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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 
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some things in life take real 
dedication and running a marathon 
has to be included in that list – it’s 
a well-known fact that the training 
can be harder than the event itself.  
Many congratulations to registered 
celebrity hairdressers Andrew Barton 
and Mark Hayes, who both finished 
this year’s London marathon and 
raised huge amounts of money 
for their chosen charities.  Andrew 
ran for the British Association of 
Fostering and Adoption which is 
really close to his heart and Mark ran 
for our wonderful industry charity – 
HABB. Well done to them both.  

The uK student of the Year 
nomination forms have now been 
sent and for 2012 we are lucky 
enough to have Patrick Cameron, 
Andrew Barton and Lisa shepherd 
judge the first round.  if you want 
to know more about these exciting 
prestigious awards please email Jo 
(Jo@haircouncil.org.uk). 

Once again we have some fabulous  
giveaways for you – remember 
these giveaways can only be won 
by registered hairdressers so it’s well 
worth having a go.     

Finally, it’s great that so many of 
our registered hairdressers have 
requested tickets to come along to 
the House of Commons in June and 
i really look forward to meeting you. 

sally styles editor
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the collections
Neil smith of Barrie stephen Hair
Neil smith presents a contemporary collection of 
elegant yet edgy hairstyles

‘Jealousy’ by Anne Veck
Anne Veck returns with an eye-catching series of 
male styles for 2012

‘starlet’ by Andrew Barton
Andrew uses modern and traditional
techniques to create volume, sleekness and 
textures in his new collection

the techniques
step By step: ‘smoke & Mirrors’
Joico shares another fantastic cut and colour 
technique; this month helping you recreate some 
stunning looks with a longer hairstyle

the business
Jasmine Dickenson
Jasmine examines the trend for discounting in 
salons and explains how you can still be profitable 
when using vouchers 

Hellen Ward
in this issue Hellen Ward talks about the new 
Health and safety european Framework

David Drew
‘Procedures-4-Profit’ – finding the right 
competitive edge has never been more important

David Wright
Performance Management: improving your staff’s 
productivity can increase your salon’s profitability

Mark Ridout
The benefits of a valuation of your business

the news
Registered Hairdresser News 
state registered hairdressers making the headlines

the interview
Head2Head: Anne Veck
...on her career, her likes, dislikes, plans for the 
future and her advice for others looking to make it 
big in the industry

the products
Product Profiles
An array of top industry products profiled to keep 
you up to date with latest developments

Great Giveaways
Your chance to win some the latest products 
including Black & White Wax, an Andis RT-1 
superLiner Trimmer and other great goodies
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the collections

BARRie sTePHeN HAiR

Photographer Jack eames
Make-up  Maddie Austin
styling  Clare Frith
Products  schwarzkopf Osis

barriestephenhair.co.uk

   Neil 
Smith
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the business

Jasmine Dickenson has worked closely with salon and spa businesses 
for more than two years throughout New Zealand, Australia and the 
uK with Kitomba. she is now based in London full-time, bringing her 
international business experience to the uK industry. 

“i’ve worked with salons of all sizes, from solo operators to larger 
multi-site chains and essentially they’re all looking for the same things: 
happier customers, more time, more ways to develop and nurture their 
staff and, of course, any change needs to benefit their pockets. Over 
time, i’ve been delighted to see my clients grow and prosper in these 
ways. They’ve also gained a greater sense of comfort, control, and 
security in their business.” 

Kitomba is a complete management system for salons and spas, with 
software, training, unlimited telephone support, workshops, online 
training videos and so much more. Take your business to the next level, 
exceed your business goals, increase sales, gain confidence in running 
your business, save time and reduce stress with Kitomba.

To find out more about what options are available to you, please visit www.kitomba.co.uk 
or contact Jasmine on 07792 763915, jasmine@kitomba.com

staying Profitable 

When using Vouchers

salons are increasingly at risk of being held to ransom by customers reluctant to buy without 
getting some kind of ‘discount’ deal. A lot of deal sites will try to tell you that a bargain basement 
promotion can introduce new customers to your business with the chance of up-selling them. 
if you are thinking about running a voucher deal, here are some things to consider:

The main types of customers that a voucher deal 
site will attract are:
Your existing clients – Clients who would have 
paid full price will see the coupon and bring it in 
(i’m sure you can imagine what they’re thinking 
about the prices you’ve been charging and may feel 
undervalued for their loyalty).
Potential new regular clients – These people may 
live nearby and are actually looking for a hairdresser. 
For such a great deal they’re less shy about trying 
you out and may return if you deliver a great service.
Potential new irregular clients – These people are 
not interested in paying any more than the bare 
minimum, assume that you’re still making money 
off the deal somehow, and are primarily looking for 
a bargain. 
Deal-chasers – While deal websites announce 
increased revenue from the previous year, the 
number of purchasing customers hasn’t changed 
much, meaning that people are buying more than 
one deal. in the united states, voucher deal sites 
are trialling ‘ViP’ member-only sections. For a small 
one-off fee, members will get the deals 12 hours 
before everyone else, creating a group of ‘super 
deal-chasers’ who fill up the best time slots first and 
will most likely never return, as they will be loyal to 
the deal site, not you. 

Realistically you should set your expectation of up-
selling 10-15% of voucher buyers. Remember to 

factor in the risk of reputation damage, because 
the extra burden can make it more difficult to 
service customers effectively. A Harvard business 
study recently uncovered that customers that 
come to businesses from deal sites tend to rate 
these businesses far lower in terms of customer 
satisfaction than their usual client base would. 

Take these lessons and create a plan to make 
it workable for you, your business, and your 
customers
instead of having to share more than 50% of your 
profit with a voucher deal site, it’s more profitable 
to leverage your existing client database, reports, 
and common sense to work your own deals that 
clients in your area will respond well to. 

setting an expiry date or limiting the times during 
the week that the promotion can be redeemed 
gives you better control and means you’re more 
prepared to manage any increased workload/
cash flow issues. 

Discounting the price of a service lowers the 
perceived value, so try bundling services together 
into a deal. it will make charging full price easier 
next time. 

Remember that sometimes, those that came to 
you from a fabulous special may only come back 

via another fabulous special! But at least you know 
who they are and have them in your back pocket for 
the next time that you might want to plump up your 
columns.

Be careful about offering deals to people that haven’t 
come in for a while, as you could inadvertently ‘train’ 
clients to leave it longer between visits. The same 
goes for trying to target those that get one service 
and not another; for example, those that get a cut 
and not a colour, as you may start to ‘train’ your 
colour clients to not book their colours until you offer 
them a promotion.

Why not try setting up your own ViP scheme to offer 
to customers, or even ask customers to pay a small 
fee to become a part of? Contact me if you would like 
more information on how this idea can be tailored to 
fit your business.

Consider your delivery method
Broadcasting discounts to all and sundry is okay if 
you’re a supermarket, but otherwise, it’s a bad idea. 
For smaller businesses, targeted direct response 
marketing is the most cost-effective way to get clients 
coming in and keep them coming back. 

