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JUSTING TO
E "TIMES

By Lisa Conway, The Zing Project

Often when | feel like I'd LOVE an
appointment in a beauty salon it’s
closed for me.

| would love it if beauty clinics were available to me late Saturday
or very early on a Sunday Morning and yes, I'd pay a premium for
the privilege. Mid weekend is when I'd love to be in a salon getting
a serious pampering or some heavy-duty beauty. | wonder if | am
the only one.

You see, | am your target audience.

I know | can better myself with your services, | have a healthy \

discretionary spend and | appreciate and hold great skin in high

regard. | don’t see another opportunity like this any time soon, so maybe

cash in on the changing times and rethink your hours of trade.

In 2020 the world changed forever, people were forced to think

differently and although many industries and businesses struggled  The good and the bad news here is your ability to attract or repel
with that, some absolutely thrived. | truly think we are now welland 3 quality team member is just a reflection of your leadership
truly appreciated. skills. Work harder on yourself than on anyone else. Be a better

boss because it all starts and ends with you. You can make the
As a business mentor and coach in your space | was privileged to  changes you need, | did and so can you.

witness pure joy and dedication some business owners had shown
tOWa.rd their clients a.nd their clients tO.Ward them. Some clients Let’s do a little housekeeping and do some critical th|nk|ng around
offering to pay a year in advance for their beauty treatment's soas  these points, maybe mark yourself out of ten for each one.

to support the business they had come to know and love. Salon 1, Be honest with yourself around your efforts to advertise.
owners driving door to door delivering products, so their clients  How frequently? how many platforms? Are you using all of your
didn’t go without. _ recourses and resourcefulness? What structures do you have for
If you think you can't, or you think you can you are correct. What  your interview and on boarding process, how well do you nurture
you think is true. candidates?
] ) ) ) 2. Your industry and community reputation. Is it public
The standard 9am to 5 pm with two late nights modelis gone, itsa  knowledge? Do you exist? How do you contribute? Are you taking
thing of the past don’t believe me? ... ask your audience. and giving in equal proportion?
3. Your team communication channels. Are they a clear

What the likelihood of your clients adapting to completely different  consistent path of 51-49% in the team’s favour. You might listen

business hours? | believe there is a premium market for Saturday byt do you hear what they are saying?

evenings and an early Sunday mornings trade. I'm thinking Pre 4 Courageous conversations. Say what you mean, mean

wedding parties, quality mother and daughter time, people who  \hat you say and never ever be mean when you say it?

work together all week and Mums who know their partner can

have the kids in the park for a couple of hours. | think the world  \When was the last time you reviewed the hours you trade, if you

is waking up to the facts around self-love and what better way is  can't remember it's been too long. | think now, more than ever

there to show yourself some love than quality time in a beauty  there has been a global shift in the time we spend going to and

salon from work. It was not that long ago that the ideal client to get into
your beauty business was a medical professional. Most hospital

Just know that every salon demographic is different and so you  teams are on shift so they could easily fill an appointment mid-

will need to do proper research and test the market. Remember  \eek. | think the pandemic has showcased that productivity can

to drive your message of a change for the better loud and clear  pe even greater from home and that takes me to my point. Do the

or it simply won't work. People respond to the way we train them  nhours you trade suit your client’s demographic?

to behave. We changed a Tuesday 9 till 5 to a Tuesday 12 till

9 and it fast became our best days trade every week. It set the  The answer is actually much easier to find out than you think. If

teams morale up for a great week, every week, but we had that  that is something you would find value in and would like some help
conversation a thousand times over and sold the idea over and  ith reach out.

over again. Nothing in business is passive. That particular salon

had a high population of families and it was a night that both  For more salon wisdom, email me at lisa@zingcoach.com.
parents were usually home so one could sneak off to my salon. gy, visit my website, find my video tips on YouTube or read
Being the start of the week no one is tired as they often are on  my jatest book Your Salon Retail: the no-nonsense, no-hype
a Friday evening or they last minute cancel because they get a  guide to kick-arse retail in your salon business.

better social offer. www.thezingproject.com.au
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