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Hello there,
I hope that you enjoy your complimentary preview of The 6 Figure Stylist-Secrets to Exploding Your Beauty Industry Business & Creating Success by Design it is my hope that you enjoy it!
You should know that this preview has been created especially for you to give you sneak peek inside of the book.  This preview looks slightly different from the final version of the book’s layout but the content is still there for you.
I welcome your feedback and thoughts you can send them to me at my email address listed on the website www.DollFaceMarketing.com.
You can purchase the book at Amazon, Barnes and Noble and other retailers. 
Enjoy!
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The old way of doing things in the Beauty Industry is broken and gone forever.


Things will never be as they once were.


While some time-honored, proven business strategies continue to have their place and not only that, they will always have their place, but they must be combined with new, more creative thinking along with thorough and disciplined methods that prove effective with the realities of the new direction of this industry and the desires of its professionals, its consumers and its clients.
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Preface




Welcome to the New Era of the Beauty Industry.  It’s here and I know you have felt the changes.  Maybe you’ve noticed that something was different but could not recognize what it was.  Does any of this sound familiar?

· You find it hard to get new clients
· If you are able to find new clients, you can’t them to return as you wish
· You find it hard to find competent staff, who understands your vision
· You’re noticing an extreme lack of loyalty in both clients and staff
· Profits, if you have any, are not stable and predictable
· You have worried that someone in your staff one day will walk away with your clients
· You’ve been afraid of someone will steal and share your secrets and other proprietary information
· You have worried about staying ahead of the trends, not wanting to fall behind
· You want to be sure that you can retire comfortably
· You want to increase your businesses exposure
· Clients don’t realize the difference between you and your competition
· Potential clients feel that they can do your job better than you can and don’t realize your value
· You don’t want to simply survive in this industry, you want to THRIVE, creating Maximum Profit & Wealth along the way

If any of those bullet points sound familiar to you, you’ve definitely felt the changes.

	Here’s the great news though, those who understand that things HAVE changed and make the decision to do something about it, success is at hand and will be easier than you think!

	Too many will decide to do nothing, they will stand idle while their businesses collapse right before their eyes.  Well, that’s if their business even get the chance to get off the ground.

	For those of you who respond boldly and intelligently, incredible opportunities that are bigger and better than ever are waiting for you.  In this New Era of the Beauty Industry they will be these opportunities will be more accessible than ever.

	The weak will struggle to stand if at all and those who decide to act will be en-route to all the benefits that drew you to the industry in the first place, great pay, travel, multiple streams of income, the list just goes on.  You and you alone can make the decision to either lie down and struggle or to stand tall.  Standing tall is the only way unless you want to be trampled on.

	This New Era of the Beauty Industry has new rules.  I must also mention the critical principles of this industry that too many professionals have long forgotten; these fundamentals must still be recognized and respected.

	The 6 Figure Stylist™: Secrets to Exploding Your Beauty Industry Business & Creating Success by Design is all about this new era and those forgotten principles that will propel you forward to the pinnacle of one of the best industries in the world.  This book is not just for hairstylist but all members of the beauty industry.  You will find that often I make references to and use examples of hairstylists and or salons but you can still use the information and strategies found in this book no matter if you are a make-up artist, esthetician or barber.  I also use the pronouns “she” and “her” to illustrate some stories and certain situations, when I do it in no way insinuates that a customer, client or professional must be a woman but rather to avoid saying, “he or she” or “him or her”.  For all intents and purposes it’s just allows me to keep it simple so please do not feel any kind of way about it . This book is also vitally helpful if you own a business that serves the beauty industry, if you are a beauty school or if you have an association in the beauty industry.

	Before we go any further let me say this, I love the beauty industry!  There’s nothing like it in the world.  Its professionals are some of the most creative, talented, innovative, intelligent people in the world.  We operate in a $42,000,000,000 industry and it is my goal that you get as big a piece of that pie as you want and to help you do that.  At the end of some of the chapters there are a few assignments for you to do that help to reinforce some of the information in the book and to help you get the most out of it.

	With that said, I hope that you not only profit from this book but that you enjoy it as well.  I welcome your thoughts and questions.  You can communicate with me by fax (877)499-3720, email or via the website www.DollFaceMarketing.com.

