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The symptoms. .,

Chris and Brenda Coaper e joinil oeriers of Sarah layne

Hair & Beaiity, a heatthy business that had steadily shown
Improveriong year-on-ysar since It opened in 1998, In October
2005, hweser, they nobiced that hemower was <igrificantly dowen
and shased nn signs of imprmeenment.

The diagnosis...

The average bill in the salon was E15, way below what it should
bez. The price fist needied reviewing 1o bring 1t up to date, The
team reguired trairing to focus on three key smas consultation
techriques; consistently offering exira services: and sdmao dinary
customer service, The team chdn® know b what level thesy shokd
be pesrformang ard with no gauge, themy fielt dermotivaled, The
sitlon e feeded bo rnaes Hhe mipst of its compterisad sysdem
a5 this would provide accurate figures from wiich Chis and
Brenoa could efficlently plan ther business.

The cure...
‘I st dinen with Chris and Brends i analyse thelr data and
cculate ther break-sven figure. | gave thermn tha industry
averages for each area of expenss an a profit-and-loss account.
s Ehiey couted compare the figures with their own | advized
Chiris and Brenda to monitor expernditune cortirmously, ensuring
it never excerds the new mangins. We then worked gut the
Everaon bil, which i a great way of seeing I extra serdoes ae
baing recormerssnced ey B leamn, It was clear thad this wasn't
happemng, 1 emphassed that increasing the average bill must b
FREN 35 a pronty, as iU's 25 an effective way of growing existing
Business and, of course, profit. As front-of-house manager, it weas
U 0 Brencks tn achicve this, She also reeded to alter o e timing
ol appointments. Tre salon was leeang 13- and 15-manute gaps
hetwesn boakings, wiich i haghiy insfficient. She alsn reeded to
Enctnamage mane Clients to ebaak

The sk play such an impartant part in o salion's sucres
50 il important that they are rrotivated and war king bo & Figh
stanaard. [ garve Cheis and Brenda soeme incentives for their
Learm fn et therr redlly encited sbout achieving we| goals
and suggested seaking addibional suppoct from their orocuc

Salonsurgery |

companies, which
iy b abda fo donate gifts as prizes.
To ensure goed communication, T advised the team bo hawp
welkly TOHmAnUleE power meetings'

and morthly TREm riswrlings

of at beast an hour, held during business hours

[ fult the tearn needad o strectune, =n | evaluatisd the
rodess wilthin thee sabon and compdiad 2 jab description for each,
complete with delails of the mimkrum stardard of performan " o
Wfith this in place. ] presented olf the niliathes to the tearm, O
of the key parts of the presentation was conveying the need for
them bo v et rROndiriEry CUsE TS Seyaid and s, alomg with
enhanced perlorrance, more corrmnication and & r am focused
Management, wiuld Benefit the stalf, te clients and the busiress
a5 i whole”

Three months on...
Turmewer & wg by mone than F5,600 net per rmonth and st
N siges of Skowing downy, which is an amazing achisvement
Ihe increase has alse reduced the margins on the proft-and
leess oot and, by kaeping Lo the suggested figqures, Chis ana
Hrenda am not tampled ko waste monesy. Profifs are up by rrame
than 10%, Lo over 20%, net in fotal
Lliends hawve aiso accephed the price changes with little

resistance. The merage bl & now E2R8. “1t's great

e rnver wonlid bave thought that sweh srpmTingly small
changes could hiner such a big efect on business, We have made
& pornrmitment (0 Looking at our price list evwery st months Lo
chec it i5 shll in bne with cur business expanditure” |5

" avs Chiis,

DAVID DREW has more than 30 years experience in the
hairdressing industry, 20 of thase spent as a salon owner,
After selling his business, David & now a quatifisd impact

coach and I8 using his business skills and knowledge to
help other salons achieve success, Get in touch with David
at david@impactbusinesscoach.co uk
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