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Preface

With a swift dash of her brush, a Beautypreneur hides a blemish for 

her client. What you see, is a face that covers up its imperfections. Yet, 

when you see a face that’s hiding flaws, you know there is more than 

meets the eye. And so, we encourage our BPs tell their stories as they 

have lived them, with their highs and their lows, with their wins and 

their losses. Here is a collection of stories from the lives of our gor-

geous Beautypreneurs - UNBLEMISHED in every way.

For us, the Beautypreneurs have been a big inspiration for each and 

every one at Dhriiti. We have heard their stories of change, their tales 

of courage, their narration of resistance and resilience, their voice of 

pride and their celebration of success and failure alike. 

This book is really special to us at Dhriiti, as we celebrate the power of 

Women Entrepreneurship showcased by each one of our Beautypre-

neurs. We bring here 21 stories of Beautypreneurs who are inspiration 

for many young women in their communities. And we believe that this 

book will inspire many more girls and women with their simple but 

extraordinary stories.



ÞvkSjr dh dekbZ [kkuh gS] rks eSa ?kj esa u cSBw\Þ Ashwinder’s husband had no objections to his wife 
learning the skills of a beautician. However, he was very clear that he wouldn’t let his wife 
step out to work! Ashwinder knew she had to begin her journey with getting her husband 
to join her own team.  

Þftlds lkFk jguk gS] igys mldks eukvks ! pkj iSls lHkh dks pkfg,! tc iSls dekvksxh] rc husband 
dks le> vk,xk!Þ Says Ashwinder, as that’s what she exactly did. For a husband who wouldn’t 
let his wife step out of the house, her husband accompanied Ashwinder to the first Chai-
Garam meet at the Dhriiti Office. It was his first experience of meeting other women like his 
wife. Little did he know that it was Ashwinder’s quiet way of introducing her husband to the 
stories of women who yearned for an identity of their own. From a man who disapproved of 
his wife’s small earnings (Rs 20-Rs 30 for a service), he understood the value of small gains. 
He allowed Ashwinder to begin working at home. With Dhriiti’s backing and the BP program 
fuelling her efforts, Ashwinder persevered. She began training girls under her and as the 
money started rolling in Ashwinder’s confidence in herself grew. Her husband was not 
oblivious to the small changes in her personality. Ashwinder’s wardrobe was undergoing a 
gradual change, she was beginning to groom herself. “I’ll stop everything,” he threatened, 
however as Ashwinder’s earnings increased, he realised that there is merit in supporting his 
wife. 

Today, Ashwinder has a salon of her own. Her husband has invested in it. He agrees that his 
wife is doing an incredible job of running a salon and a house. All that she needs is a little 
wind beneath her wings. Today, Ashwinder is a changed woman. She is confident, she is 
independent, she is a decision maker of her life and her business. 

Ashwinder’s story is not an unusual one. The journey towards self-realisation begins by 
taking claim of one’s life. Ashwinder realised that she couldn’t conquer the world unless she 
had her husband’s support. For a woman may be tied down with her family’s expectations 
of her, however true liberation happens when they realise her need to have an identity. 
Ashwinder’s brush strokes have covered up all the inhibitions of her family. Her wardrobe 
has changed, and so has her walk outside her home, all her husband supports her salon and 
celebrates the new Ashwinder that she has become! Did this happen in a day, definitely not! 
Is this something that every woman aspires for? Absolutely yes! 

LEARN THE ART OF LEANING IN FROM ASHWINDER
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Fatima’s everyday struggle was to open her salon! She lived far from the salon and on most 
days she failed to keep steady operational hours. Fatima had two small children at home 
who were a priority. An entrepreneur’s journey begins with a negotiation with the self. 

When we spoke to Fatima, she said, “I always wanted to open a parlour of my own.”  The 
first parlour she opened was 30 minutes away from her house, a distance that Fatima would 
usually cover on foot, unless she had money to spare on local transport. For a BP who was 
struggling to keep her salon open for optimum business hours, every expense was worth 
saving. 

So what was keeping Fatima from opening her salon on time everyday? For that you’d have 
to walk in her footsteps to reach her home where Fatima left her two small children behind. 
As their primary caregiver, Fatima was often torn between her children and her love for her 
work as a beautician. And so, for Fatima to run her salon she had to negotiate with herself 
first! The perennial work-life balance is really universal for women & their careers. It was 
important for Fatima to value her skills and abilities. It was equally important for her to 
value her own dreams & aspirations despite her priorities as a mother. For us, a woman 
becomes a BP first in her head. Once she has the right attitude and self-belief of “I am 
an Entrepreneur’’, then she is better equipped to handle the multiple identities of being a 
wife, mother, daughter and sister. Under Dhriiti’s mentoring, Fatima discovered the value 
of training. Over a period of time she realised that training was a profitable and sustainable 
way of earning. 

Today, with her earnings, Fatima has opened a salon closer home. She trains girls in beauty 
services and also hires some of them to work in her salon. She hopes to open an academy, 
someday, people would go to Fatima to learn the skills! Her children are still small, only 
9 and 12. She dreams of venturing out of the confines of Sangam Vihar. She dreams of 
opening a salon-cum-boutique with her husband who is a tailor in Lajpat Nagar. 

Þvc rks cPps NksVs gSaA tc cM+s gks tk;saxs rc vPNh txg is salon [kksyuk gSA vc vius dke ij 
confidence gS] cl ;gk¡ ls ckgj tkdj dke djuk gS!ß

No dream is small, as long as you steer steadily towards it. Fatima gives us hope that a 
woman can manage her priorities well. That she can manage home & business with as much 
dexterity as she can use her hands skilfully while delivering a treatment.

HOW FATIMA WON HER BATTLE WITH HER MIND
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Qaisar is 41 years old. Her older son is 19, and she is eagerly waiting for her son to get 
married so he brings home her daughter-in-law. Qaisar is not looking at dominating another 
woman, she is looking to set an example of how one woman can encourage another to 
chase her dreams. 

