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Scalpa: Creating A World-Class Movement     
               Through Innovation And Generosity

                                                                                                         by Brian K Wright

I recently had the pleasure 
of interviewing Bryce 
Cleveland from Scalpa. We 
discussed how he started 
his company, how he helps 
other entrepreneurs in this 
industry, what makes him 
unique in the marketplace, 
why giving things away for 
free has ultimately created 
greater loyalty and market 
share, and much more.

Let’s dive in!

Brian: Hi, Bryce. Glad you are 
here! I’ve heard a lot about 
Scalpa. How did this all start?

Bryce: It all started for very 
selfish reasons. I was balding, 
it was really affecting my life. 
I couldn’t go to certain events 
or do certain things. It was a 
hindrance, and I just felt that 
it negatively impacted my 
ability to bring value to the 
world. I know that’s corny and 
a little bit deep. People might 
wonder if balding really affects 
your life like that. For me, it 
did. I had tattoos, so I thought, 
“I wonder if I could tattoo my 
head.” I went to three different 
hair transplant doctors and 
believe it or not, all three of 
them showed me the same 
picture of the same guy. And 

I’m like, “Who actually did this 
guy?” I started researching 
it and I started realizing tha 
t you’d be left with a lot of 
scars, and the hair transplant 
world wasn’t quite mature 
yet.As I started researching 
how to tattoo heads, I realized 
that the problem with the inks 
they used is they turn blue 
and green over time. They’re 
made up of colors. 

So I started really digging deep 
into how inks were made, 
and I started wondering if I 
could make it directly out of 
coal. I had met up with some 
chemists that I knew. I’m from-
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Rochester, New York, and 
that’s where Kodak is, and 
ironically, at Kodak they make 
film—and film is made up of 
ink, sometimes it’s just ironic 
luck. I had a lot of access to 
chemists out there and they 
said, “If you make it directly 
out of coal, it’s organic and 
it’ll stay true to its color.” This 
small curiosity really started 
the flow of us creating the 
best pigments for permanent 
makeup on the planet.

So I started looking at a head, 
if you look at a head shaved 
down, it’s a gray color. And I 
said, “Oh my gosh. I wonder 
if I can do this and tattoo a 
head.” So I asked a friend of 
mine if I could borrow his 
head. He had a full head of 
hair, so I shaved it down and 
started tattooing on his head 
and it looked perfect. And I 
realized, “Man, I think this can 
happen.” I trained my wife at 
the time how to do it, then 
I told her, “Leah, tattoo my 
head and let’s see if this will 
work.” She did my head and it 
turned out really great. I really 
liked the way it looked, and 
that was it.

I was excited about the idea 
that I could turn this into a 
business, so I put $60,000 
into a marketing budget in 
all of New York. I’d gotten 
one customer and it was a 
total bust. At that point, I 
wondered, “Man, this is just 
not going to work. The world 
isn’t ready for this.” They say 
a lot in business that it’s all 
about timing. People just 
laughed at it and didn’t think 
tattooing heads was a good 
idea.
So I looked in the mirror and 

I said, “You know, maybe I 
should just do something 
else.” I went into some other 
ventures, but something 
kept on drawing me back 
to this idea and process. I 
knew it could really impact 
others lives like it had mine, I 
mean, I was living it daily. So I 
thought, “Why do I really have 
a need to really do this?” It 
was because it was something 
that I suffered from, and I 
knew that other people would 
like it.

I decided to do it for free. 
For a year, I found kids at 
hospitals with all kinds of 
cancer and alopecia from all 
over the country. I ended up 
getting 72 kids in the course 
of a year and I flew them in for 
free and did this process at no 
charge. I paid for everything—
their flights, their food, their 
rooms, everything—and I 
found my fulfillment in service 
and giving back. Little by little, 
the media started giving 
attention to what I was doing. 
There became this need for it, 
and potential clients saw the 
results. Little by little I started 
opening up locations all over 
the country.

Brian: In doing this for free for 
all these kids, certainly there 
was a giving back component, 
but there was also a proof of 
concept component that you 
wanted to prove too, right?

