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ow many hours a day do you spend talking?
Twaor Five? Mayhbe eighe solid hours if vou work
behind the chair,

As an owner and the official face of vour business,
you probably have some practce ar kecping ap vour
end of a omversation, Yo already schedile chars with
your accountant, your bank and your piblicest ... bos
what about the lncal Chamber of Commerce, ywour con
Eresspersin of 4 Security servioer

In the spiric of The Salon Assoclation's gighth an
rnal Symposiom, “Conversations, " we offer this check-
list of discussions pou, 25 an cwner, should schedule
within the next year. Read on for mlldng points chat will

MEARIMITS eoffmmuascation i these _'|]'|-:|-:.' oOmveTrstions.
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1. ACCOUNTANT

Larry Kopsa's accounting firm, Kopsa Otte +
Associates, represents hundreds ofsabons. 5o, we asked
him to share the top five questions salons should ask
their own accountants,

* What is the best business form for me, mow: LLL,
sole proprictorship, or an 5 or O corporation? While
form may have mer your needs asa new salon, your
growing business may dictate a different strocoare

* Whatware cthe five biggest mistakes salons and
spas make in financial planning, and how can |
avoid them?

* How do my financial statements compare to industry
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Ta bring in more clients? o mor-
vare the team? o ger mesre nanions
oF local recogniion™”

“Howw much time am [ personally
willing o spend on the program?
Am [ walling o comamit long-term,
ax months o 2 year?®

“Am [ resdy for grear press? 171 pub-
licize a wew service and 1) people
call, can [ get them into the salon with-
mn a reasanable amaounc of dme? Do
I have the frone desk veam i place to
answer calls? If a reporter stops in
withswmr ril]ing ahiead, can somenne
heansdbe vhe sivuation if T'm not there:"

Ask your publicist the Fellowing
questions:

"Whar steps will vou take to
aveomiplish oy goals? Who will you
target? How does the rocess wirlk:
can yal walk me rhn:ugh 4y l_'uiﬂl
month? YWho will work o my behalf
from your company? What will my
rale be in vour plan, and how much

e shoiald 1 I'.L-.Ln o -.||.-,-||q|i|'|-__r with
v amel the maedsar”

“What results can [ expect and
when? How will you help my tem
meinage the resules? How much wall
this cost, i|1|:l1u|i|1F relaced |."|:|:n-r|.ﬂ=-:.'- "

4. SALON COACH

Left unrended, an emploves with 3
lirtle |=r-:-|a|:.:||1 can Fesrer and Ero
inn 3 msonumental nail ieer. Salon
cuach Bryan Durocher of Durocher
Enterprisas in Coral Gahbles, Flori-
l.ir.l..ﬂ_l."i theere’s one land-and-fase rale
fusr avading miscommunication and
addressing issues head-on when it
oS e b0 pepranand an cinploye:
“Praise m pubilic, reprimamd in privage,”
huugﬂ..uﬂ icument |.-|'=r:.1:|'|i|1g. He
recommends these five SLeps faer
delrverng a reprumand.

First, affer genuine and sincere
|:r~.'|j-'.r.= fisr mm:‘rhing the |_'I1I|'||:|-:|.|_'|_'

has dope well,

Then, in a neurral tong, tell rthe
ermphoves the spealic behavioe you've
observed char has to change; for
cumple, “I've observed vhar you've
arrvvedd late three dmes mohe e wed”

Tell the emploves exactly what muse
change, identifying the bensfits of
making the change. “You nmst b ber:
15 mimwres prior to your shift this
will also NV Yo ril1h_' (KN ] |'|I'|."!1-:1I'-r r:l:lr
each day's diens."

I Mscuss the consequences if the em-
|:||u:|.'|_'|; -cl::-;,'-. [RIN]H |_'|||1I|!||:|'—:1 t_'l_'l'll'll‘l
w:lru.in:_:. ]mﬂlntil:rn. beFTi R,

In vaniler for change o ocour, the em-
plovee needs o scknowledge char she
uriderstds what's expectod, comminie o
change her behavior and agree toa
timeframe for the change o ke place.

5. COMMUNITY

LEADERS/CITY COUNCIL
Cindy Manten, owner of rwn Salon
Manten locatans in Cantinued

MARKETING » INVENTORY MANAGEMENT = ONLINE BOOKING = GROWTH PROJECTION

See How Millennium Fits Your Business

Miltennium Advanced Salon/Spa Management Softwane
is now available in a chobce of four editions to meet
the needs of your business -no matter how Large or small.

Millenniom™

See Why We Can Offer the Only
1-Year Guarantee!

We're so confident Millenmium will help youwr
business that we offer the industry’s only full
one-year satisfaction guarantee: Guarantee-3165™

See How Your Business Can Grow

Millennium makes it easy for you to improve efficiency
and profitability in almast every aspect of your business
- from scheduling appointments to pampering clients,

200 Harmy eftmers, Lnc.

See Why You Need Millaanium Today

Find out which version of Millennium will dediver
the best wision for your business.

Call or Wisit the Harms Web Site Today:

1-888-813-2141

www, harms-software.com

HHarms Software

The pmmize of inveomow's facheoingy inday.
Used by salons/spas like Nordstroms,
Saks Fifth Ave, Zanos, and more,

Microsoit
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