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So, tiered pricing; what for? Why 

is it important? When should I 

implement it? How do I roll it out to 

my clients and team? 

It’s been a super hot topic within my coaching 

circle and it’s without a doubt one of the more frequent 

inquiries I receive. All of the above are important and 

relevant questions! 

Tiered pricing is where you have scaled pricing 

for your treatments based on experience, technical 

ability and position within your salon, a higher price 

point generally reflecting the owner or manager of the 

business, and the lowest price point being allocated to 

the apprentices, trainees or juniors. 

When I owned both of my previous salons, and 

currently in my barbershop, we had tiered pricing rolled 

out for years and it was a key contributor to our success 

and saleability, as well as so many incredible benefits, 
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so let me take you through all the pros and cons, and 

how to ensure you are tiered correctly. 
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WHEN DO YOU IMPLEMENT TIERED 

PRICING? 

In short – now! If you have one or more employee 

and you’re currently all running the same pricing, it’s 

time! 

Anyone who follows me knows that my favourite 

thing to do as a coach and mentor is to help over-

worked salon owners step off the floor of their business, 

and step into being a ‘boss’. The most common thing I 

hear from my coaching clients when they are 

transitioning from huge and unsustainable hours on the 

clients, to pulling back and allowing themselves ‘me 

time’, as well as dedicated time to work ‘on’ the 

business, is that they stumble across some road blocks. 

One. Their clients are lowkey obsessed with them and 

won’t see anyone else on the team. 

Two. Retaliation from staff and clients, or their family, 

and from that, feeling guilty about taking time out 

and no longer being ‘married’ to their salon. 
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Three. Their salon falls apart in their absence, things go 

wrong, basically when the boss is away, the 

monkeys play! And 

Four. They can’t afford to step back because they’re 

the top income earner and they can’t cope with the 

lack of sales. 

There are a few ways to overcome those points, 

and a lot of things to put into place before you can step 

out of your salon completely (I detail that in my book 

‘Fearless and Free: The Ten Simple Steps to Stepping 

Off the Salon Floor’) but, in this book I want to discuss 

everything you need to know about tiered pricing 

structures, which should knock problem one, two and 

four on the head!  

In a nutshell, tiered pricing is fucking ground-

breaking for so many issues you will face when 

implementing changes like this into your business; 

increasing pricing, asserting your worth, delegating 

clients, enabling you to cut down and the list goes on. 

https://caitlynmenzel.com/product/fearless-and-free/
https://caitlynmenzel.com/product/fearless-and-free/
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I know from first-hand experience, both personally 

and through my coaching clients, that if you aren’t 

receiving mentoring, as a salon owner, it wouldn’t be 

abnormal for you to be servicing clients for fifty plus 

hours of the week, plus ten-ish or more hours spent on 

the back-end ‘boss’ stuff; general management, quality 

control, marketing, future planning etc. and while you 

can delegate a lot of those tasks, its vital to always keep 

your finger on the pulse in your business, and there is 

still a hell of a lotta stuff that only the owner can do. 

Yeah, you can delegate marketing, inventory, 

team management and majority of your client 

communication, but can you really delegate 

everything? No way. As a purely off-the-floor owner of a 

salon, I can verify that there are plenty of tasks that I still 

want to do that I would never handball to my team. 

I don’t believe that every salon owner needs to 

come off the floor completely, but I do believe that 

every salon owner needs to be wrapped in a bubble 

giving 100% attention to their clients when they are on 
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the floor, the same as you expect your employees to 

when looking after your clients, and when the owner is 

dedicating time to working ‘on’ the business, they 

again, need 100% focus on the tasks at hand. It’s a 

juggling act and it’s something we all have to learn to 

navigate and balance. 

 

 

 

 

 

 

 

 

 



 © Caitlyn Menzel Coaching 2020   

TALK ME THROUGH TIERING… 

When I owned my salon, we had five tiers for 

our sixteen hairstylists: 

• The top dog – Director, this was me, myself and I. I 

was 50% higher priced than my base-priced 

Senior’s. 

• Next – Executive Hairstylist’s. these were my 

experienced team members who were very busy, 

very much booked up, and I looked at them as 

leaders and examples. Their price sat at 20% above 

our base. 

