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Craig Brooks, Commercial & Film Director

So I've learned and I've seen every side of the production
business. Most of the productions that I was driving on
were still photo shoots. There were campaigns. There
were catalogue shoots. There were ad shoots. Some huge
budgets. Some really small budgets. A lot of the people
that I had connected with from the production side were
on those catalogue and print shoots. So I started to make
good inroads with some of those people. I was a PA with
them. And again, starting from the very bottom and
being willing to put‘in the work.

When I got to the point that I had to really strike out on
my own, I identified a list of 25 companies that I wanted
to produce for and I created a list. I called every single
one of them every three weeks. I think it took three and
a half to four months to actually get someone to hire

me. At that point, I was two weeks away from having to
declare a bankruptcy. I had exhausted all of my financess,
was going through a divorce and trying to figure all this
out, but I kept at it and I kept calling and I kept calling.
I had my eyes on the target. I broke into the business
because of the connections I made and my persistence. 1
told myself there’s one path out of this and I just have to
go after all the people that I had met on the shoots and
take names, do the best job that I possibly could, and
listen to outside influences for direction.

When you find your path, you need to put everything
into it. And you have to be willing to fail in order to
actually get something. It’s a super crazy business and it
makes little to no sense. But you have to find your way, be
persistent and you have to do the work.

a few. I started over 18 years ago right in my own backyard of
Kansas City with an early edition of Crystal’s book and a list of
contact names. My career now takes me around the world.

I'm excited that you're reading the ‘Guide’. It puts you one step
closer to kick-starting your career and being successful. My
reason for contributing to the Guide is to help other artists, who,
like me 18 years ago, are struggling with how to be a part of this
industry without moving to a major city like L..A., New York or
Chicago. If your own life circumstances will not allow you to
move, and you love living in your current cozy city, keep reading!

Ilived in Tempe, Arizona, graduated from The Fashion Institute
of Design and Merchandising in L.A., and spent a few years in
Denver, Colorado before settling in Kansas City.

I knew that I could face challenges in developing a credible,
consistent and lucrative career here, but, for me, family came
first. My dad was fighting cancer and I could not imagine not
being near him during that time. So, I called Crystal to see if
she thought I needed to move to L.A. to be successful in the
industry, and she said, “Cristy, look in your own backyard.” 1 did
just that, and 18 years later I'm based out of Kansas City and still
going strong.

The benefits of working in a smaller market are obvious. Your
money goes further and lasts longer, and housing is typically
reasonable. The day rates you earn are comparable to middle
markets like Chicago and Atlanta, and, without the big city
traffic, getting around is much easier and more efficient. You are
a bigger fish in a small pond, and if you are comfortable doing
makeup, hair and wardrobe you can work all the time.

Allow me to share my personal insights and information on what
it takes to flourish in your own “backyard”.



Define Your Starting Point

hello to your handshake, your web and social

It’s been said that starting is the hardest part. Let’s start with media presence and the materials you present

these four key steps: to creative decision-makers and consumers

regarding what your business does and how

Get Your Mind Right. Create a vision you run it, contributes to the reputation of your
brand.

for your business that not only includes

working locally, but throughout the U.S. and
internationally as well. I never pictured myself Achieving Vertical Focus
working only in a small market. My vision was Th " ; T )
to live in Kansas City and work all over the U.S. T T A L e e S e e Yot e

That then grew into working around the world. like to go—your BIG picture—the quicker you can apply what
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I call, “Vertical Focus”. With vertical focus, you imagine each

effort, task, test, job, workshop, and marketing promo stacking

@ Identify your niche by thinking about
your core passions. Do you enjoy working
with real people? Are you excited about

on top of each other towards your major goal. Horizontal focus
on the other hand is when you chase many different ideas and

supporting brides on their big day? Are you go in all different directions.

a news junkie? Do you love sports?> Are you

a fashionista? Do you love learning from
people in the business world> Every one of
these passions has a place for makeup, hair and
wardrobe stylists in small-town America.

@ Create a Written Plan. Itwill be your
working business plan. It will keep you on
track, guide you and be your accountability
partner. Or, as Crystal says, “Plan to Work and
Work the Plan.” You can mold it, edit it and
shape it along the way as your business grows

The Hair Makeup & Fashion Styling Career Guide'

and changes.

