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Paint by
Numbers

Haircolor you'll fall for
this season

THE RETURN
OF THE PERM °

GET INSIDE YOUR CLIENTS’ MINDS

Ever wondar what yoar clients are really thinking about their palen experience? KME California’s Profit
orF Perish program exposes ensctly that., James Brito, KMYS' global programs manasger, and the KMS team
hit the siresls ts talk to real cntomen 16 Bad sul whal they really wadii b the walon This 80-minite
wides preseataton slows salon owners and atylists to hear it for themselves, Here are some hlf'llighl!.
GET PERSOMAL. “Paying mare sitontion to clionis |y the batls of customar service,” Brite says. Greet
elenti bjr name and get te know their necds, Follow wp after their service 1o make sure they're happy
CREATE A WELCDMING ATMOSPHERE. Golng to & new salon or trying & service can be imtimedating, so
wiylinis shoulld make the procew as pleasant as possible, Give a scalp massage during tho consuitation er
increass shampoo time—this was found to be dients’ faverite part of the talon expersence. Thesr least favorite part? Gossip
IT'S OK TO RAISE PRICES. Approximately M porcent of cieals inlerviened in the vldeo waid they woald pay mors money
for better service. "If you raise your game. give yourself credit it for it,” Brito sayy. According te him, 30 percent of peopls
who ga through the Prolit ar Pedsh program end up ralsing thelr prices. Far more infarmation en Prafil or Perish, wisit
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