• Base price – my Senior Hairstylist’s. these talents 

were one plus year out of their apprenticeship, 

qualified and developing their specialty and 

establishing their client base. 

• Below the Senior’s came the Emerging Hairstylist’s. 

these were my youngen’s (in a qualification sense) – 

usually in their third year of their apprenticeship, 

newly graduated or within their first year of attaining 
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their qualification, still needing a little bit of 

guidance and with a little more room to grow. 

These guys were 20% below the base-price. 

• And the freshies – New Talent’s. these were my 

assistant level staff, 1st and 2nd year apprentices who 

were usually in the early stages of training and still 

building confidence and ability in their skill. They 

were half the price of the Senior’s (base price). 

In addition to those sixteen we had two 

receptionists, and an off-the-floor Coordinator and 

Manager, but for the sake of simplicity, we will stick to 

floor staff. 

Currently in my barbershop, we have a small team 

of four which means we only have three tiers: 

• The two boys at the top are each a Qualified 

Barber. I reckon this is fairly self-explanatory; our 

two qualified’s fall under this tier because they’re 

both busy, experienced and have been with us for 
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quite some time, and their services are $10 higher 

than our base-priced Barber. 

• You guessed it; the middleman is our Barber. He’s a 

graduate barber who is within a year of gaining his 

Cert III. He’s a young gun, but he’s still growing and 

finessing, so he will stay here until his book gets a 

little fuller and his skill is on point. The Barber is the 

base price. 

• Last but not least, the lowest tier for now is our 

Emerging Barber. He’s our awesome little 1st year 

apprentice. He’s only just begun, so he is $20 less 

than base price, as gaining hands-on experience is 

the goal at this low level! 

The reason we worked off percentages for the 

salon is because our average client service spend 

ranged from $250 to $370, so it was easy to round to 

even dollars, however, in the barbershop our average 

client service spend is between $42 and $55, so using 

dollar amounts between tiers is simpler being such a 

substantially lesser amount. 
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HOW DO I DESIGN THE TIERS THAT 

WORK FOR MY SALON, AND HOW DO I 

CATERGORISE MY STAFF? 

Well the truthful answer to this is, it’s a case-by-

case scenario. I know, I know, such a generalised 

answer *insert eyeroll here* 

I suggest asking yourself the following: 

• How many services does your salon offer? 

• How many staff do you have? 

• Do your employees specialise in specific treatments 

or does everyone perform the same? 

• Do you have some that are amazing salespeople vs 

some that lack? 

• Are some of your staff running a full column? 

• Do you have juniors and staff in training? 

• Are you paying your staff differently? 

There really are so many factors and points to 

consider, if you’re still really stuck by the end of this 
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book, join me for a 1:1 coaching session where I can 

restructure everything together! 

Before you read on, and for the avoidance of 

doubt, I will add that while there isn’t a ‘hierarchy’ in 

our business, and we have a solid team vibe and 

workplace culture, we know that every employee is 

integral to the success of our business and charging 

less for an Emerging compared to an Executive, does 

not in any way mean they’re less important to the salon. 

As I said, if you have a smaller salon of say, four, 

such as my barbershop, clearly you aren’t going to have 

five tiers. If you have a salon with twenty beauty 

therapists you may have ten tiers, but the number one 

key to tiered pricing is that the owner outprices the 

team. Why? 

Because, you da BOSS! 
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WHY ARE YOU THE MOST VALUABLE? 

Do I really need to explain this? Asserting yourself 

with pricing doesn’t necessarily mean you’re the most 

experienced person on your team, nor that you’re the 

best or better than your team, what it says is “I am the 

owner, and my time is more expensive than my team” 

…because you are more valuable. 

When I was on the floor four years ago, I wasn’t 

the strongest cutter on my team by a long shot, I also 

had less technical experience and qualifications than 

some of my girls, but I was hands down the strongest 

colourist and stylist, and aside from that, my time is 

better spent doing the things that only I can do, and my 

time is expensive because I am the most valuable 

person in my business. 

Do you ever visit a lawyer and pay the same for 

the Director as you do a Senior Lawyer? No. because 

the Director’s time is more valuable to the business 

than an employee. 
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My Emerging Barber is a core part of the daily 

running of my barbershop, but should he be charging 

the same $50 for a haircut as my leading Qualified 

Barber? No way, José. 