Bryce: Exactly, because I 
wanted to see if it actually 
worked, and how these kids 
felt. It started off as the Scalp 
Aesthetics, which is my service 
company, to I start calling 
these kids Scalpa because 
they’re living the Scalpa life. 

It’s actually a corner stone 
of our business, anyone 
associated with our service 
business are mandated to do 
this, it’s a way to really create 
true wealth and feed the 
universe… I’m living proof of 
it! Fifteen years ago I had this 
kid that came in. He was from 
a small town in Georgia and 
I flew him in. When he came 
in, his head was down, and he 
said, “Hi Bryce.” He wouldn’t 
even look at me in the eyes. 
He’d gotten picked on and he 
couldn’t wear hats in school. 
He ended up doing night 
school because he was just 
so harassed so much going to 
school.

He had bone marrow cancer. 
No hair, no eyebrows, nothing. 
After I did our procedure on 
this kid’s head, it’s almost like 
his voice changed, his whole 
body language was different. 
He had this new outlook on 
life and still this day, we’re still 
friends. He’s now married, 2 
kids, great job and I really feel 
I was part of his turning point.

What’s cool about it is that it’s 
instant. When you’re doing 
this, you get to watch the 
transformation and watch 
them look in the mirror.That’s 
what really got me onto this 
journey, and it’s fun. I went 
from being the client, to being 
the artist, to being the trainer 
who gets to give this awesome 
opportunity to change lives 
like I have had. It’s a powerful 
tool, new gift, special “force” 
where you can go anywhere 
in the world, pick up a Scalpa 
Machine, and start making 
miracles—there’s nothing like 
it.
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Brian: Do you tattoo eyebrows 
then, too?

Bryce: We do everything. We 
tattoo eyebrows, areolas, lips, 
eyeliner , but more off we make 
the best products in the game. 
Scalp Aesthetics started off as 
a service business, which now 
is Scalpa where we actually 
empower people all over the 
world to offer this procedure 
in 55 countries now and 
counting. I went on a mission 
to create and manufacture 

the best of the best, it’s a 
big statement but I stand 
behind it wholeheartedly. 
Our brow pigment is like no 
other pigment. It’s pure, it’s 
rich, it’s not watered down, 
and nothing really compares. 
When artists use it, they never 
use another pigment again.

Brian: That is absolutely 
amazing. I would imagine 
there are other companies 
that do the same thing. 
What differs you from your 

competitors?

Bryce: Scalp Aesthetics is the 
major brand that services 
the permanent makeup and 
mostly SMP,but Scalpa is what 
empowers the industry and 
actually promotes healthy 
competition. So as the industry 
grows, you can be whoever 
you want and you just use 
our product. It’s so much fun 
for me to watch these brands 
grow as whoever they are,
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whether they’re doing 
eyebrows, eyeliner, brow, 
smp, areola or all the above. 
What we do is offer an 
absolutely free training to 
empower them to go out 
there and build their empire. 
That’s what is so exciting 
about what I do now is that 
I’m not a competitor. I’m just 
the guy that empowers you, 
helps you, builds your brand, 
consults you, no matter who 
you are in the industry.

Brian: It’s about creating a 
culture of love, compassion, 
and community, and people 
have freedom when they’re 
able to do this.

Bryce: Exactly. And that’s 
where I came from. I’m a 
dropout from the ninth grade, 
and I was homeless at 16 
years old. I just was down on 
myself and school wasn’t for 
me. I’m an artsy kind of guy, 
left handed, weird as heck, 
and I was told that I didn’t fit 
the mold. What gets me so 
excited every day is watching 
these people who were lost 
find a vehicle. I can be that 
vehicle for them to give them 
access, where they can make 
an awesome living doing 
something that they love and 
make a huge impact in the 
world through this industry. 
I get so many haters out 
there who don’t like how I am 
making such a disruption by 
opening these doors to free 
training. I totally get it, but I 
have to respect where my 
heart burns and is set on fire, 
it’s through breaking down 
the barrier of access like I wish 

I had growing up. Someone 
reaching out a hand, creating 
an opportunity for me to 
shoot for mother effin stars 
baby.. LETS GO!!

