narrow triangular sections. One from 

the crown to the corner of the eye, and the other 

placed horizontally along the hairline.

This technique is tailored to fit the 
haircut and allows you to play with 
the effect during styling.

3 Working in fine slices, apply Profession 

Caring Color C.76 mixed with developer back 

to back in foils through both triangular section 

to ensure an even colour result.

4 After the foils are placed apply Profession 

Caring Color 3.32 to the remainder of the hair.

TIP Alternatively, on natural base 5 use 

the same technique but exchange Profession 

Caring Color 3.32 with Profession Caring Color 

6.1, using it with 6% developer.



The LED:learning, education 
and development news

Hairdressing 
and Dermatitis
Ask yourself some questions: How many times a day do you get your hands wet? Do you ever have 
any chemicals come into direct contact with your skin? Just thinking about the answers to these two 
simple questions will give most hairdressers the root cause of dermatitis.

Our skin is covered with a fine layer of “oils” called the lipid layer. One of its main functions is to 
control the amount of moisture retained in the skin. The problem is every time we wash our hands, 
get them wet or allow unprotected skin to come into contact with chemicals we are starting to break 
down the lipid layer and consequently allowing the skin to loose moisture faster than normal. Also 
bear in mind its not just the hands; wrists and other areas of skin are also susceptible to dermatitis.

With up to 70% of hairdressers suffering from skin damage we felt that you would like to read the 
view form those working with the problem. The Hairdresser, industry specialists, Dermashield and 
JLT Business Insurance Services have put together a brief Question and Answer article to inform and 
guide you as well as help to protect you from being affected by Occupational Dermatitis.

What is Occupational Dermatitis?

It is an inflammatory reaction of the skin caused by, or made worse by, exposure to irritants or 
allergens at work. Irritant contact dermatitis can flare up quickly following exposure to strong 
chemicals such as bleach or even frequent exposure to water. Allergic response can be almost 
instantaneous or develop over time. Main signs and symptoms are,

Dryness – Redness – Itching – Flaking or scaling – Cracking or blistering – Pain

What are the first signs?
Once the skin looses its natural protection of the lipid layer it will start to look dry and sometimes 
also red and sore. Skin in this condition will have lost a great deal of its suppleness and it is likely that 
splits or cracks will develop. It may well start around the fingertip and nails but equally the knuckles 
are also at risk. It’s also worth looking at the skin between your index and middle finger on your non-
dominant hand.

Is dermatitis prevalent in the workplace?

HSE reports the following dermatitis statistics based on ratio to 100,000 workers:-

Motor vehicle panel beaters	 12 employees
Printers	 18 employees
Metal worker	 47 employees
Hairdressers	 98 employees

These are reported incidents but it is recognised that up to 70% of employees in the hairdressing 
industry may suffer some form of skin damage.

Why is it so high among hairdressers?

The main cause is frequent contact with chemicals in hairdressing products when shampooing, 
conditioning, colouring or bleaching.

Part one of a two-part series
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How?

Through the following regular activities,

Washing, shampooing, conditioning or colouring hair with bare hands;

Handling equipment soaked in chemicals;

Touching contaminated clothing, tools or containers;

Chemical splashes onto skin when preparing hairdressing products for use;

Aerosol or dust landing on skin or being picked up from touched surfaces.

Isn’t this addressed by Health and Safety Management in the 
hairdressing industry?

Yes, it is. In summary: The salon’s main Health and Safety Policy document must be documented where 
there are five or more employees; Data sheets should be held for all substances and chemicals purchased, 
this is a requirement under the CHIP Regulations. Once data sheets are attained, management are 
able to undertake a competent risk assessment under the Control Of Substances Hazardous to Health 
Regulations. An assessment should be completed and held for all hairdressing products; employees 
must be made aware of the hazards involved in products they are using; management must monitor early 
symptoms of dermatitis; Employees should be trained in control measures instigated and records kept.  
It would also be helpful to attempt to determine if an applicant for employment has any allergies.

I’m a salon manager, why should I be concerned with dermatitis?

Employers have a moral duty of care however, putting that to one 
side, employers also have a legal duty of care. They also have an 
objective to make money. Dermatitis impacts on all three! Employees 
with dermatitis will be unhappy and less productive. They will also 
require paid time off from work to attend doctor’s appointments and 
by law, employers must report work related dermatitis.

In part two re look at the options you have to protect against  
the risk of dermatitis.

The Hairdresser would like to thank Peter Friswell at leading 
company, Derma Shield for their input to this two-part article. 
Contact Peter via their web site www.dermashield.co.uk or 
phone 01633 877569 for further information.

We also thank JLT Business Insurance Services who have 
been providing insurance solutions for Hairdressers and 
Salons by working with the Hairdressing Council for over 
10 years.  If you want more information or to discuss  
your insurance needs in more detail, contact them on  
0800 454 371 or visit them online at www.jltbis.co.uk.

