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There was a disappointment for
registered hairdressers last month
when the promised Westminster
Debate was postponed. The good
news is that it was just postponed
and not cancelled, so it will still take
place at a later date when we hope
that MPs will be persuaded that
registration is the right way forward
for our industry.
For some unfathomable reason I have
been talked into cycling in the Atlas
Mountains to raise money for our
industry charity – the Hairdressing
and Beauty Benevolent (HABB).
This wonderful charity really does
help those who have been in the
hairdressing industry and who have
fallen on hard times. If you would like
to help by sponsoring me, the link
to my fundraising page is justgiving.
com/sally-styles2 and every penny
of whatever you can give will go to
the charity. I would really appreciate
your help, however small.
Watch out in the next issue of
‘Hairdresser’ for news on the
new Trailblazer Apprenticeships
coming our way in 2015. We will
also be celebrating 50 years as an
organisation, so if you have any
stories you would like to share please
send them to me to look at
sally@haircouncil.org.uk
Finally, you will see there are
more salons where everyone has
registered – if you are the first to
register all your staff in your town,
let the world know about it. Write to
your local newspaper and promote
it on social media to get the word
out to your clients and potential
clients in your area. Don’t forget to
send me a picture of your staff with
their certificates for inclusion in the
magazine.

Sally Styles
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NEWS
75th Anniversary Medal
Recently the Denman 75th Anniversary Medal was exhibited
at the British Art Medal Society Conference in Brighton. The
display illustrated the birth of the medal from plaster model,
wax impression and bronze casting, to engraved award with
handmade presentation box. At the conference,
medallist Natasha Ratcliffe met instigator John
Rainey and model Zoe Rainey (The Face
of Denman) for the first time.
The medal received much
admiration from this
knowledgeable body of
experts. Coincidently, the
‘Old Ship Hotel’ where this
event was held is 100 yards
from the salon of Denman’s
Creative Brand Ambassador
and registered hairdresser,
Mark Woolley SRH.

RegisteredHAIRDRESSERS

Salon owner of Clipso St Albans, Simon Cox SRH,
understood the importance of being the first salon in St
Albans to register all their staff with The Hairdressing
Council. “I feel it’s important to show people that
hairdressing is a serious profession and that all our hard
work, training and technical knowledge is second to none.
Professionalism is imperative in the hairdressing industry,
and I wanted to show the public and clients alike that we’re
serious and dedicated to delivering the best standards with
the support of The Hairdressing Council. I’m immensely
proud of the St Albans team and salon, and I’m thrilled to
say that we are all now State Registered by an initiative
that is recognised by the government.”
06thehairdresser
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Lloyd Griffiths Registers
Whole Hairdressing Team

Lloyd has represented the NHF as a judge at world hairdressing
championships and international competitions. He has also
trained his staff for international and national competitions.
Having encouraged all his staff to become registered hairdressers
(SRHs), Lloyd is proud that in Wales the campaign to lobby the
Welsh Assembly has gained momentum. Assembly Members
(AMs) have shown their support and recently Lloyd’s own local
Assembly Member visited his salon to congratulate him on having
all his staff registered. The visit was featured in the local press.

Harrisons Salons in Ashford and Folkstone have
recognized the benefit of having their staff
registered to give clients confidence and promote
the professionalism of their salons. Sue Harrison,
owner of both shops, is proud to have her staff
registered and said: “Our amazing industry
moves so fast; we spend years training and
then we continue to train for personal
development that is needed to stay on top of
fashion and the skills required to be at the top
of our game. State registration is our way of
keeping it totally professional and therefore
ensuring our guests receive the best standard.”

Is yours the first salon in your area
to have all its staff registered?

If so let your local press know so that consumers in your
area will understand they can visit a salon where they are
guaranteed a fully qualified and registered hairdresser or
barber. More and more salons are understanding the importance
of having the extra edge over competitors in their area who are not
registered – why not make sure you are the first?

RegisteredHAIRDRESSERS

Michelle Griffin SRH
Wins Commercial Hair
Extensionist of the Year

Lloyd Griffiths SRH started his hairdressing business 45 years
ago in 1969 and at that time became a member of the National
Hairdressers Federation and a State Registered Hairdresser with
the Hairdressing Council. He had just one member of staff who
has also been registered for the past 45 years. Now, his team of
11 staff have all decided to register. Lloyd said: “I strongly believe
that every hairdresser should be qualified and a member of the
Hairdressing Council - this would ensure that the standard of
hairdressing is of the highest quality.”

Harrisons Register

Clipso St Albans Becomes
Fully State Registered

inthe

Sian Arnold SRH
shadows Lino
Carbosiero MBE
Sian Arnold SRH was surprised to learn
she had been randomly selected by the
Hairdressing Council to win a prize of
shadowing a celebrity hairdresser. Sian
from Inspirations Brentwood in Essex, was
lucky enough to spend a day with Lino
Carbosiero, hairdresser to the celebrities
as well as the PM. Here Sian talks about
her win.
“I was so excited to be selected by the
Hairdressing Council to spend the day
shadowing Lino Carbosiero at the Daniel
Galvin Salon in London. I arrived at the
salon in the pouring rain, feeling extremely
nervous. I was met by Sally Styles –
Registrar and CEO of the Hairdressing
Council – she introduced to me Lino who
immediately put me at ease and made me
feel very welcome.
“Having been a state registered
Hairdresser for the last 20 years, I
immediately recognised the importance
of the registration campaign to Lino. He is
an ambassador for state registration and is
keen to see every hairdresser registered.
“Watching Lino cutting and styling one
of his female clients, I was immediately
struck by the way he made his clients
feel totally relaxed and at ease. I watched
his technique closely, to pick up tips
to improve my own style and I was
particularly impressed with the way he put
body and curl into the hair with so little
effort.”
Lino said “I am so honoured to be part of
the Hairdressing Council and to be able
to work for a day with such a wonderful
person as Sian, who after 45 years still
has the passion and drive to push the
boundaries in our profession. I had a great
day with Sian and I will definitely keep in
touch.”