The eager learner that she is, Qaisar wanted to chase her dreams of being an independent 
& earning woman. However, dreams were not easy to chase. Her family resisted each of her 
dreams and subjected her to abuse & trauma for years. It was Qaisar who kept her dreams 
alive despite the odds. 

ßeSa [kqn Hkh ikyZj ugha x;h Fkh! dHkh tkus dh t+#jr gh ugha iM+h!ß She says. When she joined Dhriiti 
and met other enterprising Beautypreneurs, something stirred inside her. Þlks;s gq, ‘ksj dks 
txk fn;kA lcus fl[kk;k dh mBks] ckgj tkvksA 19 lky vdsys ?kj ls ckgj ugha x;h FkhA vkt bruh fgEer 
vk x;h gS dh vc eSa fashion designing dk dkslZ Hkh dj jgh gw¡Aß However this transformation 
was not easy. 

It took Qaisar more than 19 years to convince her husband to allow her to open a parlour. 
Coming from a traditional Muslim family, her community didn’t regard beauty services as a 
respectable profession. There was resistance from all, however Qaisar managed to open a 
home parlour. And as the money started to flow in, perceptions changed. 

ÞvkSjr dh bT+t+r c<+rh gS vxj oks dekrh gSA ;g esjh 19 lky dh lh[k gS] fd Husband dek, vkSj 
eSa lgw¡A nks&pkj iSls eSa Hkh dek ywa rks jkSc Hkh c<+rk gS vkSj husband dh respect Hkh feyrh gSaAß

Qaisar joined the Beautypreneur Program 6-8 months after she started her parlour. In the 
past few months that she underwent the program, her salon has gone from being a passion 
to a business she is raring to grow! Qaisar took help from her son to use Facebook to enter 
a bridal competition. ÞnqYgu ltkus dk cgqr ‘kkSd gS] reUuk gS dh vius gkFkksa ls lqUnj nqYgu ltkÅ¡AÞ, 
says Qaisar. She eventually won the competition! 

Today Qaisar meets BPs younger than her, girls smarter & more energetic than her. In her 
vicinity too there are other salons, but she is not worried. Qaisar feels that all girls should be 
independent and liberated, something she wants for her future daughter-in-law & herself. 

Þtc [kqn lkal cuwaxh] rc lkjs fjdkMZ FkksM+ nw¡xh! eSa ugha ekurh dh esjh mez gS! tc rd gkFk ik¡o gSa] rc 
rd dke d:axhAß

When Qaisar says that she is like a lioness who has woken up, we believe her, because that’s 
what we really hope this project does to women. 

DARING TO DREAM LIKE QAISAR
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ÞeSa customer ls ?kcjkrh FkhA irk ugha D;w¡ ysfdu vxj dksbZÃdqN iwNs rks eSa tokc ugha ns ldrh FkhAÞ

What brings confidence for a Beautypreneur? Would you call it experience, or skill? 
Sadhna Jagdish had been in the profession for more than three decades, yet she lacked 
the confidence to speak to her customers. Sadhna knew that the journey from being a 
beautician to a Beautypreneur cannot be made with a tied up tongue!

In 1985, when Sadhna Jagdish entered the field the idea of women stepping out for beauty 
services was still niche. Personal grooming was still a new idea for Indian women and not 
everyone spent money on their monthly hair cuts or facials. ‘If a customer had Rs 10 to 
spare, she would think whether she would spend it on herself or buying an extra vegetable 
for her kitchen,’ recalls Sadhna. Trained at Shehnaz Hussain and Habib run centres, Sadhna 
had picked up some fine skills. However, for the traditional girl from a Haryanvi family, 
speaking to her customers beyond the ghoonghtat was the biggest challenge.
“In those days, there weren’t too many treatments to choose from. We had limited products 
and services to offer.Yet, if someone asked me a question, I’d not know what to say!” Recalls 
Sadhna. Her husband had helped her set up her salon, yet the challenge was to own it and 
take charge of its destiny!

In one of her earliest monthly meetings at Dhriiti, Sadhna had crumbled down to tears 
when someone asked her to introduce herself. However, when she was asked to give a 
demonstration, her hands worked beautifully without any fear. In Sadhna, we realised, is a 
tactful beautician who lacks the confidence to unravel the beautypreneur inside.The team 
worked with her slowly, inviting her to take momentary leads during monthly meetings.
When other women clapped and cheered for her, Sadhna felt the power of a community. 
Sadhna began taking more initiative, she realised that to step ahead she had to catch up 
with the times. While she picked up technical skills, Sadhna also readied herself for her first 
ever Seminar! When he day arrived, Sadhna conducted a seminar with 75 attendees! Once 
the word spread, she conducted a paid seminar with 30 attendees!

Sadhna’s wardrobe has changed. She has lifted the ghoonghat. She is comfortable with 
western wear and ready to move with the times. The Sadhna of today is a different avatar 
from her past. She looks back at her journey with a tinge of nostalgia and regret, Þvxj vki 
confident ugha gSa] rks vki dkfe;kc ugha gksaxsA igys [kqn ij gh confidence ugha Fkk] rks nwljks dks dSls 
confidence fn[kk,a \ vxj ;g gksrk rks vkt 2-3 parlour gksrs esjs!ß

That this is not the journey with others, is what we hope all Beautypreneurs learn from her!

WHEN SADHNA DISCOVERED THE REAL ENTREPRENEUR WITHIN
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ÞeSa [kq’kcw dks cncw vkSj cncw dks [kq’kcw cksyrh FkhAß says Seeta with a laugh! At 17, Seeta travelled to Delhi 
from Nepal. She was not just an outsider but also unversed in the ways of the big city. Her husband 
had been working in the city and their families felt that if he married a Nepali girl, she would 
convince him to visit his village every year. However, that was not to be! In fact it was her husband 
who kept her away from her family for several years.

Seeta as a Nepali bride relied on her husband to help her navigate through her new world. She was 
learning to call Delhi, home, but she didn’t speak Hindi. Since her husband had limited time to spend 
with her at home, he forbade her from venturing out. And so Seeta spent several agonising years in 
her home with no one to talk to.