Best always,
Jaye Renee’


















“If you must choose between a meal or a book, buy the book, go hungry, study, so you can escape such a sad & precarious position.”
~~~ Ben Franklin



Chapter One
It’s Time to Make a Decision

Now is the time to make a decision.  One must be made before we continue.  You must decide to take control of your future and make a commitment to do what you need to do to be successful in this New Era.  There’s nothing to be afraid of, especially if you are ready to learn the rules and understand the principles that are so vital to your success in this industry.

The people who will not be successful will fail only because they decide to do nothing.  They will refuse to acknowledge change, will refuse to realize that by doing nothing or proceeding with business as usual they are in fact helping those who do decide to do something take over the industry.  By refusing to acknowledge the changes they know are underway and that they have noticed themselves they are waiting to be trampled upon.

To make it you will need to be decisive and determined.  You will need a steadfast commitment.  You must be firm in your resolve to gain an understanding of how things have changed, to embrace those changes and to uphold the time honored principles that serve as fundamental building blocks for you and your business.  You will develop habits and behaviors that seem to be contrary to those of your peers because you will find that ideals, strategies and ways of thinking found in this book is remarkably different from what you see in the industry and for good reason.

Too many professionals in this industry are suffering, they are nowhere close to reaching their potential and if you decide to continue along the same road with them you will get the same results.  I will be honest and tell you that some may not understand the changes you will make especially in the beginning but they will see the fruit of your efforts.  For this reason it is very important for you to associate with other professionals, entrepreneurs, advisory groups and coaches so that you can share ideas, get feedback as well as support along the way.  It is also important for you to be encouraged regularly and for you to know that there are people out there who are committed to success just like you.  Being a professional can get lonely especially if you are successful at it, never let yourself become isolated and do not be afraid to take advantage of resources available to you that are there to help you out along the way.   Associate with those who get it all others will just hold you back.

It doesn’t matter where you are starting from and it doesn’t matter where you are now, all that matters is that you set your mind to where it is you want to go and that take advantage of the information available to you to get where you need to go.  

I remember being 8 years old or so on my way the 3nd grade and I was a cheerleader for a little league football team.  We had practices in the evening during the summer just before school started and my mother and I walked to the field where we practiced because she didn’t have a car.  I remember asking her if she would allow me to get a Jheri curl like I saw in Eddie Murphy’s movie Coming to America.  You can go ahead and laugh at me, which I know you probably are but I wanted it bad.  For those of you not familiar with the movie for a Jheri curl, look them up.  You can look up “Soul Glo” because that was the fictitious brand in the movie and you will see the commercial.   

Anyway we had been having a bit of a rough time and she let me get it just after school started.  Things were good in the beginning, picture day came and I was happy as I could be.  My picture had a black background with pink and blue lasers, you couldn’t tell me anything!  

We still walked to practice 3 days a week and it was still hot out that didn’t change.  What changed was something else.  When I initially got my hair done at the salon I had gotten all of the products I needed to maintain my style.  What I didn’t have a clue about was how to maintain that style, and why would I, I was a kid.  I had the products my mom had bought me as the salon and that was it right?  Wrong!  We didn’t have the money for repeat visits to the salon.  We didn’t really have much money for event the products that I needed to keep my hair soft and moisturized so I begin to dilute the products to make them last longer.  The more time that passed, the smaller the amount of proper product I had to maintain my hair.  I mixed and I mixed to no avail!  My hair eventually became dryer and dryer it really was pretty sad.  

Two things I think about when I think of having that Jheri curl, for which the technical term is permanent wave, I think of how bad I wanted it and how dry it was by the time I let it go.  I have been fascinated with my hair ever since.  It has always been amazing to me the effect that hair has on a person’s physiology and that experience led me to the course that I am now charting.  It doesn’t matter where you start or what sparks your interest in this industry what matters what you do when you arrive.









Use the next few pages to affirm your decision to be a successful professional in this New Era of the Beauty Industry.  Write down where you are right now, where you want to be and why you want to move from where you are to where you hope to be.  Don’t be shy here really go for it and write it all down.   Who will benefit?  What would you be able to do?  Who can you help?  How will you feel?


























































“There is no empty space something has to fill it.  Life will find a way to fill it.”
~~~Unknown









Chapter 2
How to Get All the Clients You Want

Getting new clients is something we all want.  One of the biggest problems I hear from professionals in the industry is that they find it hard to get them.  But we must, it’s something we need to do and do it continuously for all long as we plan to have a business.  It doesn’t have to be as hard as you think it is.  There is a way to make it much easier. 