Think carefully about your clients and how they 
prefer to be contacted. We are entering an age 
where a ‘voucher’ doesn’t have to be delivered by 
hand anymore. What is the average age group and 
profession of your clients? Young people and trades 
people prefer texts; office-based people prefer emails. 
With the popularity of smart phones, it’s now much 
easier to avoid carrying bits of paper/punch cards. 

social media sites such as Twitter and Facebook 
are increasingly popular and can be enormously 
successful, but it’s less targeted and informs your 
competitors of what you’re up to. 

Online booking is a great way to capitalise on your 
customers’ purchasing impulse the moment that they 
see your promotion. if you include a link directly to 
your booking page from your texts and emails, this 
will allow them the opportunity to book in with you 
any time of the day or night, even if they can’t reach 
you on the phone, thus achieving a higher uptake. 

Leaflets are handy for getting locals in but can be 
more costly. Putting a QR code or web address on 
vouchers that directs to your online booking site 
takes them from ‘old school to new school’ and is a 
super easy way to start collecting vital information 
about a new customer before they have even set foot 
on to your premises.

Your point of sale system needs to automatically 
get back in touch with your clients to build on your 
relationship, without you having to remember to do 
it manually. 

Understand your accounting and tax obligations
Whatever promotion you run, make sure you 
maintain relevant information on each client. Always 
keep a log of how a customer came to you, and on a 
separate tally, how much each advertising stream has 
brought to you in terms of both number of customers 
and value. 

it’s better to log the price of your service at full price 
and process the payment as a voucher. This will 
ensure you always have a good handle on the value 
of the services you’ve promoted so that you can 
correctly measure the return on your investment. 
The difference with a voucher is that it’s a non-bank 
payment and can be excluded your totals when it 
comes to paying tax. 
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the interviewHeAD2HeAD

How did you first get into 
hairdressing? 
A bit by chance. My mother’s hairdresser 
was looking for an apprentice and i had to 
get a job for family situation reasons. so i 
went along and signed an apprenticeship 
for three years. i was very sporty and really 
would have loved to study sports science 
or have been an athlete – middle- or long-
distance running. But i liked hairdressing 
from day one and find i love the people 
contact.

Were any of your family in the 
hairdressing business? 
No, and apart from my partner Keith on 
the business side, they still aren’t! Our 
eldest daughter Chloe is studying jewellery 
design at Central st Martin’s and our 
youngest Manon is still at school. They 
both model for my photoshoots though – 
especially Chloe, you’d recognise her!

Apart from hairdressing, how else do 
you like to spend your time? 
i like running, but i’m quite obsessed with 
hair i’m afraid – i spend a lot of my spare 
time playing with hair in my atelier creating 
weird and wonderful shapes. Or i’m on You 
Tube finding inspiration. Keith is a big rock 
music fan and is always trying to persuade 
me to go to gigs. i have given in to Bruce 
springsteen this summer but Anthrax or 
Motorhead, no thanks!

What do you dislike? 
Lazy people.

What do you love most about 
hairdressing? 
The possibilities for creativity, especially 
making shapes which define gravity. Also, 
seeing my own collections published in the 
most prestigious trade magazines – i do 
have an ego which needs feeding!

What inspires you in hairdressing? 
Other hairdressers. To name just a few… 
Angelo seminara is like nobody else in the 
trade. A magician with hair!!! The French 
team of Haute Coiffure Francaise, they 
create shows out of this world. sharon 
Blain, i’ve just discovered her channel on 
You Tube...i’m spending most of my spare 
time with her at the moment!

You have recently won competitions 
– do you think this is an important 
aspect to hairdressing?  
Yes, competitions drive up standards and 
stretch us all to the limits of creativity and 
skill.

What are your greatest achievements 
to date? 
Being shortlisted five times at the British 
Hairdressing Awards. Being appointed as 
an Artistic Director for Matrix and Global 
Ambasador for Balmain. Presenting my 
work at the Royal Albert Hall for The 
Alternative Hair show. Being on stage at 
the Carrousel du Louvre in Paris with the 
Haute Coiffure Francaise Artistic Team; 
in my opinion the most talented team in 
world hairdressing. if you’ve not seen an 
HCF show, you haven’t lived! 

What do you hope your future looks 
like? 
i would love to win Avant Garde 
Hairdresser of the Year at the BHA. i’m 
one of five finalists in this year’s AiPP 
Grand Trophy (so is Angelo seminara, so 
the competition is tough, to put it mildly); 
to win this would be extraordinary. On a 
more regular basis i’d love to work more 
on the international stage with Matrix and 
Balmain.

What does being registered mean to 
you? 
it’s a recognition of the professionalism of 
our industry, a first step towards proper 
regulation which is so needed to enforce 
standards across the trade to protect our 
customers. 

What advice would you give to young 
hairdressers starting out? 
it’s a very rewarding career but you’ll only 
get as much out as you put in. Get involved 
in as much artistic work as possible 
from the start. Be prepared to give your 
own time if you aim to be successful, at 
whatever level.

 Anne
Veck 

Award-winning Registered Hairdresser 
Anne Veck is best known for her 
inspiring long hair, bridal and avant 
garde workshops, but she also enjoys 
teaching cutting and colouring.  All 
Anne’s teaching, is tailored to the 
specific needs of the group or individual, 
and it’s this that makes Anne such a 
popular, exciting and engaging tutor.



The UK’s No. 1

“KeraStraight really delivers results, for our clients, 
for our team and for our business.”

Trevor Sorbie MBE

Same day shampoo

Low pH protein

Straightens & repairs simultaneously

3 Variants for all hair types

Lasts up to 4 months

New add on service

For all clients

Repairs, re-constructs and rehydrates

Quick & easy

Lasts up to 30 days

www.kerastraight.com 0845 459 0026
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i have to chuckle to myself at times; is there ever a 
profession more misunderstood than ours? 

Not only are we subjected to endless stereo-
typing, with hairdressers still often portrayed as 
not being the sharpest scissors in the box, but 
what we do is constantly put across as being a 
lightweight, fluffy type of profession to choose. 
strangely, a hairdressing career never seems to 
escape the stigma of being less serious both in 
terms of what we actually do, (which is perhaps 
little more understandable) and our earning 
potential (which is not, and is undermined at 
one’s peril). 