Registered Hairdresser Michelle Griffin, also known
as the ‘Queen of Extensions’, can now add another
success to her belt. At this year’s prestigious Pro
Hair Live supported by Balmain Hair, Michelle won
the Commercial Hair Extensionist of the year award.
The finalists of the awards took part in a mentoring
day in London ahead of the awards. Having
won the award, Michelle will have an amazing
opportunity to execute a photoshoot in conjunction
with Balmain Hair and Professional Hairdresser
magazine. Michelle comments: “I had an incredible
weekend at Pro Hair Live, full of creativity, excitement, opportunity and education.
“Winning UK Hair Extensionist 2014 is a great achievement for me, my team and
my business. After championing the hair extension industry for many years I am
ecstatic to take home my dream award. Thank you to Professional Hairdresser,
Balmain UK, the judges and all who support my passion for doing this.”

Registered Barber Sheriff Mehmet
takes his skills to Oklahoma
Sheriff Mehmet SRB, owner of Envy Barbers Education,
and Men’s Grooming Director at the British Barbers’
Association, has made a special trip to Oklahoma in the
United States to train the co-owners of Trichology Salon
and their team in preparation for launching a brand
new hair academy. The partners are due to open their
new venture, the Hair Arts Institute, which will be the
first ever barbering school to be certified by the British
Barbers’ Association in North America. When asked of
his experience, Sheriff said: “It gives me great pleasure to
travel and share my expertise with teams around the globe. I have high standards
and training others to offer those standards is natural for me.”

SRSH Lobbies
Prince Charles
When Lino Carbosiero received
his MBE earlier this year, whilst
thanking Prince Charles and shaking
his hand, he lent forward and said:
“Hairdressing in the UK really needs
to be regulated.” What a fantastic
ambassador for the Hairdressing
Council – whilst being presented
with such a great accolade, Lino’s
thoughts were on the need for
regulation in hairdressing. Sally
Styles, Registrar, said: “I’m sure I was
speaking on behalf of all registered
hairdressers and barbers as well
as supporters of the registration
campaign when I thanked Lino. He
is so passionate about the need for
regulations to stop anyone being
able to trade and undercut those
who are professional in their career.”
thehairdresser 07
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SRHCollections

Veil

The veil. Always associated with women. Cultural, religious,
psychological, sexual. Culturally they shield a woman and denote
social status; used sacredly they honour a woman; psychologically,
they help a woman keep her distance. Sexually, sheer veils tease and
tantalise, allure and arouse. Angelo’s Veil Collection is a reverential
homage to women of every circumstance...

Hair Angelo Seminara SRH

Angelo

SEMINARA
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Make-up Laura Dominique/Emma Kotch
Styling Chloe Kerman
Photography Andrew O’Toole
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SRH

Hair Jack Howard SRH

PROFILE

Make-up Jin Lee
Styling Simon Maynard
Photography Mark Albertsen

jackHoward
International hair colourist, Balayage expert and educator Jack Howard is the International Colour Director for
Neville Hair & Beauty. Jack has worked his colour magic on the likes of Poppy and Chloe Delevingne, Donna Air,
Kelly Brook, Ola Rudnicka (who wore his iridescent white blonde on the catwalks of NYFW for Jason Wu, Diane
Von Furstenberg, Tommy Hilfiger, Edun, Proenza Schouler, Narcisco Rodriguez and Prabal Gurung) and comes
highly recommended by the likes of Vogue. His career has led him from London to Washington DC, New York
to LA, San Francisco and Paris to become one of the top hair colourists and a Senior Portfolio Artist for L’Oreal
Professionnel North America and Guest Artist for Fudge UK/Europe.

Did you always know you wanted
to be a hairdresser and how did
you first get into hairdressing?
I was a Saturday boy from about the age
of 11 or 12 – in those days no one seemed
to mind and I was earning £5 for the day.
I didn’t like school that much, so it was
a natural progression to enter full time.
I’ve always loved what I do but right now
more so than ever.

Were any other members of
your family in the hairdressing
business?
No one in my family was involved in hair,
but they were supportive and said if I
trained hard I could travel the world… and
I have.

You were one of the first balayage
experts – how did you get into
this?
This is a funny story and really a life
lesson that I’m thankful for. It was back
in the early 90s and I was living in
Washington DC and playing in NYC,
when I started to notice a new trend
and my bosses started pushing me to
do balayage. I was a huge foil fan and
was resistant to change but, with some
coaching and some pushing it’s all history.
I happen to be friends with, and trained
by, one of the best balayage experts in
the USA. I then went on to teach it with
her – a real honour. I rarely foil now, but
like any good technician you need to be
able to do it all.

Apart from hairdressing, do you
have any hobbies?
My profession takes up all my free time
now – I do at least one staff training a
week, run a full-time column, work late
three or four nights a week, this weekend
I did a photo shoot and judged an
awards show for Hair, wrote this for you,
updated my website and still have some
social media to work on. It’s non-stop, so
in those quiet moments I like to read a
newspaper or walk the dogs and let the
peace wrap around me.

You are a state registered
hairdresser – do you still believe
the campaign for registration is
relevant?
Absolutely our industry isn’t regulated
and the fact that anyone can open
a salon or say they are a hairdresser
makes me angry – we continue to let
this happen and cowboys can operate all
over the country, bringing our industry
into disrepute, I mean £3 haircuts,
super-cheap colours, it’s killing us – we
are a profession and should be licensed
to practise. In virtually every country in
the world this is the case. We are also
an industry that is slowly cannibalising
itself by allowing these rogue operations
to run. That’s why I’m on the Think
Tank committee for The Hairdressing
Council to help raise the profile of state
registration and help make it happen
#getregistered

You travel a great deal – what
do you miss most when you are
travelling?
When I’m on the road, it’s the simple
things I miss like having the food you
like in the fridge and your own bed;
it’s always hard being away from my
husband and dogs.

12 thehairdresser

What would you say has been
your finest moment in the
hairdressing world?
As I look back over the last 32 years in
the business there have been many times
that I’ve thought “Oh yeah”, but I believe
at this moment in time it must be my
involvement in bringing balayage and
freehand highlights to the forefront of the
industry in the UK. When I moved back
to the UK at the end of 2010, nobody
was doing it and to see all the people I’ve
trained out there showing their teams
and people really embracing it in the
salons – that makes me smile.