Brian: That’s fantastic. What 
is your biggest marketing tool 
for other entrepreneurs?

Bryce: It’s one word and it’s 
called remarkability. In all my 
businesses, what I’ve always 
tried to do was create more 
remarkability. It’s the cheapest 
form of advertisement. When 
you can sit down with a friend 
in the midst of so much that 
demands our attention—
if you can touch and move 
someone in a way that they 
remark about you, they tell 
a friend about you, and you 
have totally won.

How you create that in 
business is through love, 
compassion, and doing 
things above and beyond 
that touches somebody. 
Doing that extra thing for 
a customer, whether it’s in 
your product, you needed 
something extra special, or 
the way that you reached back 
out to them—that’s being 
remarkable. The new way of 
doing business is how our 
grandparents did business, 
it’s small business. It’s getting 
your hands dirty, it’s talking 
to your customers personally, 
it’s being vulnerable, it’s 
telling your story, it’s having 
empathy…it’s love.

Brian: How about an example 
of this for people who might 
be wondering, “Well how do 

you create remarkability in 
business?”

Bryce: Way back in the day, 
when I was in the surplus 
business, which is a story in 
itself haha.. I took a picture 
of myself and my crew, my 
employees with our hands 
crossed sitting in front of 
my building. I was standing 
on top of my brand new 
Maserati and it just oozed 
business and confidence. At 
the time, I bought and sold 
used machinery to business 
owners so it was appealing 
to some. I took that picture, 
put it in a frame and signed 
it. Everyone who bought 
equipment from me would 
get a free signed autograph 
with this crazy picture of all of 
us standing in this pose.

Some people would say, 
“What the heck is this guy 
doing? Giving me a signed 
autograph?”, and they’d throw 
it in the garbage. But other 
people, whether it was bad 
or good, would remark about 
it. That was a talking piece. It 
was something different and 
unique, unusual, strange, 
ironic, whatever it was. But 
it was something that was 
remarkable. It was ballsy and 
different. 

I would walk into restaurant 
and people point and stare 
me down as this kid who had 
these signed framed posters 
in circulation, I didn’t know 
what they were saying and 
quite frankly I could really shit 
a give a shit. They were talking 
and that’s all it took. 
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My friend later told me he 
walked into his grandfather’s 
office to find a Magic Johnson 
signed picture, a Michael 
Jordan and then.. oh my gosh, 
is that BRYCE?

Then when I was opening 
up Scalp Aesthetics, there 
was a hair transplant doctor 
in Chicago who I wanted to 
work with. I really wanted to 
have our product and services 
inside his business so he can 
offer our procedure. I didn’t 
know how to get a hold of 
him, but I found out that he 
liked Timberland shoes. So 
what I did was I found out his 
shoe size and I sent him one 
Timberland shoe with a letter 
to him.

In the letter, I ended with “Now 
that I have a foot in the door, 
let’s talk.” He couldn’t believe 
it! I still work with him until 
this day and, well, let’s say he 
still remarks about that day 
a single shoe came walking 
through the door.

It’s about finding those unique 
things in your business 
where you can create, where 
someone laughs and says, 
“Wow!”, and it’s remarkable.

Brian: And he had to meet 
you to get the other shoe.

Bryce: Exactly.

Brian: That is awesome. You 
mentioned earlier that you 
give away a lot for free. Tell us 
why you do that. Does it hurt 
your business at all?

Bryce: What we try to do is 
really break down the barrier 

of entry into the industry for 
everybody. A lot of trainers 
out there get paid up front 
for training, and then they 
disappear into the woods. 
That’s how they get paid. They 
get paid strictly on the training 
aspect, Scalpa gets paid on 
the success you have, period.