However, one place where hairdressing is 
seemingly taken very seriously as a career choice 
is within the eu legislation. Because under new 
proposals being drawn up in Brussels, the “elf 
‘n’ safety gone mad” nanny state seems to 
have decided to add another element into 
the hairdressing equation: it is now officially 
dangerous.

some bonkers bureaucrat has decided that 
hairdressers should wear non-slip soles when 
cutting hair. Oh, and that wedding rings and 
watches are unhygienic (que??). i cannot help 
but think of my team. Try telling my Lenny Kravitz 
lookalike education director Nando that i have to 
police his footwear! Or that his myriad bangles, 
leather-wrap bracelets and his impressive 
footballer-esque array of watches (much beloved 
of our male contingent profession-wise – for 
some reason) are not permissible work attire, 
because someone four countries away thinks 
they are a safety risk. Or try telling my wonderful 
Rihanna-influenced, artfully styled sabrina that 
her 5” wedges are unsuitable for doing clients 
on the salon floor! Or that her hot pants are ‘not 
sensible’. The colourful resulting language would 
astound… 

isn’t what we do all about what we all look like? 
Forgive me, european Commission, but haven’t 
i spent all 30 of my salon years telling my team 
(and was told myself when i was their age) that 
the salon floor is the ultimate stage? That the 
very nature of our job is to sell an image? That we 
need to be a perfect blend of sophistication and 
cutting-edge street fashion? That how we dress, 
style ourselves, style our hair, and wear our make-
up helps to define our creative ability and matches 
us perfectly to the suitable customers that will 

define our individual clienteles? What are we, 
nurses? Are we supposed to forget our creativity 
and be perfunctory? Just perform our duties in a 
robotic manner? Aren’t we artists? Because that’s 
who i employ, or i did the last time i looked. i’m 
not looking for them to be lab technicians! As 
much as i care about their wellbeing, they have to 
express themselves through their look – it’s what 
we do. it always has been, and it always will be. 
That’s why you can spot a hairdresser in Wembley 
stadium – they have a look. We all, however 
different it may be, have a look. You know the 
one… because in reading this, you have it too. 

But worse, the nannying seems to have seeped 
its way into the pastoral element of our work. 
For our euro-cousins are also telling us not to let 
staff do too many haircuts in one day to prevent 
‘emotional collapses’! Tell that to one of my best 
friend’s husbands, who heads up the A&e of one 
of London’s busiest hospitals and dealt with the 
7/7 victims. Tell him about collapsing because 
of emotional pressure and stress. Not really an 
option for them, they have lives to save. emotional 
collapses? in a hair and beauty salon? Purlease…
Oh, and salon workers should have ‘social 
dialogue’ – or gossipy chats – for their ‘mental 
wellbeing’ in the workplace. What??? Does anyone 
who knows anything about the hairdressing 
industry really think that hairdressers need to be 
TOLD to gossip? it’s in our blood! it’s like telling 
simon Cowell not to wear high trousers, or telling 
my 6ft 5” husband not to be tall! We’re the most 
gossipy profession on the planet – we certainly 
don’t need to be told. 

Whoever belongs to eu Coiffure doesn’t seem 
to have much of an idea of what the British 
sensibility of hairdressing is about. Look at our 
hair icons; even the over-70s look achingly hip 
and trendy – and most 40+ hairdressers i know 
have a look, an aesthetic and a style only akin to 
other arty types, whether they are men or woman. 
They look young and full of élan, pep, zest for life. 
Their creativity ensures they are at the zeitgeist; 
they know what is happening out there and they 
never stop looking for the influence of the now 
and letting it affect them (their creativity, their 
style, their attitude). They don’t want to look like 
everybody else; leave that to the accountants, 
bankers, lawyers – the corporate brigade. Wearing 
‘suitable clothes’ just doesn’t go with the job 
description. it would be a death warrant for them, 
for these people want to behave anything other 

than suitably – and therein lays their charm. it’s 
a charm that permeates through to anybody the 
industry touches, and why, ultimately anything 
else to do for a living seems boring by comparison 
once the hairdressing bug has taken hold. 

However, cramping artistic style aside, the real 
nightmare is for the poor people who are left 
to enforce such idiocy. The salon managers, the 
managing directors, the heads of colleges and 
further education, who – already saddled with 
a seemingly bottomless pit of health and safety 
restrictions – could now be left to wade through 
a red-tape mountain of compliance from which 
they will arise, gasping for breath and sanity and 
wondering why on earth somebody wasted their 
oxygen in discussing such inane rubbish. 

There are many ways in which a committee’s time 
could be better spent – how about regulating our 
profession across the eu zone? Making sure only 
highly trained individuals were allowed to open 
businesses, ply their trade, sell their expertise. How 
about looking at ways to standardise training? To 
create some sort of register, like adopting our 
own state registration that could be recognised in 
europe or even worldwide? surely, it would be a 
far better use of resources to tackle the real issues 
that salon owners and their customers face? Just 
who are they talking to about what is going on in 
salons today? Please email me and let me know if 
you got surveyed or consulted, or were even part 
of the committee, because nobody i know was. 
isn’t it better to ask the people at grass roots level 
what they want, or are worried about, rather than 
dreaming it up?

What had me chuckling more than anything 
though (or was it sobbing?) was the last paragraph: 
‘to contribute to a healthy and balanced mental 
environment, the employer shall ensure a careful 
preparation of work… and work organisation 
aiming at optimising resource management 
and preventing emotional collapses’. Officials 
admitted that they ‘are not entirely clear what 
this means’. Yes, you read that correctly. They’re 
not sure what it means, and they wrote it. so God 
help us. 

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

Heels or no heels? 
in this issue of ‘Hairdresser’, Hellen Ward talks about 
the new Health and safety european Framework. To 
see this document in full go to www.haircouncil.org.uk 
and click on ‘What’s New’.

the business

A Profession 
Misunderstood?
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the business

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 elected as Chancellor of the Fellowship and in April 2012 David was further elected and is proud 
to become Chairman of the Fellowship for British Hairdressers.  David is currently running courses with L’Oreal and offers an 
affordable private coaching & consultancy service for salons in the hair and beauty industry. David is offering a generous 
discount to SRH hairdressers and salons who use his services. Registered hairdressers should contact David  to arrange
a no obligation FREE 30 minute phone coaching session, to see if he is the right Business Coach to work with them!

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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Procedures-4-Profit

Many business owners and managers find 
themselves becoming disappointed and 
discouraged at their apparent inability to 
control and prevent the cyclical ups and downs 
of their business efforts. They start to experience 
“(ANTs), Annoying Negative Thoughts.” The 
danger is the fantastic dream that they once 
had for their business quickly disintegrates into 
a heavy burden and a stressful slog. suddenly, 
they no longer own the business – the business 
owns them!

By definition, your business should be efficient, 
profitable and be able to operate without you, 
the owner, having to be there. if it doesn’t, then 
perhaps you don’t have a business, but instead, 
just a job! 

You may have a business that you, as the owner 
or manager, are working “in” at the moment, 
which means you may in fact have a “job” and 
a business that runs you and determines your 
life for you. implementing and putting systems 
in place simply means getting the business to 
run where the owner/manager is able to work 
“on” the business, and not just “in” the business.

Running a successful hairdressing business 
requires good decision-making, which is based 
on sound management information such as 
management accounts, which contain profit 
and loss data, balance sheet data, and cash-flow 
forecasts. Last month’s and last year’s figures 
can be used to show hard facts and established 
patterns within the business, but figures must 
be produced regularly and consistently if the 
manager/salon owner is to be able to compare 
them on an ongoing basis.

