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Club W | Biolon Road Show
Class size is limited. Don’t miss out and register 
now at 1-800-359-4247 
One day Club W | Biolon Certification Class in a 
city near you! Taught by industry veteran Ricky 
Knowles, this class has the potential to take your 
business to new heights in 2012.

Mar 25, New Image Labs Headquarters
5827 Corporate Way West Palm Beach, FL 33407

Apr 29, Holiday Inn Newark Airport
450 US Route 1 & 9 South Newark, NJ 07114

May 6, Holiday Inn Express
6500 South Cicero Ave 
Chicago, IL, 60638 Complimentary parking

On Rite Gemtress
Women’s Medical Hair Loss
One Day Certification Classes
Call 800-327-5555 to register

ATLANTA, February 19

ORLANDO, March 10
Hotel: Caribe Royal

TEXAS, April 23

Women’s Hair Replacement
Two Day Certification Classes

TEXAS, April 22 – 23
Sunday & Monday

LOS ANGELES, May 6 – 7

On Rite Annual Conference
March 4-6
Hilton Miami/Downtown, Hotel in Miami, Florida.

*Take advantage of our Post-Conference one Day, 
hands-on Medical Hair Loss Certification Class, 
March 7th at the Hilton Miami/Downtown Hotel

 On Rite Hair Academy
5130 North State Road 7
Fort Lauderdale, Florida 
www.hairacademyonline.com
800-327-5555
www.hairacademyonline.com

We offer the following:
Four-Day Men’s and Women’s Hair Replacement 
plus One-Day Medical 
Three-Day Men’s and Women’s Hair Replacement
One-day Medical Class
One-day Ultratress Class
Choose which is right for you and your staff.

April 23
One Day, Hands-On Ultratress Extension Training 
Class: All Three Application Methods

April 28–May 1
Four-day OnRite/Gemtress Hair Replacement 
Class plus One-day Hands-On Medical Hair Loss 
Certification Class

April 28–April 30
Three-Day OnRite/Gemtress Hair Replacement 
Class

May 1
One-day, Hands-On Medical Hair Loss Certification 
Class

May 19-22
Four-day OnRite/Gemtress Hair Replacement 
Class plus One-day Hands-On Medical Hair Loss 
Certification Class

May 19 -21
Three-Day OnRite/Gemtress Hair Replacement 
Class

May 22
One-day, Hands-On Medical Hair Loss Certification 
Class

IHI SOLUTIONS SEMINAR – FREE Seminar
IHI Development Center
Minneapolis, MN
Contact IHI at 1-800-328-6182
www.InternationalHairgoods.com

April 2
INSTRUCTOR: Darla Smith, IHI Technical Director
GUEST INSTRUCTOR: Pat Julkowski, Owner & Tech-
nician; Creative Hair Solutions in Pittsburgh, PA
Learn about the latest hair solutions, attach-
ments and hair products available from Interna-
tional Hairgoods. Hear how a medical professional 

utilizes these products with her medical hair loss 
clients in the consultations from selecting the 
proper system, size, color, accessories and hair care 
needed.

GENERAL CUSTOM ORDERING – FREE Seminar
IHI Development Center
Minneapolis, MN
800-328-6182
www.InternationalHairgoods.com

May 7
May 8 (Optional)
INSTRUCTORS: Darla Smith, IHI Technical Director 
and Michelle Schumm, IHI Educator
May 7: Get certified as a Custom Designer! Receive 
training for color analysis, base material coordina-
tion, design objectives, fiber analysis (human and 
synthetic) and custom ordering techniques.
May 8: Hands On! Get the best fit for your clients. 
Create a tape mold and a mold using the IHI Mold-
ing System.

CYBERHAIR BOOT CAMP – FREE Seminar
IHI Development Center
Minneapolis, MN
800-328-6182
www.InternationalHairgoods.com

June 4
June 5 (Optional)
INSTRUCTORS: Darla Smith, IHI Technical Director, 
Kris Krienke, IHI Technical Supervisor and Michelle 
Schumm, IHI Educator
June 4: This will be an extensive day of training 
reviewing all available Cyberhair base models, 
custom ordering options, color effects and much 
more.
June 5: Hands On! Cutting and styling Cyberhair for 
men and women.
Must be a Certified Cyberhair or Private Issue 
technician, designer or consultant.

When I talk about women with 
alopecia areata and having had 

alopecia universalis myself since 1997,  
I literally have a world of experience to 
back it up. 

