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VTCT is the ‘one stop awarding body’ for all your hairdressing 
qualification needs. 

Are you;
• Just starting your career in hairdressing – choose from any 

of the 14 qualifications we have to offer at Entry Level and 
Level 1.

• Developing your hairdressing career – choose from the 50 
Level 2 qualifications that suit your hairdressing needs.

• Extending your knowledge and skill – there are 45 Level 3 
qualifications designed to broaden your skill set. 

• Widening your career opportunities – we have 9 Level 4 
qualifications designed to elevate your skills in both practical 
hairdressing services as well as salon management.

If you would like more information on VTCT and the suite of 
qualifications we offer contact us at:

www.vtct.org.uk
customerservice@vtct.org.uk

Qualifications 
that will 
enhance  
your career 

Hairdresser Magazine - v3.indd   1 19/10/2011   15:07:00



thehairdresser |  05

For advertising rates or information contact Sally Styles on 020 8760 7011 or email sally@haircouncil.org.ukBE SEEN HERE

Cover:  Hair:  Fellowship for British Hairdressing F.A.M.E. Team 2011
  Make-up: Maddie Austin   Fashion: Bernard Connolly
  Photography: Jack Eames   Art Director: Errol Douglas MBE
Editor:  Sally Styles (The Hairdressing Council)
Design & Print: JNB Publishing Ltd (www.jnbpublishing.co.uk)
Published By: The Hairdressing Council, 30 Sydenham Road, 
  Croydon, Surrey CR0 2EF
  Telephone 020 8760 7010

The Hairdresser © 2011. All rights reserved. Reproduction in the whole or in part without 
written consent is strictly prohibited. Photographs, colour transparencies, diskettes, CD Roms 
or manuscripts submitted to the journal are lent at owners’ risk; neither the publishers nor its 
agents accept any responsibility for loss or damage. No legal responsibility can be accepted by 
the publishers or its agents for articles appearing or claims made in the publications.

www.facebook.com/haircouncil
www.twitter.com/haircouncil

hairdresserthe 

Welcome to the milestone 50th 
edition of ‘The Hairdresser’, which 
I hope you will find fun, interesting 
and informative.  The magazine 
has evolved so much over the 
years and you can see the very first 
front page right up to the current 
issue on flicker at www.flickr.com/
haircouncil . It’s amazing to see all 
the different styles over the years.

Wow, what a fantastic few months 
it’s been for the Hairdressing 
Council.  Firstly we have been 
looking for something you, as 
a registered hairdresser, would 
simply love and came up with a 
fantastic ‘top tips’ DVD.  12 top 
celebrity hairdressers, including 
all your favourite icons, have been 
filmed giving you their top tips and 
an insight into themselves.  This 
will be available to all registered 
hairdressers from 2012 and is 
really something to look forward to.

The standards achieved in the UK 
Student of the Year Awards this year 
were amazing – congratulations 
to everyone who took part.  Enjoy 
pictures from the event on page16 – 
the full set of pictures can be seen at 
our flickr site.  

Don’t forget to enter for your 
chance to win the giveaway prizes 
on page 25 and 26. With fantastic 
prizes such as Big Blade scissors up 
for grabs, you’d be mad not to.

Sally Styles Editor

coNteNtS
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it’s a product bonanza for registered hairdressers this edition as we once again 
bring you a plethora of fantastic new hair goodies from some of the industry’s 
top names.

PRODUCT

NEWS

Energy Star 
Living up to their “anti-ordinary” market appeal, 
Fudge introduces new “energy Star” hair and 
body wash for men. this new 2-in-1 product will 
have the boys jumping into the shower multiple 
times a day to get a super-charged hit that 
energy Start delivers every time.  Fully charged 
with powerful antioxidants, energy Star protects 
and cleanses the hair and scalp while being 
mild and refreshing on the skin.  inspired by the 
“Red Bull” fragrance, it leaves the hair feeling 
invigorated and rejuvenated. No matter what 
the occasion, be it the gym, footy or a big night 
out, energy Star is the perfect hit for those who 
need to take charge and recharge. For more 
information or to order call Fudge on 01282 
683100.

Gold Dust? 
Luxury hair care brand orofluido introduces 
its limited edition oil and gold dust. Alongside 
the 100ml bottle of the much-loved orofluido 
elixir is a Limited edition orofluido Gold Dust 
vintage style atomizer, which adds a wonderful 
touch of luminosity to the hair and skin and a 
touch of retro glamour to the dressing table. 
orofluido Gold Dust is lusciously scented with 
the fragrance of orofluido and is the perfect 
glamour accessory for any sophisticated night 
out.  Simply spray like a perfume for glamorously 
golden hair and on to the body as a highlighter, 
giving legs, shoulders and décolletage a 
luminously seductive glow. Limited in number, 
this product is available exclusively from specially 
selected professional hairdressing salons. For 
stockist information please call 020 8399 5624.

Moroccanoil 
Light Treatment
A conditioning, styling and finishing tool, 
Moroccanoil Light treatment helps to restore 
and revive hair. this light treatment is especially 
effective on light-coloured or fine hair. the 
irresistible, argan-oil-infused, Moroccanoil Light 
treatment will instantly absorb into the hair 
to create luminous shine and luxurious, silky 
perfection after just one application. controlling 
frizz and helping restore hair damaged from 
colour processes, Moroccanoil Light treatment 
improves manageability by helping to nourish 
and detangle the hair and reduce time spent 
blow-drying. For more information call 0800 310 
1133.
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Nutri-tious 
Cocktail
Get inspired by the limitless new colours you 
can create with Revlon Professional Nutri color 
creme. ever been lumbered with the task of 
painstakingly finding a colour enhancer that 
exactly matches your client’s now waning hue?  
Now there is a solution – a brilliant new colour 
cocktail system designed and developed by 
Revlon Professional Nutri color crème. Simply 
mix and blend their 11 delicious shades to create 
even more tantalisingly new bespoke tones. 
the possibilities of creating new tones tailored 
specifically to treat the colour of your clients’ 
hair are limitless!  So go ahead, get inspired and 
have fun creating a totally new tone with Revlon 
Professional’s Nutri color creme balls. What 
colour will you be inventing for your client today?  
For more information on how to purchase the 
Revlon Professional Nutri color creme range, 
visit www.revlonprofessional.com or call 0208 
399 5624

turn to pages 26
and 27 for your 
chance to win some 
fantastic products.

No Limits
organic colour Systems is an exceptional 
range of natural and organic-based colour 
from herb uK, which uses ingredients that are 
kind and nurturing to the hair. Developed by 
a hairdresser who’d suffered with bad allergic 
reactions to conventional colour, organic colour 
Systems features organic extracts and doesn’t 
contain ammonia.  the new No Limits range is 
a collection of semi-permanent colours, which 
generally last between 6-12 washes and can be 
used as a great way to refresh and revitalise hair 
in between colouring. they can also be used 
to change hair tone for short periods of time, 
creating a funky, vibrant shade that won’t last 
forever. For a brighter effect, apply No Limits 
to pre-lightened hair; e.g. red used on blonde 
will give a vivid bright red result!   No Limits 
semi-permanent hair colour is PPD and PtD-free, 
and therefore ideal for anyone allergic to these 
chemicals.   the range comprises Red, Yellow, 
orange and Violet tones.  to find your nearest 
ocS salon/stockist, call 01590 613 490 or see 
www.organiccoloursystems.com

White Tea 
to embrace is to hold!  White tea embrace 
luxury hold hair spray delivers a wealth of colour 
protection, control, volume and hold.
the fine mist goes on dry for easy working, 
shaping and styling. Spray generously for a firm 
all-day hug. enriched with Scruples White tea 
luxury restorative complex and protective barrier 
complex, White tea products are guaranteed 
with the Scruples investment Protecting Seal to 
pamper, protect and extend each client’s hair 
colour and texture investment. contact info@
sdlhair.co.uk, www.sdlhair.co.uk, freephone 
0845 2309660