What do you dislike?
I dislike that the industry is deregulated,
and that anyone can say they are a
hairdresser. That’s why I put SRH, even
though it could be SRSH, after my name.
I’m not so keen on the “senior” word at
my age. (Chuckles.)

What do you love most about the
hairdressing industry?
For me I love the fact that this profession
evolves. I started out as a Saturday boy
who then went on to be an apprentice,
and then my career has taken me all
over the world, It’s truly a rewarding and
varied profession and I love it that each
decade in the industry has brought new
challenges and rewards for me.

What advice would you give to
young hairdressers starting out?

I dislike that the industry is
deregulated, and that anyone can
say they are a hairdresser. That’s
why I put SRH after my name.

Watch and see what your salon is doing –
take it all in. Be early for work, stay keen,
keep your eye on the prize. Be polite and
remember good service costs nothing,
leave your attitude at the door. Do as you
are asked, have fun but remember this is
a profession, not a job. Act like a sponge:
absorb everything around you.

thehairdresser  13

StepbySteptechnique

Hair seanhanna Creative Team
Make-up Dominique Heslop
Photography Sean Hanna

Structured

WAVES

01
Blot the hair to 30% dry. This is done by squeezing the
hair with a towel to absorb the moisture.

03
Apply a medium hold mousse to the roots, using a
painting technique with your hands. Tip: The mousse is
only needed near the roots. The ends are more porous
so require less product. Work in 2-inch sections to evenly
apply product to all of the root area.

05
Dry the hair to about 70% dry. Use fingers to add any
extra root lift. Do not rough the hair as this makes the
blow-dry harder to achieve.

07
Once the cuticle is smooth, take a large 2-inch section
and spray with a light hold hairspray.

StepbyStep

09
Use clips to set and lock the waves into shape. Use a
strong hairspray to secure shape.

02
Apply a foundation product to even the cuticle and
smooth the hair.

04
Use a lighter hold spray for the ends. This product will
help manipulate the hair into a long-lasting style. Tip:
Exact holding product will depend on individuals hair.
Work in 2-inch sections and apply thoroughly throughout the mid lengths and ends.

06
Take large 3-inch sections and smooth with a medium
to large round brush. Dry the hair completely.

08
Use a large barrel tong or GHDs to create a wave effect.
Use a firm tension to create even curls.

10
For smooth waves, brush the hair with a soft bristle
brush. Again lock into place with a firm hold hairspray.

thehairdresser  15

Colour in
the business

is the
business
Karine Jackson SRH explains
her motivations, influences and
opinions on the industry...

Colour has always been a passion of mine and when
arriving in London I realised very quickly that as
much as colour work is creative, it is also a massive
money earner. Never having worked on commission
before, I soon learnt that the two need to work in
harmony.
You need to have a great understanding of colour
to make this a focus of your business. Your passion
needs to flow into your creativity to make your salon
profitable. Here are some key things to think about:

What are your
unique selling points?

I tackle this from all sides, I use Organic Colour
Systems, being 100% transparent about this, there
is no permanent colour that is 100% organic so I
have chosen OCS as they have the lowest amount of
PPD possible to make the colour last and where they
can they have changed from chemicals to natural
ingredients. They also have a PPD-free colour stain.
This isn’t permanent but it is a fantastic alternative for
clients with PPD allergies. And there’s no ammonia in
any of their colours.
This has given me an edge for being different in
central London and it has also given me a lot of press
in the papers which is extremely hard in central
London. But this all works because of my PR, which
I think is extremely important in promoting your
business.

What are your trend influences?

The creative side is key so as a team we sit down and look at what is
going down the runway, what clothes we will be wearing, what colours
are coming into season, what distinctive ways the hair was worn and
what looks have we been producing the most in the salon in the last
few months. I tend to find colour clients like to evolve their looks, not
to go from blonde to black, so we couture looks for all skin tones and
personalities.
Once we have finalised our new techniques and shade choices we then
train the rest of the team. Everyone must be talking from the same page
for consistent success, but it is also important that the team feel they are
all part of the process so they will take ownership of it and promote it as
passionately as I would.
Our PR then gets a press release out and invites a few journalists to try
the colour techniques out; this always results in something being printed
or put onto blogs and web magazines which drives new clients into the
salon. Having a lot of positive reviews on the internet is important as
everything new we do goes onto our blog and website.
We also use POS (point of sale) on all the sections in the salon and in the
bathroom; this is a great way to get the colourists to talk about our new
looks.
As a business owner you need to give all the right tools to your team to
produce the highest level of colouring with maximum profit, so reward
the team when they do what you’ve asked. The team need to feel part of
the creative decision; they need to know if they hit their target they are
going to be rewarded well. The targets need to be realistic.
Colour makes up a huge percentage of our business and Organic Colour
gives us a high internet presence driving new clients through the door.
A well-trained team and great PR and marketing is what is keeping our
clients excited about what we are up to with trends and techniques. This
also makes for a great fun place to work, and a happy team is a profitable
one.

karinejackson.co.uk
16 thehairdresser
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Paul

FALLTRICK
Hair Paul Falltrick SRH/Ross Taylor SRH
Make-up Lee Pearson
Styling Desiree Lederer
Photography Nick Fallowfield Cooper

SRHCollections
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theGiveaways

T H E G R E AT F E E L I N G O F

Your chance to win great new products....
All of the latest products described here 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 ellie@haircouncil.org.uk with 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.

Scruples’ White Tea Luxury Collection

HAIR

3

Scruples introduces the White Tea Luxury Collection for the hair and
body. Whether it’s white, black or green, tea offers amazing multiple
benefits for the hair and skin. White Tea is packed full of antioxidants,
and essential vitamins, minerals which act as a natural conditioner and
help to strengthen dry, brittle and damaged hair.

sets to
WIN!

For more information call 0161 477 2234 or visit www.scrupleshaircare.com

JOICO Travel Essential Kit

3

sets to
WIN!