@ Start thinking of yourself as a business
and a brand. Recognize that everything
you do and say, how you carry yourself from
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Craig Brooks, Commercial & Film Director

So the relationships you make along the way are very

important. ;

Craig: The biggest thing is relationships. Whether it’s
with the photographer or with an art director or it’s with
your actual client that hires you. Whether it’s a catalogue
company or an advertising agency, you have to be mindful
of your reputation. And you learn by making mistakes.
You learn by being arrogant. You learn by having an ego
and thinking that you're: fancier than you are.

What advice would you give to someone that aspires
to work in production or other aspects of the industry?

Craig: I think it’s important for people to know that there
is a need for everyone to be mindful that this is a real

job. It requires work and practice, testing, and studying.
The same as if you are going to be a cabinet builder, a
woodworker, a boat builder, a scientist. You have to put
in the work and you have to put in the time.

From the hair, makeup and styling perspective you need
to have a conversation with yourself and ask why you
want to be in the business. Do you just like clothes or do
you have a point of view? Or do you have a really great
element of, "I can do something to support someone
else’s vision?" It needs to be about supporting the vision
of the client. And if you're able to understand what your
aesthetic is, you'll be able to identify the clients that you
should be working for and then you'll work.

If you are going to work for J. Crew but you keep styling
in a completely different manner, you'll never work for J.

Big-City Opportunities Available
in Small Markets

Following are 8 big-city opportunities that you can find in
smaller markets:

Commercial Advertising

News and Sports

Local & National Magazines

Corporate Communications

Weddings

Conventions

Fashion Shows

Personal Clients
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Sports

If your city is home to successful sports teams, there is a good
chance you can work on national advertising campaigns with
national TV networks. There have been many times when brands
such as Nike, Under Armour, 7UP and Bud Light have hired
me to work with the athletes they sponsor for major advertising
campaigns and for television appearances.

Since securing work with my first professional athlete (who
happened to be endorsed by Bud Light), the calls have just kept
coming in. The more athletes I work with, the more sports
opportunities I receive.



Makeup & Hair Priorities 3

Answer questions about what you are
in Small Markets doing.
One of the keys to your success in a smaller market is * Keepalllipsticks and eye shadows out of
understanding makeup, hair and grooming priorities. sight.
Surprising, perhaps, but I've used my character and special +  Verbalize that ‘we are just about finished’

effects skills to make female models look like “old school” gold

when you notice a man getting fidgety, or
diggers, face-paint a crowd of fans for a football scene, and

they stop talking.
create UV black light makeup designs for a major electronics

brand. My top 10 list of skills you should master if you want to Be fast (able to complefe a full makeup and hair in

30-60 minutes) and thorough.

o]

keep work coming your way are:
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Make talent and actors look natural.

Wedding Makeup

Master these 5 Character & Special Effects
techniques.

3 vl

Perfect the “no-makeup makeup look” in 15
minutes.

Master the skin tones and types of all ethnicities. *  BodyPainting

* Injury Simulation: Cuts and Bruises

Identify makeup priorities quickly. v Dirty Crimeydndcweaty

Manage shine and tame fly-a-ways. *  Sunburns and Frost (Frozen Looks)

* Zombies and Gore
Become an expert at men’s grooming.

The Hair Makeup & Fashion Styling Career Guide

N | (@] |[w] |[B] | W] N |[=]

Master the ‘man’ application technique:
NOTES
¢ Make men comfortable by working
quickly and keeping the process feeling as )
masculine as possible.

*  Apply fewer products to target priority
areas.
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Craig Brooks, Commercial & Film Director

Crew. You have to be targeted. The same way that you
would approach any other business.

You have to do the research, the same way that I research
cameras, lighting, story, and how to develop everything.
I ask myself if I'm telling the right stories, am I seeking
out the projects that really speak to me. If I am
continually trying to go a different route then I'll never be
successful.

From the hair, makeup and styling
perspective you need to have a
conversation with yourself and ask
why you want to be in the business.
Dy you just like clothes or do you

have a point of view?

What about resumes? Do you look at them, and what
do you look for in them?

Craig: I want to know who you've worked with and if we
like your work and it’s interesting, I want to know who to
contact to vouch for you. If you're really the real deal. 1
want to know that you are ready to put in the work.