Jack Dean 
Collection
Jack Denman Dean – known to everyone as ‘Jack 
Dean’ – was many things: engineer, racing driver, 
entrepreneur, writer and inventor of the original 
Denman styling brush.  Now Denman introduces 
a collection that is a complete styling system 
formulated to cleanse, condition and style hair in 
his name.  the Jack Dean shampoos and body 
wash are luxury soap-free formulations made with 
coconut oil to gently cleanse the skin and hair. 
Within the collection are classic hair lotions and 
tonics including eau De Quinine, eau De Portugal 
and American Bay Rum. these hair tonics are 
renowned for their blend of fine essential oils 
and have been used for nearly 100 years by 
gentlemen to maintain and care for healthy hair.  
the collection also includes  pomade, styling 
paste and after-shave balm as well as beautiful 
brushes made from maple wood, and soft, 
natural wild boar bristle reinforced with nylon. 
For further information call 028 9146 2141 or 
email sales@denmanbrush.com

Viton
A forward-thinking, odour-free colour that 
pampers hair with a gentle moisturising action 
yet packs an enviable colour punch, Viton 
ammonia-free is an example of clynol’s new 
technology to create healthy, gorgeous colour 
results. Registered hairdresser and international 
colour ambassador for clynol Lisa Shepherd 
gives clynol Viton Ammonia-Free the toughest of 
workouts in all her salons. “When we get a new 
product in, we give it the most robust testing in 
all circumstances across all of our colourists and 
this one has delivered on every level promised 
and in every way expected.  As a salon director 
it takes away the ‘worry aspect’ for me with 
the younger colourists and stylists; they have 
confidence in this product and use it on any 
client with amazing results.  that’s what is so  
super-special about this ammonia–free range: 
it’s all about giving the colourist more artistic 
licence and that’s music to our ears.” For further 
information call 01858 419 668.



Live

Keep up-to-date with all the very latest news on Professional Hairdresser Live
by registering for our regular enewsletter at www.prohairlive.co.uk

Hairdresser

Innovation and Inspiration...

...Up Close and Personal

Professional
MANCHESTER CENTRAL 1ST & 2ND APRIL 2012
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   (seanhanna salons)
Styling    Pash at stylecreative
Photographer   Sean hanna
Make-up    Soo Yung Park
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HEAD2HEAD

Registered Hairdresser Jamie Stevens – 
resident hairdresser on The X Factor and 
Celebrity Hairdresser of the Year – talks to 
‘The Hairdresser’ about his career...

How did you first get into hairdressing?
My mother, grandmother and great-grandfather were 
all hairdressers so I have always been surrounded by it.  
By eighteen I had opened my own salon in Somerset, 
which I ran for four years before heading to London.
 
Apart from hairdressing how else do you like to 
spend your time?
I work almost every day but when I do have time off I 
like to spend it with the people I love. I also spend a lot 
of time sleeping! 

What do you love most about hairdressing?
Hairdressing is one of the best industries to be involved 
in. There is nothing better than making someone 
who is feeling drab feel like a million dollars. It’s such 
a social job and incredibly rewarding.  It is amazing 
to be involved in British hairdressing, which is at the 
forefront of fashion. 

What inspires you?
I take inspiration from fashion and catwalks and 
translate them to the high street. My collections are a 
reflection of me and my style. 

What are your greatest achievements to date?
I have had a few; winning at the British Hairdressing 
Awards, winning Celebrity Hairdresser of the Year but, 
most recently, being named the Resident Hairdresser 
on the X Factor!!! 

What do you hope your future looks like?
I see myself continuing with TV work, opening more 
salons, continuing to push boundaries for hairdressing 
awards, creating my own product range and winning 
British Hairdresser of the Year! 

What does being registered mean to you?
As a registered hairdresser myself and someone who 
genuinely cares about our industry, I totally support 
the Hairdressing Council’s campaign and urge all 
hairdressers to register themselves.

What advice would you give to young 
hairdressers starting out?
You’ll be amazed just how much you can learn 
from just watching. If you are looking to start out 
in the industry then you will need to have passion, 
determination, dedication and drive. If you have these 
in abundance then definitely give it a go! 

Jamie Stevens

MEN’S COLLECTION
hAiRStYLiSt  JAMie SteVeNS
  (At eRRoL DouGLAS)

PRoDuctS   MAtRiX

PhotoGRAPheR  JeNS WiLKhoLM

MAKe-uP  NiNA tuRNeR

cLotheS  BeRNARD coNNeLLY 
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“iNSPiReD BY the cAtWALK AND FAShioN, the coLLectioN 
coMBiNeS MAScuLiNitY With FeMiNiNitY, utiLiSiNG 

teXtuRe AND MoVeMeNt. i hAVe uSeD MoRe LeNGth, With 
the LoNG, SoFt WAVeS FoRMiNG the ANtitheSiS to the 
ANDRoGYNouS LooK. the coLLectioN iNcoRPoRAteS A 
VARietY oF LooKS FRoM ShoRt GRAPhic cutS AND SoFt 

MeDiuM LooKS to LoNGeR LooKS.”
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Hair:  Yesmin O’Brien, seanhanna Salons    Photo: Jack Earnes
Styling: Bernard Connolly   Make-up: Irena Rodgers
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AM 22nd September
 
The weather was a lot kinder than the cold 
mornings of London. The sky was blue and the 
temperature was hitting 28 degrees Celsius so it 
was smiles all round!
 

Fendi
 
22 beautifully coiffed girls! Hair was BIG! It was all 
about simple big, backcombed and then dressed 
off the face smoothly into an almost bob shape.
Make-up was statemented with gold or silver 
leaves adhered to the eyes. Clothes were 
expensive with some fur but as the models moved, 
so did the flow of the elegant material. Shoes were 
heels and flats, so a sigh of relief for any screaming 
feet from the last few seasons!!!
 
Need sleep so off now... zzzzzzzzzzzzzzzzzzzzzzz
 

AM 23rd September
 
After having a week of 5am call times, today is 
luxury with 10am call time! I decided to stroll the 
3 miles with my suitcase in the blazing heat to 
backstage at Blumarine.
 
The hair brief was simple: rich girl ponytail. 
Translated, this means it should look like the girl 
has done it herself. The brief for the make-up was 
fresh and natural as was likewise for nails. Once 
the show started, one could understand the logic 
behind the thought process as the accessories 
took over with larger than life bracelets, bangles 
and earrings galore.

The clothes ranged from 50s tailored dresses in 
bright colours, fun jumpsuits in bright colours, an 
assortment of shorts in techno colours or bright, 
black or white almost PVC tight dresses. One could 
almost say it catered for what mood one feels, 
from innocence, to naughty, to vampish!!!
 
Rushed off to Just Cavalli fitting................should be 
amazing as I worked from 5ish pm and got home 
past 1am!!!!  It’s all hush hush until tomorrow as I 
need to have some R & R!!!

AM 24th September
 
After a late night, I emerged into the streets to find 
a healthy breakfast before work and found... a fruit 
and vegetable smoothie!!!!  Fennel, carrots, seeds, 
banana, pineapple, orange, apple and grapefruit! 
In Milan, AMAZING!
 
If there are any spelling mistakes, it’s because 
I’m writing in the dark as there is a power cut, 
same as last night and this morning. I hasten to 
add it was only in my room, as I went out into the 
corridor and the lift in my pyjamas to check that 
all was well;  it was like Disneyworld outside!!! 
I am about to report on my two ‘naughty’ labels 
galore!!!!

Just Cavalli
 
The poor taxi driver got the address I gave him 
and got to the destination... in the middle of 
nowhere! I was getting nervous on the way as it 
was looking more and more remote as we drove 
on. He got me to the address and told me he 
wasn’t comfortable leaving me there.

I accumulated some models and hairdressers on 
the way so I can’t be that wrong. Eventually, a man 
opened a tiny door of this rustic set-up and we all 
realised all is well!