 Why do we need to have a continuous stream of new clients?  The answer should be obvious; it’s not enough to have a few new people being introduced to who we are and what we do if you want stable, predictable profits.  We’ll get into specifics a little late but for now remember new clients=steady income.  Someone once said to me that if they made a constant effort to get new clients, they would become overwhelmed and overbooked I will address how to deal with this a little later in the book but I will tell you this if you have the problem of having “too many” client, this is a good problem to have.  It increases your value and allows for even more opportunities to generate even more profits.  Just remember that overbooking is not and option, it signals that you feel that your client’s time is not important and that they are there for you as opposed to you being there for them.  This kind of thinking will destroy your business in the New Era.  I’ll move on and come back to this later in the book but first I was crucial that I gave you that bit of information upfront because even if you do not go any further you have already gotten some of the most valuable forgotten lessons that will help transform your business and separate you from those who will struggle.  Let’s move along.

If you notice I have used the word client as opposed to customer in my opinion clients and customers are two different things.  A customer is someone who will come in to your business and purchase a service or a product once or maybe twice.  A client is someone you have established a level of trust with.  They make a decision to intentionally return to your business to purchase products and or services.  So when I say that you will need to get clients understand that you are not just going to have customers but you will have clients, people who trust you and who realize your value as a professional and solicit your business because of that.  Don’t feel overwhelmed right now, this book is going to show you how to do it.  Got it?  Great, lets move forward.

Being New Customer Ready
  
You want new clients.  You know that you need new clients.  Here’s the big question…Are you ready for them?  Are you “new client ready”?  This question is tricky because most everyone would say, “Yes, of course I’m ready?” and it may or may not be true.   When I as this question I want to know if you are mentally ready.  You must have the mindset that allows you to get out there and make it known that you are actually ready for them.  You must visibly seek them out and let them know that you as a professional are available to them and that they can trust you to provide them with their desired services and products.

Are you ever surprised when you hear a stylist complain about not have a full book but their attitude is as if they have all they clients in the world?  They are lazy, they half-heartedly do their job, they are constantly late, they constantly complain and the list goes on.  So here are some things that I want you to be aware of so that you can be sure that you and your business is actually ready for these clients because they are out there, they are looking for competent professionals and they have plenty of money to spend. 

So you understand that you are not simply preparing things logistically or physically within your business but preparing yourself mentally as well.  You may not understand the importance at first but anytime you are expanding your business you are opening yourself up to new relationships.  These clients are not just bodies or numbers they are real people; they have different personalities, needs, wants and desires.  You must be ready to address them. 

Prepare yourself to understand what makes them tick, what their preferred communication style is.  This is important not just for you, if you have a larger business or organization this applies to everyone who is apart of that organization.  Everyone on your team needs to be on board and ready as well.  It would be foolish to think that you are they only one who needs to understand this concept if you have a larger organization.   It is crucial that anyone in your organization that may have any kind of contact with your clients that they are prepared for them as well.  

A great way to ensure that everyone is on the same page is to have a formal training for everyone.  This will give you the opportunity to set the standard and let your team know what you expect from them, everyone must be on one accord.  Reinforce your expectations through weekly meetings.  They do no not need to be long, 15-30 minutes is perfect to ensure that everyone is consistently on board with what is expected of them.  This will also give them the opportunity to ask questions and get clarification for processes and procedures they may not understand.  Keep in mind that these meetings and trainings are different from your product knowledge classes or any kind of technical trainings; these meetings are specifically designated to your team’s understanding of how to be mentally prepared and attentive on a consistent basis.

Now that you understand that concept lets move along.  Why would these new people want to do business with you in the first place?  What makes them want to give you their hard earned money as opposed to giving it to someone else?  These questions must be answered.  You must be able to say what sets you apart from others because if you don’t know what’s special about you, you cannot expect for others to know.  If you are not sure, take a moment right now and let’s try to figure it out.  Grab some paper and something to write with and get some answers on paper.  I want you to write down 5 things that make you special, which set you or your business apart from everyone in this industry.  These 5 things will play a very important if your business going forward.  We are going to get the customers to buy into these things that set you apart, this is what’s going to turn them into your clients.  They need something to buy into.  Why should they buy into your business?  Why should they invest in you?  Take some time and work this out.  

I also recommend that you do this exercise with your team as well, this will allow them to feel that they have a steak in business, which they do as the business prospers so can they.  It makes them invested in its success; they will have a part in making in happen.  I guarantee you that magic happens when your team sees that they are apart of the vision and will move mountains to work for that vision.

