


W E   A R E   I N   T H E   T R A N S F O R M A T I O N   B U S I N E S S

“There are 360 degrees. Why stick to one?”



Q. What does great hair 
look like for you?

Explain to YOUR client that you will give her your advice. 

After you get to know her and understand her needs.

E X P E N S I V E

L I F E S T Y L E



F I R S T  
I M P R E S S I O N S

First impressions will say a lot about what they can 

expert in the service that they are about to have.

Fears

Understand where the client comes from, 

why she is in front of you. What do they like and 

dislike about their appearance? If you read between 

the lines you will be able to assess what their true 

fears are. This will become easy with a strong level 

of rapport, if you sense resistance. 

Use rapport-building techniques such as 

mirror and match, communicate in her modality.

👁



F I R S T  
I M P R E S S I O N S

Desired Outcome

Where would they love to be, this is a perfect opportunity 

to get your client pumped, what do they want to look like? 

Get them to create a clear picture / feeling / sound of this. 

Clarify 

Repeat back to them what you hear, see and feel from 

them, get a “yes” from them. 

Educate / Recommend 

Tell them your expert opinion. This is your moment 

to shine as a professional, educator and coach to the client. 

👁



Q U E S T I O N S

🤔Q1 — Would you like to look soft and natural 

or noticeably different?

Q2 — How do maintain your hair at home?

Q3 — Are you after a sustainable hairstyle?



😫

Quote colour over the phone and online

Agree with clients on everything

Ask low resolution questions

No quotation before you start

R A C E    T O    T H E    B O T T O M



Q U E S T I O N S

🤔
Q — What are you aiming for? 

You have to be aiming at something as you cannot catch 

what you are not pursuing.

T I P :

Stand between order and chaos, as you have to stand up for 

what you believe in.



Q U O T I N G

Before starting your service always explain to each client 

how much the service will cost. If they say it is too much 

money, then ask the client what their budget is and let them 

know what service you can provide to them, within their 

budget.

This is the IKEA approach to pricing. You can add more or 

take off, depending on their budget, therefore it is all up 

front and honest.

💸



Q U O T I N G

If a client says she has been already quoted by another staff 

member and the price is very high for what you are going to 

do, then you have to say to the client:

“Yes no problem. What I have quoted you is for more work than 

your original quote, so it is up to you. I can do the original quoted 

price with less detail or my quote with everything as we have 

discussed today.”

Keep it clear for her to see you are helping her make a 

decision.

💸



C L I E N T    E X P E C T A T I O N C L I E N T    B U D G E T 



💝
I am here for you

This is a happy moment

You are very special

It makes me happy to see you

R A C E    T O    T H E    T O P   
U S I N G    L O V I N G    S P E E C H 

T I P :

Keep mantra notes in your trolley to help you stay on track with your clients







C U S T O M I S A B L E    F O R M S



Offer a seamless experience, 
and reduce paper and admin 







S E T    C L E A R
B O U N D A R I E S

I take responsibility for the energy and ideas you bring

Never give them a reason to say no 

Being wrong is not fatal 

🤔





S U M M A R Y   /   R E C A P

Ask your client to use her phone and press 

record and face it towards the mirror, 

so she can take you home with her. 

This is when you summarise your beauty or 

styling advice and product usage selection. 

This will include how to maintain their look, 

and how to get the most out of it.

🤩



B E F O R E    S E R V I C E



A F T E R    S E R V I C E



E A S Y 



Sync the consultation to a 
client record in Timely