Since founding the non-profit (501c3) 
Bald Girls Do Lunch in 2007, I have 
personally connected via emails, letters, 
chats, live events and phone calls with 
over two thousand women diagnosed 
with alopecia areata. That is in addition 
to countless online visitors following 
my beauty tips, research updates and 
tweets. Based on my unique perspec-
tive, here are eight tips on how to better 
serve those with a new alopecia areata 
diagnosis.

Realize That It’s More Than Hair
Buying new hair to feel whole and nor-
mal again is just one of the many chal-
lenges for the newly diagnosed alopecia 
areata client. Not only is she confronted 
with appearance changes, the onset may 
be rapid and the course unpredictable. 
She may not yet have told other people 
about her condition and worries about 
how they will respond when she does. 
For those with a sudden onset, there 
is much to learn in a short period of 
time. For those with a slower hair loss, 
months or years of secrecy and embar-
rassment can take a toll.

Minimize Distractions
Although it’s just another “day at the 
office” for you, the alopecia areata client 
may feel overwhelmed and as if she 
has arrived in a foreign land where she 
does not speak the language. While a 
welcoming ambiance is always good for 
business, some things that may seem 
to be inviting may actually make it dif-
ficult for her to feel at ease. Loud music, 
overly chatty staff, cell phone ringers, 
televisions and radios can easily become 
annoying, added stressors.

Build Trust
Women are encouraged to do some 
homework before shopping. Expect 
phone calls. If you are busy, set aside 
time to call back when you are not 
distracted. Be realistic and honest. Be 
familiar with other hair replacement 
centers in your region and if needed 
refer the caller to them. Encourage 
new clients to visit your salon and get 
acquainted with you and your products 
without the expectation of buying any-
thing. Focus your initial consultation on 
education and relationship building.

Educate From the Inside Out
This means taking the different caps 
you offer, turning them inside out and 
going over the parts of each side by side. 
The “nuts and bolts” of wig construc-
tion may seem like the least glamorous 
part of the product. However, for the 
woman with alopecia areata, it is as 
important as the visible hair. Know your 
products well. Know the materials and 
knotting techniques used in your wigs 
and be ready to explain the pros and 
cons, price points and trade-offs. When 
the comparisons are clear, the buyer can 
make informed choices and clarify her 
priorities.

Understand Sensory Overload
When putting on hair, the client is 
bombarded with new sensations. Not 
only is there the visual shock of seeing 
herself looking so differently, there are 
new physical sensations of having some-
thing on her head. Immediately telling 
her how pretty she looks and asking, 

“So how do you like it?” is often asking 
too much too soon. The more she feels 
compelled to answer questions, the less 
she is able to focus on how the whole 
experience is going. Encourage her to sit, 
stand, or walk around the shop on her 
own to adjust to the new sensations.

Sit and Stand Together 
Yes, literally. Standing behind a seated 
client talking over her head toward a 
mirror may be customary for many 
studio owners, but it is often disorient-
ing for the new client. Get to know your 
new client by sitting or standing face-
to-face. Build better rapport by facing 
her at a comfortable, social distance and 
at the same eye level. She will be more 
receptive to whatever you are explaining 
if she is engaged with you in a normal, 
conversational way.

The “C” Words 
When women with alopecia areata 
are polled (including those with long 
standing alopecia) one of their universal 
concerns is the assumption that they 
are a cancer or chemotherapy patient. 

“You should be happy you’re not sick, it’s 
only hair” is inappropriate and fails to 
recognize the loss she is experiencing. 
Women with alopecia areata may not 
grow hair normally, but that does not 
mean they understand anything about 
nor want to hear about someone you 
know with cancer. Consider the topic off 
limits.

Adapt Your Technique 
We know that visual, auditory and 
tactile learning styles vary from person 
to person. Be flexible when teaching 
your client. Provide written, spoken and 
hands-on instructions to ensure the 
best fit between what you’re saying and 
how she understands.

Bald Girls Do Lunch welcomes your 
partnership in educating and support-
ing women with alopecia areata. To join 
our mailing list, participate in our first 
hair provider survey or get involved, 
visit www.baldgirlsdolunch.org or call 
800-578-5332.  

Strategies for Success 
  with Alopecia Clients

by: Thea D. Chassin, founder and president of the nonprofit organization Bald Girls Do Lunch®
Ms. Chassin has had alopecia universalis since 1997

8AHLC Academy 
Class Listings:

Your resource for continuing education and accu-
mulating points towards our Master’s Certification. 
Discounts on class fees may be  available to AHLC 
members. Ask when registering for classes. 

ahlc.org