The research carried out for this article and reproduced above should not be 
considered as medical recommendations or as a substitute for seeking medical  
care and taking full protection measures. We would also remind you to refer back 
to the Toolkit page in our last issue of The Hairdresser (issue 39) regarding Salon 
hygiene and the advice given by Renscene Barbicide; further information on 
 0116 2601144 or at www.hairproducts.co.uk.

Disclaimer Whilst all reasonable care has been taken in the preparation of this 
publication no liability is accepted under any circumstances by Jardine Lloyd 
Thompson for any loss or damage occurring as a result of reliance on any 
statement, opinion, or any error or omission contained herein. Any statement or 
opinion reflects our understanding of current or proposed legislation and regulation 
that may change without notice. The content of this document should not be 
regarded as specific advice in relation to the matters addressed.
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Hands are one extension 
hairdressers have to look 
after for a lifetime!
It’s impracticable to expect professional hairdressers to either 
wear gloves for 100% of the time, or to put on hand cream after 
each hand washing. 	  

Is it any wonder that so many in the profession have a hard time 
keeping their hands looking as good as their customers’ hair? 

The solution to dermatitis 
in hairdressing is Derma 
Shield. 100% satisfaction 
guaranteed or a full refund.

To find out more about Derma Shield and take 
advantage of  The Hairdresser’s special offer of  a further 
15% of  all web prices visit www.dermashield.co.uk/
dermatitis-in-hairdressing.html

Use this code, “HAIR15” on the 
checkout page. Offer expires  
25th July 2009
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A Salon Owner’s Story 
A worthwhile exercise

It was quite a co-incidence that having realised my business 
had reached a crossroads, I happened to chat to a client who 
had recently had an independent valuation carried out of her 
optician’s practice. She had been approached by one of the ‘big 

boys’ in the field with an offer to acquire her business. She said she had 
been tempted to accept their first offer as she was nearing retirement. 
However, through her opticians’ trade association, she was given 
the name of an independent company specialising in valuing small 
businesses whether it’s for sale (or purchase) of business, partnership 
change, incorporation or business development.  

Astonishingly, the valuation (predominantly goodwill) of 
her business turned out to be considerably more than she had 
been offered. Aided by a formal valuation report, she was able to 
negotiate a much better deal. In fact the additional money she 
made by far exceeded the modest outlay of the valuation itself.

Having developed my hairdressing business successfully over 
some 15 years, I had been considering opening up a new salon in 

a buoyant trading area nearby and taking on a new partner to buy 
into the business and help me expand. I was hesitant, though, as I 
had no idea of current values so I contacted the company I was told 
about. They sent me some information by e-mail that day. Their 
fees seemed to be reasonable and because they said there was no 
need for them to visit my salon this was very helpful as I really 
didn’t want the staff or clients to become concerned unnecessarily. 
Frankly, I was too busy to spend much time with them. 

The whole process was very simple and took a couple of weeks 
from start to finish. The report itself was detailed and informative 
and I was agreeably surprised at the valuation figure given for the 
goodwill, the fixtures, fittings and so on. Despite current conditions, 
I hadn’t realised how much I had achieved over the years. My 
accountant used the valuation as a basis for turning the business 
into a limited company so I could sell a proportion of the shares to 
a new co-owner and take life a bit easier.

I’m really so pleased that I’d had that conversation with one of 
my clients.

Salon owner’s name and details withheld by request.
RA Valuation Services offer preferential rates for UK State 
Registered Hairdressers – call on 01425 402402 or e-mail  
info@salonvaluations.co.uk to ask for details.
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L
ois, Linzi and Jenna were 
chosen for Squad UK after 
a tough three-day selection 
competition at Warwickshire 

College, Henley-in-Arden, with the results 
being announced recently at a prestigious 
event at Canada House, London. 

 Speaking on their behalf, Lois said:  
“We’re over the moon to have been 
picked for the squad. We’ve worked 
really hard to get this far but we know 
that there’s still a lot more that we need 
to do, to be in with a chance to be on 
the final Team UK and go on to represent 
our country at WorldSkills. We want to be 
the best we can be and show everyone 
how great hairdressing is.  To have the 
opportunity to compete against the best 
in the World would be amazing.”

 Simon Bartley, Chief Executive of UK 
Skills said, “We’re delighted to welcome 
Lois, Linzi and Jenna into Squad UK. We 
are all very proud of these young people 
who are determined to make a difference 
in their careers and who are highlighting 
to the rest of the UK just how much 
young talent we actually have.”

 Now that they have been selected for 
Squad UK, they will need to intensify their 
training to ensure a place on Team UK. 