So again you must know the benefits are for doing business with you and you must be able to articulate them.  Once you and your team have an idea of what those benefits are you will need to figure out the best way to get those messages to everyone who is interested in your business, even those who may not be interested directly in your business.  You never know who’s going to send you your next loyal client.  


What Do Your Clients Want?

How do you know which benefits are most desirable to you your clients?  That’s where these next exercises come into play.  The first one is simple…ask them.  You can ask your current clients what is most important to them when patronizing a business like yours.  That’s almost two easy the truth is most professionals simply won’t ask.  This is definitely one of the things that separate the princes from the paupers.  The easiest thing for you to do is to ask your clients what they desire most and deliver it to them.  It’s a win-win for everyone involved you become seen as a miracle worker and you don’t have to wonder aimlessly hoping to find out what they want or spend thousands of dollars on trying to figure it out.  Another way to figure out how you can best serve clients will also give you an understanding of how you stack up against your competition and more important how best to set yourself apart from them is to put yourself in your client’s shoes.  There are many ways to do this the first is to get a pen and paper as you did before and to write down all the things you would want as a client.  What qualities would you most want in your hairstylist?  How do you want to be treated by the staff of a hair salon?  What are some things that would turn you off from a particular business?  These are some things to think about.

Now, I want you really put yourself into the shoes of a client.  I want you to actually go out and be a customer of another hair salon or beauty business of your choice.  I want you to do this because you can see things objectively this way.  You notice things about other businesses that you may not readily notice about your own.  When you patronize these other businesses you can assess areas in your own business where you may need improvement and you will also notice area where you excel in comparison to that other business.  If you notice these things you better bet that other customers will notice them as well. It is imperative that you have an understanding of the way you want your business to been seen by future potential clients because what you not see is not always what they see.  

It will pay many times over to have someone come into your business from the outside to give you a fresh set of eye through which you can see your business.  This person can be helpful in a multitude of ways.  They can “mystery shop” your business pretending to be a client to see if your team members are doing things as you wish them to be done.  This is just one way they can be helpful, you should be able to figure out other ways they can be helpful I’m sure.  It should be a professional who understands the New Era of the beauty industry not just someone who’s an ambassador of the way things used to work.  They no longer work.  I’ll mention here that in limited areas on certain occasions I may be available to assist in this capacity depending on my schedule and location.  Feel free to contact me if this is something you would like my help with and if possible I will do what I can.

This last exercise I want you to have some fun with.  It’s easier when you have fun and not take it too seriously.  I want you to pretend to create your own client.  Not just any client but a client that for you would be your idea of an ideal client.  Create everything about them, their name, marital status, income level, profession, interests, age, educational level etc.  This client will not serve as a poster-child for everyone who does business with but what it will do is even more important.  This exercise will get you out of your ordinary way of thinking and really understand the person behind the person who may walk into your business.

Think of it this way, if you see a woman who walks in to your business, she looks well dressed and well groomed ordinarily you may just see that woman for what she looks like on the surface.  This exercise will allow you to get familiar with who she is on a deeper lever.  Let’s say the person you create has those same qualities, by you creating the rest of who she may be it allows you to know things she may be interested in.  If she has a great job, how did she get that job?  Did she go to college?  Did she begin at the bottom of a company and work her way up?  These things are important to you as a business owner because it allows you to understand a person who actually comes into your business that may possess those same qualities.  It helps you understand what is important to them, what qualities they would admire in a professional, what traits of a business would most likely captivate her and make her a loyal client.  Someone like her would want an environment that reflects at least on some level, who she is as a person.

An exercise like this it allows you and your team the advantage of being able to answer every question a potential client asks you about your business.  When they ask you questions they in fact want to know what you can do for them, what benefits will they gain and why your business is the one for them as we discussed earlier.  By doing this exercise you and your team will have an idea which things are most likely to turn casual clients into recurring streams of income.  

This also helps you focus on whom it is you are trying to reach, who your target market is so to speak.   Target market meaning a specified determined portion of the population that’s most likely to use your products and services.  Understanding your target market is important because that is where you will focus your efforts.  There’s no use in spending time or money to put yourself or your business in front of people who do not have the desire or ability to do business with you.

All of these exercises are great ways to get a better understanding of patrons in the New Era, if you will take the time to do them you will have a perspective that most professionals won’t have and this perspective alone is a major stepping-stone in what elevates the best from the rest.