“Back home, I was used to seeing mountains. Now all I could see was water tanks from the roof of my 
house in Delhi,” she recalls. By the time she became a mother Seeta grew restless, she was aching to 
get out, meet people and do something that gave her a purpose. Her husband was against a job and 
yet, despite the odds, he allowed her to work part-time in a salon. That’s where Seeta learnt the skills 
of a beautician.

“I worked 8 hours to earn Rs 3000 a month. The money was not enough and the work got tougher 
over the years. I would earn her Rs 4000 a day! When I asked for a raise, Didi asked me to leave,” says 
Seeta with a hint of pain.

Even while she was earning money, Seeta had to continue to negotiate with her husband. She knew 
she had the potential to earn more, for it was she who ran her Didi’s parlour. That’s when she decided 
to open her own parlour. And she did, but that’s when her troubles took another turn.

“Didi spread rumours about me in the vicinity. She told people that I had Cancer and that the doctors 
had said I won’t recover. She sent goons to chase me down the street. I was afraid to step out alone,” 
says Seeta. Her husband didn’t believe her. He felt that she was making up these imaginary threats, 
but he hardly knew that the gentle hands that gave a caressing massage were also capable of creating 
a storm in a competitor’s business.

This is where Dhriiti helped Seeta. While she focussed on her salon, Seeta stuck to the work that 
she knew best.While word-of-mouth and efficient skills helped Seeta retain her loyal customers, she 
remained being generous to her trainees.

“Most of the girls in Lado Sarai are trained by me.They offer discounts and more offers than me, 
but that’s okay. I know where I am,” she says with confidence. Seeta is a changed woman. She sends 
money to her family in Nepal & visits them once a year. Her customers wait for her to switch on her 
phone once she crosses the border. “Why do you have to go to Nepal? Stay with us, they say! Everyone 
waits for me to return so they can return to my parlour,” laughs Seeta.

20 years later since she came to Delhi, Seeta is a confident woman who has navigated through the city 
and established her salon with pride. Now it is her husband who has taken a leaf out of her life. He 
has quit his job and started a Chinese fast food outlet. While he tried to navigate through running an 
enterprise, it was Seeta who ran the house.

We have discovered that resistance has the potential of converting to inspiration, all you need to do 
is keep doing your own thing!

MOVING MOUNTAINS TO BUILD SEETA’S NEW LIFE

Se
et

a



In the 13 years that Rachna had taken a break from the beauty business, she 
had got married and started a family. She may not have returned to a salon until 
it became the only way to handle an abusive marriage and the depression that 
she was into. She wanted to take the responsibility of raising her children. When 
she finally decided to step out she began with a refresher beautician course. But 
where was the business plan?

Þ’kknh ds igys vius skills  rS;kj djksA ft+Unxh esa i<+kbZÃls T+;knk skills pkfg,A vius iSjksa 
ij [kM+k gksuk pkfg,Aß At 34, Rachna is still in the prime of her life. However for a life 
that has seen tremendous struggle, turmoil and depression Rachna is wiser than 
her years. When Rachna decided to take charge of her life, her first door opened 
towards a career as a beautician. She upgraded her skills by taking a new course, 
convinced her husband to loan her Rs1.5 lakhs in her salon, and got started.

Working with Dhriiti within the Beautypreneur program was the doorway 
that Rachna was looking for. There were other parlours in her Dakshinpuri 
neighbourhood in Delhi, so she learnt to use Facebook, WhatsApp to reach her 
customers. She designed pamphlets, and discount cards to attract and retain 
them. As the money started flowing in, Rachna focussed on the next step. She 
started training other girls to supplement her income. As the weeks rolled by, 
Rachna gradually understood the value of financial planning. She worked closely 
with her mentors in the program to design an advanced curriculum and a 
business plan to take her ‘academy’ ahead, make it into a brand name, increase 
her enrolments and income. Her aim is simple, Þde iSlksa esa beauty skills fl[kkuk gSAß

While Rachna deals with the increasing competition around her, there are days 
good and bad. She has gradually returned her husband’s borrowed money and 
now handles her finances by herself. In her we now see a woman who has grown 
wiser, smarter and stronger.

Financial competency for a Beautypreneur comes in various stages. From 
understanding the profitability of daily activities, to drawing salary to keeping 
record of a projected cash flow to decide future strategies; we ultimately hope 
that our BPs are able to draw sound business plans for expansion needs.

WHEN DOORS SHUT ON RACHNA, SHE OPENED NEW WINDOWS
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From a profession that is seen as a hobby or a means to deviate one’s mind, to a mind 
shift towards being a supplementary income,Veena was miles away from calling 
herself a Beautypreneur. How do you cover the journey from being a beautician to 
a Beautypreneur? Moreover how do you convince a woman to make this journey 
during the course of a program?

Þviuh dyk dks lcds lkeus fudkyks ! ;g dksbZÃxyr dke ugha gS! vkt MkWDVj vkSj Vhpj Hkh 
?kj ls dke dj jgsa gSaA ge D;ksa ugha\ß For Veena to say this with confidence to other 
beautypreneurs says a lot about the journey she has made. Veena opened her 
home-salon 4 years back. However, working from home put her salon on the slow 
burner. She was not regular, she didn’t keep stock of her earnings, there was no 
plan or a vision.The latter comes later, only when a woman realises that her effort 
is yielding results and she is gaining something out of it.

When Veena joined the Beautypreneur, the first thing she saw was the number of 
younger girls who were beating the odds to make a living.Veena’s life was much 
easier compared to them.This small stimulus made her value the importance of 
earning.Veena put her heart into her business and began taking stock of her income 
and expenditure. She started maintaining the log books, keeping a close watch on 
business trends, particularly the demand in her Janakpuri neighbourhood.

Veena conducted seminars that helped her get the word out in the vicinity. As the 
word spread Veena started making home visits to customers who were willing to 
pay a premium for the comfort of a salon at home.Veena now rides on a Scooty that 
she has bought with her earnings and her next aim is to buy a car for her family.