What I decided was to flip 
the industry upside down on 
its back and say, “You know 
what? It’s the long game.” 
If you’re successful, we’re 
successful—period. And how 
is that? You are trained well, 
we work with you until you are 
the best, and you’re buying 
products with us. In my world, 
in any endeavor I get into, the 
training never ends, so why 
would this be any different? 
I’ll never leave the side of our 
partners, my job is to help 
them all the way through and 
be a conduit of success.

We’re so confident in our 
products and what we create 
that I knew this was the right 
thing to do. We know if we 
train you, we invest in you, 
and we open that door and 
work with you on the front 
end, that you’ll be our partner 
for life. That’s how we have 
really grown, and that’s how 
we built our empire. Letting 
people come in a free way, 
but we train them with the 
best products—Scalpa.

A lot of people that we’ve 
trained for free have gone 
left and right on us. But for 
the most part, it seems they 
always come back because 
they know that we have the 
best products. It’s a risk, it’s a 
gamble, but it’s proven. Not 

some business arithmetic 
proven—life proven, love 
proven, humanity proven. 
You do for others without 
expectation, you give without 
knowing what will be in 
return, watch your life change 
180 degrees in an instant.. 
another thing I am living proof 
of daily.

When we look at our vision 
in business, it’s not about 
the bottom line or how much 
money we’re going to make. 
We have monthly visions and 
goals—we’ve got to stay in 
business—but it’s about how 
many lives we can touch and 
how many people we can 
make successful.

That’s where our success, 
period, is driven from. This 
is what puts my head on the 
pillow at night, this is creates 
the miracles of radical growth, 
this is how the best people 
gravitate towards us.. all back 
to my favorite word, love.

Brian: It sounds like there’s 
not a long term commitment 
required from the people that 
you’re working with. They 
come back to you because 
you’ve invested in them.

Bryce: Exactly. When I started 
Scalp Aesthetics, our franchise 
service business, it was all 
about locking people into 
contracts and franchise license 
agreements. I couldn’t put my 
head on the pillow at night. 
The relationship was just so 
locked into strong contracts. I 
had more lawyers than I had 
friends, which I still have a 
lot of lawyers fortunately or 
unfortunately haha.



7

But I didn’t like the way I felt, 
and I didn’t like the way that 
we were dealing with each 
other, so we don’t do it that 
way anymore, period. We 
come from a non abrasive 
stand point, let us show you 
value and you make the 
decision on your own. It’s 
not pushing or pushing, it’s 
gaining customers by them 
seeing the light and flames 
coming out of others, and 
people talking about what this 
remarkable company is doing 
so differently.

Scalpa is completely about 
transparency, openness, 
service, and compassion—
and most of all, community. 
It’s an ecosystem that we’ve 
created where I’ve found 
myself not doing as much 
work as I thought I had to 

because people help each 
other. That person that we 
brought on for free, they’ve 
got so much gratitude for 
what we’ve done for them 
that they’re there for that next 
person. That’s where they 
get real fulfillment, not only 
servicing people, but helping 
out that person that was just 
like them a year ago.

Brian: Wow. That’s really 
great. And was it because this 
is a new industry? Were there 
things in the industry that you 
saw that you didn’t like and 
that’s why you’re doing things 
your way now?

Bryce: We’ve got some 
competitors out there. 
There’s one in particular who 
I won’t name. What happened 
was, when I was bringing on 

trainers/artists and people 
who were being attracted 
to our brand, I looked at the 
system that they created. 
And I realized, “Wow, they’re 
not really creating something 
special and dynamic for their 
people.” What I did was I 
reached out and said, “Hey, 
I’ve got an opportunity for 
you. When you train people, 
I’m going to give you 10% of 
everything that they make..” 
Because what I call it is the 
three keys of success. You do 
service and procedures, you 
train, and you sell product. If I 
can do it, you can do it.

I told them, “Here’s an 
opportunity and you can still 
be with that other company 
while working with me, I don’t 
care, I just want to show you 
the value I can bring.
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No contract, no obligations, no 
guilt trips, no hard rules, some 
real unconditional magic.” 
And the other company got so 
upset that they came aboard 
with Scalpa, that they took 
away their accolades away. 
They stripped them of things. 
They sent them cease and 
desist letters.