These figures with regular analysis establish the 
business’s “Key Performance indicators (KPis)” 

These indicators become the drivers of the 
business and can be used to powerful effect, as 
tools that can help identify potential problems 
and opportunities early on. 

enter the business consultant – with the 
experience, knowledge and ability to help your 
business out-manoeuvre, out-perform and 
out-market the competition, by helping salon 
owners/managers discover how to develop the 
vision for the business, make the best use of 
the business “KPis” and the foundations within 
the business: ie, management, staff, service, 
customers.

The use of a business consultant offers the 
business owner/manager proven, powerful 
and effective tools and strategies that can be 
implemented into the business to make better 
use of people resources and communicate 
your business plans effectively to your team 
helping create “greater profits and a steady 
and continuous stream of income”, using/
implementing low- and even no-cost methods 
to move the business forward. it is estimated 
that the “ROi” (Return On investment) for the 
use of a business consultant’s professional 
services is approximately ten times the fees paid 
(provided, of course, that the business owner/
manager follows through on the consultant’s 
advice). 

Client retention: it is estimated that it costs six 
times more to win new customers than sell 
more to your current customers! With the use 
of proven techniques it is possible to energise 
your team to help hairdressers and salons find 
new ways to provide extraordinary customer 
service and also improve their performance 
and systems so they can reduce their overheads 
and stress levels, but improve their profit!

Happy customers will drive any business, but in 
this very competitive and difficult market, they 
must be cared for and nurtured. Hairdressers 
and salons must do whatever it takes to earn 
their undying loyalty. Many businesses realise 
the importance of excellent customer service 
and know that it can give an edge over their 
competition, but they don’t understand or 
identify specifically what it is, or how to go about 
providing it! extraordinary customer service is 
doing whatever it takes to immediately satisfy 
the customer! its empowering employees to 
bend and break the rules to take care of the 
customer!

in order to provide exceptional customer 
service, however, “the business must train the 
team to provide it”.

The goal of any training programme is to 
change attitudes and behaviours and to 
reinforce basic skills.

in order to do that and keep “TeAM” (Together 
everyone Achieves More) enthusiasm high, i 
believe the business should introduce a new 
training programme twice a year.

When you train your employees, you are 
sending the clear message that you value them. 
When you give employees the knowledge 
and tools they need to do their jobs well, you 
increase their loyalty to the salon and create a 
productive team that works well together. Once 
your team have been trained, empower them!!!

Don’t tie their hands with cumbersome policies 
and procedures!

Give your team permission to please the 
customer! Give them the authority to solve 
customer problems! You must then trust your 
employees to make decisions that will satisfy 
your customers and keep them coming back.
When employees are confident in their skills 
and feel empowered and trusted, they are 
motivated. Motivated employees are productive 
employees and productive employees have a 
positive impact on business profits. 

With the current world economic difficulties, as the consequences of the credit crunch 
affect our customer’s behaviour, with the business world thus ever fiercer, finding the 
right competitive edge has never been more important.
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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 him 
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

Performance Management – what is it?
Performance management concerns developing 
individuals and teams to maximise their 
performance.

Appraisal is fairly commonplace in salons but 
how effective is your scheme? A good appraisal 
scheme can be mutually beneficial, allowing 
you to improve performance and to set up Key 
Performance indicators (KPis) or objectives. 
Objectives should be sMART
specific – Be precise about what you are going 
to achieve.
Measurable – Quantify your objectives.
Achievable – Are you attempting too much?
Realistic – Do you have the resources to make 
the objective happen (staff, money, machines, 
materials, minutes)?
Timed – state when you will achieve the 
objective (within a month?).

But performance management is much wider 
then periodic appraisal. it should ensure staff are 
clear about your expectations and it is also about 
developing their capacity to achieve their targets.

similarly, it allows staff to discuss their issues, 
whether they relate to their development, 
training, or even their working hours.

There are several objective criteria you can 
use to assess performance and compare the 
performance of staff. Here are just a few:

•  Column income
•  Retail sales
•  Client retention
•  Attendance
•  skills acquisition

We should also remember that staff have their 
own objectives. These might relate to their career 
development. They might also relate to their 
non-work desires, ie their work/life balance. 
Remember staff retention is vital in respect of 
high performing staff.

The points above are not all mutually exclusive. 
For example, in a busy salon a high column 
income might cloak a low client retention or poor 
retail skills. similarly, more experienced or senior 
staff may have a higher hourly rate and some 
salons work out the column income as a ratio of 
the stylist’s wage.

KPis, income targets and performance 
assessment is equally invaluable if you have 
concerns regarding a stylist’s performance. it is 
considerably easier to utilise your disciplinary 
procedure if you have objective measures of 
acceptable performance and you compare the 
performance of staff.

Probationary Periods
When you invest in a new appointee it is even 
more essential that your selection process is as 
comprehensive as possible. similarly, you should 
use performance criteria and targets to determine 
if you are going to retain the employee at the end 
of their probationary period. 

The targets and your expectations are actually 
helpful for new appointees, as they are in no 
doubt of the performance they have to achieve 
and can assess their own progress in their 
probationary period.  Probationary period reviews 
allow for open discussion and support for the 
employee if they are having difficulty achieving 
the performance targets.

Note from April 2012 staff need two years’ service 
to be able to take their employer to employment 
tribunal to claim unfair dismissal; it was previously 
one year .This represents the opportunity for you 
to review the length of your probationary period

Rewarding Performance
We know that many staff will not be receiving a 
pay award this year. The minimum wage has only 
increased by just over 2%. staff will be aware of 
the financial climate; but how do you reward high 
performers and retain your high-quality staff? A 
pay award gives you ongoing wage costs with no 
guarantee of a return; a small award may do little 
to increase motivation.

What other options are available to you?
This year some clients have looked at non-salary 
rewards. in some cases they have met with staff 
and discussed a range of options and left the 
decision to them. The feedback had been that 
this has been very successful. Listed below are 
some of the areas you can consider:
•  Additional holidays
• Additional holidays for 100% attendance
•  Training to meet development needs
•  A product or treatment allowance
•  if you have some regular quiet times, a 
reduction in the working week without loss of pay 
may have only minimal impact.

Of course, all of the above come with a price 
tag but it is reported that, particularly where 
staff have childcare or non-work commitments, 
additional holidays have been very highly valued. 
As the salon owner, you will wish to ensure, of 
course, that you build in controls – for example, 
that the additional days are not taken on a 
saturday or a long day.

...an invaluable tool 
in these difficult times, increasingly i am being asked questions about improving 
stylists and other staff performance and ways to increase turnover.

Performance 
Management

EMPLOYMENT LAW ADVICE with David Wright



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

VALuATiON OF YOuR BusiNess
A WORTHWHiLe eXeRCise...
For this issue of ‘Hairdresser’, 
Mike Ridout has asked a salon 
Owner to share her experience of 
having an independent valuation.  