The first step towards building a financial competency is to understand the 
profitability of daily business. For Veena to take her work more seriously it was 
imperative that she understand what she could gain by building on her activities. iSls 
dk fglkc for Veena was a grey area and so learning to maintain log books to map her 
daily income and expenditure changed her business incredibly.

RIDING NEW WAVES OF SUCCESS WITH VEENA
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When Manjulata first learnt the skills of a beautician, she was a young girl. When she got 
married, she gave up her skills and settled down with her family.Years later when she 
picked up the tools again, she realised that her grip on her skills were not as firm as her 
closest competitor!

Manjulata would have never thought of herself as a Beautypreneur if not for a personal 
loss. In order to help her divert her mind, Manjulata’s husband asked her to go back to a 
skill that she had learnt years ago. She had done a beautician course and even worked in 
a parlour before marriage. However domesticity and years of being out of practice had 
dulled her confidence. When Manjulata decided to begin her journey again, she needed a 
little confidence.

Manjulata’s husband helped her to rent a shop near her house and set up her parlour.
This was the easiest part. Þbl ,d dke ls eq>s [k+q’kh feyrh Fkh! Beautician dk dke gh vkrk 
Fkk] rks blfy, nksckjk ls dke ’kq: fd;kAÞ However, from working in someone else’s parlour 
to setting up one’s own, this was a new world for the beautician.The beauty industry had 
steadily moved ahead and Manjulata soon realised that her customers were asking for 
specific services, some of which she didn’t know! Manjulata joined the Beautypreneur 
program to unlearn & relearn skills she had.The program also gave her a chance to 
expand her horizon and learn business skills that she didn’t have before.

Þdke dks vkxs c<+kus ds ckjs esa lkspuh yxhÞ Once she was in the fray again, Manjulata truly 
diverted her energies and attention to utilising the Beautypreneur pick technical and 
business skills from either hands. On the one hand if she practiced her hand at Keratin 
and hair smoothening, on the other hand she learnt to market her services to her 
customers.

For Manujalata, her parlour is a safe space that lets her forget her trauma. In a good 
month Manjulata earns Rs 18,000 - Rs 20,000, but not everybody does this for money.

HOW MANJULATA ROSE FROM THE ASHES TO FLY AGAIN
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When a young Rajesh learnt beautician skills more than 22 years back, she didn’t know the 
circumstances under which the skills would come handy. She wouldn’t have gone down 
the path of a beautypreneur if not for a sudden & dramatic change in her married life.

8 years back, Rajesh’s in-laws asked her husband to leave home with his family. Living in 
a joint family meant the flow of economics would run through a common pool of money.
When Rajesh and her husband set up their new home, they had to find new means of 
survival. This is when Rajesh recalled her skills, the ones she had learnt in her youth. In the 
beginning she worked for an NGO, but when that closed down, she found it difficult to find 
a job.

Þ’kknh&’kqnk vkSjrksa dks dksÃ dke ugha nsuk pkgrk Fkk! ikyZj esa dke djus ds fy, vius vki dks 
presentable j[kuk Fkk!Þ

It was then that she took a loan of Rs 6 lakhs to set up her own parlour.While her husband 
helped her pay the EMI towards the loan, Rajesh focussed on running the parlour. When 
she joined the Beautypreneur program in 2019, Rajesh was focussed on increasing her 
revenue.

Rajesh’s parlour was running under a loan that she had to pay for. She also had to ensure 
that her customers through her door! But they weren’t coming.There were other parlours 
in the vicinity and there was competition. Rajesh began by taking charge of her shop. She 
set up a board and displayed the latest offers she ran. She went door - to - door informing 
her customers about her parlour and the schemes she ran.

Rajesh also learnt to handle disappointments. She realised that her helping hand could 
leave her parlour with his customers in tow. She learnt that ethics is important in her 
industry more than anything else! Rajesh stayed relentless. She tapped into the PG’s in her 
vicinity of Laxmi Nagar, sharing her pamphlets and numbers.

Rajesh’s parlour and her business was beginning to get steady. She started to enjoy the 
monthly meets where she met many other women like her. Þvius fy, thus dk time feyk]Þ 
she said.

When COVID-19 hit the beauty and grooming industry, it hit Rajesh more than the others. 
For months, she tried her best to manage her parlour. However, in the long run, she had 
to close it down.

Þ’kjhj dgrk gS cSB tk] fnekx dgrk gS py py! I am not selling my goods yet. I will keep them. 
I will open up again,” she said.

LEARNING TO NEVER SAY NEVER WITH RAJESH
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Þjkst+ 2-4 ?kaVs le; fudkyks vkSj dke djksA jkst+kuk dke ls vPNh dekbZÃ gks tkrh gSAß  That’s the 
advice 24 year old Archana gives other BPs.

Archana was in class 12th when she underwent a beautician’s course. Just like she learnt 
computers as well. However, it wasn’t until she met a friend’s sister, a few years later, that 
she took it seriously. Initially, Archana was not allowed to work in a parlour. Her mother 
resisted and opposed the idea for a couple of months. However, when Archana refused to 
relent, it was she who took the idea to her husband. Archana by then had been working in 
a parlour to polish her own skills.

While Archana had savings worth Rs 90,000 to invest of her own, she took some help 
from her father to open her own parlour. By the time Archana joined the Beautypreneur 
Program, she had just about started to understand the journey of a parlour owner. Even 
though she had worked in a parlour before, working with Dhriiti she learnt to play it out 
with her strengths.

“I have learnt to make packages, draw customers & build relations with them. Location 
is the key to a parlour. Even now there are other parlours in the vicinity, some much 
older and known than mine. However, there are customers who are reluctant to go into 
someone’s home parlour. That’s where I have an advantage,” says Archana.

Archana has learnt the merits of branding. Outside her parlour bears a board reading, 
“NAME OF PARLOUR”. Recently, when she started training girls, it was her board that drew 
customers. Seeing her, the neighbouring parlours have also started putting boards outside 
their parlours.