Got to backstage and found all in complete 
darkness. No idea what the building was but it 
must be listed and was sure interesting.
 
Hair was about the ‘Just Cavalli’ girl; party hard 
hippie Italian girl (not as raw as English hippie) 
the night before and maybe not go home before 
moving to the next adventure!!! Unaffected pariah 
tonging, partial rope braids or fish tail plaits but 
Italian hippie.

The ‘girls’ are definitely in town as they wandered 
in from previous shows. Nails are kept to natural 
minimum in hands and green/black on toes. 
Make-up was natural everywhere bar the eyes – 
glitterati galore!

The clothes spoke about seaside 
Mediterranean chic, as we often see the 
Cavalli yacht in Hello/OK magazine 
worldwide, soft chiffons, silks, 
organzas.  Unspoken, almost naughty 
affordability!!!
 

Moschino
Cheap n Chic
 
Another ‘couldn’t care less/naughty’ 
label or so one thinks showed right 
near where most of the other 
houses showed. Off Corso Buenos 
Aires, I walked into what I thought 
was a market, in the middle of the 
quad of Palazzo Senato.

The quip on the information sheets for 
all the guests was ‘beautyfood’. They 
certainly carried it through with the 
hair being ‘eco’ friendly with the 
addition of raffia or ribbon added 
to the almost eco chic ponytail.

The nails were natural all the way through and 
the make-up made a statement on the eyes and 
the rest of the face natural apart from one girl 
with red lips ‘a la Moschino’ style.

It was going back to basics with fashion: natural 
fabrics, simple quality fabrics, hats, glasses 
and the strong message that one is expecting 
too much in life with the global crisis, as all the 
‘mercato’ (indoor market) vendors were giving 
fruits, vegetables, plants etc free for all the guests 
to take away. Amazing stage awareness for the 
global economic climate of today.
 
Dolce and Gabbana did exactly the same today 
with the ‘eco’ message. 

Signing off as my lights have just been repaired 
and I want to watch ‘Columbo’ in Italian-  plus my 
call time is 6am (5am in UK!).

Yesmin O’Brien’s Blog...
Registered hairdresser Yesmin O’Brien recently spent weeks preparing hair for the London, Milan and Paris Fashion Weeks. Here 
are her blogs to give an insight into her week in Milan.  She arrived straight after a week of 5am starts during London Fashion Week.
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three-Point
optical illusion
by tanya hennessey (SRh)

colours created in the hair are an optical illusion 
of triangular symmetry, with visual perception of 
light reflecting multiple pastel hues that bounce 
off the three-point reflection areas, creating 
accents of depth of shadow and radiance, 
which is also interpreted by surrounding light.
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UK STUDENTS OF THE YEAR 2011
N A M E D  A T  S A L O N  I N T E R N A T I O N A L

The Hairdressing Council’s UK Student of the Year 
Awards, in association with L’Orѐal Professionnel 
and VTCT, reached their finale at Salon 
International 2011.  After gruelling regional heats 
across the UK, the eight NVQ Level 2 and Level 3 
finalists met in the early hours to contest the final 
at the L’Orѐal Academy in Hammersmith.   

After the practical, which saw the Level 2s putting 
hair up in a red carpet look and the Level 3s 
producing an innovative cut and blow-dry, each 
finalist had to sit through an interview where 
they were questioned about themselves, their 
chosen hairstyle and their mood board.

The judges included industry icon Andrew 
Barton, Yesmin O’Brien from Sean Hanna and 
Jayne Schauenburg from the Hairdressing 
Council.  They were all astounded at the 
quality and standard of the finalist’s work – 
congratulations to them all.  The interview 
panel included Hairdressing Council’s Chairman 
Arthur Ehoff,  Fran Cox from L’Oreal and Lynda 
Whitehorn from VTCT. 

Back at Salon International on the HJ stage, each 
model had the chance to show their hair creation 
on stage whilst Steven Goldsworthy and Yesmin 
O’Brien spoke to the finalists.  The stage was full 
of nervous, excited competitors when, finally, the 
winners’ names were read out.

16  |  thehairdresser

Olga Ramsbottom - Level 3 finalist at work

Andrew Barton judging at L’Oreal

Carly Robson - Level 3 finalist at work

Hannah King - 
Level 2 finalist

Anna 
Zmudzinska - 
Level 2 finalist 



Images by Tony Hennessey

Congratulations to George Payne who won the NVQ Level 2 contest.  George 
is just 18 years old and comes from Solihull in the West Midlands.  He 
trained at Heart of England Training and Simon Paul Hair & Beauty Salon 
where he currently works.   

“It was unbelievable when I found out I was the Hairdressing Council UK Student Hairdresser 
of the Year 2011. The whole experience of the event just felt surreal. Being in the L’Oreal 
Academy was extraordinary, then the judging began and the nerves kicked in. When we got 
to Salon International it felt incredible that everyone wanted to take photos of the look I had 
created.

“The most nerve-racking part of it all was when we went on stage and the awards were being 
announced. It felt like it was all in slow motion. I had never had a feeling like it when my name 
was read out with everyone cheering and the cameras flashing everywhere. It felt like all the 
hard work that Cloe and I had put into creating the hairstyle was so worth it! 

“Doing the competition has given me a massive boost in confidence and makes me want to 
take part in more events like it. I am really looking forward to next year with all that is in store 
for me”.

Congratulations to Emma Billington who won the NVQ Level 3 contest.  
Emma is 26 and from Lydbrook in Gloucestershire.  She trained at Cutting 
Edge Hair & Beauty in Cinderford.  

“From the minute I arrived at the academy it was a rollercoaster of emotions!! I wanted this 
so much and it meant so much to do well I was teary all day! I went with the attitude of being 
myself and speaking the truth about my life before hairdressing and I think it paid off!

“When I won it felt like all of my tears and  hard work had been worth it... I wanted to give 
something back to my bosses and trainers and this was the perfect start to our new business 
and the perfect end to leaving my training salon.”

thehairdresser |  17

Jayne Schauenburg judging at L’Oreal

Olga Ramsbottom - Level 3 finalist at work

Louise Bainbridge - 
Level 3 Finalist

Emma Billington - Level 3 Student of the Year 2011 and George Payne - Level 2 Student of the Year 2011
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If, as a registered hairdresser, you have news or a story you would like to share, send copy and images to sally@haircouncil.org.uk

Simplicity Remastered, a salon and academy 
based in central London, staged a hairdressing 
demonstration and catwalk show at the Gibson 
Guitar studios in Central London. The event 
was called Lineament 1.0 and introduced the 
Simplicity Remastered unique education system 
to hairdressers and a few selected members of the 
public.

In conjunction with Affinage and ASP, Nic Davis 
and his team presented models with a variety of 
haircuts and Affinage’s range of gothic colours on 
stage using his principle of silhouettes, panels and 
section. The show coincided with the worldwide 
launch of the Firebird X, Gibson’s latest robotic 
guitar and to start the event off a rocking set was 
performed by The Spring Heeled Jacks. The event 
was staged to showcase the education system 
‘Haircutting and Understanding’.  

Nic believes that a great haircut is easily produced 
when simple principles are applied. “We all know 
how to cut hair but do we know why we cut hair? 
I do not stifle creativity but encourage you to think 
for yourself with simple ideas that will give you the 
confidence to progress through your career.”

Registered Hairdresser Nic Davis 
from Simplicity Remastered proves that 

Hairdressing Rocks!
Registered Hairdresser 
Anne Veck Wins in Paris
A massive congratulations to Anne Veck of Anne Veck Salons, who battled on stage 
against other hair stylists from around the globe to win two major awards at the 
prestigious Haute Coiffure Francaise Awards.