Do you use social media when sourcing talent?

Craig: Absolutely! All producers look you up. They’ll

Wardrobe Priorities in Small Markets

As a wardrobe stylist or combination artist who supplies all three
services to your clients, your priorities are different. My top 5
list of skills you should master if you want to keep wardrobe work
coming your way are:

m Sewing
e Alterations

*  Garment Construction and De-construction

= Fabric Characteristics (know what will melt
beneath a hot iron)

Personal Shopping

Designing

Body Type Mastery

]| (8| W] | M

How to Fit & Measure

Commercial advertising can range from shopping and pulling
“real-world” authentic looks to sourcing a marching band or
football and cheerleading uniforms for a TV commercial. T've
added felt teeth to a mascot’s head and designed and produced a
costume based on what Mother Earth would wear to the Kid’s
Choice Awards. You just never know what the day will bring!

As a triple threat makeup, hair and wardrobe stylist, my design
and sewing skills have helped me to land jobs to key makeup,
hair and wardrobe departments where I hired a team to assist me.

Small Market Challenges:

Smaller markets do have some challenges, but, with good

g » g
planning and a little creativity, you can eliminate these bumps in
your road in no time at all.



Challenges How to Master

Industry-Focused Makeup Supply Stores Check out local area costume shops.

Skills Development Plan ahead. Search for classes and workshops in New York, Los Angeles,
Miami, Atlanta and Chicago.

Budget and set aside for skills and knowledge-based course opportunities
that can open up new doors and bring better, higher paying jobs to you.

Traveling away from home will keep you inspired and enable you to
connect with other artists all over the world.

A smaller market will dictate the type of work you do. The jobs may not be cutting-edge, but, if you continue to test, develop your
ypP ) J ) g-edg ¥ P Y
portfolio, and set new personal standards you'll keep getting new work and growing your market.

When marketing yourself in a smaller market, it can help to break the market up into two categories: business to business and business
to consumer. The former is YOU, a business selling your services to other businesses. The latter is YOU, a business selling your
services to other people. With business to business, you identify the entity and then locate the decision-maker who should receive your
materials. With consumers, you go directly to the individual who needs your service.

Small Market Opportunities

BUSINESS TO BUSINESS (B2B) BUSINESS TO CONSUMER (B2C)

Photographers Brides
Production Companies: Special Events:
Producers, Production Managers, Production Coordinators  Galas, Charity Fundraisers

Corporations Imaging:
Personal Wardrobe, Makeup & Hair

TV Studios’ Holidays:
Christmas, New Year's, Halloween

Public Relations Firms Festivals '
Advertising Agencies: On Camera Appearances
Art & Creative Directors
Magazines
Festivals
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Craig Brooks, Commercial & Film Director

check your LinkedIn page, your Facebook page. We

want to know what you look like and that youre not an
idiot. You have to have a social media presence. You have
to curate your social media. If I pull up your Instagram
page and it’s all party pictures and beer and weird stuff
you're probably not going to get called unless you're
willing to shoot for TMZ. If your facebook page is totally
innapropriate you're not going to get called for the higher
end jobs. Without question. And if they’re not current...
better to not even have them.

Is there anything else you would like to share with
freelance artists that will help them land more jobs

with people like you?

Craig: Take your job seriously. You aren’t owed anything.
You aren’t fancier than anyone else. You're not better than
anybody else. You have to work to get it. Take your job
seriously. If you want to be in this business for 10, 15, 20
years, approach it as a business and a job!

craigbhbrooks

rennfilms.com

Commercial Marketing - B2B

Attracting sophisticated advertising agency creatives demands
that your website and promotional materials include relatable
language and imagery. The art director from Under Armour
who is traveling to your small town to produce a shoot is looking
for makeup, hair and wardrobe talent that can deliver the same
quality they have come to expect in larger markets like Los
Angeles and New York. To be considered for high profile jobs,
the imagery on your site must contain an advertising look and
feel, not “before and afters” of your friend or cousin’s makeup
and hair. Maintaining a universal aesthetic in your branding,
marketing materials and personal presentation will open doors to
working with bigger brands and names.