“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 opticians’ 
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 age and didn’t have the 
enthusiasm of earlier years. 

“However, through her opticians’ trade 
association, she was given the name of 
RA Valuation services Limited, a totally 
independent company specialising in valuing 
small businesses for all manner of reasons. 
These range from the sale (or purchase) of 
business, partnership change, incorporation 
or business development.  

“The outcome was that the business 
valuation (predominantly goodwill) of her 
business turned out to be considerably 
more than she had been offered and, 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 
the current value of my business. even my 
accountant was cautious and advocated 
commissioning a professional valuation by 
industry specialists. i contacted RA Valuation 
services Limited who sent me some 
information by email that day. The price for 
the valuation seemed to be reasonable which 
they advised was, in part, because 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 
and, 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 
of my business and the fixtures, fittings and 
so on. Despite current conditions, i hadn’t 
realised how much i had achieved over the 
years and i even thought of selling up and 
sailing off to a sunnier climate. But common 
sense prevailed. My accountant said he could 
use the valuation as a basis for turning the 
business into a limited company so that i 
could sell a proportion of the shares to a new 
co-owner, and take life a bit easier”.

RA Valuation services offer preferential rates 
for uK state Registered Hairdressers - see 
their website www.salonvaluations.co.uk or 
contact them either by telephone on 01425 
402402 or email info@salonvaluations.co.uk 
for details.
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Registered Hairdresser News
state registered hairdressers making the headlines

The Fellowship Academy of Merit and 
excellence (FAMe) is an annual initiative 
that was created to nurture, encourage and 
promote an elite group of young, up-and-
coming talented hairdressers in all aspects of 
the industry. To date, 63 young hairdressers 
have experienced FAMe, including 
subsequent British Hairdressers of the Year 
umberto Giannini, Antoinette Beenders and 
Lisa shepherd. 

The Hairdressing Council would like to 
congratulate the four members of the 
Fellowship of British Hairdressing FAMe team 
2012, all of whom are registered hairdressers. 
To become a member of the FAMe team 
is extremely tough so congratulations to 
Ashleigh Hodges of Flame, Ryan Harris 
of Angels, isabella Hyde of Rush and 
Becky Hunt of sanrizz. Here we meet each 
individual – watch out for an update on 
their amazing year in a future edition of 
Hairdresser. 

Registered hairdresser Ashleigh Hodges has 
realised a dream that started when she was 
just 14. “i can remember reading all about 
the FAMe Team and i’ve been following them 
quite fanatically ever since.” Hoping for a year 
that she’ll never forget – Ashleigh was drawn 
to the competition because of the wonderful 
opportunities it offers, which include learning 
from iconic mentors from within the industry 
as well as fellow team members. Likening 

Multi-award-winning registered hairdresser 
Alexander Turnbull will be popping open 
the champagne as his stunning salon, 
Alexander Hair and Beauty, celebrates its 
10th year in business. Alexander opened 
his own salon at just 21 after training with 
celebrity hairdresser Mark Hill since leaving 
school. He is now working as part of the 
Matrix artistic team, travelling the world 
educating and inspiring others. Alexander 
Turnbull has been credited with numerous 
awards, including in 2000 becoming the 
youngest ever hairdresser to win ‘British 
Newcomer of the Year’ – at just 19. He 
was awarded runner-up in the prestigious 
Afro Catwalk Hairdresser of the Year, was 
shortlisted in the World image awards and 
a finalist in the British Men’s Hairdresser of 
the Year. Working on shows such as The 
Great British Hairdresser and with Gok 
Wan, Alexander continues to style the hair 
of various celebrities. Based in the bustling 
town of Hull, Alexander Hair and Beauty has 
seen nothing but success, from surviving 
the economic downturn to winning some 
of most prestigious awards within the hair 
industry. 

herself to a sponge, Ashleigh is keen to learn 
new things and loves the idea of presenting 
her new-found skills. “The creative aspect 
of our job is so exciting so to be part of the 
photographic shoots and showcasing models 
is literally my dream come true!”

25-year-old registered hairdresser isabella 
Hyde has been aware of the FAMe Team 
since she was 18. “The FAMe Team has always 
been an inspiration of mine because it is a 
great way to work with new, talented people, 
great icons and learn and expand my creative 
repertoire.” Looking forward to photographic 
shoots in particular, isabella says: “i would 
love to excel creatively in photographic 
shoots, it will be amazing to work alongside 
iconic hairdressers and steal their tips on 
shoot success.” Describing the buzz as being 
‘like no other’, isabella is looking forward to 
growing with the team and is a true believer 
that when creative minds get together 
anything can happen!

Hearing about 2007 FAMe Team member 
Leonardo Rizzo’s year was enough to get 
Becky Hunt seeking this exciting opportunity 
for herself. eager to create a profile within 
the hairdressing industry, Becky sees this 
as the perfect platform. “To be given the 
opportunity to work closely with hairdressing 
icons that i have admired for years would 
be an absolute honour!” Having learned of 
her success in being chosen for the 2012 

FAMe team, Becky is most excited about the 
education side of the year-long programme. 
“As a young stylist i feel i have a lot to learn 
and what better way to do it than working 
alongside some of our industry greats?” 

Registered hairdresser Ryan Harris has only 
been hairdressing for five years. initially a 
builder, Ryan always knew that he wanted 
to be a hairdresser but wasn’t that sure 
how to go about it. Meeting mentor and 
employer Tracey Devine has changed his life 
and he’s now left his hub-capped boots at 
home and has really enjoyed his new-found 
FAMe. it’s Ryan’s ambition to ensure that he 
can learn as much as he can and absolutely 
push himself to his limit as part of this 
first-class team. Looking forward to a year 
action-packed full of education, mentoring, 
photographic shoots, shows, presentations 
and overseas travel – he’s determined to 
enjoy it all to the maximum.

Registered Hairdressers enjoy success at the Fellowship 
Academy of Merit and excellence (FAMe)

Registered Hairdresser 
Alexander Turnbull’s
10 Years in Business



Registered hairdressers steven & Joshua 
Goldsworthy recently treated the visitors 
of Hairstyle 2012 in Rotterdam to a 
spectacular Look & Learn session, ‘Just 
Add Hair’.  

Working in their capacity of Balmain Hair 
global Ambassadors, ‘Just Add Hair’ was 
a session for all stylists who wanted to be 
inspired by steven and Joshua’s passion, 
knowledge, creativity and precision. in 
the Look & Learn session steven passed 
on his knowledge and showed creative 
solutions for daily hair problems. 

using products such as Balmain Hair’s 
easy Volume, ColorFlash, hairMake-
up Complete extension and the new 
Fill-in strand and DoubleHair – steven 
also demonstrated new application 
techniques, emphasising that ‘extending’ 
the hair is no longer the main and only 
goal. More volume? Glamorous hair? Play 
with colour? Just add hair!

