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notice to a couple of weeks.

Always, always be looking for fresh talent. Never 
stop. When you do need to fill a gap (in a hurry or 
not) you’ll have a pool of possibilities to work with, 
rather than having to make a desperate decision 
based on whoever answers your ad first.

3. DAZZLE ‘EM WITH YOUR AD
Lacklustre job ads – one of my pet peeves! 
“We’re looking for a passionate and enthusiastic 
… blah, blah, blah.” Does every salon owner use 
the same bland and boring template when they 
sit down to compose their ad? Because if your 
ad’s bland and boring, it will attract bland and 
boring applicants. Trust me: there’s much more 
to it than simply tacking your salon name and 
contact details on the end of an ad you copied 
from goodness-knows-where.

These days, our target audience for job ads is 
generally millennials and Gen Ys. Any marketing 
guru will tell you those target groups are 
motivated by one key factor: What’s in it for me?  
They don’t care what you’re looking for – only 
about the benefits to them of joining your team. 
So tell them!

Sell the position to them. Sell your salon culture. 
Sell your training commitment. Sell your beautiful 
salon environment. Your friendliness. Your 
supportive team. Your quirkiness and your 
creativity. Whatever you stand for, sell it to your 
potential applicants.

They’re potentially going to spend more waking 
hours in your business than they spend with their 
loved ones, so give them a reason to believe it’s 

worthwhile. In fact, give them lots of reasons to 
believe. Tell them how your salon’s different to 
others. Think about what might be making them 
dissatisfied at their current or previous salon and 
show them you’re the opposite. Stand out from 
the crowd, loud and proud of who you are.

Want to really connect with potential team 
members? A picture tells a thousand words, and 
video makes it a whole new ballgame. Yes, I 
want you to push beyond your comfort zone and 
create a video job advertisement. Don’t tell them, 
show them – who you are and where they’ll be 
working. Get your team members to share their 
thoughts on what they love about working with 
you. Feeling fearful about being filmed? Get 
over it and ask yourself whether or not three 
minutes of discomfort is worth the joy of finding 
an awesome team member. 

4. CAST YOUR NET WIDE
Don’t box yourself in by narrowing down the field 
before you even begin. If your job ad stipulates 
jumping hoops like “minimum 5 years experience”  
or “fulltime only” you’re denying yourself the 
opportunity to meet a perfect potential new team 
member with a star-studded 4-year background 
seeking a 4-days-a-week position. In my role as 
a salon coach, I meet many team members with 
little-to-no experience who respond beautifully to 
training, fit into the salon like they’ve always been 
there and end up surpassing all expectations. 

Cast your net wide and broad. Don’t limit your 
“catch” by being over-specific. If a person is the 
right fit for you and your salon, is teachable and 
has passion for our industry, they’ll be an asset to 
your business whether they end up working part-
time or fulltime, and whether or not they have 
bucketloads of experience. People can tick all 
sorts of boxes without having the personality or 
the attitude to get on with your clients and team 
members. 

Cast away. Haul in a big, diverse catch and sort 
through it to find an awesome, just-right-for-you 
therapist who’ll help you WOW your clients and 
take your salon to the next exciting level.

Jay is a specialist ZING salon coach. For more 
salon wisdom, email ZING at jay@zingcoach.
com.au, visit the website, find video tips on 
YouTube or read ZING leader Lisa Conway’s 
brand new book: Your Salon Team – the 
salon owner’s guide to finding, motivating 
and keeping great staff. www.zingcoach.com

“Haul in a big, 
diverse catch and 
sort through it to 
find an awesome, 
just-right-for-you 
therapist who’ll 
help you WOW 
your clients!”