Consumer Marketing - B2C

Consumers, while they enjoy seeing all of the big projects and
people you have worked with, also want to see images that they
can relate to. A woman who is about to get married will want
to see beauty and bridal shots in your portfolio, because they
often struggle with visualizing themselves in the pages of your
commercial work unless they see exactly what they want.

It’s tricky to present commercial and consumer imagery on the
same website. You will rarely see them together on the websites
of artists who work commercially in large or mid-sized markets.
Crystal recommends separating them, which also streamlines
the process of establishing different rate structures for each
opportunity. Ninety percent of commercial (B2B) artistry will
be based on full and half day rates plus overtime and expenses for
travel, etc., while consumer (B2C) artistry will often be billed as
per face, per hour or a flat rate.



Keeping Track of a Growing Business
Cristy’s Big Black Book (BBB)

Early on in my business, T purchased a huge black binder
notebook and designed my own contact template in Word.
Crystal has one that is available as a free download for those
of you who, like me, still like to put pencil to paper. Over the
years I have made hundreds of copies of it. I have a thriving
business and still use it to this day.

My process was to scarch and brainstorm every imaginable
client who could use my services. Once I located their contact
information, I entered it into my BBB and tracked every move
I made. By logging every movement, including the time and
day I called, whom I talked to, vyhat was said, when I followed
up, the date I sent them a promotional piece through the post
or email, and when to follow up again, I was able generate
business for myself in a very short period of time. I used this
same information to follow up and share new work with my
clients. Yes, you can do this digitally now; however, for me and
maybe you, the power is still in the pen. When I connect my
thoughts and ideas to paper with a pen—as Crystal suggests
throughout the book—the opportunities come to fruition
much faster. This method immerses me in the actual process,
and in my business.

Diversify

Unlike large metropolitan markets where you can choose to do
either makeup or hair, small markets operate much differently.
Diversifying your skill set to include makeup and hair and even
wardrobe will enable you to accept more jobs, and clients will
benefit greatly from your new knowledge.

BUSINESS BUILDER

CATEGORY:

co

TITLE
PHONE
EMAIL
IG/FB
WEB
FOCUS
CLIENTS
NOTES

To work steadily in markets such as Kansas City, Denver
and Indianapolis you will need to do both makeup and hair.
Clients rarely hire separately for those roles.

WORKING AS A LOCAL:
GROWING YOUR PHYSICAL REACH

Working as a local means that the client does not pay the travel
expense of transporting you from where you live—your home
base, to where you will be working—anywhere in the U.S. or
beyond. You will be responsible for your own airfare, car rental,
hotel and meals outside of the shoot.

You can often raise your rate to be in line with the higher
“local” day rates, which will help to offset' out of pocket
expenses, and many times you’'ll still make your day rate. If the
opportunity to work as a local will only cover your expenses,
but the client, tearsheets or credits will be a great addition to
your portfolio, résumé or future marketing efforts—go for it!
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Jennifer Cunningham
MAKEUP & HAIR
jennifercunningham.com
Focus: Commercial

IC: jennifercunninghambeauty

I went to beauty school during high school because 1
knew that I wanted to work in fashion. I didn’t know
how to get involved, so I started talking to people who
owned modeling agencies in the area, and they referred
me to photographers to do tests with and build my book.
I started getting pictui’cs for my book with good makeup,
hair, and styling and just O.K. models.

I'learned that I could get better girls (models) by showing
the work I had accumulated to agencies, photographers,
and decision-makers. Crystal taught me that the tests

in my book should look like they could fit into the top
beauty and fashion magazines. They had to look like

real jobs that I wanted to work on in fashion, music or
advertising.

You should practice on everybody that you can get your
hands on. Get good girls in your book by connecting with
the bookers at the modeling agencies. Show them what
you want to do, and be prepared to work for free for a
while.

You can’t expect to make a lot of money off the bat,

but you've just got to stick with it. It's frustrating at the
beginning, because nobody knows who you are when
you're just starting out. Get experience, get your name out
there, and work on your book so you'll have something to
show. Just stick with it!

It’s as good as being paid to gain experience working in a new
“local” environment. You don’t have to accept these assignments
indefinitely, however, a few of these jobs on your resume can
produce a future of high paying gigs with new clients.