This travel kit features JOICO’s K-Pak
formula and has been developed to rebuild
damaged hair, dramatically increase
moisture and leave tresses smoother and
stronger. The kit includes three hair care
products, shampoo, conditioner and deep
treatment. each product features BioAdvanced Peptide Complex technology to
rebuild the protein of hair to keep it healthy,
glossy and repaired all summer long. The kit
is presented in a flight-friendly pouch.
For more information please visit
www.joicoeurope.com

5

REMY , BRAZILIAN , INDIAN AND SYNTHETIC
HAIR EXTENSIONS
CLIP - INS , PONY TAILS , WEFTS AND WIGS
NEXT DAY DELIVERY

tubes to
be WON!

Dr. PAWPAW Original Balm

P H OTO G R A P H E R B A R R Y J E F F R E Y

Dr. PAWPAW Original Balm, the all-in-one, multi-purpose
balm. This trusty little tube not only moisturises lips, nails
and cuticles, its calming properties help with nappy rash,
prickly heat and provides relief from dry, irritated skin.
Made with natural fermented pawpaw, Olive Oil and Aloe
Vera Oil, Dr. PAWPAW is packed full of antioxidants,
vitamins A, C and E, as well as minerals and can even
protect the skin from free radicals. Top Tip: Dr. PAWPAW
can also be used to add those finishing touches to hair,
smooth unruly brows and even as your base before
applying make-up!

Glamtech Neon Ergo Scissors
Glamtech Neon Ergo is an excellent quality scissor that is perfect for stylish stylists
wanting to upgrade during career progression. Available in three selected trendy retro
neon shades: pink, yellow, and green. Think of it as a throwback to the 80s. Ergonomic
design lends supreme comfort to the user. As with the Glamtech One Ergo, top-quality
materials are used to guarantee a long life of use. Super-sharp razor edges mean an
accurate straight cut. Available in 5.5”. Features include:
• High-quality stainless steel finished in durable neon coating
• Designed for supreme comfort and ease of use
• Offset handles for enhanced ergonomics
• Durable razor edge blade – ideal for slice cutting
• Comes with two spare pairs of different colour finger rings

6

For more information visit www.glamtech.co.uk

20 thehairdresser

pairs to
WIN!

goodLUCK

HAIR SOLUTIONS:

HAIR BY CRAIG CHAPMAN FOR SLEEK

For more information visit www.alanhoward.co.uk

SLEEK HAIR’S FULL RANGE OF

S L E E K . C O . U K | 0 2 0 8 5 0 2 74 4 8
AVA I L A B L E

IN

T H E U K ’S F I N E S T H A I R S A LO N S

theTOPshelf

Argan Oil Spray
Treatment by Agadir
Silky smooth hair is now achievable with the
Argan Oil spray treatment. Extracted from
the rare and exotic nut of the Argan tree, this
spray has been formulated from 100% pure and
certified Argan Oil. Applying the treatment oil
speeds up drying time by 50% and it can also be
used with flat irons and other heat appliances.
This lightweight oil has a non-greasy effect which
is humidity resistant and the protective sunscreen
complex makes this a perfect holiday companion!
For stockists please visit www.dandlhair.co.uk

A look at some of the industry leaders’ newest
professional products to use in your salon
ProEdge Master Comb

Simplified Learning

by Roger Wigmore SRH

Following the phenomenal success of the groundbreaking ProEdge comb, multi award-winning London
barber, Roger Wigmore, launched the new ProEdge
Master at Pro Hair Live in Manchester. Based on the
feedback that Roger received at previous shows last
Roger Whitmore at ProHair Live
year, he identified a demand for a longer version of the
ProEdge. The ProEdge Master was a huge success at the
Pro Hair Live show as it sold out on the first day. Roger
demonstrated the comb on the Denman stage as well
as the British Barbers’ Association and Hairdressing
Council stand. For more information FreeFone Denman
International on 0800 262509

Style Masters by Revlon
Everyone loves the feeling of swingy, full-bodied
hair, now it’s never been easier to add volume
and body to hair without weighing it down. Style
Masters Volume Shampoo strengthens hair from
the first wash, giving it weightless volume and
shine whilst the Volume Conditioner nourishes and
strengthens the hair, leaving it supple, strong and
manageable. The Style Masters Wash & Shape range
is also enriched with Bamboo extract, Arginine and
quaternized proteins. For more information visit
www.revlonprofessional.com

A screen-shot from a BBA video

V-Liquid by Eva Professional
V-Liquid by Eva Professional, a lotion that will give flat,
lifeless locks a massive volume boost to get gorgeous,
glossy and thick hair. V-Liquid is made to penetrate the
outer layers of your hair to give it a real lift, and daily
use will help protect against the aggressive action of
dryers and will also prevent static electricity so you have
amazing, smooth and voluminous hair all day long. The
secret? V-Liquid is packed full of rich proteins which
have softening properties as well as including Vitamins A
and E and panthenol, which gives the hair freshness and
vitality and prevents erosion of your hair’s own keratin.
For more information visit call 02894 467762
or www.savvyandshine.com

Silver Linings
by idHair

Kill the frizz, detangle the toughest of
locks and moisturise tired hair with
IdHAIR Elements leave-in conditioner
Silver linings. Adding lift at the roots
and providing a light hold, this leavein conditioner is all you could want
for optimum condition. Helping to
detangle and giving unbeatable shine,
a few sprays of this special weightless
formula will create beautiful hair with
lots of natural-looking body. For more
information visit www.idhaircare.co.uk
or call 01387 721 826.
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Igora Royal by Schwarzkopf

The British Barbers Association has launched a series of
step-by-step barber education films aimed specifically
to help barber students. The BBA Barber Training
videos are short, snappy learning tools that mirror the
learning experience of today’s barber student. Working
on blocks, each clip is a concise guide through a basic
haircut, focusing on the key sections and techniques
for that particular cut. Following the standards – each
clip follows the NVQ Level 2 and Level 3 standards,
uses the same language, terms and techniques. The
clips provide lecturers with a clear visual teaching aid
that can be shown in the classroom. At between two
and four minutes long, each clip is designed to keep the
attention of the student. The online films can be viewed
in class, at home, in the salon or on the bus, enabling
students to revise a previously learned haircut or check a
particular technique. Videos also include scissor practice,
beard cutting, dealing with clients and an insight into
barbershops. For more information visit britishbarbers.
com or contact 020 3701 1774.