Anne had to recreate her photographic image, already submitted, on a model 
backstage then present live on stage in front of an audience of over 2,000 and a panel 
of nine high-calibre judges.  Competing for the UK, Anne wowed the judges on stage 
with her stunning blond hair 
style she took from her Double 
Impact Photographic colour 
collection.  She was crowned 
winner in two categories:  L’Orѐal 
Produits Professional du Haute 
Coiffure Francaise Trophy for her 
outstanding colouring skills and the 
grand finale award of the evening, 
the International Talents Trophy 
of Haute Coiffure Francoise for 
her exceedingly high cutting and 
colouring skills for best hairstyle of 
the year.

“I am thrilled and honoured to win 
such a prestigious international 
title,”  said Anne, whose win 
has ensured her hairdressing 
credentials have truly soared on an 
international scope.
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If, as a registered hairdresser, you have news or a story you would like to share, send copy and images to sally@haircouncil.org.uk

Celebrity Registered Hairdresser 
Jamie Stevens Is New Hairdresser 
On The X Factor!

For the first time, ITV and the producers of The X 
Factor, Talkback Thames and Syco are introducing 
a Style Team to The X Factor, giving viewers the 
lowdown on the contestants’ hair, make-up and 
clothes transformations. Jamie Stevens, who has 
done shoots and cuts for the likes of Kylie, Stella 
McCartney, Elle Macpherson, Eva Herzigova, 
Myleene Klass, Hugh Grant, Christian Slater, and 
Gok Wan to name a few, has been announced 
as the show’s resident hairstylist, alongside 
stylist Laury Smith and make-up artist Natalya 
Nair. Transforming the final 16 contestants in 
preparation for The X Factor live shows, the Style 
Team will bring direction, expertise and ingenuity 
to carve the individual stylistic personas of the 
UK’s freshest new talent.

Jamie said: “The X Factor is the biggest talent 
makeover contest in the UK and having my 
name affiliated with the Style Team is my biggest 
honour to date. My goal is to educate people on 
hair; why I’m colouring it red, why I’m cutting 
it in such a way, 90% of a makeover is hair. 
Transformations are already under way now, with 
BIG things to come for the live shows. Exciting 
times ahead.”

30-year-old Jamie Stevens, who has been 
nominated for an unprecedented four British 
Hairdressing Awards this year, already has a CV to 
die for: his own salon at 18; working for Beverly C, 
Daniel Hersheson and now Errol Douglas (where 
he’s Art Director). Jamie has been signed up to the 
Global Art Team at Matrix haircare and continues 
to be one of the most in-demand hairdressers in 
the country. 

National Minimum Wage

The National Minimum Wage rates have 
been reviewed for 2011 by the Low Pay 
Commission and were changed from 1st 
October 2011 to:

The main rate for workers aged 21 and 
over increased to £6.08

The 18-20 rate increased to £4.98

The 16-17 rate for workers above school 
leaving age but under 18 increased to 
£3.64

The apprenticeship rate, for apprentices 
under 19 or 19 or over and in the first year 
of their apprenticeship has increased to 
£2.60.

Most workers in the UK over school leaving 
age are legally entitled to be paid at least the 
national minimum wage and all employers 
have to pay it.  It makes no difference if:

The employee is paid monthly or weekly, 
by cheque, cash or any other way

The employee works full time, part time or 
any other working pattern

The employee works at the employer’s 
own premises or elsewhere in the Uk

Employees are entitled to the minimum 
wage even if they sign a contact agreeing 
to be paid at a lower rate of their own free 
will or by an employer’s insistence.   The 
contract will have no legal effect.

For more information visit 
www.directgov or for confidential 
advice call 0800 917 2368

Trisha’s Taverners
Registered hairdresser and salon director 
of Cienté Trisha Buller has been invited 
by heartthrob actor Robert Powell to join 
the Lady Taverners, a fundraising arm 
of the famous Lord’s Taverners cricket-
based charity. The Lady Taverners was 
established in the 1980s, after the all-male 
Lord’s Taverners, which had traditionally 
offered an honorary membership to 
every Prime Minister, was thrown into 
a quandary by Margaret Thatcher’s 
arrival at 10 Downing Street. The Lady 
Taverners was formed, with Baroness 
Thatcher taking the title of Honorary 
Lady Taverner No 1. The charity has come 
a long way since those early days and 
established itself as a powerful force for 
good, raising over £6 million for specially 
adapted minibuses, sport and recreation 
facilities for  young people with special 
needs. Robert Powell has been a screen 
hero for more than three decades, playing 
the lead role in Jesus of Nazareth, the 
dashing Robert Hannay in The Thirty-Nine 
Steps, and Holby City’s Mark Williams. 
Trisha Buller met the smooth-voiced 

Registered Hairdresser 
Ken Picton’s Salon Wins 
Most Wanted Awards

Top hair salon Ken Picton has been named 
Best Salon Team (for a first-class team 
that always delivers) and Best Salon 
Experience (for a salon that provides the 
ultimate service to clients) in the 2011 
prestigious Most Wanted Awards. Hosted 
by the inimitable Keith Lemon, the awards 
recognise the UK’s top hairdressing talent 
– the judges include the likes of journalists 
from Vogue and Marie Claire, hairdressing 
luminaries such as Trevor Sorbie, Anthony 
Mascolo, Neil Moodie and more. Run by 
Creative Head, the awards reward the 
industry’s top creative and business stars. 

A Key Ambassador for L’Oreal, Kerastase 
and Shu Uemura, Ken said: “It’s such an 
honour to win these awards. We strive to 
offer the best salon experience possible 
and really pamper our clients with top 
hair and beauty services and refreshments 
to order in a stunning but friendly salon 
environment.”

star at a recent fundraising auction and 
so impressed him with her enthusiasm 
and energy that he immediately insisted 
she should become a Lady Taverner. It’s 
a challenge Trisha is very happy to take 
up.  “I’m honoured to be invited to be part 
of this prestigious charity,” she said. “I’m 
looking forward to working with the other 
Lady Taverners to raise more funds for 
what is a very good cause.”



Mark Ridout BSc (Hons) is a business valuation specialist and Director of RA 
Valuation Services Limited who has written numerous published articles, as 
well as consulting prospective business owners, on buying salons and many 
other types of business. RA Valuation Services has recently developed a low-cost 
Market Appraisal Service exclusively for the hair and beauty sector. The report 
is a summarised valuation document, which is coherent yet easy to read and 
understand quickly without any in-depth financial knowledge. The Market 
Appraisal is available to Hairdressing Council members at the discounted rate of 
£200 + VAT.  RA Valuation Services Ltd can be contacted by telephone on 01425 
402402, email at info@salonvaluations.co.uk or via www.salonvaluations.co.uk

Although it may well be something as mundane as the 
availability of adequate car parking that determines 
whether potential clients frequent a salon or not, there 
are steps that can be taken by the owner to increase the 
value of their salon, even during a period of extended 
economic uncertainty. 
 
Ensuring that the physical appearance is up to scratch 
is an example. As with selling a house, so called “kerb 
appeal” is vitally important.  When a homeowner wants 
to sell their house, they may paint it, fix up a couple of 
things that needed to have been done during the last 
few years, and polish the taps. Simple and obvious, but 
unarguably effective. So to with salon owners, they 
can improve the value of their salon by making a few 
changes. Remember, first impressions count.

However, the single biggest direct influence on the value 
of a salon – or any other business for that matter – is 
profitability. The financial figures will need to look right 
to get prospective buyers through the door in the first 
place. And by doubling the net profit (or ‘the bottom 
line’) in three years it is possible to double the value of 
a salon.

Although this may sound a sizeable task, it is actually 
possible by three simple simultaneous improvements to 
the salon’s financial performance. So, to double the value 
of a salon in three years, a salon needs only to combine 
the following: 

Increase Sales (income) by 7% each year

Reduce Costs of purchases and staff costs by 1% 
each year

Reduce General Overhead Expenses (such as 
utilities, travel etc) by 1% each year

To illustrate this condition, the following example shows 
how these three relatively simple improvements can 
show a doubling of profits and, theoretically, double the 
return on investment value of the salon over three years. 