You never know who’s going to be your next loyal client; it could be the person you least expected.  Use the exercises above and the powerful information you get from it to make yourself, your business and team as appealing as possible.




Building Rapport

 The next thing I’m going to talk about is a crucial part of turning ordinary customers and people who do business into your clients.  Once upon a time this subject was widely known, now days unfortunately, not so much.  This is definitely one of those fundamentals long forgotten by too many in the beauty industry.  It’s about building rapport.  Rapport in other words is a bond, a relationship, a link, a connection or an affinity.  

Sometimes building rapport can to others on the outside looking in appear to just happen automatically.  It can seem like there are things being unconsciously communicated from one person to another and to a degree it often is.  You may know someone who always seems to be known and people love them everywhere they go.  When they walk into the place its like the show Cheers, everyone know their name.  Even when people meet them they can sense that there’s “something about them” although they may not be able to put their finger on it.  That person is great at building rapport with others.  

The benefits as a professional in the beauty industry with this quality are limitless; this industry is all about people and people want to feel good.  Know I don’t want you to feel intimated or worried.  Do not feel threatened if you have never been that person we’ll go over a few tips that will allow you to step into that role when you ever you want to.  

It’s become far to commonplace now days for customers to walk in to a place of business and not even be acknowledged.  This is the number one turn of to a potential client.  They are there to spend money.  Period.  You don’t deserve it if you can even see to it that they are at the very least greeted properly.  

You will be different you will go above and beyond greeting them.  You will engage them.  You will be different.  There must be something about you that will draw people in and make them drawn to you.  As you talk to them be sure to maintain eye contact, allow them to take hold of the conversation and ask questions.  If you listen to them they will tell you exactly what they want.  Think of someone you like being around.  Think of someone who when they speak, you listen no matter what the conversation is about because you feel good around them.  What is it that makes you feel that way?  Think about it for a while because that is how you want the people who come into contact with you and your business to feel.  It’s all about how you make them feel.  

Let’s take a minute here to talk about your business as well.  The same applies to it.  You may wonder how can your business create a feeling so look at it like this.  The design of your space creates a feeling.  The actions and warmth of your staff creates a feeling.  The scent of our business creates a feeling.  This is why great Real Estate Agents have fresh baked cookies at open houses; they want people that come in to view that house to feel like they are at home.  A fresh baked cookies sent makes you feel warm and comfortable.  What scents can you use to evoke the desired feelings of people who walk into your business?  I definitely want you to think about that.  Now lets get back to you.

Again, the keys to building rapport, a bond, and an affinity with people are their feelings.   If you consider yourself to be an introvert its ok, I don’t want you to fall apart here.  It is not necessary for you to have a suave way of speaking.  You are not sweet-talking or coercing them into doing something they do not want to do.  The goal is first to make them feel comfortable.  This may actually be easier for introverts to do because often they are better at listening to others and are often more sensitive to their thoughts and feelings.  As we discussed earlier this is a key element in turning a customer or a prospective customer into a client.

Let’s review a bit here.  It may feel like a lot of information but its fairly simple.  You have a new person that walks into your business, it is crucial that they are greeted properly and that someone approaches them to access their needs.  This can be you or a member of your team.  Let’s say that it is you, you will approach them smiling, eager to understand what they are looking for.  Ask them detailed questions, go beyond the usual “Can I help you with something?” because often they may not have a clue if you can help them or not.  Ask them leading questions that would require a response other than a simple yes or no.  What ever their needs are you must go above and beyond their expectations in order to differentiate yourself from others and position yourself as you want to be seen in there eyes.

For example let’s pretend that Customer A says that she’s new to the area and is in the process of checking out salons.  Most professionals would simply walk up to her and ask if they can help her, then give her general information about the salon including the products and services offered.  Your most important goal with her is to establish some sort of bond with her and to create a level of trust, simply giving a spiel about the services won’t cut it.  And lets be honest here in a lot of salons she will likely either be ignored or spoken to as if she is interrupting something.  What you will do is ask her what brings her in; ask her if that part of town is her preference and why or why not.  These questions give you a better understanding of what is most important to her, price, distance and things like that may.  These are things you need to know.  Something such as distance may be an issue to some people but not others it allows you to understand what level of importance that person is placing on what she wants.   You can automatically assume that someone who drives 30 minutes across town passing 15-20 salons along the way is not just doing it because she loves to waste gas.  Then, ask her what services are most important to her.  Ask her what products she currently uses on her hair.  Ask her how often she’s used having her appointments scheduled.  Ask her what her biggest issues are with her hair, etc.  These answers provide incredibly important information for you.   