New this season, Igora Royal Metallics colours.
The metallic trend has found its way to hair
fashion. Igora Royal Metallics now offers
colourists eight new shimmering shades with
warm and cool reflexes for a metallised, polished
finish. Warm fashion pigments are blended
with contrasting saturated shades to create an
innovative palette to give a fashion statement
in hair. The colours can be mixed with all other
Igora Royal colours and offer up to 70% white
coverage. For more information call 01858 419668

Style Sexy Hair

Sexy Hair is big on innovation
and even bigger on creating trendinspired texture for everyday style.
The brand new Style Sexy Hair
is the perfect choice, dedicated to
texture, shape and hold, great for
every modern look from tousled
bed head to feisty faux hawk. Each
formula is carefully created to deliver
the ultimate, professional styling
experience. The range includes a
texturizing hairspray, moulding paste,
shaping crème, volumizing gel foam,
styling wax, texturizing paste, holding
gel, wax spray and texture crème.
For more information visit
www.sexyhair.co.uk or call
0161 406 9360

Nomad Trend by Aveda
Colour holds the power to instantly transform, exude personality and even impact a mood; it also affords the
perfect opportunity for clients to experiment with new looks and daring colour combinations. What better way to
embrace the Boho-spirited season than with the new Aveda Nomad Trend. Create a romantically whimsical tie-dye
effect by using the Aveda Full Spectrum 96% naturally derived hair colour system, which grants artistic licence by
possessing the versatility to concoct any colour in the spectrum, for a unique blend of fluid hues, bespoke to the
individual. Aveda Full Spectrum uses certified organic conditioning oils, including a blend of Sunflower, Castor,
Jojoba, Coconut and Babassu, with the addition of Soy Protein to amplify protection and leave hair looking healthy
and luminous. Clients can amplify the look with this handy festival saviour – Aveda Pure Abundance Potion, the
ultimate tool for disguising second-day hair and creating volume and texture. Sprinkle on to roots; work it in and,
voilà, perfectly tousled festival hair. For further information visit www.aveda.co.uk
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Changes SRHs Need to Know
As we head towards summer it’s a time to reflect on all the changes currently taking place in the world of
work and employment law. It’s only when you consider the list below that you realise quite how much change is
happening and the way the Government have certainly moved in the direction they promised. We might not all
agree with the changes but changes there have been. Having at least an awareness of the changes is important
for both employers and employees, including the self-employed.

Ironically very little happened in the budget, the
£1,500 age apprentice grant is going to continue to
run and there were the changes around personal
allowances and National insurance for under-21s but
that’s about all.

2

The benefits rates all changed on 6 April – Maternity
Pay rose to £138.16; Statutory Sick Pay rose to
£87.55.

3

The Percentage Threshold Scheme (PTS), which
allows employers to reclaim Statutory Sick Pay
(SSP) in certain circumstances, was abolished
from 6 April 2014.The government has announced
that the current PTS funding will be moved into
a new scheme to help employees who have been
incapacitated for four weeks or more get back to
work as part of the government’s Health, Work and
Wellbeing Initiative.

4
5
6
7

leave. This will be shared between the mother and
the father/mother’s partner. So there will be 37
weeks of paid leave to use. Of course if you are selfemployed these regulations will not apply to you!

8

9

The new rates for the minimum wage in October
2014 were announced, the adult rate increasing
from £6.31 to £6.50, the other increases were
18/21-year-olds £5.03 to £5.13 16/17-year-olds £3.72
to £3.79 ,Apprentice rate £2.68 to £2.73
From the end of June ALL employees with 26
weeks’ service will have a legal right to ask their
employer for flexible hours.
From October 2014 dads can claim paid leave to
attend two ante-natal appointments with their
partner.
More radically, the proposals for shared parental
leave have been announced. From April 2015 it is
proposed that mothers and fathers will be able to
share parental leave for up to a year and even be off
at the same time. The existing maternity leave and
ordinary paternity leave systems will remain, but
mothers will be able to replace their maternity leave
(other than the compulsory maternity leave period,
ie 2 weeks) with a new system of shared parental

10
11

The first set of statistics showing the impact of the
requirement that employees pay a fee to take their
claim to Employment Tribunal (introduced in July
2013) have been released. The change in the law
seems to have had dramatic results. In the period
October to December 2013, 9,801 employment
tribunal claims were received. This was 79% fewer
than in the same period in 2012, and 75% fewer than
in the previous quarter.
There is now another major change. Before even
submitting a case to Tribunal employees will have
to contact ACAS. ACAS will then contact the
employee or their representative to gather basic
information on the dispute. The case will then be
passed to a conciliator who will talk through the
issues to see if a solution can be found. There is a
fixed period of time for this conciliation process.
This might well end up in more claims being settled
“out of court”. It might be a further deterrent to
employees taking cases but it will certainly further
reduce the number of cases reaching tribunal,
which is good news.
The government is focused on growing the
economy and job creation. Apprenticeships will
be increased by 100,000 to encourage youth
employment. The annual investment allowance
is also being increased to £500,000 until at least
the end of 2015. This could free up money for staff
recruitment and training.
Cuts to National Insurance will mean that by next
year under-21s will be lifted out of the “jobs tax”
altogether. Pay restraints in the public sector
will continue, but the Chancellor referred to the
proposed rise in the national minimum wage
(NMW) and the real terms increase.

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
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Sarah Cross from Uber gives registered hairdressers the benefit of her extensive knowledge
on customer loyalty programmes and what you should and shouldn’t do with them.

Employment Law:

1

hairdressing

Learn About Loyalty

It’s not rocket science but businesses must actually deliver on the fundamental top tips for loyalty success
and not just wax lyrical. Consumers are much more aware of brands attempts on customer loyalty and expect
something a bit different. The question is do brands dare to be different?
Data – don’t just collect it, use it!

Don’t be under any illusions about why you should have a loyalty
programme. Loyalty it not and never should be about simply keeping up
with competitors, or about a quick sales fix, or indeed just because you
think you should! The ‘Holy Grail’ is quality data, and more importantly
what you do with that data. You need to establish what’s going to help
you get to know your customers better? How much data should you
ask for and what first? No matter what sector you’re in, there are some
fundamental rules. The basics centre on a principle of give and take.
Your customers won’t mind giving you their basic contact details if they
know that’s how you’re going to connect with them give them value,
offers and rewards, and they are confident of how you’re going use
the data. It’s imperative that you get up to speed with the latest data
protection rules around opt-in. We’ve seen some of the best response
rates from mobile usage, providing it’s done in the right way. Think
about the contact details being the frame of your customer’s painting
(profile). It takes time to complete the picture so decide what’s important
and get to know your customer. Over time, transactional data becomes
vital and helps you understand what, when, and how your customers
are motivated to engage/purchase from you. Use this data to make the
customer experience slick as well as cross selling where relevant.