At 24, Archana is independent. She has a boyfriend, but doesn’t want to get married yet. 
She is very clear that work comes before everything else for her. In fact, she doesn’t want 
to get married into a family where she has to take permission to work! Þigys viuk nqdku 
ysuk gSA vc ‘kknh ugha djuh] dke dks vkxs c<+kuk gSAß she says. Archana’s boyfriend has invested 
in a parlour that she is managing for him.

While Archana has her age in her favour, she is wise enough to learn from the experiences 
of others. ÞdqN Hkh fnôr gks rks nhfn;ksa ls iw¡N ysrs gSA ;gk¡ u dks Mj gS u dksÃcompetition!ß Says 
Archana.

There is a sense of optimism and confidence in Archana. Something tells us that Archana 
would be a good bridge between the young and old BPs.

BUILDING FROM STRENGTH TO STRENGTH WITH ARCHANA
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When Gudia was in class 10th, she worked part-time as a helping hand at a neighbourhood 
parlour. It was during these days that she developed a knack for the trade. Although young 
in age, Gudia was quick to understand that this is where her talent lay and where she could 
make a livelihood.

In 2014, soon after she finished her 12th, Gudia joined an ITI course to learn advanced 
beautician skills. She also opened a parlour at home so she could practice her skills while at 
it. By the time she completed the course in 2017, she had set up a parlour outside her home, 
was training girls during the weekend and running the parlour during late evening hours 
from 8pm - 10 pm on weeknights. It was this mix of training, learning, working that helped 
Gudia learn on her feet using her hands all through the day!

In 2019, Gudia met Bharati, one of our BP in her training institute. When Gudia joined the 
BP program, she was already a few steps ahead of others. However, there were still many 
things she learnt during the course of the program. Gudia, until then, had focussed purely 
on the technical skills of the trade. For the first time, within the Beautpreneur program, she 
learnt how to calculate her earnings. Þigyh ckj viuh dekbZ ns[k dj nax jg x;h!ß She said! With 
her revenue scaling Rs 1,10,000 a month, Gudia realised there is a lot more that she can do 
with her business than she was actually doing!

Gudia runs her parlour in the conservative area of Khajuri Khaas. She relies completely on her 
good customer relations to draw business. She believes that it is her good communication 
and consultation skills that draw her customers to her. Even while she moved her parlour, 
her customers continued to make the extra walk to reach her.

At 24 years, Gudia is sharp and quick. She understands the business and she fully utilises the 
opportunities before her.While almost everyone has been adversely affected by COVID-19, 
Gudia is one of the few who has bounced back with optimism. During the lockdown months, 
she continued to train girls on WhatsApp.With a 2 hour class, Gudia taught a batch of 7 girls 
in a batch with complete ease.

Gudia is focussed and determined. She wants to create a brand and set up an academy. 
While we see all the tools and ingredients towards her plan, we believe Gudia will continue 
to inspire and instil confidence in other BPs.

STRIKING IT YOUNG WITH GUDIA
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Manju advocates the parlour business for women who want to run their homes and business 
with ease. Manju opened her salon 12-13 years back. She learnt from another lady at whose 
parlour she worked for a while.

When we met Manju we felt she had moulded her life and her parlour business around 
her home and her vicinity. Prahladpur was a deserted and forested area in the beginning. 
There were only a few parlours and not too many customers in the early days.There were 
only 4-5 customers a day. Working with Dhriiti, the Beautypreneur program showed her 
the potential of her parlour. She began by setting up a board and using word-of-mouth to 
spread the word about her new programs.

Initially, she was reluctant to teach because she didn’t give a certificate of sorts. However, 
now she is a little more open to the idea. A single-woman show, Manju was also reluctant to 
hire girls in her parlour since there weren’t as many customers.Þdke [kjkc ugha gksuk pkfg,!ß 
She says.

In Manju, we see a woman who has suddenly woken up to the merits of running a parlour 
with vigour. She was quick to learn new skills like keratin, airbrush and makeup. She also 
says that she has learnt to speak to customers. “Now the customer knows everything, so we 
have to follow greater precautions.” She says.

Manju believes that to run a parlour, one needs to be righteous and honest. Though she 
meets young parlour girls and other BPs through the program, she feels one needs to keep 
a check on oneself. Þcnuke Hkh gks ldrs gaS] bZekunkjh ls dke djks!ß She adds.

CONQUERING INSIDE AND WINNING OUTSIDE WITH MANJU
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Way back in 1995, Meena Kishore was in 11th class. Girls back then weren’t allowed to work 
anywhere and hence the school encouraged girls to take up arts or commerce along with a 
vocational course like sewing or beautician. Meena knew she could learn sewing anywhere 
and so she went in to enrol herself in the beautician’s course. Like every other teenager, in 
every generation, Meena wanted to look pretty! She kept it as a secret from her family, until 
her mother discovered it. Meena was still far from actually working in a parlour!

When she got married, her husband had very little knowledge of the industry. Meena’s 
mother-in- law and sister-in-law looked down at her skills and completely disapproved of 
the beauty industry. Between 2001 - 2011, Meena and her family lived in Chandigarh. Once 
again, she took the opportunity to brush up her skills, however, even she was not allowed 
to work.

That is how it would have been, until the financial condition of the family severely suffered. 
This time, it was her husband who said, “Start with anything that you know!” And so, began 
Meena’s tryst with her parlour. Meena took a 3 lakh loan to set up her parlour. Up until 
then, she had no knowledge of running an actual parlour. So, for the first 6 months, she was 
literally taken on a ride! She hired a trained girl to run her parlour.Very soon, she understood 
that Meena had neither the experience nor confidence to run the parlour without her! While 
the young girl extracted her price, Meena continued to suffer!

It was during this period that she met Kusum from Dhriiti. Meena, calls this the encounter 
that changed the course of her life and her parlour.While Meena joined the Beautypreneur 
program, she learnt new skills for the first time in her life. As she took charge of her parlour, 
she realised there is so much she has in her own hands. She learnt technical, marketing and 
financial skills at one go. She went on to earn about Rs 40,000 in a good month, enough to 
run her house when it needed her.