Now that you have a good amount of information about what is looking for and you are thinking about how you can best help her you need to do something that will get her attention, something that she will remember.  You need to wow her here.  She will assume after you have asked and answered all the questions that you will send her on her way but not so fast.  The best way to wow her would be to show why your business is the place for her.  Here is an opportunity for you to have her coming back for sure.  Give her a tour of the salon, introducing team members along the way being sure to highlight their best qualities and skills.  Offer her a beverage if you haven’t all ready, after all that talking she will definitely appreciate it.  I know I would.  After that you should offer her a complementary service right off the bat.  This is your chance to really shine here and it’s necessary for you to perform a lengthy service it can be something simple.  If she mentioned earlier that her hair was lacking moisture, give her a conditioning treatment and a blowout.  If you have a manicurist offer her a complementary manicure.  The service offered doesn’t matter as much as the fact that it will be a welcomed surprise to her and at the same time the best time to cement in her mind why your plan is the best place to receive her business.  

Customer A is very likely to come back because you began to bond with her and attend to her needs when she first walked in, you asked questions and was genuinely interested in what she was looking for, you were professional and knowledgeable and finally you went above and beyond showing her around the business, making her feel at home and offering that complementary service.  Not only is Customer A likely to return but many of her friends an family would hear about the complementary service that was offered to her and for those people who will potentially come into your business because of it more than compensates for that one service, if done correctly many times over.  

If you use this for many of the people who happen to walk into your business or who are first time clients trust me many, many more will follow.  Another thing to keep in mind is that anytime you are out networking or you meet someone who is inquiring about what you do treat them just like you would if they came into your business ask them the same questions and offer solutions to their problems.  Obviously you wouldn’t be able to give them a free service right there but you can extend that same offer.  This will also keep new people coming into your place and once they come in, work your magic to make them stay the hardest part is already done and that’s getting them in the door in the first place.

Remember to always be prepared.  Have your business cards ready with correct and updated information to give to people you meet while you’re out and about.  I also like to give out small trinkets the key is always to stand out from the rest, to be remembered and to be seen as valuable to them.  Small things such as travel or trial sized versions of your favorite products are nice surprise gifts to give to potential customers.  Also, they will remember it.  

Understanding the value of people who walk into your business and people you meet while you are out and about will definitely create a surge of great people for you to turn into your clients.  By providing value, understanding the needs of others and demonstrating how you can be the one to meet those needs you will have positioned ahead of the majority of professionals that have overlooked some of the most important fundamental of this business and you will see the benefits.



The Power of Multiplication

	Just about everyone knows that it's a great idea to ask their clients for a referral. After all what's better than getting a recommendation from someone who was likely a friend or a family member. Where most stylists fall flat is understanding how to get people to actually recommend them to their network. It would be lovely if they would do so just because you asked them. It would be wonderful if they did so because you perform such great services for them. And it would be great if they did so because they have been your clients for years. It would be great if all these things were true but the truth is that chances are slim. Don't count on it, in the event that you do have a client who refers people to you that is wonderful and you should reward them to show them your appreciation.

	The two things that will drive clients to refer your services to others are incentives and motivation. Your clients need to be motivated to do so. They are people like everyone else. In a perfect world we would all do things just because they are the right thing to do but that's just not how we work. We need motive and so your clients. You will need to do something, give them something, or offer them something, to make them want to refer to people to you. There must be a reason, more than it just being for the greater good of your business. There needs to be something and it for that client and not just anything it needs to be something that she wants, something that she desires, or something that she needs.

I can tell you what to do exactly or went to specifically offer your client but I will sell you this if you offer them 10%, 15%, or even 20% office service they will not even budge. If they have to calculate what the value will be to them you can forget about. These clients need to see the value in whatever you're offering to them right away.  For example if it were my client and she is on the books for a either a shampoo and set or a shampoo, blow-dry, style every 2 weeks, I would offer one of those services to her for free every time she referred a new customer to my business.  Too many stylists would see that free service as a loss of income but I’m going to help you see the bigger picture. 

