
5 Steps To Six Figures 
How to be Profitable with  
Hand-Tied Hair Extensions



Letter from Terra 
As a full-)me salon owner, I know the importance of building 

your business AND your bo>om line from behind the chair. 

My passion is making sure that hairstylists have the tools to 

run profitable, money-driven businesses. And I have a li>le 

secret for you: ANY stylist can make a mul)ple six figure 

income with the right strategy. 

Selling a luxury product is only the beginning. The next steps 

are making sure that you close deals, know your worth, and 

LIVE your luxury brand. I have five steps for you here that 

will get you on the path to a six figure income today.   

It’s going to take some hard work, but the good news?  

It’s more a>ainable than you think. 

Let’s do this, 

Terra



STEP ONE // SELL THE LOOK



Step One 

Sell the Look, Not the Hair 

When a guest sits in your chair, ready to talk about 

geSng hair extensions, what’s the first thing they show 

you? Pictures from Pinterest or Instagram, right? They’re 

not coming in telling you how many weTs of hair they 

want, they’re telling you how they want to LOOK. Your 

job is to tell them what it will cost to achieve that look. 

It may be your ins)nct to itemize how many weTs it will 

take to create the look they want, how much it will cost 

to custom color the weTs, etc. Steer clear of breaking 

down the investment! Instead, keep the conversa)on 

focused on the look they desire and how it will make 

them feel.



STEP TWO // CLOSE THE DEAL



Step Two 

How to Close the Deal Every 
Time 

Let’s talk about a big mistake that SO many stylists make: talking to 

their guests through the mirror from behind the chair. What’s 

wrong with that, you ask? You’re not really looking your guest in 

the eye, which means you’re not fully connec)ng with them. Plus, 

let’s be honest . . . no one likes looking at themselves in the mirror 

with that cape on! 

Get out from behind the chair and face your guest. Make it 

personal. Ask them WHY they want to invest in hair extensions. Is 

their hair thinning with age? Are they finally doing something for 

themselves aTer leaving a toxic rela)onship? Find that point of 

connec)on and get real about your own experience. Tell your guest 

how your extensions make YOU feel and how that feeling has 

changed your life.



Remember,… 

When you’re talking to someone about making a big investment in 

YOU and your service, you have to have confidence in YOU and your 

service! If you can’t tell someone you’re the best and most 

experienced, why would they invest in you? Confidence in yourself 

and your product will close the deal. 

So, it’s )me to seal the deal. What do you say? How do you take it 

from building a rela)onship to asking for money? It’s not as hard as it 

seems! 

ATer you’ve explained the investment required to achieve the look 

they love, ask your guest, “Is this something that sounds like a good 

fit for you?” If they say, yes, great! Walk them to your front desk and 

get them on your book. If they say something like, “I don’t know, I’ll 

have to think about it,” this is your next move: create urgency. 

Explain that your calendar fills up quickly, so you would love to 

reserve their spot before you’re booked months and months out. 

Finally, secure the investment! This is crucial. We recommend a $600 

investment upon scheduling the first reserva)on.



STEP THREE // KNOW YOUR WORTH



Step Three 

Know Your Worth 

When I set a goal of reaching a six figure income 
behind the chair, I couldn’t believe how a>ainable it 

truly was when I did the math.  

Think about it this way . . .  

Let’s say you want to make six figures, and you want 
to work 5 days a week. That’s 260 working days in 

one year. $100,000 divided by 260 days means you 
have to make about $385 per day. If you work 8 
hours each day, that’s roughly $50 an hour. That 
means you should be charging at LEAST $50 per 

hour plus costs to reach your goal. 

And don’t forget to charge a rate that covers your 
costs! That means rent, electricity, insurance, 

licensing fees, hair extensions, products, color, etc. 



The Practice Plan 

Work Faster, Make More Money! 

When I learned that working faster and more efficiently meant making more money, I developed an efficiency 
boot camp to cut my install )me in half.  

The more you prac)ce, the cleaner and faster your installs will become!  

Week 1 

Using the Harper Ellis Method, complete an en)re row in an hour and fiTeen minutes. Set a )mer and do the 
cleanest row you can in that )me. 

Repeat this the process 5 - 7 )mes that week un)l your work is perfect! 

Week 2 

Repeat week 1, but take your )me down to one hour.  

Week 3 

Repeat week 1, but take your )me down to forty-five minutes. 



STEP FOUR // HIRE AN ASSISTANT



Step Four 

Hire an Assistant 

I know this is a big step for most stylists, but the Harper Ellis Method 
is designed to be assistant-friendly. When you work with an assistant, 
you can maximize your )me AND your profits. 

Don’t be afraid to increase prices to cover your assistant’s salary! The 
faster you can complete appointments, the more appointments you 
can book, and that means you’re serving your guests be>er. No one 
wants to wait months and months for their next appointment, right? 

Remember . . . 
When you bring on an assistant, it is not just about making more money — 

it’s about inves)ng in a fellow stylist and helping them grow, too. If you’re 

not ready to invest )me and knowledge into someone, you’re not ready to 

hire.

How to find a great assistant… 

• Hire Internally 

• Post on Social Media 

• Search LinkedIn 

• Use Your Network 

• Trust your ins)ncts during interviews!  

• Be sure to contact all of the references on 
their resumes.



STEP FIVE // LOOK THE PART



Step Five 

Look the Part 

You know how the saying goes: don’t judge a book by its cover. 

It’s a nice idea, but the truth is, we all judge people by how they 

look. Guests WILL evaluate the value of you and your services by 

how you present yourself.  

That’s why it’s crucial to LIVE your luxury brand.  

You should have your nails, hair, and makeup done  

like you’re headed out on a first date! Dress to impress  

because aTer all, you are trying to impress your guests!  

That means nice clean shoes, too! 

Remember, your aSre should match your brand.  

Are you more rocker chic or uptown sophis)cated?  

When your guests meet you, it’s important to  

exceed the expecta)ons they’ve developed  

from following your brand on social media!



Do you want to make more money? 

Do you want to become an expert in  

hand-)ed hair extensions? 

We can help. 

We designed the Harper Ellis Digital Suite for stylists who 

want to do all of that and more . . . from the comfort of their 

own homes. 

You can be mentored by Terra, become cer)fied in the 

Harper Ellis Concealed Bead Method, learn the ins and outs 

of color, join a community, and so much more.  

Are you ready to level up?

Ready for More?

LET’S DO THIS!



Learn

Follow

Learn more about the Method ➝

Follow @HarperEllisHairCo on Instagram ➝

Apply
Become HE Cer)fied ➝

Connect
Contact Terra ➝

mailto:terra@harperellishairco.com
https://www.instagram.com/harperellishairco/
https://www.harperellishair.com/become-he-certified-home
https://www.harperellishair.com/certification-program