And when I look at that, for 
me, if an artist left me, I’d go 
to them and say, “Hey, what 
happened here? How did our 
communication break down? 
How do I offer you more value? 
I want to learn from this. Why 
did you leave me? How do we 
build something special here? 
What happened so I can be a 
better leader, business man, 
mentor, and person?”

That’s what I’m always looking 
at—ways to create service 
and value in other companies, 
and other people. At the end 
of the day, somehow Scalpa 
ends up making money and 
staying alive, it just works out. 
But it always at the core is 
love, gratitude, and creating 
abundance for artists in this 
industry. And that’s it. That’s 

the foundation, done and 
simple.

Brian: That’s fantastic. So 
I know that you’re very 
passionate about who you are 
and what you do. What sets 
you on fire? What gets you up 
in the morning?

Bryce: I love watching people 
find success through a vehicle 
that I created, and that’s why 
I’m always trying to create 
different vehicles. Every 
day I’m dealing with people 
personally. We’ve got over 
17,000 people in the midst 
of our training system right 
now and to me, that is a lot 
of people who over time are 
going to have something of 
value to bring to another 
human being.

It’s something that I pride 
myself in when I watch 
somebody do what I did and 
grow. As they build their 
business, I can show them 
exactly how to do it. What 
we are is a product line 
on steroids. We don’t sell 
you products. We give you 
consent forms, marketing 

tools, everything that we can 
do to help you build, that’s 
what we do.

Brian: So is your training 
and after training support in 
person or is it remote? How
does that work?

Bryce: When I started Scalp 
Aesthetics, my first business, 
I opened up 40 corporate 
locations. It wasn’t a franchise 
yet, I wasn’t even selling 
products, it was just my own 
40 locations with not much 
help. Let’s just say I went in a 
little over my head and grew 
very fast. Some people talk 
about taking the leap, I took 
the long jump with a blindfold 
on. It was really hard on my 
love life because I was just 
gone all the time. I’d spend 7 
to 14 days with an artist in that 
location to train them, then I’d 
leave and they would call me 
and say, “I can’t do this.” I said, 
“I was just with you for 14 
days”. I found myself training 
them online at their own 
pace, and I really realized that 
people have different learning 
curves. Sitting in front of me 
just wasn’t good enough. 
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I needed to work with them 
over time and the learning 
wouldn’t stop. I don’t believe 
in these 3 day workshops 
and you leave a superstar, 
it’s just not like that. Our 
online programs are built 
for someone who wants to 
keep having knowledge, keep 
growing, and have constant 
access learning.

So out of osmosis and 
learning that through trying 
to do it in person—the 
hard way—I created this 
unbelievable dynamic online 
training program where we 
work with people for months. 
Some people get trained in 
two weeks, some people get 
trained in one year. It doesn’t 
matter. It’s a constant curve 
of learning. And that’s what 
we found is our success is this 
online program that’s been so 
dynamic and how we’ve really 
grown across the globe.

Brian: That’s great. What does 
a typical day look like for you?

Bryce: It’s having real clarity 
with my team, what our 
vision is. When I say clarity, 
I mean crystal clear. I think 
that it’s important. I’ve always 
got huge, big visions and big 
dreams. But it’s always being 
crystal clear with my team on 
where we want to be, how we 
want to grow, how we want 
to make a huge impact in 
our community, and bringing 
more people together to help 
each other.

It’s talking to people, it’s having 
phone conversations. It’s not 
hiding. It’s being vulnerable. 
When you’re accessible like 
this, you’re open to a lot of 
criticism. I’m very open about 
everything that I do—my ups, 
my downs, my everything. 
Some people don’t like it, and 
some do. But at the end of the 
day, I’ve got awesome, raving 

fans and some who aren’t. 
But I just stay true to who I 
am, and every day I just try to 
be open to growing and being 
unapologetic about it.

Brian: When your top core 
value is giving service all the 
time, it makes things easier as 
you go through your day.