‘Just Add Hair’ clarified that the addition 
of hair in 2012 cannot be missed as a 
service in the salon. Hair additions are the 
base of every requested hairdo, in which 
the key words are: wearable, natural and 
individual.
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Goldsworthys 
‘Just Add Hair’
in Rotterdam

The new Barrie stephen Hair art team started 
their year of events off on a high by styling 
hair for a catwalk show whose guests of 
honour were none other than Her Majesty 
The Queen elizabeth ii and the Duchess of 
Cambridge Kate Middleton. 

Neil smith, artistic director of the Barrie 
stephen group, led five stylists to create 
rolled-up vintage hair-dos to complement 
the fashion designs of De Montford 
university students. 

Neil said: “Working backstage at fashion 
shows is always an amazing experience 
because it’s fast paced and creative, but this 
particular show was even more exciting than 
normal. Knowing the Queen and Kate would 
see our hair work was hugely motivating and 
exciting and we’re very proud to have been a 
part of the royal occasion. it was even more 
of an special time because Leicester was 
chosen as the first destination on the Jubilee 
tour – with this the first event, so we really 
kicked off the celebrations!”

16 models were put in the capable hands of 
the team who worked from early morning to 
ensure not a hair was out of place for the big 
show. 

Registered Hairdresser Neil 
smith leads fashion show fit 
for the Queen

Registered Hairdresser
Anne Veck makes the cut! 
The Hairdressing Council would like to 
congratulate Anne Veck for becoming 
Kasho scissors’ new Brand Ambassador. 
Kasho scissors approached Anne due to her 
renowned cutting and styling skills, awe-
inspiring collections and her prestigious role 
as educator for Aston & Fincher. Anne also 
impressed the Kasho brand when she was 
crowned as overall winner at the prestigious 
Haute Coiffure Francaise Awards. A brand 
spokesperson said: “Kasho scissors are 
proud and delighted to welcome Anne Veck 
as a Kasho Brand Ambassador. she’s a true 
advocate of pushing the boundaries when 
it comes to hair and we’re really excited to 
be working with her.” Anne added: “Being an 
ambassador for Kasho scissors is definitely 
a huge honour. Their extensive ranges of 
performance scissors are undisputed in 
their quality and technology. i am incredibly 
excited to be the first in the uK to own 
Kasho’s new stunning Damascus scissors. 
They’re beautifully crafted using futuristic 
technology and i love cutting with them!”

New Managing Director for 
schwarzkopf Professional
Henkel has announced the appointment of 
Linton Husbands as Managing Director of 
Henkel’s salon business, responsible for the 
schwarzkopf, Clynol and indola professional 
brands. Linton takes over from Colin sillery, 
who has decided to leave the company.  

Linton joined schwarzkopf in early 2011 as 
National sales Manager for the schwarzkopf 
and Clynol brands. He has been a key 
member of the management team and 
played an instrumental role in achieving 
schwarzkopf and Clynol’s goals in the uK and 
ireland for 2011. 

Linton has a proven track record in sales and 
management and over 20 years’ experience 
in the industry. After a successful early career 
in sales, he went on to achieve significant 
growth in strategic business development, 
managing large teams and the successful 
integration of a major acquisition.

Appointment of new Managing Director for
Schwarzkopf Professional

Henkel has announced the appointment of Linton Husbands as Managing Director of 

Henkel’s salon business, responsible for the Schwarzkopf, Clynol and Indola 

professional brands. Linton takes over from Colin Sillery, who has decided to leave

the company.

Linton joined Schwarzkopf in 

early 2011 as National Sales 

Manager for the Schwarzkopf 

and Clynol brands. He has 

been a key member of the 

management team and 

played an instrumental role in 

achieving Schwarzkopf and 

Clynol’s goals in the UK and

Ireland for 2011. 

Linton has a proven track record in sales and management and over 20 years’

experience in the industry. After a successful early career in sales and he went on to 

achieve significant growth in strategic business development, managing large teams 

and the successful integration of a major acquisition.

Reads bit bitter that bit, or is it me?! Usually there’s a sweetener like “to pursue 

pastures new”…
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Ken Picton salon Named ‘Best in Wales & the south West’
 
Registered Hairdresser Ken Picton’s top hair salon has been named the ‘Best salon in Wales and 
the south West’ in the prestigious Your Hair Awards, a key event in the hair industry’s calendar. 
Judged by a team of leading industry professionals, the Your Hair team declared it one of the 
best British salons; “A truly wonderful salon – from the décor and professional staff, to the 
exceptional hairdressing skills. Once you’ve tried it, you simply won’t be able to wait until your 
next appointment!”

The Cardiff salon is the destination salon in Wales, run by BHA south West and Wales Hairdresser 
of the Year Ken Picton. One of the most recent celebs to visit was X Factor’s Tulisa. The salon also 
looks after the cast of Casualty, Doctor Who (including Catherine Tate), Gavin & stacey (including 

Ruth Jones) and a host of other 
presenters, actresses and actors. The 
Ken Picton salon has also been named 
Best salon Team and Best salon 
experience by industry bible Creative 
Head. 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.”

Clipso style the Hair at 
Bernard Chandran’s AW12
Registered hairdresser Darren Fowler, 
international creative director for the Clipso 
salon Group, together with members of 
the Clipso artistic team, created the high-
fashion coifs that hit the runway for the 
Bernard Chandran AW12 show at Vauxhall 
Fashion scout. Front row celebrities included 
ex-sugababe Keisha Buchanan and London 
Fashion Week regular Miss Pandemonia. 
“The idea behind the look was to create a 
masculine edge and strength that would 
contrast well with the intricate design 
of the collection. We wanted to mix an 
androgynous cartoon aspect with a very 
paled-out effect, evocative of Tilda swinton 
at her peak and the baby Bowie era when 
his look erred on the feminine side. Whilst 
there is plenty of time for fresh loose hair in 
summer, winter should be about making a 
statement and it was important to me to put 
forward a strong look for AW12,” explains 
Darren.

Registered Hairdresser 
Trevor sorbie Wins HABB 
Humanitarian Award
The Fellowship of British Hairdressing 
President’s Night, in association with HABB 
awards, saw Trevor sorbie honoured with the 
HABB Humanitarian Award for his charity 
initiative My New Hair. upon accepting this 
well deserved award, sorbie commented 
“ i’m in the last chapter of my hairdressing 
career, but nothing has ever given me more 
satisfaction than my work with My New Hair. 
it’s given me a whole new dimension to job 
satisfaction, using my skills to give something 
back to society and do something truly 
meaningful”  Trevor sorbie’s charity offers 
life-changing advice and a free personalised 
wig-customisation service for women who 
lose their hair through medical reasons. 

The HABB Presidents Award for Fundraising 
was presented to sharon Malcolm from 
sharon Malcolm Hair in Newtownards who 
has consistently raised money for the charity.  
The Benevolent is committed to providing 
past or serving members of both the hair 
and beauty industries with help and support 
in times of crisis caused through illness or 
infirmity. 

Mark Creed, President of the Fellowship, Naomi scroggins, President of 
HABB and and Trevor sorbie MBe.