The artist who is good at working as a local has a YES mindset.
The glass is always half-full, and they are always thinking first
of the how they can make something happen instead of why it
can’t be done. This artist is resourceful, makes friends quickly
and doesn’t freak out when they arrive in a new city and all of the
regular stores they shop at in their local market have new names.

A good way to challenge yourself and your abilities as a local is
to start out seeking work that is not too far away from your home
base. Answer these questions when considering opportunities:

*  What cities are within a three to four hour driving
distance from my home?

* In what states do | have a support system of friends,
family or colleagues?

* Dol have friends or family in other cities that |
could stay with for a few days up to a week?

*  To which cities/states could | purchase affordable
airfare?

* Inwhat cities/states can | find affordable lodging
and inexpensive ground transportation?



Keeping An Open Mind

The 90’s musical group En Vogue recorded a rock song entitled,
“Free Your Mind.” The first chorus went on to say, “And the
rest will follow.” This is what taking advantage of opportunity
requires. Be open to possibilities like moving to get more work.
Is there a state you've been interested in moving to? Consider
booking a few jobs there and checking out the city at the same
time. You can write off most of the expenses for work and get
a feel for the local culture.

Do you like the beach but live in Oklahoma? Choose a city
like Houston where there is plenty of work. On your off days
visit Galveston and sink your toes in the sand.

As an aside, never broadcast that you are not local when
working in other markets. You never want a client to feel
uneasy, or concerned that you might not have a grasp of local
market culture, customs, or resources. You don't want to give
them a reason NOT to hire you again.

I'm also a firm believer in listening and observing new
situations. This practice will allow you to learn a lot about the
market, crew members, and who's who.

Smooth Operator

Following are four tips for making a smooth transition when
working as a local:

*  Get adeal memo signed as early as possible.
Once the job is confirmed on paper, you can
book a flight, reserve a hotel and secure ground
transportation. If anything goes wrong, some

airlines offer a 24-72-hour hold as well as a
cancellation reimbursement policy.

*  When your job is wardrobe styling, choose a
hotel in a safe area with good retail shopping
nearby, even if it's farther from the actual shoot
location. It will make life easier when completing
returns before heading to the airport to catch
your flight home.

»  Be sure to pick up a steamer, wardrobe rack,
storage tubs and hangers. You will want to
have all the tools you would have at home. If
you start working often in that area, consider
renting a small storage space to house all of your
equipment, and have an extra kit there as well.

*  Be sure your makeup and hair kit is travel-
friendly.

* Ifyoudon’t have a passport, get one ASAP.

Follow my advice and, before you know it, you'll be working
on national projects with top athletes on major ad campaigns.
This kind of exposure can do wonders for your career!

I don’t have a recipe for going international. A series of positive
outcomes which included doing a great job for all my clients,
being genuine, hard work, preparation, connecting with crews
doing big things, and applying for my passport years before I
used it made me ready when the opportunity presented itself.
Believe me, it happened to me and it will happen to you.
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NOTES

Success In A Small Market

In a small market you will be expected to wear different hats. If
you want to stand out and work steadily, adding wardrobe styling
services is beneficial. Seek out an agent in a city near you. Be
willing to work as a local in other states, and offer your services
to both businesses and consumers. Keep your marketing material
updated. Always carry business cards in your kit, purse, set bag
and vehicle, and post regularly on social media. Develop a 110%
work ethic. Do a great job no matter who the client is and treat
everyone like a VIP. Don't gossip. Respect the crews you work
with and help them out from time to time. The effort goes a long
way toward being seen as a team player. Know that your role,
whether makeup and hair, wardrobe or all three is to bring your
client’s vision—not solely your own—to life. Show up on set
ready to work. Leave your personal life at home. Be personable,
prepared, flexible, and friendly. You will be amazed where your
career can take you. Every single day do something to market
and care for your business. I mean every single day.

Contributing to this edition of The Hair, Makeup & Fashion
Styling Career Guide is a full-circle moment for me. This book
truly kick-started my career 18 years ago. I've kept in touch with
Crystal the entire time. Now, I'm sharing some of my knowledge
with those of you who are ready to kick-start your career. So
awesome! Wishing you all the best!

Cristy Guy
Makeup, Hair & Wardrobe Stylist

www.cristyguy.com | www.onthesetstyling.com

Think Big, you can settle later.
















