
Tips to prepare your order

Sanitary Products

Make sure you have enough:

• Gloves (1 box per Hairdresser, 
1 box free to use for your clients)

• Surface cleaner (1 per Hairdresser)

• Disposable/washable gowns (1 per 
customer)

• Hand sanitiser (1 per styling station)

• Masks

Refer to our Clean Salon Protocol. These only 
offer some advice and cannot replace legal 
requirements.

Hair Products

Colour will be a priority to your clients, be sure 
to have a large shade assortment.

You might be asked to do some colour 
correction. Be sure to have some key technical 
products like Blondor, Color Renew, WellaPlex.

Think to the quantity, you might need more 
than usual for root touch ups.

Be inspired by our Recommended Services to 
get the right products for your re-opening.

Avoid out of stock on your retail shelves.

Order Now

Contact your  Wella Sales 
Consultant or Telesales.

Discover our “Re-opening 
promotions” by contacting 
your sales Consultant.



If it’s not in stock, it can’t be sold. Clients will not return to make the purchase. Perception that 
scarcity drives value is not correct in the salon environment.

No out of stock

Ensure shelves and display units are fully stocked

Salon retail principles



Salon retail principles

Use the following principles* to facilitate your clients retail purchase. These principles are based on seeing the 
salon environment through the eyes of your Client on 3 different levels. 

L E V E L  1  A C T I O N S

These principles focus on getting the 
basics right for your client. They help the 
client to easily see and find the right 
product for them, in the right place in the 
salon. By minimising the amount of time 
needed for these purchases, your client 
will have more time available to make 
unplanned or incremental purchases.

L E V E L  2  A C T I O N S L E V E L  3  A C T I O N S

Make it simple 
for me to buy

Help me find what 
works for me

Create a delightful  
Experience for me

“““ ““ “

As well as helping clients find the 
products they are looking for on the shelf, 
these principles aim at educating the 
salon clients on products they didn’t think 
about but which might be still relevant to 
them. This will help you to increase your 
spend per client visit after visit.

These principles aim at providing an 
experience that makes the salon visit truly 
inspirational and thus will make the client 
feel that the salon has fully understood 
their needs.  At each step of the salon 
journey, the experience, consultation and 
interaction with products & brands must 
be an experience.

Consult and advise throughout the journey