The main purpose of tiering is to value you as the 

owner and the boss, and so that your clients and your 

staff understand your importance. As I keep saying over 

and over, you are the most important person in your 

business, because it literally wouldn’t exist without you. 
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WHY SHOULD I TIER MY SALON PRICES? 

There is a damn long list of positives compared to 

very few negatives… 

Why I, and all of my coaching clients introduce 

scaled pricing is usually because we wanna lighten the 

physical workload in terms of looking after clients, while 

maintaining or growing our sales. While you’re working 

on the floor, you want to be maximising your takings 

and contribution to the revenue, which in the end will 

cover your time not generating income. 

By popping your prices up, you will not only 

maintain your normal sales, give some well-earned time 

back for yourself, but pass the overflow down to your 

staff meaning they will be busier and earn more for your 

salon, and they will generate additional sales for 

themselves. Sounds good, huh? 

Some of your clients may decide to stop seeing 

you and move down onto the more affordable options, 
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thus busying up your junior staff. It’s funny how when 

you really value yourself and price your services 

according to your value in your business, some of your 

long-term clients who “refuse to see anyone else but 

you” are suddenly perfectly okay with moving ‘down 

the ranks’ into your more-than-capable employees 

columns. 

I often hear that by bumping up your price on 

your more experienced hairstylists and therapists, 

therefor creating a wider gap in pricing between your 

less experienced ‘juniors’, that you actually broaden 

your appeal to different demographics of clients. So, 

your more budget-conscious clients, such as students 

or lower income earners, now have a way of fitting into 

your salon, as well as your higher-budget clients. 

In short, do you now understand the value of 

price tiering? Do you now see how it benefits your 

salon in so many positive ways? Love that for you. 
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HOW DO I ROLL IT OUT? 

The direct response to this is – set a date and 

STICK TO IT! 

Design your pricing structure, contact your clients 

and let them know that as of your nominated date, you 

will be charging them [insert new price here]. In this 

conversation, if you vibe that they aren’t completely 

understanding or 100% on board, DO NOT 

APOLOGISE! I repeat, DO NOT APOLOGISE and DO 

NOT BACKPEDAL or fold back into your old pricing. I 

would instead use this time to recommend a more 

affordable employee, or even downgrade the service, 

or segue them into a salon membership or package if 

that’s something you offer. 

 

 

 



 © Caitlyn Menzel Coaching 2020   

WHAT IF MY STAFF OR CLIENTS DON’T 

LIKE IT? 

A big, fat failure is apologising for something that 

you DO NOT have to be sorry for. Implementing tiered 

pricing is about progressing and moving yourself and 

your business forward, not feeling bad and being held 

back. Remember that!  

If you cop a lil’ bit of backlash (which rarely 

happens if you go about this the right way) is to always 

think about the bigger picture and remind yourself of 

your end goal… by charging properly you will be able 

to work less floor hours for the same or more money, 

and by doing this you are growing your business, and 

allowing a better work/life balance for yourself and your 

fam. 

One of the biggest problems in the hair and 

beauty industry is that our staff as well as employers 

don’t assert themselves or value their trade and their 

skill as much as other professionals do, and they back 
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down as soon as they are confronted by a client, or they 

get asked a question they don’t like, which is why a vast 

proportion of salons don’t make enough money and 

often struggle to stay afloat, so don’t be a contributor 

to the problem, be a part of the change in improving 

our hair and beauty world.  

As for your staff, tiering prices means that they 

always have opportunities for growth, and growth 

opportunities mean longevity of staff, and loyalty of 

staff, as well as more sales, more commission and 

usually a higher pay rate to boot. Happy days! 

This whole process of price tiering isn’t 

necessarily about making stacks of cash, it could be 

about delegating a portion of your clients to your 

talented team mates, or tiering your prices could even 

mean that you get to exchange some of your floor 

hours for an afternoon off with your family, or more 

office hours. Like anything, whatever your ‘why’ is, 

tiering your pricing is a great way to help you to 

achieve it. 
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If you need help with your pricing, we have a 

detailed segment on pricing in ‘The Salon Summit 

Series’ available at www.caitlynmenzel.com or by 

clicking here, alternatively you can book a one-on-one 

session by clicking here. 

https://caitlynmenzel.com/product/the-salon-summit-series/
https://www.kitomba.com/bookings/caitlyn
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