Darren Fowler with model Registered Hairdresser 
Robert Masciave styles the 
hair for Viktoria Modesta’s 
new music video 

Creating sensational hairstyles requires 
the highest skills and detailing. Robert 
Masciave, however, styled and perfected 
Viktoria Modesta’s hair for her new music 
video using only the light from an iPhone 
– due to the lighting restrictions for the 
video set! Robert created looks that fit 
perfectly with Viktoria’s ultra-feminine, 
elegant ideas for her hair with a retro, 
futuristic twist even without the usual 
bright setting most hairdressers need. 

Robert worked on three main looks 
for the up-and-coming star, including 
Viktoria’s signature style of high pony tails 
and big waves. The second look was a 
modern version of the iconic Grace Kelly 
chignon (which Robert had to create in 
just 10 minutes!) as well as super bouncy, 
wavy hair uniquely created with a half wig 
placed sideways, calling on all of Robert’s 
famed Avant Garde skills. 

The shoot took place at the iconic and 
remarkable 33 Portland Place, which 
has played host to some of the most 
glamorous and exclusive parties in 
London. The video was directed by the 
renowned Thomas Knight and Viktoria 
was styled by the fabulous Karl Willett, 
who has worked with the likes of Jessie J, 
Paloma Faith and Kimberly Wyatt. 

Robert said: “Working on the shoot with 
Viktoria was fantastic; the video is so 
unique and the look she was going for 
meant i could create beautifully elegant 
looks but with a twist, which i love.” 

Viktoria Modesta’
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Lightening Formula
JOiCO® VeroLight Dust-Free Lightening Powder with 10 Volume 
(3%) JOiCO® Vero K-Pak® Color Veroxide
Color Formula 1
JOiCO® Vero K-Pak® Color TsB with 10 Volume (3%) 
JOiCO® Vero K-Pak® Color Veroxide (Gold Foil)
Color Formula 2
JOiCO® Vero K-Pak® Color ½ 9G+ ½ 9B with 10 Volume (3%)
JOiCO® Vero K-Pak® Color Veroxide (Purple Foil)
Color Formula 3
JOICO® Vero K-Pak® Color ¹⁄³ 8N + ¹⁄³ 8G + ¹⁄³ 7G with 10 Volume 
(3%) JOiCO® Vero K-Pak® Color Veroxide (Blue Foil)
Base Color
JOiCO® Vero K-Pak® Color ½ 5N + ½ 5G with 10 Volume (3%)
JOiCO® Vero K-Pak® Color Veroxide
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the products

Product Profiles
it’s time to take another look at some of the industry leaders’ 
newest products to help you maximise your clients’ styles...
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it’s A Kind Of Magic! 
A new addition to the biosthetics 
fine styling range: a volume powder 
which is ultra-fine and gives the hair 
more body, lift and texture without 
stickiness or heaviness. it’s also 
completely invisible. it’s thanks to LA 
BiOsTHeTiQue’s high-tech formula 
that this magic can become reality. 
The secret lies in its tiny silica gel 
particles. They encapsulate styling 
substances that are released on 
application where they develop 
their intensive effect. in the toss of 
a head, limp, fine hair is given more 
lift and volume – for 24 hours. For 
information visit www.biosthetique.
co.uk or call 01296 611731.

NeW! Andis Attractive Red Hairdryer – The ‘elevate’
stylists now have another way to express themselves with this new Andis elevate hairdryer with 
sporty red casing and, dramatic gold and black accents. With a hyper DC motor that has 2,000 
watts of drying power and a long life motor, it promises to dry hair faster than ever. The elevate 

includes ionic technology, which breaks up the water molecules for faster drying times and 
even has Tourmaline crystals to eliminate frizz and give your clients’ smoother, silkier hair. The 

elevate hairdryer is equipped with a cool shot button to lock in style, and a three-heat /two-
speed setting for even more styling control! The dryer is also equipped with a concentrator 

and a removable filter cap for easy cleaning in between clients.  Denman international is the 
exclusive distributor for Andis professional styling products in the uK and ireland. 

For more information call 0800 262509.

Organic Colour systems Launches New 
‘No Limits’ semi-Permanent Natural 
shades 

Organic Colour systems introduce four new gorgeous natural 
semi-permanent colours: Natural Black, Dark Brown, Chestnut 
Brown and Golden Blonde. The No Limits natural shades are 
PPD and PTD-free and use direct dyes rather than oxidative 
pigments, which makes them ideal for anyone allergic to these 
chemicals. easy to apply, they can be used both in salons and at 
home to refresh your colour in between colouring or to change 
the tone of hair for between 6-12 washes, ideal for a spring/
summer style refresh. Developed by a hairdresser who had 
suffered with bad allergic reactions to conventional colour, OCs 
features organic extracts, including aloe vera, chamomile, comfrey 
and wheat protein. it doesn’t contain ammonia, allowing the 
hair to retain its natural moisture and protein balance. OCs has 
just been named Best Luxury Organic Range in the Your Hair 
awards.   For further information call 01590 613 490 or visit www.
organiccoloursystems.comGet a Grip!

When creating the perfect updo or occasion 
hair you need a hairspray that can stand the test 
of time. Clynol Grip extra strong Hairspray will 
keep your finest creations in check at all times. 
For fail-safe style control, Grip is a fast-drying, 
micro-fine hairspray designed to give long-
lasting shape that simply brushes out when no 
longer needed. Clynol has worked with its team 
of ambassadors, technicians and highly skilled 
scientists to create the highest quality styling 
products for your every creative need and, once 
sprayed with Grip, your client’s hair stays put for 
as long as it needs to. For further information 
visit www.clynol.com or call 01296 314000.

A Brush With Destiny!
The Denman D3 brush is the ultimate Hairdresser’s Hairbrush; the perfect 
all-rounder for use on any hair length or type. The brush is the perfect 
partner for blow-drying, smoothing, shaping and polishing the hair. 
Now, Denman has revamped this classic styling brush and added a fun, 
fragranced ‘TuttiFrutti’ brush range. There are six fragrances: Green Apple, 
strawberry shortcake, Wild Dewberry, Lemon sherbet, Tropical Coconut 
and Orange Tango. each brush has a colour co-ordinated rubber pad with 
white pins and is decorated with a cute design. These limited-editions 
smell as good as they look and the feel-good fragrances last yet won’t 
transfer to your clients’ hair or clash with their perfume. A great way to 
brighten up your clients’ day! For more information telephone +44 (0)28 
9146 214 or email s.Waters@denmanbrush.com
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You could win these fantastic 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 (postcard 
entries can all be sent in one envelope). All entries will be placed into a prize draw and the winners will be drawn 
at random.