Bryce: Totally.

Brian: People who want to 
work with you probably want 
to know a little bit about you 
and your background. Talk 
about what it was like growing 
up. What were your parents 
like? How’d that impact your 
life?

Bryce: Dad is a tough SOB and 
I was blessed to have a guy 
like that in my life. He never 
really taught me anything, 
never gave me a dime, but 
he was an entrepreneur and 
I was able to be around his 
energy. All he did was work, 
and all he does is still work, 
he’s absolutely obsessed. He 
worked so hard and I was able 
to watch that. I emulated him 
and everything that he did. If 
you put me right next to him 
in a room, it’s like we’re the 
same people. I just looked up 
to him so much for his work 
ethic and what people thought 
of him, everyone always had 
so much respect for him. 

He would walk and snap his 
fingers, I’d walk and snap my 
fingers, I literally was a copy 
cat. He wasn’t around a lot at 
all growing up and I wouldn’t 
call him a number 1 dad by a 
long shot, but he was my dad 
and I’ll take the blessing I got 
from having such a strong 
figure in my life. I’ve always 
said that real lessons aren’t 
taught, they’re caught. When 
you can be around someone 
who is in constant progression 
and action around their 

initiatives, you know it’s a 
possibility. That’s what he did 
for me. I’ve seen so many kids 
get crippled by their parents 
because they were given 
everything, it’s sad.

And Mom, the same thing. She 
was a single mom while raising 
me. I was lucky because she 
met some amazing men who 
were her boyfriends while I 
was growing up through my 
childhood. I had gotten to 
briefly meet them growing up 
and learn from them. I take 
all those experiences with 
me and it’s molded who I am. 
From the crying because we 
had no gas on the side of the 
road, to my mother buying a 
big piece of property because 
she finally made it in her small 
business. She worked so hard 
and I was able to be around 
her highs and very lows. When 
I catapulted myself into the 
world, I knew nothing would 
stop me, I had seen it all.

As a kid I always wanted to 
be an adult, I was just nipping 
at the bit to be an adult so 
I can get on with my life. I 
hated school, I didn’t even like 
kids my age, and I wanted to 
make an impact and crush it. 
Dropping out in the 9th grade 
made me the black sheep 
of my family, as I have half 
brothers and extended family. 
I knew in my heart I had to 
follow what was right for me, 
not for the pleasing of others. 
I think that can be the biggest 
turning point in a young 
person’s life. These choices 
growing up are so personal, 
yet parents can put so much 
pressure to do certain things, 
only to find out they didn’t 
do it for them, they did it for 
the people who supposedly 
loved them. I’m the most anti 
college/school guy you’ll meet 
and I’ll be singing it from the 
rooftops, yet I sit here and 
have created the biggest-
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online educational systems 
for permanent makeup on the 
planet, ironic don’t you think?

Brian: Absolutely. Has any of 
this impacted what kind of 
father you are?

Bryce: It has, I’ve got two kids, 
an eight year old daughter 
and a five year old son. I’ve 
got an open door policy with 
them. They’re always open to 
be with me and talk to me, but 
they know that Daddy’s always 
working and on a mission. But 
I give them love and I want to 

be a little bit different than my 
parents were. I want to give 
them a lot more attention 
and be there for them. We’ve 
got a good relationship. It’s 
a little different than what I 
had, but that’s okay.I want 
to teach them to fish but 
not give them the fish. Also 
I have to give their mother 
all the credit, she is the most 
amazing mother in the world, 
a mother to me as well. She 
has 3 kids, my kids and me. 
I’m lucky to have found such 
an awesome woman to be 
such a foundational part of 

my kids’ life. It’s a department 
I have to work on more as 
business keeps me busy, I 
guess sometimes the apple 
doesn’t fall too far from the 
tree.

Brian: That is so important. 
If you give them the tools to 
succeed, their chances of 
success are a lot higher, and 
you’re not enabling them.

