
Advisory Minutes 
Minnesota West 

 Cosmetology, Pipestone Campus 
               

          October 10, 2017  

Present: 
Stacy Quist, Instructor; Jackie Lage, Instructor; Kristen Zollner, stylist and independent contractor, Plaza Salon; Amber 
Blandchette, former student and stylist; Mary Baldwin, salon general manager, Cost Cutters; Callista Alm, manager and 
stylist, Cost Cutters - Marshall; Faye Bremer, salon owner, Salon 75 - Luverne; Ashley Verly, manager, Great Clips – 
Marshall.    
 
Our meeting was again held over the lunch hour after “mock interviews” with the students.  

The whole group agreed that the students interviewing today were some of the best they have seen. They felt they were 

very well prepared. Not only did that make us feel very proud, we whole heartedly agreed that we had a good group 

coming out. So nice to hear. 

 Topics that we touched on for the meeting: 

Enrollment and recruitment – We told them of our struggles to attract enough students to the program. We have in the 

past two years dropped the cost of the program by 5 credits, which saves students nearly $1,000. We really feel we can 

offer a lot of personalized attention at the price of public education. Everyone came to the consensus that our 

demographics doesn’t help our situation. They suggested we have a better Facebook presence and social media as there 

are still people in our area that don’t even know we exist as a college. 

Attendance – the committee wanted to know how our attendance was.  We told them that we had a very motivated 

group at this time and most should graduate on time. Talked about the need to have employees that are dependable for 

their clientele. 

Phones - Staying off phones when they have down time and making sure they are aware of the fact that they are on 

their employer’s time.  Employees should be doing things that are related to work such as cleaning stations, restocking, 

cleaning and disinfecting implements, marketing themselves, etc.  

Realistic expectations - hours they will need to work in order to build a clientele. Hours will be when the public is 

available such as after school and work; nights and weekends. Expect it to take time to build a clientele. Being able to 

talk retail and educate the client about products and services that would benefit them. Being able to retail products and 

sell yourself, very important. Very worried about new stylist being able to work for themselves right out of school 

without the skills and guidance to know how to become successful. They are seeing a problem in the salon with stylist 

just going home when it is not busy instead of putting in the time to be available for the walk-ins and last minute 

appointments. 

Dress code – students were asking about expectations in their mock interviews and we told them of the dress code we 

enforced. Everyone seemed to agree that it was a good one. We call it “casual professional”. 

The importance of being able to “up sale” and educate guests about the retail products they will need to obtain the look 

at home. 

Meeting adjourned. 
 
Respectfully submitted, 
 
Jackie Lage, Cosmetology Instructor 
 

 