Þt+ehu vkleku dk QdZ gS!ß Says Meena, recollecting her days when she started. Today, her 
husband and children support her. With her family behind her back, and knowledge on her 
side, Meena is more confident than we have ever seen her!

TAKING CHARGE IN THE FACE OF DISBELIEF WITH MEENA
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There are three words that we use to describe Radha. She is strong, she is feisty and she 
is resilient! Radha is someone who has rebuilt her life and with it, her identity with her 
parlour business. Married at 23 years old, Radha divorced her husband three years later. 
She refused to return to her parent’s home in Uttar Pradesh, instead she stayed in a rented 
house, close to her relatives in Delhi. It was during the early days of struggle that she worked 
doggedly to make money in the property business. When real estate went for a slump, 
Radha decided to move on to do something that was more permanent and sustainable.

As a single woman, Radha knew she was vulnerable to society’s allegations. Anyone could 
literally point fingers at her and question her character. In that way, the beauty industry was 
safe. ÞdksbZ Å¡xyh ugha mBkrk ladies line esa!ß She said. For the first 3 years, she ran a parlour 
in Jaitpur. While she had learnt the skills way back in 2010, she knew she wanted to begin 
training. She got in touch with Godrej and discovered the Beautypreneur Program through 
them.

Radha attributes some integral learnings to the program. While hygiene is at the top, she 
feels she has learnt customer engagement and management. Þesjh t+cku dM+oh gSA ikyZj 
esa customer dks cksy nsrh Fkh] pIiy ckgj [kksy nksA Customer dHkh ukjkt+ Hkh gks tkrh FkhA vc 
t+cku esa feBkl vk x;h gSA vc ogh ckr vPNh rjg cksy ysrh gw¡!ß She says. Radha has also learnt 
to understand her customers and cater to their needs. She has learnt marketing skills, 
especially WhatsApp, that has helped her manage her business.

The association with Godrej has also helped. Radha feels that the Godrej certification draws 
more girls to her parlour, since other parlours don’t give that. Undeterred and fearless, 
Radha is unafraid to begin again. While a recent spat with a competitor caused her to shut 
down her parlour, she knows she can set up again, anywhere! She is equally confident of her 
personal life now. While she is open to a second marriage, she knows she wont compromise 
again. “Clear djds pysaxs! fdlh ds fy, parlour caèk ugha djsaxs! ,d ckj èkks[kk [kk pqds gSa!ß She says 
with a flourish.

STARTING OVER FEARLESSLY WITH RADHNA
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Rukmini owes her dreams to two women in her life, her mother who paid for her training 
and her mother-in-law who supported her to kick start her parlour. It wants until 2001 when 
Rukmini’s husband suffered a financial loss in his tailoring factory, that Rukmini decided to 
step in. After her mother paid for her training in Bharatpur, Rukmini returned to New Delhi 
to work in a neighbourhood parlour in Sheikh Sarai. After the initial days of practice, it was 
her mother-in-law who suggested that Rukmini offer door-to-door services to women.

Back in the days, Rukmini started working as a beautician out of desperation. Þfdlh pht+ 
dh igpku ugha Fkh] dksbZ lykg nsus okyk ugha Fkk] dksbZ godfather ugha Fkk!ß  She recalls. So while 
she offered door-to- door beauty services during the day, she returned to her husband’s 
cosmetic shop to her one-chair parlour.There in the shop, she had a corner to herself where 
she attended her customers between 4pm - 7pm everyday. Her twin boys were in school 
most of the day and returned to her shop during the evenings after their tuitions.That’s 
when the family headed home.

Rukmini would continue to be happy with her one-chair parlour, had it not been for the 
Beautypreneur project. For the first time she realised that she could dream big! Attending 
the BP meet was an eye-opener for her. Þigyh ckj y{; feyk] tSls ekuks dq¡, ls esa<d fudyk 
gks!ß She says. Rukmini learnt several news skills that she realised would be beneficial for her 
dynamic enterprise. She learnt to keep good customer relations, keeping note of special 
dates during which a customer might want. Quite rightfully, Rukmini has also learnt to 
understand her customer’s needs than constantly sell services. While in the beauty industry, 
Rukmini also learnt to maintain herself and look well presented at all times.

At other times, the BP network has benefitted Rukmini greatly. Where her own niece didn’t 
help her in putting makeup together, it was fellow BP who stepped forward to help Rukmini. 
At another time, another BP took her along as a workshop companion to learn hairdressing 
skills. For the first time in 16 years since she started in this line, Rukmini feels she is not 
alone.

Sometime in early 2020, Rukmini’s parlour & her husband’s shop temporarily shifted areas, 
however, due to COVID-19 lockdown, Rukmini and her husband returned to their earlier 
space. When times are tough, they realise it’s best to stay at a place where people know 
them. While Rukmini nurtures the dream of opening her own independent parlour, she 
also hopes to have enough money to open a shop for her husband. However, for the time 
being, Rukmini has decided to take a step back. Given the times that we are in, Rukmini has 
decided to focus on her twin boys.

“They are teenagers now. I want to spend most of my time with them. I will wait for them to 
finish their 10th, till I open a new parlour,” she says.

SLOWLY AND STEADILY WITH RUKMINI
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We believe that it is Bhawani’s childhood that has made her so strong-willed and confident. 
Bhawani spent a difficult childhood in Patna where she raised her brother and younger 
sister since she was 12 years herself. By the time she got married and came to Delhi, she 
had resolved to make a success of her own life, no matter what.

While she learnt beautician skills 7 years ago, she didn’t really work at a parlour initially. 
Instead she worked with a NGO where she trained other girls. However, the work at the 
NGO was also not ideal. While she had a training target to meet every month, her earnings 
were disproportionate. Bhawani left the NGO with a flash and a bang! However, it was her 
goodwill that made her students reach out to her.