Individuals – treat them how you’d want to be treated

Sounds simple but so many brands don’t think about their customers in
a “how would I like to be treated kind of way”. If you’re only ever going
to send out mass communication to a wide audience, just don’t bother!
Use your data to treat your customers as individuals. Engagement levels
will depend on the relevance and personalisation of communications,
offers/ rewards and your proposition. Customers don’t mind hearing
from you, if there’s some personal value to them in your message.

Be different if you dare?

We’ve heard the same story so many times. The exec board says:
“We’ve got to do loyalty and, of course, it’s going to be points-based,
what else would it be?” Points programmes have their place but they
are not necessarily right for everyone. Points might not be right for your
brand if you don’t have a high transaction volume or if you’re brand
is innovative, different or exclusive. Your audience may well expect
something different from you – make sure you deliver it... uber’s nonpoints-based brand club concept will give you a real edge.

Joined up thinking – Customer Relationship Management
(CRM) is not just the responsibility of the CRM team

CRM is all about becoming a consumer centric business. Your most
precious assets are your consumers, and its making sure you look after
them and have a meaningful relationship which will result in keeping
them for longer. The real role of CRM is always more than the contact
strategy and database management, it’s about the degree to which you
can align all departments behind a common goal, creating the best
possible brand experience in whatever form the consumer chooses.

Timing goes a long way

What’s going on in your customer’s life, immediacy to events is vital;
birthdays, Mother’s Day, Valentine’s, recent transactions – get in touch
with them if it’s just to say happy birthday or thank you.

Be interested and get to know them

It takes time, work at it and learn from interactions – keep building on
the data you have, the more personal the messages, the more engaged
the customer will be. In order to keep it relevant you have to take time
to find out more. Customers realise personalisation comes with time,
if the relationship is give and take they’ll share information with you
providing you use it to enhance their experience. Always deliver what
you promise, get your customer service team involved, remember CRM
is not just the responsibility of the CRM team. Set key performance
indicators around data and get senior management to buy into this.

Make the most of your relationship with your advocates

In most cases we see the 80/20 rule applies, 20% of your customers will
be active advocates, spreading the word about your brand and loyalty
programme. Recognise this and make the most of it by rewarding them.
Introduce a recommend a friend campaign, and reward them. Your
most loyal customers will be recommenders, and those that have been
recommended will become loyal if you deliver on your promises.

Keep something back

Create an air of mystery, surprise and delight around your loyalty
programme to keep it interesting. The secret is to not lay out all the rules
up front! This allows you to tailor your programme as you go, giving a
fluid, flexible approach. As you learn you can adapt communication,
rewards and benefit types. Customers like to know what they have to do
to get rewarded but it doesn’t have to be just about behavioural drivers.
Look at the data and reward in a “surprise and delight” way – if you get
the reward and timing right, they’ll be very impressed and, importantly,
they will never forget it.

Measure what’s important to your business

BEFORE you implement your loyalty programme, define what success
means, so you all have a common goal, and expectations are managed.
Don’t forget it takes time and investment before you see success from
your loyalty programme. Combine soft and hard benefits, include
data achievements, brand experience as well as customer acquisition,
member transaction, member vs non-member and visit-based
measurement.

Keep rewards relevant, show value quickly

Although it takes time to learn what pushes your customers’ buttons,
you need to hit the ground running with rewards or benefits simply
for signing up. Get creative and form partnerships with the right
brands to allow you to do this in a cost-effective way! Reward them
as soon as possible to get early buy-in to your programme, and they
will be instantly hooked. Treating people “special” doesn’t have to
cost a fortune, and this can be done easily, simply by getting your
communications exciting, immediate and, most importantly, relevant.

Get the staff involved

By this we mean internal at a corporate level and if you have staff that
are customer facing. A two-tiered approach to your programme will
bring you more success. If your staff members are being rewarded in a
similar way they will a) understand your programme and how it works
more clearly but b) talk about it more enthusiastically, it all adds to your
viral buzz and ultimately your bottom line.

Sarah Cross is an independent loyalty and engagement consultant with over 17 years’ experience. In 2008 she set up Uber, a boutique
independent loyalty and engagement consultancy, working with retail, fashion, hair, beauty and luxury brands, to drive revenue through
strategic customer loyalty activity and engagement programmes to maximise profitability from customers. www.uber-uk.com
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The state registered
team at Richard Ward
Metrospa

Reduce your Business Rates
and other Business Costs
Over 300 hairdressing businesses start up EVERY WEEK and unfortunately the same number close. Why is this?

Coming of Age
One of the highlights of my year is our
Junior Competition. We hold it every
January and the event is split into
two parts – Junior of the Year (winner
and runner-up) and the Technical
Achievement Award. The Junior of
the Year is voted for by our senior
team and they assess several aspects
of performance such as teamwork,
attendance, punctuality, motivation
levels, etc. and mark each trainee. It’s a
real democratic result.

