T ity Brw Qoeres

How to Build a Successful
Hybrid Salon Model

For Salon Owners Who Want to Mix Commission and
Booth Rental Legally and Strategically




WHAT IS A HYBRID SALON?

A hybrid salon operates with both W-2
employees (typically paid commission or
hourly) and 1099 independent contractors
(like booth renters or freelance service
providers). This structure can offer flexibility
and variety—but only if it’s legally compliant,
clearly structured, and built with intentional

boundaries.
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UNDERSTAND THE LEGAL BOUNDARIES

The biggest reason hybrid salons fail is because they blur the lines between employee and
contractor. You must understand and respect the legal differences:

W-2 Employees (Commission Stylists)

» You set their hours and schedule

« You control their pricing, services, and branding

« You provide supplies and booking software

» You train and coach them

» You are responsible for taxes, payroll, and compliance

1099 Contractors (Renters)

» They set their own hours and schedule

« They control their own prices, services, and branding

» They bring their own tools, supplies, and booking/payment systems
« They are not trained or coached by you

« They are responsible for their own taxes and business structure

YOU CANNOT:
« Require renters to attend meetings
« Control their pricing, branding, or hours

e Include them in salon promotions

» Penalize them for missing a “team” event
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PHYSICALLY SEPARATE THE TWO MODELS

To reduce confusion and friction:

» Designate separate areas in the salon for renters and commission stylists

» Create separate marketing lanes—W-2 employees are part of your salon brand;
renters operate as their own brand

« Clarify shared space usage (like shampoo bowls or color bars) in writing
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DRAFT CLEAR BOOTH RENTAL AGREEMENTS

Every renter must have a signed booth rental agreement that includes:

Rent amount and payment schedule

What's included (utilities, backbar, towels, Wi-Fi, etc.)

Clear expectations for cleaning and using shared space
Confirmation that they are fully independent business owners

No expectations of employment or participation in team functions

Pro Tip: Never use the word “employee” or anything that implies control or supervision

over their business.




Sz% .

BUILD A STRONG COMMISSION TEAM CULTURE

Commission stylists may feel “left out” when renters have more freedom. You can retain
top talent and reduce resentment by:

« Offering growth paths (career levels, mentorship, bonuses)

» Hosting internal trainings, meetings, and incentives for employees only
» Providing structure, leadership, and long-term support

« Reinforcing the benefits of employment (taxes handled, marketing support,
education)
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SET SMART RENTAL PRICING AND PROFIT
MARGINS

Rental rates should reflect:

» Square footage and demand in your area
« Utilities, cleaning, towel service, amenities
» Your desired profit margin

Meanwhile, commission service pricing must cover:

e Product cost
« Payroll taxes
¢ Overhead

Keep employee revenue and rental income separate in your accounting and profit
tracking.
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PREVENT CROSS-MODEL CONFUSION AND
CONFLICT

Set and enforce clear rules like:

No client poaching between renters and employees
» No income comparisons or pay structure discussions

No blurred roles (e.g., renters cannot check out employee clients)

Avoid labeling everyone a “team” unless they truly are
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COMMUNICATE OPENLY AND DOCUMENT
EVERYTHING

Hybrid salons thrive when owners are proactive and transparent. Try:

Monthly check-ins with renters to revisit agreements

Weekly employee meetings to reinforce vision and structure
Clear onboarding for both models

Systems for resolving tension or confusion early
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LONG TERM SUCCESS

Operate two distinct business models under one roof

Don’t mix or blend employee and contractor responsibilities

Never offer “commission + rent” to the same person

Educate your leadership team and front desk on what they can and can’t say/do

FINAL THOUGHTS

Commission models often offer more control and long-term leadership opportunity, but if
you're committed to building a hybrid salon, make it intentional, clean, and legal.

It can work when:

You have clear physical and operational boundaries

Each person’s role and relationship to the business is documented

You enforce expectations without controlling contractors

You provide a compelling employee experience for your commission stylists

The key is clarity—not comfort. Don't compromise your leadership role or legal safety
trying to blend the models too much. Hybrid can be successful, but only if it's done on

purpose.