 WorldSkills is an intensive, four-day, 
international skills competition held every 
two years, where 51 member countries 
meet and compete in over 40 different 
vocational skills, including Beauty 
Therapy, Hairdressing, Cabinet Making, 
Floristry and Engineering. Over 200,000 
spectators are expected to attend the 
competition.

 For more information, contact: 
Alaine Biggs, Praise PR on 07957 344 
547; e-mail alaine@praisepr.co.uk,  
or Kathryn Crookenden, UK Skills  
on 0207 612 9261; e-mail kathryn.
crookenden@ukskills.org.uk

 

Maximizing 
the value of  
your business
We feature a real-life story to show how to get the best value from your salon

WorldSkills 2009
Three hairdressers 
selected for UK  
skills squad 

Lois Tippin, 18, from Milkwall,  
Linzi Weare, 19, from Berry Hill and 
Jenna Smillie, 19, from Dairy, Ayrshire, 
hairdressers who work at Cutting Edge, 
Reds Hair Company and SM Hairdesign 
respectively, have been chosen to be 
part of a squad of 60 skilled young 
people, with the hopes that they will be 
ready to take on the very best in the 
world at the biggest skills competition 
ever - WorldSkills Calgary 2009 - which 
will take place in Canada in September. 

Lois Tippin

Linzi 
Weare

Jenna Smillie

Mark Ridout



Master Craftsman

629888	 Tracy Williams	 Ammanford
929840	 S K Derbyshire	 Leicester
929843	 Mrs A M Francis	 Ebbwvale
931350	 Pauline Kinnersley	 Grantham
932422	 Carron Francis-Coakes	 Oxted
933429	 Linda C Smith	 Hastings
935799	 Kerry  Bushell	 Waltham St Lawrence
936891	 Mr Ernest Arthur	 Newtown Abbey

939790	 Lisa Moore	 Hull
940196	 Ms Susan Turner	 Bury St. Edmunds
940477	 Jacqueline Northwood	 Bexleyheath
940563	 Tracey Keeble	 Stokenchurch
941026	 Wong Juk Suen	 Ontario Canada
941048	 Wan Pui Yee	 Ontario Canada
941054	 Wong Wing Yan	 Ontario Canada

Recent awards of the Master Craftsman Diploma
Congratulations to the following State Registered Hairdressers who have been awarded the Master Craftsman Diploma

New masters of their craft

If you have been a State Registered Hairdresser for over two years and  

have management and training experience you maybe eligible to become  

a Master Craftsman in Hairdressing. This prestigious and select hairdressing  

award puts you among the cream of British Hairdressing.

The Master Craftsman diploma comes in three different formats, a Diploma in a 

stylish, specially made frame, a silver metal plaque on a black mount in quality silver 

frame or a burnished brass metal plaque, mounted on solid dark wood.

For more information or to place an order contact  

The Hairdressing Council on 0208 760 7010.
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T
his new measure means businesses will no longer have to 
wait for the end of their accounting period - which may 
be months ahead - to have the loss taken into account 
in calculating what they have to pay. This new business 

support initiative will be administered by the existing HM Revenue 
& Customs (HMRC) Business Payment Support Service (BPSS).

Details
1 	 This new support will enable HMRC to agree an extended time 

to pay arrangement on the previous year’s corporation tax and/
or income tax if:
H	 The business is genuinely unable to pay immediately 

or enter into a reasonable instalment time to pay 
agreement; and

H	 The business is likely to make a trading loss in the 
current year.

2 	 Separate to this measure, businesses who wish to reschedule 
VAT, PAYE and national insurance contributions or who have 
already entered into a time to pay arrangement, but have 
found their circumstances have changed for the worse, can also 
contact the BPSS for a new or revised time to pay arrangement, 
depending on individual circumstances. 	

3	 The BPSS was announced by the Chancellor in his Pre-Budget 
Report of 24th November.

4	 By 19th April 2009, over 110,000 time to pay arrangements 
had been reached with businesses across the UK, worth almost 
£2 billion in tax payments deferred. The majority of businesses 
have agreed repayment timetables spread across 3 to 6 months.

5 	 Businesses can call HMRC and in the majority of cases get a 
decision within 10 minutes on the help they can receive.

6	 The BPSS can be contacted on 0845 302 1435 from 8am to 
8pm Monday to Friday and from 8am to 4pm at weekends.  
Further information is available at: www.hmrc.gov.uk/pbr2008/
business-payment.htm.

In his recent Budget statement the Chancellor announced further help for 

businesses facing diff icult ies in paying their tax. From 22nd Apri l  2009, 

any v iable business ant ic ipat ing making a trading loss in the current tax 

year wil l  be able to have the ant ic ipated loss taken into account as part 

of any reschedul ing of i ts Corporat ion Tax or Income Tax payments.

Struggling for Cash? 
HMRC extends business cash flow help

Legal Update...Legal Update...Legal Update...
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