The Technical Achievement award is
held in the salon and is a chance for the
trainees to showcase their work to the
entire Richard Ward team and a panel
of distinguished judges. They present
a mood board and explain what they
have done technically on their model.
Their work is assessed on their level of
experience, so a young trainee could
potentially pip a more experienced
junior to the prize.
What I love about it is that it gives me
a chance to show parents, partners and
friends exactly what their loved one
has accomplished and how far they
have progressed in their training. Our
education programme takes around five
years to complete in some cases so it’s
crucial that parents know what stage the
trainees are at.
This year I decided to compile some
statistics for my speech. I worked out
that our senior team members have
notched up a staggering 493 years of
service between them, averaging out
at 10½ years each. And with over 70%
of our colour, cutting and styling team
having come through our in-house
training programme, that demonstrates
how sincerely we believe our trainees
are our future.
Recently, though, I realised that we are
somewhat unique and in an enviable
position.
As we receive no government funding
directly for any of our 22-strong team
of apprentices, there are no age limits
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regarding our selection process, unlike
some other salons. Hence some of
our now senior team only started
hairdressing in their late 20s and didn’t
actually qualify until they were into their
30s. One of my senior stylists actually
was interviewed for her application to
be a cleaner when she was in her mid20s. Why a cleaner here? I asked. To be
close to her passion, hair, she told me. I
immediately insisted she wasted no time
in the cleaning vocation and undertook
our training programme and now she’s
a member of our art team.
We have a trainee currently who is in
her 30s and her approach is that there
is no time to lose. Why not? Surely
at 20 or 30 and after a couple of false
starts you’re better placed to realise
what direction you want to take?
From experience, my older trainees
can be much more finely tuned in
terms of motivation and show a steely
determination to get on with their
training. They tend to be completely
focused on getting on and qualifying
– they can’t afford to make any more
mistakes in terms of wrong directions
and need to get on the floor as quickly
as possible so they can start realising
their earning potential and reaching
their aims; perhaps settling down,
saving for a deposit, getting married,
starting a family.
Some school leavers are the same,
but I realised that many salons may
be missing a trick in not biting the
bullet and employing older people
as apprentices. Some of our best
team members have a wisdom and
experience that only age really delivers.
The canny salon owner is keen to up
their service levels and capitalise on
that expertise to help deliver a better
customer experience, so what better
way than to maximise on all those life
lessons learned?
Our cloakroom lady is nearly an
octogenarian (she won’t mind me
saying, I hope). Since the default age of
retirement was abolished, she remains

Over the next few issues we’ll take a look at what
decisions you can make to manage costs, reduce risk,
stay afloat and ultimately GROW your business
in her role at the ripe old age of 78.
She has been part of our team since
we started out 21 years ago and has
absolutely no intention of not continuing
for as long as she can. How fantastic
that she sees that mixing with our young
team and being active at work is the key
to keeping her young. The salon gives
her a lease of life and a reason to get
up in the morning and she’s as sharp as
one of the pins she pins her cloakroom
tickets on the coats with.

Many businesses focus on growing sales and rightly so,
but without focusing on costs this can come at a hefty
price. Most of you will have heard the analogy ‘filling up
a bucket with a hole in it’ – yet many businesses do just
that.

I must admit as a general manager I
can get a bit CV blind. I’m never that
interested in anybody’s academic
qualifications. I certainly couldn’t care
less about age either so you could never
accuse me of being ageist. Why? Because
age is an asset, not a drawback, in
my book. Find me a shampoo/general
assistant in their 50s and I’m a happy
bunny. They’ll normally have learned
to appreciate the benefits of work and
will enjoy integrating into the team and
feeding off the vivacity and zest for life
around them. They’ll realise that working
with youngsters keeps them young. And
best of all, they’ll totally understand that
looking after the customer is key.

Often you will decide on your customers’ prices based
on your direct costs. However, without considering your
indirect costs you risk becoming another failed business
statistic.

So I’ll carry on employing apprentices
regardless of their age and making sure
my business benefits from all they have
to offer, thank you. And those that don’t
might be missing a trick.

Business and industry expert Hellen Ward, in
partnership with City & Guilds, has a series of
books for salon managers 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.
www.ultimatesalonmanagement.com

At best some of you will negotiate on direct costs items
(direct costs are typically items you buy to sell, or use
specifically in your day-to-day running of business; e.g.
food in a restaurant or hair products in a salon).

So, which ones are important and how can I
plug in those holes?
To answer the first part of the question – simply
establish what indirect costs are the biggest.
In most cases this will be employees (which we’ll leave
for the time being), typically followed by rent, rates and
utility bills.
Regarding rent – once you have signed a commercial
lease agreement, there are limits to what you can do,
or what a landlord will agree to. That’s why it is vitally
important to have your lease professionally checked
to understand the implications and risks involved
especially if you are thinking of placing personal
guarantees against this or other aspects of your
business as you may be risking your family home!

If your rent and rates are stretching your
business, what can you do about it?

The Government Small Business Rate relief scheme
is due to continue running in its existing format until
March 2015. It may change, continue or even be
scrapped after that. However, the current scheme
allows businesses to: Claim Small Business Rate Relief
(SBRR) until 31 March 2015. You’ll get 100% relief (for
properties with a rateable value of £6,000 or less).
If you have more than one property, you could get
small business rate relief if the rateable value of each
of your other properties is less than £2,600.
If rent is stretching your business, selling a chair or
sub-letting a section of your property can help cover
some of these costs but did you know this could also
help with your business rates... if done correctly?
Many business people actually run more than one
business at the same time. These can be different
aspects of the main activity they undertake or may be
completely different activities. Often these different
activities are conducted all through one legal structure.
However, this means that if something goes wrong,
everything is at risk. A prudent business person breaks
up their different business activities into different legal
structures so that if something goes wrong in one
area, their assets and the rest of their activities are
protected.
The legal structure used for providing protection
is to use incorporated Limited Liability Companies.
Furthermore, there can be financial benefits to
arranging your business activity in this manner. There
can be Corporation Tax and even Vat Tax benefits, as
well as Personal Tax benefits in some circumstances,
including income splitting with a partner or spouse. As
individual needs are quite different, it is important for
you to consult a trusted tax advisor on such matters.

Act now before it’s too late!

Important: don’t put your head in the sand in the hope
that these problems go away – they won’t..!

Members of the Hairdressing Council can contact David Kowal, Legal Practitioner and Business Consultant, for a
FREE no-obligation chat regarding reducing their business rates, insolvency, debt worries or restructuring their
business on 0115 888 2113 or 07872 590796 or david.kowal@boddingtonlaw.co.uk
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Enjoy an afternoon relaxing with a deserved
afternoon tea treat with this special discount for
registered hairdressers and barbers

Save 10% off
All Afternoon
Tea days out and
experiences

Image Courtesy of Haringtons.com

Have a break for less with this fantastic
Registered Hairdresser/ Barber discount

Premium insurance products
without the Price Tag!