Let’s say referred a friend to me who will get that same service and she too decides to schedule her appointment every two weeks.  That 1 client has increased your yearly income by $1080 not including your tips.  Obviously this is an extremely conservative number because in reality this price is really on the lower end and she will be receiving more expensive services as well such as color, relaxers, haircuts etc.  If your business offers higher priced services such as extensions then one new client will mean even more to you.

Let’s look at multiplication.  This is where the magic can happen that one new client refers another and that one refers another and so on and so on.  Just one referral from your client and just one referral from each one that becomes your client down the line will lead to incredible profits simply because you offered one complementary service.  All without having to spend any money on any other kind of marketing, especially advertising.  Be creative in deciding what your incentives will be.  Remember that they need to see the value immediately.  


Red Carpet Treatment

One of the best things you can do to for those wonderful clients that bring you business is to celebrate them.  I suggest having a VIP Client Appreciation Event at the end of the month or at least every two months.  Make it a big deal because it is a big deal for them to value you enough to recommend send you business.  Honor your top referrer of the month with some type of award or recognition.  Give them a prize that they and others would love and want so much so that they would work for it.  If you have parking spaces just as you should have a place for the team member of the month, you should have one for the client is the top referrer.  

Some other things that could work would be to offer a month's free services or exclusive service hours just for them.  Obviously you will work out the numbers but this sort of program will dramatically transform your business.  Whatever it is, make it a big deal, make them say, “I want that.”  Be sure to photograph your event and share the photos and details of the event to create more interest.

There will be so many strategies in this book that you can use to explode your business so do not feel overwhelmed if you feel that you cannot do it all at one time. Everything may not be for you to do.  Pick one or a few at a time to get started on and as you make progress come back and try others.  Getting referrals create magic for professionals that know how to get them.  I really recommend you putting together a system to get them such as I mentioned above.

Websites

We cannot talk about getting all the clients you want without talking about websites.  Websites are very important to your business if for some reason you don't have one that needs to change immediately.  Just as sure as you need a phone within your business to run it is almost just as important for you to have a website.   Websites extend the reach of your business further that you could have ever imagined in years gone by.  People come to your website are interested in finding more about. They want to either make a purchase of some kind or learn how they can obtain your services. So be sure to give them all the information he needs to make an informed decision. A great website can help build your business.  

	A website is made up of several pages, starting with your homepage. If a client does a search on salons in the area the results will show listings of all websites that meet their search criteria. Women's customer finishes a search, they will have a list of websites to choose from. Let's have a click on a link and is taken to your website. The first page they will land on will be your homepage. Your homepage is the most important real estate on your website. You can win or lose a customer with this page. If the page takes a long time to load or if it's jumbled and hard to look at you can lose that potential client. A list of things that will be helpful on your homepage when the information about your business, where it is located, pictures if you have them, contact information (you can add your social media icons here as well), and a blog section for a news section.

	The information about the business, where it is located, pictures and contact information is pretty self-explanatory so I'll just mention here briefly the blog or news section on this news or blog section of the site you can give clients and potential clients information about upcoming events that are happening at your salon, you can provide them with tips to help them prolong their services, you can offer product discounts, the list just goes on. This section is very important because it allows you the ability to have an ongoing dialogue with people who are interested in your business. With the blog section you have the option to allow comments and feedback, which can be invaluable coming from clients and potential clients, it provides a place for them to tell you what they want and to give you their opinions.  A blog or news section on your homepage can also help establish trust by providing helpful information you can prove to potential clients that you are the qualified professional they are looking for.  

	Another page you may have on your website is the "about us" page. This page can include information that includes how long you been in the business, your training, special skills, and wet fetch you and your business apart from others. You can also include anything else that's relevant to you and your business as well. You can add information about your team members, the products and services you offer etc.  you can make your about us page is detailed as you like. You can include pictures and a brief bio of everyone on your team your choices are endless. Just remember that the about us page means just that it's a chance for you to tell potential clients a bit about who you are and how you can help them.

	Next is your contact page. We mentioned earlier that you will have your contact information on the homepage where it is readily seen but it is also important for you to have a contact page that that gives potential clients information on how to contact you as well. Just like the last page we discussed this page can be as detailed or as simple as you like. You can simply have your name, email address, phone number, social media accounts etc. available for them to see.  You could also add a contact box where they can communicate with you from within your site. For example, with this contact box you can have them contact you directly with questions about products and services or whatever else.  