Note that profits can be doubled without having to slash 
costs by more than 1% per year, i.e. not to the extent 
of damaging the salon’s business. In the day-to-day 
running of a typical salon, this equates in simple terms 
to a combination of Increasing Sales, Managing 
Purchases and Cutting Overheads. 

This (above) is a theoretical example, but in a recent 
one-year update valuation of a salon undertaken by 
RA Valuation Services, income had increased (over the 
last year) by an insignificant 5% but purchases were 
maintained at the same level and overheads cut by 5%. 
The business was valued at over 40% higher (than the 
previous year) solely as a result of these changes.

How can these three improvements be achieved?
In the day-to-day running of a typical salon, the 
combination of increasing sales, managing purchases 
and staff costs, and cutting overheads can be achieved 
as follows:

INCREASE SALES  Existing loyal clients are far more 
valuable – and less expensive to service – than new 
clients. To increase sales in real terms – that is to keep 
existing clients coming ‘through the door’ and to 
maintain a respectable level of spend per appointment 
– the salon should offer and promote services that bond 
clients with the business. The captive in-salon audience 

can be targeted with regularly updated offers advertised 
through posters in key locations within the premises (i.e. 
by the till, entry and exit points). All staff are the salon’s 
sales team, and should be trained accordingly.  Obvious, 
of course, but simple and effective examples. 

MANAGE PURCHASES  An owner has to keep purchases 
of products and staff costs at sensible levels. They must 
avoid a build-up of worthless or obsolete product stock 
and review and compare supplier prices and reliability 
of service. Most importantly, the present economic 
situation can be capitalised upon with suppliers – 
there is unlikely to be a better time to negotiate price 
reductions and attractive terms.

CUT OVERHEADS  By keeping a close eye on all 
overheads, using and reviewing management 
information on a frequent and regular basis, and 
highlighting any expenses that are becoming 
disproportionately high in relation to the level of 
business income, a salon owner can drive down their 
overhead costs. 

Is there anything else a salon owner should do?
A salon should be effectively run. Ideally, the owner and 
a significant proportion of the payroll will be fee earners, 
and unnecessary management or administration 
would be avoided. If the premises are leasehold, advice 
should be sought over rent reviews and lease terms. 
Every expense can be covered – even utility suppliers 
can be reviewed and compared for best prices. Salon 
owners should not be afraid to enlist professional help 
to organise and plan, and then listen to the experts. 
Most importantly, they must be prepared with clear, 
up-to-date accounts showing an attractive and well-
documented track record of profitable growth. Like 
the homeowner, polish and a fresh coat of paint will 
help with the kerb appeal. However, the bank will want 
to see that the potential buyer can pay back the loan. 
Ultimately, it all comes down to profit. If they get all 
of the above right, the financial figures will speak for 
themselves.

Before you push the button, here are three simple steps to double the value of a salon...

Thinking of 
Selling a Salon?
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How To Double Profits And The Value Of A Salon Year 0 Year 1 Year 2 Year 3

Sales (Income)    200,000 214,000 229,000 245,030
Approx increase compared with previous year  7% 7% 7%
Cost of Product Purchases & Staff Costs  100,000 99,510 97,900 94,936
Approx decrease compared with previous year  1% 1% 1%
Gross Profit    100,000 114,490 131,100 150,095
General Overhead Expenses   50,000 49,755 49,511 49,269
Approx decrease compared with previous year  1% 1% 1%
Trading Profit    50,000 64,735 81,569 100,805
Profit growth compared with Year 0   29.5% 63.1% 101.6%
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IMPACT BUSINESS COACH David Drew SRSh   David Drew has been in the hairdressing industry for the last 
34 years, with former experience at Vidal Sassoon and Jingles international; he successfully opened and built up an amazing, award-
winning (and very profitable!) salon. his interests in the business side of hairdressing led him to train as an accredited business coach. in 
2005, after 23 years, he sold his salon as a going concern in order to concentrate fully on his career – setting up iBc (impact Business 
coach) – helping others build their businesses so that they could enjoy as much success as David himself. David is well respected within 
the hairdressing industry. he is a Fellow of the Fellowship, a Master craftsman of “the hairdressing council”, a former council member 
for “hABiA” representing “Nationally Approved Salons” and has contributed on the criteria for “Foundation and Degrees in hairdressing”. 
he is also a past judge at the British hairdressing Business Awards. During 2008, David was the Business editor for the Fellowship
for British hairdressing magazine ‘FM’ and in April 2008 David was elected to serve on the council of the Fellowship for British 
hairdressing. in 2011 David was further elected as chancellor of the Fellowship for British hairdressing. David is currently
running courses with L’oreal and offers a private consultancy and coaching service for salons in the hair and beauty industry.

For more information on the service that David offers visit www.impactbusinesscoach.co.uk
or call 01243 778598, mobile 07768 242034, email david@impactbusinesscoach.co.uk 
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If, as a salon owner and salon manager, you understand what 
motivates people, you have at your command the most powerful tool 
for dealing with them. If you are an employee you would say you 
want more motivation but perhaps you’re not sure what it is. The 
salon manager and salon owner would like to have a more motivated 
team. Salon business owner’s demands are even greater in today’s 
very competitive commercial world so that they need their key 
people to be self-motivated.

Motivation and power are so closely linked together that it can be 
said that there is power in a motivated person. As a business owner 
and manager you will certainly have a greater ability to achieve 
success through a motivated person’s success. And your success is 
whatever you decide it to be!

My mantra is very much: “You don’t get in business the profit you 
deserve; you get what you motivate!”

Let me begin by identifying in simple terms what motivation is – 
motivation should not be confused with manipulation; manipulation, 
in my very simple view, is getting somebody to do something because 
you want them to do it; motivation is getting somebody to do 
something because they want to do it.

A manipulative style of people management does not create the ideal 
strategy for success, where managers and the team all pull together 
in the same direction to achieve their common and shared goals.  
Essentially, motivation applies to all of us; you and me, if we really 
want to do something we will, of course, be more motivated; and if 
we really don’t want to do something we will, of course, lack self-
motivation! 

In identifying and talking about motivation in general, it should be 
understood that in management there are in particular two distinct 
types of motivation that need to be recognised and understood – 
Attitude Motivation and Incentive Motivation – let’s distinguish the 
difference between them. 

Attitude Motivation is how an individual thinks and feels. It is their 
self-confidence, their belief system, their belief in themselves, for 
example.  It is also their attitude to life – be it positive or negative, this 
is based on their personal belief system. At this point I want all salon 
owners and salon managers to understand this critically important 
point: “a person’s beliefs control their behaviour!” It is how they 
feel about the future and how they react to the past. All of us from 
time to time have to make sure that we have the right attitude.

Incentive Motivation is where a person or a TEAM (Together 
Everyone Achieves More) reaps a reward from an activity. Essentially 
we can sum this up as: ‘You do this and you’ll get that’. It is quite 
extraordinary how the majority of people fall into the trap and find 
that they have a  poor balance within their employer/employee 
relationship, i.e. many people just work hard enough so they don’t 
get fired and, in return, their employer pays them just enough so that 
they don’t leave. It’s on this happy or unhappy basis that many salons 
operate year to year. A successful incentive programme will not only 
increase profits but can also inspire staff loyalty and raise morale. 
Cost-effective incentives calculated correctly don’t add cost to the 
business they create and add more profit! 

Salon owners and managers should circulate lists weekly of results 
achieved of each individual in their team; in larger salons this can be 
broken down into league tables, and when these tables are circulated, 
every individual will look for their own name first. Inevitably, the only 
people who are likely to object to this will be those at the bottom. 
For the people at the top, framed certificates can be awarded; these 
certificates should be hung up in the salon. They will not only act 
as an ongoing reminder of achievement, they also will act as a spur 
when clients and other team members see them on the wall, creating 
‘I want one of those’ feelings among the team members. 

