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Whether it’s your first and foremost priority or 

not, cash is king, and whether you like money or not, it 

literally makes the world go round, and in the world of 

business – a pumping salon that’s full of clients isn’t the 

only thing that’s going to make your salon grow and 

succeed – great cashflow is! 

Don’t like money? Don’t like sales? That’s okay, 

but lemme break it down for you. 
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BE OKAY WITH BEING A SALESPERSON 

The first key to making money is to get over your 

fear of sales. If you live in fear of being ‘salesy’, so will 

your team; staff are sheep that follow their leader. 

Being a salesperson isn’t a bad thing!  

Look at it this way, you’re literally selling yourself 

to your clients. Yes – you are! Your clients are quite 

literally buying your knowledge, tools, experience, 

products, skills, therefor you’re a salesperson!  

Fear of sales isn’t uncommon, but why do we 

have it? The general fear around sales is that we have a 

fear of rejection, and that we are afraid of being a bad 

salesperson. We’ve all experienced the bad 

salesperson, where you go into an electronics store to 

buy a TV but they’re selling you into a microwave, don’t 

be that guy, just give your clients everything they need, 

no exceptions. New client, existing client, they all 

deserve the same level of service.  
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SET YOUR GOALS HIGH! 

Secondly, set the bar high with your sales goals – 

aim for the moon and you might not ever get off the 

surface of earth, but if you aim for the stars, you’ll at 

least get to the moon. Comprende? Let go of the ego 

that’s belittling your bold goals and aim for the stars. 

Increasing your sales in the salon comes down to 

the relationship you build with your clients. What does 

that mean? Be a professional and stop being a shit-

talker.  

Instead, give your clients the time that they are 

paying for and that they deserve, give them all of your 

knowledge and expertise, and show them that you 

actually care about them. Drop the “what are you up to 

on the weekend, Alexia” and focus on your touch 

points throughout the appointment and the 

professional recommendations you have.  
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Giving a full service is providing each client, new 

and existing, the ability to maintain their hair between 

appointments. If you’re not doing that, and you’re not 

having that conversation, then you’re not really caring 

for your clients, are you? 

You’re not only damaging your business by 

limiting your sales, but you’re letting your clients down 

by being unprofessional and not educating them.  

Right now, make the commitment to giving every 

client a FULL service at EVERY visit. 
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DON’T BE A BAD SALESPERSON! 

Referring back to the label of ‘bad salesmanship’, 

never sell a client something that they don’t need, ever. 

While the goal is to maximise the spend of each and 

every client, always work with integrity and honesty, we 

want those clients coming back and spending every few 

weeks, not getting a sour taste in their mouth from 

being ripped off. 

Maximising a client’s spend basically comes down 

to three factors: 

One: Services to achieve the desired outcome 

Two: Home hair/beauty care that supports and 

maintains the services provided 

Three: Creating a hair plan for your clients, and pre-

framing them for their future visits to you and your 

salon 

Let me tell you, if you cover all three of these 

factors, your book will be full, and so will your bank 

account. No matter what the ‘end goal’ is, you need to 
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be the example for your team. That looks like: driving 

your sales up, filling your book, and training your team 

to follow their leader – A.K.A. be the employee you 

would like to have on your team. 
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WHAT’S THE BEST SALES STRATEGY? 

Your first touch point is within your initial 

consultation, whether that’s in the actual appointment 

or prior to, if you fuck this part up, it’s hard to come 

back from. The consultation is to be used to get clear 

on the #hairgoal for your client and design the steps to 

get them there. This is your one and only opportunity 

to give your clients all the services they need, while 

understanding their routine, their commitment to 

maintenance, and determining the future services they 

will need. 

While I appreciate that there are time constraints 

within salon appointments, if your client needs it, make 

it a priority and make it happen! Get another colourist 

to help you to apply the extra foils, or you do the foils 

and another stylist can colour around. You do the 

brows, and hand the tan to someone else. Move the 

following client back a few minutes, just make it 

happen. Go the extra mile. Upgrading someone from a 
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half head of foils to a full head, you've just added a 

hundred bucks to your bill for a few minutes of extra 

work.  

My favourite way of encouraging my client to 

have an extra service, is to change up their normal 

service or to keep it interesting. That looks like 

changing up the toner on your blonde client, or taking 

your client from a clipper number two to a skin fade, or 

leave the fringe longer. Changing from a chocolate 

brown to a violet or an ash colour. Keeping your clients 

excited and itching to see you again to get the latest 

trends from you is not only advancing your day-to-day, 

but also making their hair (and life) more exciting. Oh, 

and bored people move on. 

The second touch point is opening up the 

conversation about your client’s home routine. Do not, I 

repeat, DO NOT wait until point-of-sale to start the sell! 