Great Giveaways

Orofluido is delighted to announce the launch of their new Orofluido sahara, a high 
performance dry oil spray that protects, enhances and maintains the beauty of the hair. 
Weather conditions can take a toll on hair, altering its colour and making it fragile and 

brittle.  This special protector is especially created to combat these conditions.  suitable 
for all hair types, Orofluido sahara protects both the internal and external structure of 

the hair against dehydration and loss of colour. inspired by ancestral beauty secrets, 
Orofluido sahara is made up of Argan oil, Cyperus Oil and Linseed Oil and also contains 

solar filters. For more information call 020 8399 5624 www.orofluido.net

The first hair 
protector tested 

in the sahara Desert!

Win
one of 

six!

A set to 
be won!

Win 
clippers!

New Hair Care by La Biosthetique is giving one lucky reader a set of 
their edition De Luxe. exquisite active ingredients, such as extracts of silk, 
champagne and minerals from pearls, are combined to create a unique 
and exclusive hair care range. The philosophy; hair care that meets 
the highest expectations. each bottle is adorned with hand-crafted 
metal plaques and a clear-cut, simple design. They are packaged in an 
extravagant black gift box that is reminiscent of Paris, the city of beauty 
and elegance. The set consists of a luxurious shampoo, a highly effective 
express care treatment and a luxury masque. For further information 
visit www.biosthetique.co.uk or call 01296 611731.

edition 
De Luxe

Andis RT-1
superLiner Trimmer
The Andis RT-1 superLiner Trimmer is exactly 
what every barber needs. Powerful and extremely 
quiet, this superb trimmer is equipped with a rotary 
motor and the closest cutting stainless steel T-blade 
(0.1mm). The smooth, sleek, lightweight design has a soft 
grip inset for extra comfort. The Andis superLiner is perfect 
for hair tattooing, beard shaping, outlining, detailing work 
and dry shaving. Comes supplied with four attachment 
combs as well as uK, us and eu adaptor plugs. 
For further information freefone 0800 262509 or 
visit www.denmanbrush.com
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Black and 
White Wax

Why Change 
Perfection?

Black and White Wax’s unchanged formula (why change 
perfection?) is a versatile, remouldable pomade, ideal for 

sculpting, creating texture and controlling hair, and leaving 
an ultra-glossy finish. The firm but pliable formula gives long 

hold control that lasts all day. As popular as it has always 
been, Black and White Pomade is at the forefront of the 

current Vintage zeitgeist – having been the favourite styling 
product for legend James Dean, the iconic elvis (whose 

hairstyles really rocked the world) and more recently Johnny 
Depp and supermodel Linda evangelista. Black and White 
Wax has styled all the famous hair trends of the past nine 
decades and is now creating the looks at the forefront of 
current fashion, from the WW1 military chic to the ever-

popular Marilyn Marcel waves. And now, Black and White has 
just launched a Limited edition 90th Anniversary 200ml pot 

using the original 1922 label design – a real collector’s classic! 
For more information visit www.blackandwhitewax.com or 

call 020 8830 8830

£400
worth of products for 

one lucky winner!

strike Oil For 
Beautiful Hair
Clynol has created a miraculous 
new product – Glow Precious Oil. 
An exotic blend of concentrated 
natural oils act together to repair 
damage, revive shine, restore body 
and smooth new supple life into all 
hair types, resulting in nourishing 
hydration and weightless shine 
without any of the traditional 
drawbacks oils can have. The 
unique feather-light formula is 
an innovative blend of African 
Marula Oil, a superfine oil rich in 
antioxidants from the nut kernels 
of the Marula tree, and Oleic acid, 
which actively smoothes and 
glosses. Together these pure 
essences create a revolutionary 
product that works wonders.
For more information visit 
clynol.co.uk or call 01296 314000.

Two lucky winners will each receive a gorgeous beach bag with BC sun 
Protect products. everybody loves the feeling of the lovely warming sun 
and sea breeze, but hair can suffer from being exposed to the damaging 
side effect of uV radiation, sand, wind and sea water. To keep hair healthy, 
the BC sun Protect is the care range that offers double protection. BC sun 
Protect combines uV filters and palm oil with vitamin e and, along with 
the Amino Cell Rebuild technology, works against free radicals, which 
otherwise harm hair. The hair and body shampoo, spray conditioner 
and leave-in spray treatment all promote healthy hair, shine and 
moisture after sun exposure.

schwarzkopf BC sun Protect 

10 
bottles
to be won!

the products

2 sets to 

be won!
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DECO

GODDESS

LUSTOUR

DISCO

BOBETTE LIONESS HALO



S tarlet
COLLECTION 2012
by ANDREW BARTON

The Starlet  collection 2012 by Andrew Barton 
is a fashion edit of the key hair trends for 
the season ahead inspired by glamour
and beauty. The collection uses
various techniques to achieve a
luxurious finish. Renowned for his 
styling skill, Andrew uses modern 
and traditional techniques to 
create volume, sleekness 
and exciting textures.

Hair: Andrew Barton  |  Photography: Darren S Feist

Make-up: Carol Brown  |  Styling: Cassie Steer
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BARDOT

the collections



The Hairdresser Council

Flexible and affordable 
insurance cover for state 
registered hairdressers

Protecting your scissors as well as / and your salons. Plus – free Hand 
Cover with every Personal Accident Extension, prices start from £21.00

The Hairdressing Council

Quote Ref: HAIR12
businessinsurance@jltgroup.com 
www.jltbis.co.uk

0800 454 371

For salon owners, 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.

JLT Business Insurance Services. A part of Thistle Insurance Service Limited. Lloyds Broker. Authorised and regulated by the Financial Services Authority.
A JLT Group company. Registered office: 6 Crutched Friars, London, EC3N 2PH. Registered in England No 00338645. VAT No 244 2321 96. 

The Hairdressing Council are introducer apppointed representatives of Thistle Insurance Services Limited.



if you have been a state Registered Hairdresser for over two years and have management and  
teaching 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  

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

Master  Craftsman
            in Hairdressing?

Would you like to join 
the likes of Andrew Barton 

and Vidal sassoon by 
becoming a 

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

Congratulations to these new Master Craftsmen

706319 Fiona O’Connor  Gloucester

933864 Paula McCullough  Co. Down

935795 Mrs Eilir Miles   Pembrokeshire

937167 Tracey White   enfield  

938319 Borjan Koprivica - Boki Herne Hill

941572 Vincent Dobrin  Marlborough, NZ

941744 Agnes Thomson  Greenock

941551 Susan Patricia Winter  Pevensey

Reg. No. Name    Address



• UP TO 100% WHITE HAIR COVERAGE
• ODOURLESS, AMMONIA-FREE
• UNLIMITED COLOUR RESULTS*. SUBLIME SHINE
 

NEW  ODS²  TECHNOLOGy  (OIL DELIVERy SySTEM2) – 22 PATENTS PENDING

EXCLUSIVELy In SaLon

MIX 1+1
NEW

EASIER MIXInG

www.lorealprofessionnel.co.uk www.facebook.com/lorealprofessionnel

*Intermixable shades able to lighten up to 3 levels

THE L’ORÉAL PROFESSIONNEL  
HAIR COLOUR OF THE FUTURE,  

JUST GOT EASIER