Bryce: It’s tough watching 
your kids fall. I think of my 
parents when I was homeless 
at the age of 16.
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Mom kept my YMCA card on 
so I can take showers, but 
that was it. At the time I didn’t 
really get it. Now I have kids. 
To watch your son live in his 
car, be homeless, and drop 
out and decide to take the 
hard road had to be tough for 
them. So it’ll be tough for me 
if that ever happened. I’m not 
sure how I’ll deal with it. 

People need to hit their 
bottom, they need to learn 
the real way, but sometimes 
that bottom can be scary and 
bring you to dark places. I 
want to keep my kids padded 
enough to get across the road, 
so we will see.

Brian: What is the foundation 
of Scalpa if you were to 
summarize it?

Bryce: It’s about creating a 
community where people 
empower each other—
creating a vehicle of success 
for people in the permanent 
makeup industry. It’s also 
having vulnerability and 
being open to the point that 
we believe so much in our 
products, that we will just 
give, give, give, give, give. And 
then in turn, hopefully, we 
plant a seed in the people 
that we do that with, that they 
turn around and do the same. 
Because truly the foundation 
of life, and how you are 
fulfilled, is giving and helping 
your fellow, period.

We also have ScalpaCon every 
year which is so much fun. 
I always tell people, “You’re 
here today and you’re just 
learning. But hopefully in a 
year from now, you come 
back because you’ve gotten to 
a point of mastery. But how 
do we recycle? How do we 
create this ecosystem? You 
come back and you help out 
that next person.”

And more than money, more 
than anything, more than 
growing a business, true 
fulfillment and where the 
miracles really lie, where I find 
true success happens is when 
I do that. And I don’t know 
where it comes from, but 
the big windfalls of success 
happen to me when I don’t 
think about the bottom line. I 
think about giving service and 
helping other people. And 
that’s what Scalpa is.

Brian: Absolutely. You’ve 
taken time to build a 
community where people 
want to help each other 
succeed. What’s next for 
Scalpa?

Bryce: This year, our biggest 
thing is setting up distribution 
centers. It started off with 
doing procedures as a service 
business, and then going into 
training to empower people 
to offer these services for 
permanent makeup, to now 
really starting to use our 
network to set up distribution 
centers. So what we’re doing 
right now is getting these 
products into these countries. 
Over the next year we’re 
opening up distribution 
centers all over the world: 
Africa, Australia, Canada, 
Mexico, everywhere. It’s really 
exciting!

Brian: Great. Any new 
product launches that you 
have planned for the future?

Bryce: We have an awesome 
new product launching in a 
couple weeks. It’s called the 
fill god, part of a Be A God line. 
There will also be shave god, 
ball god, hydro god. But Fill 
God is a pencil that you can 
use to fill in your beard. This 
is something that I’m bringing 
to the customer side of the 
market. I’m usually selling to 
the artist who’s selling to the 

customer, so this will be a 
little bit of a different product 
for me. We’ll be selling to the 
artist of course too, but what 
you can do is give the illusion 
of hair that’s temporary. 
People can see what it’ll look 
like on their head and they 
can fill in their beard to get 
that edged up look. It’s a fun 
little project and more of a 
subscription model so I am 
super excited about this new 
endeavor as well.

Brian: That’s great. Any final 
thoughts that you’d like to 
share with us that you haven’t 
had a chance to share yet?

Bryce: When it comes down 
to the business side of things, 
it all comes down to love. They 
say that if you have gratitude 
every day, you can’t really 
feel anything else negative at 
the exact same time, I always 
remind myself of that. When 
having a conversation when 
it goes sideways, or having a 
bad day, I always ask myself 
how do I come from a place 
of love and gratitude? Before I 
go to bed at night, and before 
I wake up in the morning, I try 
to always go there because 
you can’t go anywhere else 
once you have that. I’m so 
grateful for everyone that’s 
come aboard and become 
a part of what we’re doing. 
It’s exciting watching the 
progression of individuals 
daily. Remember don’t worry 
about the destiny, enjoy the 
journey, chasing your dreams 
is living your dreams.

Brian: Thanks for being here, 
Bryce!



12