The certificate should always be on good quality paper, well designed, 
printed and beautifully framed. Always ask yourself as the salon 
owner or manager this testing question; would you be proud to 
receive one of your certificates? A certificate of achievement creates 
recognition, and recognition of incentive achievement is a very 
powerful motivator. The three greatest incentives are: Recognition, 
which creates Happiness, and is rewarded by Money.

It is critically important to understand the difference between the 
two types of motivation and to accept that both kinds are at their 
most effective when they are both at work together. It’s also essential 
to understand that, as salon owners and managers, to be an effective 
motivator of others one must have or develop leadership skills. This is 
common sense, but nevertheless worth pointing out and highlighting. 
I personally love some of the great clichés; one very apt one is: “When 
the leaders are leading, the followers will follow”.
    
For salon owners and managers who have identified what motivation 
is and are able to apply it correctly within the salon business, 
motivation simply becomes the “Secret of Success”.  

Motivation The foundation of a successful salon business is a 
highly motivated team. So, what is motivation?
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EMPLOYMENT LAW ADVICE with David Wright

David Wright BA (hons) FiPD, advises hABiA and a range of salons. For an all-inclusive fee of £200 per annum you are able to contact with all 
your employment queries. he will write your contract, set of policies, application forms, salon handbook and send you a monthly newsletter full 
of helpful tips and advice. the fee is all-inclusive no matter how many times you need him. contact David on 07930 358067, 01522 831061 

or email info@davidwrightpersonnel.co.uk. You can also take a look at his website at www.davidwrightpersonnel.co.uk

Staff 
Appraisal
A Win-Win Scenario
You might be surprised to hear that there is no legal 
requirement to carry out appraisals but that doesn’t 
mean they are not an invaluable tool for employers and 
employees. Most successful businesses see “appraisal” as 
an essential feature of employing staff. 75% of employers 
have an appraisal scheme and most of the major 
employers in the hair industry have an appraisal scheme. 

What is appraisal?
There is no one model of appraisal. The principle is that it is used to 
recognise and motivate improved performance and the acquisition 
of skills.  There is evidence that effective appraisal improves morale 
and communication; it can be used to set targets and review the last 
year’s performance.
•  Typically appraisal takes place annually but some salons carry it 
out half-yearly or quarterly. 
•  Some salons use the appraisal to decide upon pay awards to staff, 
although some people frown at this.
•  Most salons use appraisal to discuss staff’s performance over the 
last 12 months. This may include issues like attendance, achieving 
targets or general skills development. It also provides a scenario for 
the employee to raise issues and contribute to the following year’s 
objectives and training and development needs.
•   A recent survey showed 65% of employers using appraisal used 
the meeting to set objectives for staff to achieve.
•  The meeting also provides an opportunity to discuss training/skills 
needs of staff to help develop the business of the salon.
•  An appraisal can also allow an opportunity for staff to discuss their 
personal goals; these might relate to developing skills but could relate 
to their working hours re the work/life balance.
•  Some salons ask employees to come to the meeting  prepared with  
one idea to improve profitability or services at the salon

Helpful hints 
It can be difficult for an employee to fully participate in the appraisal; 
it can be quite threatening. Some salons have a form that staff 
complete a few days before the appraisal in which they assess their 
own performance and highlight areas they would like to discuss.

Equally, salon owners may have little or no knowledge in carrying 
out appraisals. The following tips will help you avoid some of the 
common failings when carrying out appraisals:
•  Managers must avoid the temptation to monopolise the meeting 
or use it as an opportunity to repeat criticisms of the employee’s 
performance over the last 12 months. The meeting is a vehicle for 
both parties to openly discuss performance issues.

•  Confirming the employee’s failure to achieve agreed objectives has 
a part in the appraisal, but as important is improving performance 
and getting the employee to leave the meeting committed to go the 
extra mile for you.
•  Another common failing is to fail to indicate how and where the 
objectives will be reviewed. The employer and employee should 
agree a timetable of meetings to review progress.
•  For employees, if they prepare properly, it is a golden opportunity 
to have a one-to-one discussion regarding their goals, ambitions and 
training/career needs.

Having a simple appraisal policy or form can help structure the 
process. You may need a scoring system to assess the previous 
performance. Many employers adopt a SMART system. You look at the 
outcomes from the appraisal and ask are they:

S specific
M  manageable
A achievable
R realistic
T time limited (having a time limit)
Finally, your appraisal results may be used as the basis for key 
business decisions. For example, pay, promotion and, more recently, 
selection for redundancy. All of these are vital for your business and 
can be challenged. Therefore, easy-to-use appraisal documentation 
and good records of your decision making processes are vital.
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6 Chances to Win Amazing Products
All of the latest products described on these pages are available for our lucky readers to win, and it couldn’t be easier to enter – simply email your 
name, address and registration number to jo@haircouncil.org.uk and put the name of the product in the subject line. Alternatively you can send 
your details on a postcard to The Hairdresser Giveaways, Hairdressing Council, 30 Sydenham Road, Croydon, Surrey CR0 2EF. 
Remember to include your registration number and a contact  telephone number. You can enter once for each product giveaway
if you wish.  All entries will be placed into a prize draw and the winners will be drawn at random.

5
GOLDEN SILK 

OILS TO BE 
WON!

5
BEACH GUMS 

UP FOR GRABS

WIN 

A BOX OF 

MACADAMIA 

CURLING CREAM 

KIT!

5
K-PAK COLOUR 

THERAPY SETS

 TO WIN!

The Great Giveaway!

Beach Gum 
This new wax from ID Haircare 
is quite different from the other 
waxes. It is actually a gel in wax 
form for all lengths of hair. Beach 
Gum gives the hair support, 
a powerful hold, sharpness, 
separation and is long-lasting. It is 
easily rinsed out with warm water 
and has a hold factor of 5. 
For more information freephone 0845 
2309660 or visit www.idhaircare.co.uk 

Macadamia Curling Cream Kit
After a year that has seen Macadamia burst on to the global hairdressing scene with new 
and creative ideas to inspire hairdressers and their clients, a luxurious gift collection has 
been introduced for those who love beautiful hair that oozes with health and shine!  The 
Macadamia Curling Cream Kit is an ensemble of Macadamia essentials offered in a highly 
stylised presentation box. With its rare and exclusive blend of precious Macadamia and 
Argan Oil at the heart of every formulation, this set offers a Rejuvenating Shampoo, Healing 
Oil Spray and NEW Reviving Curl Cream combination to cleanse, spritz hair and impart 
iridescent shine and texturise with the first offering in Macadamia’s new styling line. 
Reviving Curl Cream defines waves and curls as it de-frizzes, nourishes and conditions 
to leave wavy, curly hair looking at its absolute best. For information call 08448 40 30 40, 
email info@macadamiahair.co.uk and visit www.macadamiahair.co.uk 
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WIN 
A PAIR OF  BIG 

BLADE 11 COBALT SCISSORS WORTH 
£235

WIN 

A PAIR OF 

MR-1 EASYCUT 

CLIPPERS

Golden Silk Oils
Golden Silk Oil is a hidden beauty gem 
made from Wild Camellia Oil taken from 
the flower’s seeds.  This seed is so rich in 
natural vitamins people in the Far East 
eat it for its health benefits. Golden Silk 
Oil is the purest natural oil product you 
can buy and contains vitamins  A, B, C and 
E, polyphenols and other anti-oxidants.  
Golden Silk Oil mirrors the skin’s sebum 
production, which replenishes lost 
moisture and is wonderful on hair as 
an intensive leave-in conditioner.  It’s so 
versatile it can also be used on stretch 
marks, rough, dry skin and on the face to 
firm up the skin and reduce fatigued eye 
circles and eye bags. 
For further information call Gentle Beauty 
on 020 3072 1000.