	Once they fill out the contact form and click the submit form the message would be delivered directly to you via email.  From there you have the option of responding when and however you like.  Contact boxes are great for getting information to potential clients that may be hesitant to pick up the phone.  You should note that more people would feel comfortable initially sending a message this way as opposed to calling so take advantage of that.  I could do a whole lecture on ways you can use contact boxes but I will not do so here.  You should have a good idea of what they are I'm sure you've seen at least one before.   The contact page is very important, you want people that come to your site to contact you don't you?  Well, make it easy for them to do so.


	A few other things about your website.  Avoid using content, animation or graphics that require a flash player you may feel that you website is fancy but for others it will be hard to access.  Websites that require flash players takes a long time to load and if you think a potential client is going to sit and wait for your website to load you can forget about it.  The last thing you will want your client to associate you with is waiting.  If they have to wait for your website you load they will assume that they would be waiting for you in the salon as well.  In either case…it's bad for business.  Keep in mind that more and more people are accessing the web from their cell phones and portable devices using items that require flash player can affect those trying to view your site from those devices well. The bottom line is if you want to be sure that you are allowing as many as people as possible the chance to connect with you don't use items that require the use of the flash player.

	You want to be sure that everything is clear and legible on your site. You want to be sure that everything can be read easily and that your information is organized in a way that makes her website easy to navigate. Make it easy for them to get from page a to page B without being frustrated or confused.  Have fun with you website.  Be sure that it is reflective of your business in the way you want it to be.   Used properly your website will be great for new client generation, maintaining contact with current clients and more.  You have so many options just be careful of adding things for the sake of adding them to your website.  If what your adding does not convert into profit in your pocket you may want to reconsider adding it to your site.  

Hosting & Sponsoring Events

	You want to know a little known secret about how successful businesses continuously bring in new people to do business with them? I'm glad you want to know because I am happy to share. What so many successful businesses do to have a seemingly endless flow of potential new clients to do business with is that they host and they sponsor events. You may be asking yourself what kind of events, well all kinds of events you name it media events, nonprofit events, fairs, fashion shows, hair shows, you name it. Whatever the event will be able be beneficial to you because people view companies and businesses that host and sponsor events as being influential. There's a certain status that comes along with taking on the responsibility of coordinating these types of events.

	These events create tremendous opportunities for you to get your name out to people and to network with them. It provides you with the perfect opportunity to share who you are, what you have going on, and to position yourself as the most qualified professional to handle all of their needs. These events will give you a tremendous amount of exposure and that is what it's all about putting yourself in front of people who want to do business with you and to share the benefits of doing business with you without having to “sell” them. What I mean by selling them is that as a professional when you meet someone which happens to be a potential client you may find yourself trying too hard to please them. You may find yourself pushing your services on them and this is not what you want. What you want is for them to be eager to do business with you

	The possibilities here are endless. You can collaborate with other businesses that do not compete directly with you, for example other business as with the beauty industry, or with any other business that you know who services are valuable to your clients and who may have clients who could benefit from your services and products. You can work together with these businesses to share the expenses, limits your out-of-pocket costs and at the same time provide valuable products and services for everyone. The types of events you can host and sponsor are endless as I mentioned before I'll leave you to figure out what works best for you. Start small and work your way up yell have to start with a grand affair you can start where you are and where you're comfortable.  

	If you need an idea about how to do something like this this let's say you host a customer appreciation party for your clients at your salon.  You invite all of your current client base, everyone they know and extend the invitation to practically everyone in your target market.  You alert everyone who keeps in contact via social media, you put and invitation on your website and you alert your friends and family.  You have food, cocktails, entertainment and prizes.  At this particular event I would be smart to give away free products or sample of free products and coupons for services.  Let's face it everyone gets excited about prizes so use it to your advantage.  

	Make your event a good time and I guarantee you that if who ever is in attendance is not already a client of yours they will be.  And as I mentioned before be sure to take photos of the event to share.

These kinds of events allow for people to be able to get a feel without being pressured to buy.  The do not want to feel sold if anything they will be trying to sell you on why they should be one of your clients. Have fun with your events the possibilities are endless.  





























How will you get new clients?  What strategies will you implement from Chapter 2?
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Thank you for reading.  You can purchase the full book at Amazon or Barnes and Noble by simply clicking on their names.

If you haven’t already, sign up for a FREE 30 minute coaching session on the home page of my website www.DollFaceMarketing.com. 

Again, thank you for reading and I wish you all the best!
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