What products do they use? Do they know the 

difference between professional and pharmacy bought 
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products? Do they have issues with dryness, oiliness, 

damage, flat-hair, medical conditions? Why are they in 

your salon? Very few people are attending your salon 

for fun (like, I know it’s awesome and you’re awesome, 

but they’re not!) they’re spending their money on you 

because they need you to fix a problem for them. 

People only buy to avoid pain or find pleasure. That’s it. 

Don’t bullshit me and tell me that your clients 

don’t need anything. You’re lying. Every single blonde 

client needs some sort of toning product. Every single 

short haired client needs some sort of styling product. 

And those girls like me that love a weekly blowout, that 

never shampoo their own hair – dry shampoo and silk 

pillows are an absolute non-negotiable to holding that 

style between visits. If your clients aren’t getting it from 

you, they’re getting it from someone else. 

Your home hair care products are there to 

support the work that you do, and to solve the 

problems that your client has described to you. 

Problems don’t have to be severe, it can be as simple 
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as ‘my style doesn’t hold’ or ‘my make-up applies 

unevenly’, but it’s your job to discover the problem and 

be a problem solver. 

Just to add to that previous segment – you need 

to be an expert and explain WHY each and every 

product you recommend is necessary and show them 

HOW to use them. Have you ever bought an impulse 

product that you were sold into, but then it gets 

dumped into your cupboard never to be seen again? 

Yeah that, that’s the epitome of bad salesmanship. 

Here’s a fun fact: five products a day at $50 each 

= $250 a day = $1,250 a week = $65,000 a year. Hello 

new car. European holiday. Whatever gets you going! 
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RETENTION/REBOOKING 

Next, retention. Your clients need to rebook their 

next appointment with you before they leave the salon, 

and a hot tip; before you close the sale. Once you’ve 

closed the sale, your client has mentally left the 

building and they are bouncing out the door like the 

kween they are to get on with living their life.  

Don’t rebook your client at the salon, and they 

are coming at eight weeks instead of six, or five weeks 

instead of two. Everything gets dragged out which is 

essentially flushing your money down the drain, all 

because you can’t be fucked making the effort and 

locking them in.  

Based on an average hairdressing salon, your six-

weekly client would be worth around $2,000 in services 

a year. An eight-weekly client with the same service 

spend, is worth less than $1,500. Now do you get it? 

There’s your pair of Gucci sneakers, girlfrannnd. 
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A point to add about less frequent visits, is the 

additional cost to the client. The difference between a 

four-week global lightening and client and a six-

weeker? More bands than ‘Big Day Out’, more time, 

more product, more toning = higher bill! Make sure 

your clients are re-booking. And don't take no for an 

answer, just re-book them.  

As always, the retention target I set for my salons 

is sky high, aiming at over 80% of our salon and 

barbering clients rebooking before they leave. You 

want to have a hair plan for your clients, build that into 

your client’s routine, get them into those habits, make 

your appointment availabilities scarce, and lock them 

in. 
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YOU GOTTA WERK! 

Leading by example is the first way to get your 

team on board with levelling up your sales. Team 

motivation is one of the most common difficulties I hear 

from salon managers and owners. So how do you get 

them to follow suit? Simple, really - you dangle a big fat 

juicy carrot and set a reachable goal to attain it. And 

when they achieve that goal, you follow through and 

give them the reward they’ve earned.  

I'll level with you, I wouldn't get out of bed for 

$22 an hour, would you? And most staff are exactly the 

same. 90% of my worker bees are money driven; they 

like holidays, they like nice things, they like having cash, 

and who the hell doesn't like having cash?  

Most employees aren’t forthright in what they 

want or what drives them, and if money isn’t doing the 

job… JUST. BLOODY. ASK. THEM! I found that one of 

the biggest drivers for my entire team was to have the 
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occasional Saturday off, so what did we do? We created 

a way to give them every sixth Saturday off, paid! 

Further prying uncovered that one of our boys 

preferred additional time off to spend time with his fam 

in lieu of a cash bonus. We found that a few of our 

trainees wanted us to save up all of their bonuses and 

give it to them in a lump sum at the end of the year, or 

when they wanted to make a large purchase like a 

holiday or a festival ticket. And we also found that one 

of our employees wanted to have her phone bill paid, is 

that too hard to arrange? No way! 

Be generous to your workers in exchange for their 

effort and loyalty, and incentivise them with things 

THEY want, not the things that you would want.  
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MAKING IT RAIN 

Give your clients 100% at every appointment to 

your salon and fill up your days with raving fans. Get 

the most out of your employees and ‘make it rain’ every 

day. The goal is to get as much cash coming in as you 

possibly can, because cash is king and that's going to 

get you to your goals quicker than a parking fine in the 

CBD.  

And if you need the deets, the tried and true ‘how 

to’ get cashflow and fast – check out my ‘Salon Summit 

Series’ here. X 

 

https://caitlynmenzel.com/product/the-salon-summit-series/
https://caitlynmenzel.com/product/the-salon-summit-series/
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