K-Pak Color 
Therapy Range
Reconstructs, protects and 
prolongs colour 

JOICO® K-Pak® Color Therapy is a new, multi-
tasking range that strengthens hair whilst 
doubling the longevity of colour vibrancy. 
The latest addition to the JOICO® K-Pak® 
family, renowned for deep-conditioning and 
reconstructing hair, Color Therapy contains the 
revolutionary QuadraBond Peptide Complex™. 
This resurfaces and reconstructs hair to ensure 
that damaged strands maintain colour intensity 
for twice as long, when compared to ordinary 
shampoo and conditioner. The QuadraBond 
Peptide Complex™ contains four key elements 
that work together to help repair the outer 
surface and inner core of each strand, leaving 
hair stronger, reconstructed, and able to repel 
water that diminishes the intensity and vibrancy 
of hair colour.  Each set contains a new JOICO® 
K-Pak® Color Therapy Shampoo,  Conditioner 
and Restorative Styling Oil. JOICO® K-Pak® 
Color Therapy is suitable for all hair types and is 
available at professional salons nationwide.  
For more information about JOICO®, please call 
0845 071 2326 or visit www.joicoeurope.com

Good luck!

NEW! Big Blade 11 Hand 
Crafted Cobalt Scissors

Using the world’s highest performance cobalt steel with gold, the Big Blade Company’s 
sensational new V10 Colbalt Blade 11 is guaranteed totally rust-proof.  Thanks to a high-

quality certified Japanese steel specification they stay sharper for longer.  

The Blade 11 also features Big Blade’s unique Tensionics adjustable wheel
system, allowing the scissor to be adjusted infinitely to its

owner’s preference.

Included with the Balde 11 scissors is a leather blade 
protector, a chamois to clean and hone the blades, 
a high-grade specially formulated oil capsule and 

a finger hole adjustor to ensure absolute
comfort and fit. 

For further information contact Big Blade Company 
on 020 3356 9759 or visit www.thebigbladeco.com

Mr-1 EasyCut 
Clippers from 
Andis
The Andis MR-1 EasyCut Clipper 
is designed for use by entry-level 
students. It has a powerful high- 
speed magnetic motor and stainless 
steel blades that can be adjusted 
from size 000 (0.2mm) to size 
1 (3mm).  Perfect for tapering, 
texturising, flick cutting, slicing, 
chopping, bulk removal and fading, 
it can be used on wet or dry hair. 
A great all-round styling tool, it 
comes with four attachment combs, 
lubricating oil, cleaning brush and 
instruction manual. 

 For further information see www.
denmanbrush.com or freephone 0800 
262509



MUSIC CREATES 
THE RIGHT 
ATMOSPHERE.*

*MusicWorks survey of 2000 people, conducted March 2009. ** If you play recorded music in public it is a legal requirement to obtain the correct PPL licence, failure to do so may result in legal action. PPL is different from 

PRS for Music. PPL collects and distributes money on behalf of record companies and performers whilst PRS for Music collects and distributes money on behalf of songwriters, composers and publishers. Both licences must 

be obtained to ensure all copyright holders are fairly paid. † If you play recorded music in your business without obtaining a PPL music licence you would normally incur a 50% surcharge on your licensing fee. However, by 

proactively contacting PPL to declare your music usage and quoting ‘Hairdresser’ this would not be applicable – the equivalent of a 33% saving.

ppluk.com

A recent survey revealed that over 
80% of customers say that music in 
salons creates a good atmosphere. 
Over half of those surveyed would 
recommend a salon that plays 
music over one that doesn’t.

There is no doubt that music is good 
for business. The simple act of turning 
music on can make a huge difference 
to productivity and sales.

PPL can help make music work for you 
by offering licensing solutions for playing 
recorded music in public. A PPL music 
licence will give your business access 
to literallly millions of songs – all for as 
little as 16 pence per day.

For more information on how to obtain
your PPL music licence** visit ppluk.com
or call 020 7534 1054.

To fi nd out more on how music can work
for you visit musicworksforyou.com.

CONTACT US

SAVE TODAY

New customers can

reduce the overall cost

of their fi rst year’s licensing

by contacting us and

quoting ’Hairdresser’†

020 7534 1095
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If you have been a State Registered Hairdresser for over two years and have management and  
training experience you may be 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 four different formats: a Diploma in a stylish, specially made frame,  
a silver metal plaque on a black mount in quality silver frame, a burnished brass metal plaque, mounted on  

solid dark wood, or a silver metal plaque in a modern look acrylic frame.

Master  
Craftsman

in Hairdressing?

Could you become a 

For more information on how to become a Master Craftsman
contact the Hairdressing Council on 020 8760 7010.

Newly Registered Master Craftsmen

939525  Alan L. Fentiman  Hampshire

941369  Chung Chi Tik  Ontario, Canada

941471  William Foran Chorley

942029  Rita Wiafe  Nottingham

Reg. No.        Name    Address

Vidal
Sassoon SRH

Andrew 
Barton SRH



www.hairmeche.com

0800 032 5477

Box of large £8.99 Box of small £6.99

Vat
free until

2012

“Save Money
Safe Planet” Call 0800 032 5477

info@safeplanttowels.comNo more stains! Smart Buy!

● Dye, bleach, chlorine and ammonia totally resistant!
● Quick drying so eco-friendly and energy saving, saves the

smart salon owner up to 70% on energy bills!!!
● Longer lasting 2/3 longer life span than any other towel
● Cost effective
● Snag resistant
● Less prone to harbor bacteria

www.safeplanettowels.com

Registered Hairdresser and business guru Hellen Ward talks to other registered 
hairdressers about the ‘Ultimate Salon Manager’.

“I lecture and teach other salon owners all over the UK and sometimes I get asked to do some 

pretty instantaneous SWOT analysis on their salons without any prep. A salon owner may chuck 

a scenario at me and ask my thoughts about their policies or ethos which can be a bit of a ‘fly by 

the seat of your pants’ moment! I’m never really sure that they really want me to be as brutally 

honest and candid as I would sometimes like to be as most entrepreneurial people are pretty 

dogmatic (like me!) so it can be a bit of a clash when I don’t always agree with some of them.

Equally sometimes I find it hard to remember that it’s ‘horses for courses’ as they say and no 

one brand ideology will fit each and every salon or their unique individual customer profile. 

We can all get quite confused about whom we are trying to appeal to; it happens to the best of 

us. It’s hard to remember at times that it’s what the customer wants and responds to, not what 

our preferences are that should lead the direction.  We might like minimalist, ultra trendy 

marketing but if it doesn’t appeal to our consumer profile it won’t work. Ditto for music, interior 

design, staff profile, etc.  

Similarly, just as salons often forget to survey their existing customers when thinking of 

innovative treatments, services and offers, they can also aim their marketing firmly at attracting 

the new client and not looking after the old. Think about all those adverts for car insurance or 

broadband – not available to existing customers it shrieks in the small print. Surely that’s 

exactly who it should be available to especially in this economic climate! Now more than ever its

vital not to take our loyal customers for granted.

In the business seminars I conduct around the country I implore salon owners and professionals 

to turn this thinking on its head and evaluate just exactly who they are aiming to attract and why. 

Looking after and nurturing regular, already loyal clients to give you the peace of mind that they 

will continue to come to you isn’t simply about pushing recommend a  friend offers in their faces 

or asking them overtly when they’re going to re-book before they leave. It’s much more subtle 

than that. 

