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Upcoming Events
    January 8 - 10 - Franchise Training, Colorado Springs, CO
    January 1 - 15 - Education Team Training, Copenhagen, Denmark
    Summer 2014  - Phenix Family Reunion National Convention

Enter to Win $100
 in Phenix Products

Submit your Phenix Salon hair design 
for a chance to win $100 in Phenix prod-

ucts. Send photos 
of your hair design 
that clearly display 
your creativity, in-
cluding at least one 

portrait of you with your subject. Winners 
will be selected by Robert Edick, Vice 
President of Education, Phenix Salon 
Suites. Email submittals to swilson@
phenixsalonsuites.com by Jan. 8.

“We want to wish everyone in the Phenix Family a wonderful Holi-
day Season, filled with warmth and love. It is a privilege to share this 
journey with you. We feel truly blessed to be in your company. Again, best 
wishes to you all!” Gina and Jason Rivera, Founders, Phenix Salon Suites

Find us on
Facebook
for the latest

news and
information.

A Different ‘Sidewalk’ In Front 
Of This Phenix Salon Suites

Inside the Chicago location of Timothy Baumruck’s 
Phenix Salon location, the walls are covered with the 
signature chocolate browns, mauve and caramels 
that immediately evoke the sentient warmth and care 
provided by the Phenix professionals in the 35 suites.

Step outside and find something a bit different for a 
Phenix franchise, proof of their extraordinary versatil-
ity.  At 100 East Walton Street, this is a very upscale, 
very urban neighborhood of sidewalk shops and sky-
scrapers less than a block from the Magnificent Mile 
on one side and the inexhaustible nightlife of Rush 
Street on the other.   

“It is a really cool location,” said Baumruck. The cost 
of a typical service in this part of the city is four or five 

times typical prices, and that presents opportunity and 
challenge, he said. Maybe one or two units are avail-
able at a given time.

In addition to hairstyl-
ists, the location is home 
to manicurists and other 
professionals offering eye-
lash extensions, Botox and 
permanent makeup, among 
other services. “So we have a 
pretty broad mix,” said Baum-
ruck. “It’s a very busy place. 
Always jammed.” For lease 
information, call 877.787.6685. Baumruck also has lo-
cations in Illinois at 91 Randhurst Village Drive, in Mt. 
Prospect, and 530 East Golf Road in Schaumburg. He 
is currently scouting for three to five more locations to 
open in 2014. 

Suite Openings
Above are snapshots from the opening Nov 20 
in Norman, OK. For leasing information, call 
Jennifer,  310.998.7746. Another warm wel-
come is due the new Phenix Salon Suites that 
recently opened in Reno, NV.



Page 3

Give Your Client The Holiday Gift
of Your Undivided Attention

by Gina Rivera

Technique:
Something Different?
Suggest Braids or a Bun

Gina Rivera, Founder
Phenix Salons

When a client says, “You know, I want something dif-
ferent, I want something fun for this party, but I don’t know 
what,” suggest a hairpiece. This is e costume jewelry of hair! 
They’re not necessarily supposed to look like your real hair, 
even though, with the extraordinary quality available, they cer-
tainly can play that role. 

Really, this is for a client who wants to step through the doors 
and people say, “Oh, wow!” Add a heavy, braid for that “New 
Age Retro Renaissance Look” that is gaining in popularity (of 
course it’s not yours!) and watch the expressions. Or, reach for 
one of the easy-to-use bun donuts and quickly create some-
thing elegant with a touch of retro. Suggest a black, sleeveless 
dress for that “Breakfast at Tiffany’s” look.

Oh, the temptation.
My recommendation, “resist!”
‘Tis the season when the salon phone rings like a sleigh 

full of devoted clients, along with so many new customers, 
desperate for appointments, all within a two or three-week 
window around the Holidays. And it is so, so easy to say 
“yes” to all that money and the chance to woo a new client, 
to run with the hectic fun of the season and calm those 
pleading tones at the other end of the line ... I cannot en-
courage you enough: be very careful not to overbook.

This is such a common, and costly, error among salon 
professionals in demand, particularly at this time of year. 
We think we’ve got it under control, we see an “opening” 
on the schedule -- a regular ... see GINA, page 4.

 

Add a heavy braid for that “New Age
Retro Renaissance Look”  - Gina Rivera

Suite Treat
The Chocolate Peppermint Stick
... And that’s JUST what it tastes 

like! This drink 
should be regarded 
as a double, so 
maybe not the best 

choice for a party. 
Ingredients:
1 1/2 ounce white creme de cacao
1 ounce cream ... ‘mmm.’
1 ounce peppermint schnapps

Shake well with ice. Strain ingre-
dients into chilled martini glasses 
and serve. Garnish with a small 
peppermint candy cane (or crush 
the candy cane and sprinkle it on 
top) and serve.
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Meet Your Team:  Angie Birchler
Angie joined Phenix Salon Suites last year as Director of Operations, Phenix Salon Products, bring-

ing extensive experience in production and sales from Sport Graphics Printing in Colorado and event 
management and membership development from USA Water 
Polo where she served as Assistant Executive Director. 

“I just told Gina the other day that working for Phenix fulfills 
my soul. When Gina and Jason ask you to work for them you’re 
not just an employee but you become a member of the Phenix 
Family. Hearing Jason give a speech inspires me every day to 
become the best that I can be for myself, my family and for the 
Phenix Family. “ 

Angie’s education speaks to her love of sports, health and life. 
She graduated from Indiana University with a Bachelor of Sci-
ence degree in kinesiology with an emphasis in sports marketing 
and management.

“Working for Phenix truly becomes a way of life.”
Angie Birchler

During her tenure with U.S. Water Polo, Angie was in charge of managing the national office and 
twelve national zone chairs. She spearheaded the development of an online membership database 
and online membership purchase and verification site. Membership tripled from 12,000 to 36,000.

You can contact Angie at abirchler@phenixsalonproducts.com.  719.963.9028.

GINA ... getting her usual cut and color. “I can 
squeeze in a quick cut while her color is process-
ing!” And then they both want something different. 
Your angst becomes obvious, your longtime client 
feels jilted, and that new client who was dressing for 
a special date or night on the town is disappointed, 
too. Suddenly, you’re a half hour behind (or worse) 
all day. No client is going to remember that you tried 
to do a new client a favor. You might even need to 
comp or discount a service to heal the wounds. Much 
worse, though, you could lose your long term clients 
and damage your reputation.

Consider another scenario. Allow appropriate time. 
Be ready to welcome a change of heart by a client. 
This is dress-up time. Expectations are sky high, 
precariously so, dangerously high! Don’t be the one 
to falter and, more importantly, be ready to fulfill an 
opportunity, to do something extra, to give that client 

a great experience, not just a cut, because we all 
know there is more to the salon business than good 
hair and salon services.  

The season is so full of emotion, not all of it good, 
that it becomes particularly stressful. Be ready to 
look down at tears, and then listen. That takes time 
that is so valuable right now, but don’t be so rushed 
that you can’t show compassion. 

I have not told you to say, “no,” when you get one-
too-many calls. Instead, be ready with referrals. You 
can still give them a solution. Help them find the way 
to another great stylist and, while you’re at it, suggest 
a services with one of your colleagues in a neighbor-
ing salon. 

This is a great way of demonstrating your self-con-
fidence as a professional. That’s a favor and compli-
ment to a colleague, too, that may very well come 
back to you. This works for you in so many ways.