It was one of her students who told Bhawani about ‘Kusum Madam’. She reached out met 
Kusum in her home. It was a meeting, Bhawani says, that changed her life.While Kusum 
helped her find the first tools to set up her first parlour, Bhawani realised that training girls 
to work in a parlour and running one are completely different!

With a fire in her belly and the will to chase her dreams, Bhawani turned out to be a quick 
learner. She learned quick marketing skills, as she designed visiting cards and vouchers 
for her customers. She went door-to-door talking to the neighbourhood ladies about her 
parlour.

While Bhawani’s parlour became popular, so did the detractors raise their heads. Newer 
parlours came up that offered similar services with lower prices. Despite the competition 
and threats from anti-social elements who want her to close her parlour, Bhawani is 
unshakeable. Here is what she has learnt so far and recommends others, Þ[ksy mind dk gS! 

mind dks le> ds pyks! [kqn dk business dHkh Mqckrk ugha! nwljksa ds dke ls better viuk dke djksAß

BEING NIMBLE ON FEET WITH BHAWANI
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You don’t need lakhs of money to open a parlour. If you ask Meena Gupta, she 
would tell you that you could start one, in your home with an investment as low as 
Rs 2500! While Meena learnt the skills in 2013, she did it only for herself. Even then 
she didn’t see how she could open a parlour of her own. Meena’s husband worked 
in the transport business and wouldn’t allow his wife to step out of the home to 
work.

Meena borrowed some money from her parents, bought a mirror, a chair, some 
basic tools and products. She started her one-chair parlour, right from her own 
home. For the first several months, Meena reinvested the earnings from the 
business back into it. Within a few months, she recovered her investment and was 
beginning to make profits.

It was with Dhriiti and the Beautypreneur Project that Meena learnt that there is a 
lot that she can do from her home. Meena learnt customer engagement, and the 
benefits of bundled services. Her first seminar got her 83 new contacts, many of 
who became her customers. Since her parlour was small, she completely relied on 
word-of-mouth. Her customers shared good reviews and this naturally got more 
customers.Today she has a steady stream of 50-60 customers who approve of 
Meena’s work.

Meena feels she is untouched by competition. Her customers are loyal to her and 
they have helped in her growth.Today she has earnings of her own. She decides 
where and how to spend her money. With an additional source of income in the 
house, there are fewer arguments between her and her husband.Þvc ¼iSls½ ekaxus 
dh t+:jr ugha iM+rhAß she says with a sense of calm and confidence.Þdyk dks ckgj 
fudkyksA NksVs investment ls dke ‘kq: djksAß she adds, highlighting the simple recipe 
for her success.

NOTHING IS LESS WITH MEENA
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Noori studied till class 9th until an illness caused her to leave school and studies. Somewhere 
along the way, an interrupted childhood perhaps caused her to doubt herself. By the time she 
got married, Noori had limited skills. She showed an interest towards learning beauty skills and 
so her husband and mother-in-law encouraged her to enrol for a 6-months course. Noori began 
learning and working at the parlour. However, after several months, when she was not paid for 
her services, Noori’s husband suggested she open a parlour of her own.

In 2012, Noori set up her home parlour, with a plastic chair, a mirror and some basic products & 
kits. Someone gave her a drier. Her investment was not more than Rs 10,000. She made a small 
board and put it outside her home.This brought her customers and Noori was content.

By 2017, Noori was ready to take her parlour out of her home. Once again, it was her husband’s 
suggestion.While Noori had worked diligently on her skills and garnered trust in her customers, 
she was suddenly not so sure about the idea! She was worried about the rent and increased 
costs. Her husband and her mother-in-law told her to be fearless.They realised that customers 
were still hesitant to come into someone’s homes. They also felt Noori was holding back and 
not really pushing the boundaries of what she could really do! They told her that if she opened 
a parlour outside her home, she would have the opportunity to learn and grow. She would need 
to adapt to customer demands and learn new skills that would help her new parlour grow.

Noori did the simple math. At home, she earned close to Rs 3000 a month. In a parlour she 
had to earn that much and more to manage the rent. However, Noori knew that it was going to 
be tough. She was hesitant to speak to customers. She felt her lack of English skills also raised 
doubts in her customer’s minds.

By the time Noori joined the Beautypreneur Program, she was ready to seek help. During 
the course of the program she gained confidence through technical skills and other business 
management and marketing skills. Noori understood the importance of communicating with her 
customers. Her work grew not just for the work of her hands. Instead, it was about the way she 
spoke to her customers. She learnt about seminars and training.With every activity, Noori started 
to own her business and her life. There were other little changes too. Noori started keeping a log 
book to keep a check on her earnings and spendings. She also started traveling alone, something 
that she never did until then.

For a brief while when Noori fell sick, her parlour closed down. The earnings dipped and the 
rent piled up. However, just as soon as Noori could get back on her feet, she opened the parlour 
for a few hours, sometimes even late in the evening. For Noori, her mother-in-law is a source 
of inspiration While she worked in people’s homes, she always encouraged Noori to work 
independently.

Noori has steady plans for her parlour. She wants to now focus on her customers and add to the 
numbers. She wants to add a chair, employ a girl and help her grow like her. She wants to earn 
to help in her children’s education. She wants to contribute to buying a house for the family in a 
better location.

IN THE COMPANY OF DREAMERS WITH NOORI
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When Sapna was 8 years old, her brother married to bring home a wife. Sapna’s new Bhabhi 
was from Mumbai. She had done a beautician’s course and was very pretty. At 8, Sapna 
understood that working in the beauty industry made you look pretty! All those years, Sapna 
still recalls her sister- n-law’s beautiful face, marking it as that exact moment when she 
decided to become a beautician herself.

Sapna underwent a course in Patna, where she grew up. However, it wasn’t until she moved 
to Delhi in 2001 after her marriage that she started working in the field. Back in the days, 
Sarita Vihar was nothing more than a jungle. Every day in the morning she would board a 
bus to travel to Badarpur. There, she worked in a parlour for close to 7-8 years. While the 
owner of the parlour trusted Sapna to run her parlour for her, her husband was not very 
pleased. Sapna feels that he didn’t really understand the parlour business as ‘ladies line’ of 
work. What bothered him was the distance she had to travel for work.

