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The client consultation is the greatest opportunity for you to determine
precisely what your client’s needs are, thereby preventing client
dissatisfaction. Take advantage of this time to learn as much as you can
about your client’s hair care needs as well as his/her style preferences
and general lifestyle.  The consultation builds a strong foundation
towards building a relationship with the client; and relationship
building is the first step towards retention. Retention means repeat
clients on a regular basis, which means--- more MONEY.  I recommend
offering a complimentary consultation to ALL NEW CLIENTS. This is a
great way to introduce your client to your business and give them a
taste of the value you will offer with your service. The steps listed
below are a guide to conducting a thorough client consultation .

Consultations Matter
BUILD  LONG LASTING RELATIONSHIPS THAT WILL KEEP YOUR
CLIENTS COMING BACK!

The Consultation Strategy
1. Have the client complete a consultation form. This form should
include general contact information, questions about the client's hair
care regimen, the current condition of their hair and your appointment
policy. Read the client’s file or intake form before you begin the
consultation.

2. Greet the client at the door or in the front reception area of your
salon 

3. Give them a tour of the salon or information about the location of the
restroom and other areas they may need to access during their
appointment. Escort them to your work area.

4. Look at the general body shape and height of the client. Notice how
the client has combed his/her hair. Generally, it is combed or styled in a
direction that is most comfortable for the client.



7. Manipulate the hair into desired
shape or style to see if the client is
happy with the style. 

8.  Educate the client on the proper
home maintenance and products they
should use  for their hair. Explain the
product used during their service and
the reason you're using them. Check
for areas of hair loss, thinning  and
overall condition of the scalp.

9.  While manipulating the hair, look
for growth patterns, notice texture,
curl patterns and condition of the
ends of the hair. Ask questions, such
as “when was your last trim?” “Have
you straightened your hair with heat
or chemicals?” “Have you
colored your hair?” Explain how a
trim or conditioning treatment would
enhance the desired style.

10. Reconfirm desired style and  any
additional services. Write down all of
the details discussed and proceed
with scheduling the service. 

11. Prepare the client for how they
will need to maintain their new style.
Include styling techniques. Discuss
the importance of follow up
appointments to help them  keep
their hair healthy and achieve their
hair goals.

12. Use a prescription pad for
products that you recommended. Be
sure to write down all color formulas
and products on the client’s form so
that they can be entered into the
files. 

Follow up with an email, call or
text thanking the client for
their time and confirming their
appointment details.
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5. Ask questions, such as, “is there
a particular style that you had in
mind?” (Pictures are often
helpful. Use in-salon books or ask
if they have brought any with
them.) “What is your daily styling
routine?” “How much time do you
spend styling your hair?” “Are you
active?” “Are you looking for a
style that will give you longevity
and/or flexibility in styling?” “If
there was only one thing you
could change about your hair
what would it be?”

6. Pull the hair away from the
face. Notice facial shape and
growth patterns around the
hairline. Listen to the client’s likes
and dislikes about his/her present
style. Make sure you and the client
understand each other. What is
short hair to your client might be
medium length to you, and what is
all one length to your client might
actually be graduated or slightly
layered.

The Power Of The Consultation
"The consultation is the first step towards building a relationship
with your client. Use this time to establish yourself as the expert
and reassure your client that you are committed to their hair
journey and helping them achieve their hair goals."



F i n a l  T h o u g h t s

You don't need a lot of new clients to make a lot
of money. The key to generating consistent
income in your hair business is REPEAT CLIENTS.
Structure your business practices to create an
experience that will keep your clients coming
back. The more information you are able to give
your client during the consultation process the
better. 

Transparency increases trust; and people like to
do business with people they trust...especially
personal services. Most importantly, remember
you are providing a service and  the goal is  to
SERVE. Commit to providing excellent service at
all times; being an active participant in your
client's hair journey; and having a genuine
interest in using your skill to help your client
achieve their hair goals. 

If you apply these steps to your business you will
begin to establish a solid clientele, consistent
income and your client's will become your
automated marketing machine.

To Your Success,
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