It’s about service. It’s about the receptionist remembering your name before you have to tell her, 

the therapist remembering it was your wedding anniversary last time you came in and asking 

how it went, your nail tech remembering your mother was ill recently. It’s this personal seemingly 

unimportant stuff that makes us vote with our feet time and time again – to go back. Think of 

your favourite restaurant, and how good it feels when you arrive and they welcome you 

genuinely and warmly. And think about how bad it feels when this doesn’t happen; when they 

“I lecture and teach other salon owners all over 
the UK and sometimes I get asked to do some 
pretty instantaneous SWOT analysis on their 
salons without any prep. A salon owner may 
chuck a scenario at me and ask my thoughts 
about their policies or ethos which can be a 
bit of a ‘fly by the seat of your pants’ moment! 
I’m never really sure that they really want me 
to be as brutally honest and candid as I would 
sometimes like to be as most entrepreneurial 
people are pretty dogmatic (like me!) so it can 
be a bit of a clash when I don’t always agree 
with some of them. Equally sometimes I find it 
hard to remember that it’s ‘horses for courses’ 
as they say and no one brand ideology will fit 
each and every salon or their unique individual 
customer profile. 

We can all get quite confused about whom 
we are trying to appeal to; it happens to the 
best of us. It’s hard to remember at times that 
it’s what the customer wants and responds to, 
not what our preferences are that should lead 
the direction.  We might like minimalist, ultra 
trendy marketing but if it doesn’t appeal to our 
consumer profile it won’t work. Ditto for music, 
interior design, staff profile, etc.  

Similarly, just as salons often forget to survey 
their existing customers when thinking of 
innovative treatments, services and offers, 
they can also aim their marketing firmly at 
attracting the new client and not looking after 
the old. Think about all those adverts for car 
insurance or broadband – not available to 
existing customers it shrieks in the small print.  
Surely that’s exactly who it should be available 
to especially in this economic climate! Now 
more than ever its vital not to take our loyal 
customers for granted.

In the business seminars I conduct around 
the country I implore salon owners and 
professionals to turn this thinking on its head 
and evaluate just exactly who they are aiming 
to attract and why. Looking after and nurturing 
regular, already loyal clients to give you the 
peace of mind that they will continue to come 
to you isn’t simply about pushing recommend 
a  friend offers in their faces or asking them 
overtly when they’re going to re-book before 
they leave. It’s much more subtle than that. 

It’s about service. It’s about the receptionist 
remembering your name before you have 
to tell her, the therapist remembering it was 
your wedding anniversary last time you came 
in and asking how it went, your nail tech 
remembering your mother was ill recently. 
It’s this personal seemingly unimportant stuff 
that makes us vote with our feet time and time 
again – to go back.  Think of your favourite 
restaurant, and how good it feels when you 
arrive and they welcome you genuinely and 
warmly. And think about how bad it feels when 
this doesn’t happen; when they don’t show a 
glimmer of recognition to you despite the fact 
you’ve been there 6 times in the last month, 
and how much this makes you feel like you 
never want to go back again. 

The trouble with warm, genuine, sincere 
service is it so practically impossible to teach. 
People are either naturally gifted service givers 
or they are not. But the ones that are need 
nurturing and developing so they can lead, 
mentor and set the example to everyone else 
and the message can get through the rest of 
the team by osmosis. 

So many salons waste their time and 
resources chasing the new client when they 
should be investing in looking after the old. 
These same salons often come to me and say 
they can’t get off the treadmill of discounting 
their treatments or the new clients would dry 
up and their turnover would be down. Can’t 
they see the fatal error? One salon recently ran 
half price all day every Monday. 

“Why?” I asked. 

“Because we’d be dead if we didn’t” came the 
unconvincing reply. “But what if I’m your best 
client and I work on Mondays and it’s the only 
day I can’t come – what do I get?” I enquired. 
The answer was clear – nothing.  Risking 
regular customers who are paying full 
price lining up at reception to settle their 
bill when new clients are parading offers, 
on-line discounts and freebie vouchers is 

a real gamble – and not a strategy I would 
recommend.  If I was a regular customer and 
realised my loyalty and custom meant so little 
I’d march straight out, pronto. 

Far better to think of more innovative ways of 
keeping a client loyal rather chasing a fickle, 
transient one – loyalty cards, incentives, 
rewards – but never discount. Start on that 
slippery slope and you’ll only regret it. 

But to keep prices high and standards up, 
we can only charge top dollar if we continue 
to invest in our assets – our teams. How can 
we talk to our staff about customer service 
standards if we don’t supply them with the 
tools to deliver top notch client care in the first 
place? Scrimping shows – it always does. I 
have a bugbear when hearing salons are too 
stingy to employ a receptionist or a junior, then 
wonder why they can’t charge more for their 
services when the therapist is running around 
making coffee or booking appointments. No – 
we must give our teams the tools they need to 
deliver the service in the first place. Being tight 
and not reinvesting in our business and the 
needs of our team so we can deliver a quality 
of service has never been more important. It 
just seems that not everybody realises it.”

Business and industry expert Hellen Ward, in 
partnership with City & Guilds, is launching 
a new series of books for salon managers in 
January 2012, including: 

Getting Established covers the legalities 
of setting up a salon and the red tape 
involved, and focuses on business plans 
and brand visions, looking at branding, PR 
and marketing. 

Managing Finances looks at getting to grips 
with the numbers, focusing on profitability, 
increasing turnover and controlling costs, to 
give a real understanding of salon finances.

Team Performance addresses all aspects 
of creating, managing, growing and 
developing a team and looks at installing 
structure, systems and procedures to 
monitor and optimise individual financial 
performance.

For further information, please visit
www.ultimatesalonmanagement.com

Registered Hairdresser and business guru Hellen Ward talks to 
other registered hairdressers about the ‘Ultimate Salon Manager’.
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IN THE SPOTLIGHT
NEW FOR 2012

FOR ALL ASPIRING HAIRDRESSERS WHO WANT 
TO KNOW WHAT REALLY MAKES 
AN ART TEAM TICK

If you are thinking of setting up your own Art Team or think 
you may like to be a member of an Art Team, this is a fantastic 
opportunity to get up close and personal with the industry 
names that have truly etched their names on the hairdressing 
board of fame.

Price: £20 inc vat  Time: 7.00pm – 8.30pm

Become a fan of ‘Wella UK’ on Facebook www.wellaprofessionals.co.uk

For more information or to book call your Nearest Wella 
Professionals Studio:

Wella Professionals World Studio London   020 7637 7172
Wella Professional Studio Manchester     0161 834 2645

THE CHEYNES 
ARTISTIC TEAM
World Studio London 
Mon 10 September 2012

MARC ANTONI 
ART TEAM
World Studio London 
Mon 6 February 2012
Studio Manchester 
Mon 10 September 2012

HOB SALONS 
CREATIVE TEAM
World Studio London 
Mon 12 November 2012

D&J AMBROSE 
ART TEAM
Studio Manchester
Mon 11 June 2012

THE TONI&GUY 
ARTISTIC TEAM
World Studio London 
Mon 30 April 2012
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 Cutting
  the risk

Flexible and affordable insurance cover  
for State Registered Hairdressers

Cover starts from as little as £46.20 for £1m
Public Liability – that’s less than 13p per day

Plus
FREE Hand Cover with every
Personal Accident Extension

prices start from £21.00

Salon Owners?
No Problem, we can cover the insurance you need:

Public Liability • Employers Liability • Treatment Risks
• Buildings & Contents • Commercial Vehicle

Check your insurance
cover today to see how
we can cut your costs

0800 454 371
Please quote reference HAIR2011
businessinsurance@jltgroup.com 

www.jltbis.co.uk
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9

8
_0

1/
11

Preferred insurance provider 
of The Hairdressing Council

Making Business Insurance
more personal
JLT Business Insurance Services. A division of Thistle Insurance Services Limited. Lloyds Broker. Authorised and Regulated by the Financial Services Authority.
A part of the Jardine Lloyd Thompson Group. Registered Office: 6 Crutched Friars, London EC3N 2PH. Registered in England No 00338645. VAT No. 244 2321 96.
The Hairdressing Council is an Introducer Appointed Representative of Thistle Insurance Services Limited
*  Price quoted is for annual cover and excludes IPT (6%)
** Cover has to be purchased in addition to Public Liability. Price quoted is for annual cover and excludes IPT (6%)
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