By the time Sapna delivered her second child, she was ready to open her own parlour. 
However, Sapna soon realised that though she had the technical skills of a beautician, she 
didn’t have the optimum business skills. When rental became tough, Sapna started an 
embroidery unit in her parlour.This led to increased footfall and some steady revenue for 
her.

When Sapna joined the Beautypreneur program, she learnt several new skills. From new 
tools, to understanding the wants of her customers. On the one hand she learnt to create 
packaged deals, on the other, she learnt how to communicate that with her customers. She 
quickly understood that sometimes she had to show results before she could sell!

Sapna feels that her customers are more particular about their looks. That everyone wants 
to look pretty and presentable is a good thing. ÞQdZ rks iM+rk gSA Cream yxkrs gSa rks psgjk f[kyrk 
gSA esjh NksVh csgsu tks rhl lky dh gS dqN ugha djrhA oks eq>ls cM+h yxrh gS!ß

While Sapna has been associated with Dhriiti only for a short while, there has been a 
significant shift in her approach towards her business. “In the beginning, I was reluctant to 
train girls. Why should I create competition? However, Dhriiti made me understand that I 
have 20 years of experience that none of the newcomers have!”  

Sapna has turned fearless, and somewhat liberal view of the situation, Þge dc rd jgsaxs\ vk¡[ksa 
[kjkc gks jgh gSaA vc cPpksa ls dke djuk gS!ß She says now.

NURTURING A SPARK WITH SAPNA
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Þtc lc dqN caèk gks x;k Fkk] rc flQZ Dhriiti us Q+ksu dj ds iwNk fd eSa dSlh gw¡aAß says 
Babli.When Covid-19 brought changes to the world of our Beautypreneurs, Babli 
said, relatives and friends stopped enquiring.

Babli has been running a parlour since 2009. She borrowed Rs 45,000 to set up her 
parlour, buying furniture and materials. She hired 3 girls and set out to work with 
a simple plan. Þ6 eghus ns[ksaxsA tsc ls iSls ugha tkus pkfg,!ß Babli moved quickly. She 
managed to return the money within a year.

While she managed to get her parlour up and running, she also learned to stay 
happy with what she got. It wasn’t until Babli joined the Beautypreneur program at 
Dhriiti that she realised there was a whole wide world waiting to be explored!

Up until she joined the program, Babli had never stepped on to a bus. Monthly 
meetings meant Babli travelled by bus for the first time. She also began making 
friends in similar business. Babli didn’t know a single parlour owner until joining 
the Beautypreneur Program. Þckdh yM+fd;ksa ls cgqr lh[kk gS! cl is p<+uk Hkh] customer 
management Hkh!Þ She says.

Babli learnt the virtue of efficient bookkeeping, keeping count of every penny, every 
earning and expenditure.Þfglkc fy[kus ls è;ku iSlksa ij jgrk gS!ß She also learnt the 
importance of learning new skills as a beautician. “Dhriiti us fl[kk;k dh dqN u;k lh[kuk 
pkfg,!ß Babli went on to take part in make-up competition soon after joining the 
program in 2019. She also won it!!

With more than a decade in the business, Babli is now seeing the merit of being a 
woman’s world. She now has a community where she belongs.A safe place where 
there are others who care about how she is doing. In her words, it’s a place where 
no one ridicules another. She says, ÞdksbZ et+kd ugha mM+krk gSA lgh lykg feyrh gSAß

Everyone find their own reason to work into the parlour industry. Babli now sees 
this as an enterprise that fuels her own dreams while supporting others.Þvc parlour 
cM+k djus dk eu gSA vc csVs dh i<+kbZÃdjkuh gSA csVh dks dksb interest ugha gS parlour esaA 
vc vkxs Hkh dke djuk gS!Þ

SEEING GROWTH OUTSIDE COMFORT WITH BABLI
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Þesjk ,d liuk Fkk] dHkh esjh Hkh rks pysxh!ß Says Poonam. One amongst 5 sisters and 2 
brothers, Poonam belonged to a conservative Gujjar family. Her first brush with a 
parlour was when her sister-in-law took her to a parlour for the very first time. She 
wanted to learn right away! By the time she was in class 9th - 10th, she had quit 
her studies.

Poonam’s mother would have not allowed her to learn, had it not been for her 
absolute resolve. ÞeSaus nhnh ds ‘kknh ij twrk pqjkus ds iSls ls parlour dk dke lh[kkAß 
Eventhen, she did not have the permission to work full time. Poonam started 
working part-time in a neighbourhood parlour for a few hours.

Poonam waited to get married, so she could convince her husband to work. However, 
even her husband forbade her from stepping out of home. He allowed her to open 
a parlour instead. In her early days Poonam worked with neighbourhood ladies and 
friends. It was her early customers who supported Poonam’s fettered dreams and 
she was ready to begin.

In May 2019, 15 years after her marriage, Poonam opened her parlour. By the time 
she joined the Beautypreneur Program she was still very new. Poonam learnt to 
keep account of her earnings and expenditure. She has expanded her network, 
to bring in more customers to her parlour. She has begun to understand that the 
customer is now more aware and somewhat demanding. Þyksxksa dks ikyZj t+jk local 
yxrk gSA dgrs gS interior dk dke dj yksAÞ she says. She agrees that everyone wants 
to lookgoodthesedays. ÞvPNk dke djrs jguk pkfg,A Customer vkrs jgsaxsAß

A quick learner, Poonam says she does not lack confidence. ÞConfidence dy Hkh 
Fkk! vius vki is foÜokl gSAß Poonam has finally reached the time in her life when she 
makes her own decisions and we are eager to see where it takes her.

TIMING THE JOURNEY WITH POONAM
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3
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2
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6
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trained & supported on the 
Beautypreneurs Curriculum
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