Guaranteed savings of 10%*
off Cottage Short Break
holidays in the UK and
Europe CottageStayUK is the
UK’s leading Cottage Short
Break employee benefit, with
fantastic cottage discounts
across the UK & Europe!

Tailored Insurance
Solutions for:
Salon/ Barbershop owners
& Freelance Individuals

For more information call us on:
0845 268 1558 Quoting Ref ‘PART10’
Mon – Fri: 9am – 6pm
Find the perfect afternoon tea experience, all on one website. To
book online visit www.afternoonteafortwo.co.uk choose your required
afternoon tea experience and then during the shopping process use
password ‘haircouncil10’ on check-out.

Registered Hairdresser

NEW BENEFITS
Enjoy the Hi Life
with another
fantastic benefit
for registered
hairdressers

* terms & conditions - We guarantee a minimum saving of 10% off all Cottage reservations.
Full terms and conditions are available on the web site.

At the Hairdressing Council we are constantly looking for ways
to increase benefits offered to State Registered Hairdressers and
Barbers. Here are four brand new benefits available exclusively to
SRHs and SRBs. For more information visit www.haircouncil.org.uk

New SRH Benefit
Enjoy 2 for 1 dining at
thousands of great
restaurants nationwide

With the Hi-Life “2 for 1” Dining Card, you can save hundreds of
£££’s every year on your restaurant bills. With over 5,000 great
restaurants across the UK and Ireland, including your favourite
restaurant chains such as Prezzo, Malmaison, La Tasca, Poncho 8,
Hand Picked Hotels plus many more...Hi-Life is one of the best ways
to save money and still enjoy eating out with friends and family.

Saving £40 on membership...
Classic membership: £29.99

Or visit www.cottagestayuk.com/discount and follow the
simple on screen instructions to book and receive your discount.

Platinum membership: £44.99

The Platinum Membership Benefits include:

State Registered Hairdressers can contact David Kowal
- Legal Practitioner and Business Consultant for a FREE
no obligation chat about reducing their Business Rates
and other business costs, insolvency, debt worries or
restructing their business on:

0115 888 2113 or 07872 590796

‘Designed with you in mind’

david.kowal@boddingtonlaw.o.uk
Don’t forget to quote your registration number when calling or emailing

Exclusive ‘2 for 1’ dining at Michelin starred & AA Rosette rated venues
10% off holidays with cottages4you
Great saving at some of the UK’s favourite attractions – Alton Towers
Resort, The Dungeons, Chessington World of Adventures Resort,
Madame Tussauds, and Thorpe Park to name a few.

For more information,
check out David’s website:

Salon Standard cover incorporates:
Business Interruption ~ Contents ~ Employers/ Public & Product Liability ~ Glass ~ Legal Expenses ~ Money ~ Treatment Risk

www.shareofwallet.co.uk
How to #getinsured or #getaquote
www.just-hair-insurance.co.uk
info@ just-hair-insurance.co.uk

To apply visit www.hi-life.co.uk/join enter relevant Promo Code;
Classic Membership - ‘HAIRCLASS’ Platinum Membership - ‘HAIRPLAT’
or phone 01253 685160 and quote ‘HAIRCLASS’ or ‘HAIRPLAT’

01923 894360

Terms & Conditions apply. Don’t forget to have your registration number handy.
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T&C’S Apply

The Hairdressing Council is an Introducer Appointed Representative of Just Hair Insurance, the trading style of ACM Broking Limited. ACM Broking
Limited is authorised and regulated by the Financial Conduct Authority (FCA) under firm reference number 300686. You can check this on the FCA’s
Register by visiting the FCA’s website www.fca.org.uk/register or by contacting the FCA on 0800 111 6768.

You too can become a

Master Craftsman
in Hairdressing or Barbering

The Iconic

The Hairdressing Council are pleased to announce the brand new Master Craftsman Diploma for Barbers.
This prestigious award now recognizes barbers in their own right. Hairdressers and barbers can join the likes of
Lino Carbosiero, Mark Coray, Anne Veck, Andrew Barton and other industry professionals in celebrating their
skills and qualifications by applying to become recognised as a master of your craft. If you have been a State
Registered Hairdresser or Barber for over two years and have management or teaching experience you may
be eligible to become a Master Craftsman in Hairdressing or Barbering. This prestigious and select hairdressing
award puts you among the cream of British hairdressing and barbering. The Master Craftsman diploma comes
in four different formats and all new Master Craftsmen will be listed on the new Hairdressing Council website –
see your name at www.haircouncil.org.uk

Congratulations to these
new Master Craftsmen...
Nichola T Roulston
Denise Gilbert		
J Smart		
Ian P West		
Daniella N Simpson
Elaine Whitewick
Linda J Chegwidden
Michael Taylor		
Rhiannon True		
Melanie Blant		
Sharon L Robbins
Fiona Johnston
Simon Cox		
Matt Birks		
Claire A Solman
Sam G Pike		
Katherine Clemo

Leics

Silver Metal Plaque

on a black mount in
quality silver frame

Burnished Brass Plaque

mounted on faux dark wood

Staffs
Shropshire
Isle of Wight
Bolton
Leeds
Essex
Dorset

Sassoon used it to create the bob. It’s the most versatile styling brush in the world.

Swansea
Notts

Now with a re-designed handle for enhanced grip and control.

Cardiff

Use it to smooth, shape, sculpt and style.

Scotland
St. Albans

THE DENMAN D3 SEVEN-ROW STYLING BRUSH.

West Sussex
Co. Kilkenny
Bristol

Diploma in Hairdressing
in a specially made frame

Cornwall

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

Often copied, never equalled.

Silver Metal Plaque
in a modern-look
acrylic frame

Hairdressing Council
www.haircouncil.org.uk

www.denmanbrush.com

The Essence of Adventure
from Jack Dean.
The Jack Dean collection is a complete styling
system formulated to cleanse, condition and style
the hair. It features classic hair lotions and
tonics including Eau de Quinine, Eau de Portugal
and American Bay Rum which are the very essence
of the golden age of travel and adventure.

Perfect for your

Barbershop Retailing.

For stockists,
Freephone:

0800 262509

Proud sponsors of the BBA’s National Student
Barber Competition and the Barber Connect Show.

www.jackdean.eu

