
SALON TARGETS GET a bad rap. There, I said 
it. Salon owners love to whinge about how targets 
don’t work, how they’re too much effort to manage,  
and how their teams baulk at the mere mention 
of them. I’m here to tell you it’s not the targets 
that are at fault; it’s how you’ve been approaching  
them. Let’s start with your motives. My experience 
is that, unless you go back to the basics and 
understand your WHY, you won’t ever get off the 
starting blocks when it comes to salon targets. 

Take a long, lingering look at why you do what 
you do, why you became a salon owner in the first 
place, and you’ll soon be in the mindset you need 
to give your targets a good makeover.

When someone comes to me and tells me the 
targets they have don’t work and never did, I know 
without even asking questions that the targets they 
introduced were simply about the finish line. They 
were framed in this type of one-sided discussion: 
You need to do this and I’ll give you this target without 

any good reasoning or step-by-step process as to how you need to get there. No 
wonder things never even got off the ground! 

Other owners complain about the disappointment of no-one keeping track 
of where they’re up to with the targets. So I ask: Did you give them a tool or a 
system to help them keep track? Thought not.

The other common thing I find is salon owners setting targets that are so 
ambitious that no one on their team feels they can get close, let alone reach 
the goal. Result?  No-one’s interested. Can you blame them? They feel they 
can’t possibly measure up.

Like everything in your salon you have to take ownership. If your team is 
nowhere near the targets you set, then the truth is: You are the problem. That’s 
the bad news. The good news is this: You are also the solution. 

Setting up targets in any of these ways means you relegate them to the “fail 
bin” before you even begin. My advice to you is if you have targets in place 
that aren’t working, stop them now, call it quits and start over.

Now, start thinking about targets in terms of incremental gains, rather than 
focussing on the finish line. It’s never one thing that turns a salon around;  it’s 
a cluster of things that make up the 100 per cent you’re all searching for. If you 
change five per cent here and ten per cent there, they all add up to something 
worth counting. Before you know it, the culture in your salon is completely 
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If your team is nowhere near the targets 
you set, then the truth is: You are the 
problem. That’s the bad news. The good 
news is this: You are also the solution.  
 By Lisa Conway.
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