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Today I stand here before you with a completely new 
perspective. I’m seeing clearer than I’ve ever seen  
before. For the first time in years I am unbranded and 
uninfluenced... I am Andrea Sampson.
 I’ve mentored many. At first, if and when we parted  
ways, I was angry because I felt like I gave them so 
much of myself… my time, my thoughts, my spirit. Until 
the day I realized, that’s my job. To serve the industry in 
all aspects, and that comes with being a leader. 
 As leaders, our job is to empower and uplift the best 
that we can, and if and when the ones we’ve mentored 
move on, it’s because they’ve grown, they’ve blossomed,  
and we have done our job. Know that they will take a 
piece of you wherever they go. Be proud that you were 
a part of their development. 
 I am three issues into my new role and what an exciting  
experience it is. To be creatively free is what I wish 
for, for all artists. The inability to move freely is not 
for us. The question I’ve been asked often is… “Do you 
miss the stage?” My response is… every day, but I have  
created a new platform that allows me to be me  
every day. And this platform, Efe Magazine, will give 
the beauty industry an outlet to show and be its best 
self. Let’s not be afraid to change things up or try  
something new, it could change your life forever or for 
a moment… whatever it does, enjoy it. 
 I’m proud to say, I’ve learned a lot from my past life. 
1) Always be professional, because someone is always 
watching. 2) Not everyone will like you, and that’s okay. 
3) Never let anyone dim your light, being powerful is 
sometimes intimidating for others, but don’t be afraid 
to shine anyway. The most important thing I’ve learned 
is to be proud of myself and all of my accomplishments. 
I feel like the industry is ready for the other side of me. 
And I’m ready to share it. I’ve realized that when you 
are passion-driven, fear does not exist. I have grown 
and changed drastically in last six months, what an 
amazing feeling. The industry as well is undergoing 
change. Let’s make change together. 
 Join us on our journey as we continue to grow. We  
invite you to submit your work to info@efemagazine.com  
to be featured in up and coming issues. As well, follow 
us @efemagazine for the latest in what’s happening in 
the industry. We look forward to connecting with you. 

Addressing hair by texture not race

416.476.9900   
andreasampson@efemagazine.com

  ɛfɛmagazine.com  03

EDITOR’S LETTER

THE REBIRTH 
OF COOL
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What’s your favourite thing 
about summer?

Michael Mabee
Art Director
Air conditioning. Ceiling 
fans. Ice cream and slushies. 
Less laundry!

D’antal Sampson 
Writer/Sales
Sunshine is my favourite 
thing in the world. The 
sunrise, the midday sun and 
sunset,  the beach, summer 
songs, working out outside, 
long walks on the beach, 
having cold drinks and 
barbecues.

Nicole Trotter 
Editor/Writer 
My favourite thing about 
summer is SLUSHIES!!!! I 
know you can get slushies 
year-round but summers  
in Toronto would not be the 
same without the explosion 
of our mass variety of slush-
ies! Whether it be a Booster 
Juice, Starbucks Frappuccino 
or the local 7/11 creamsoda 
slushies these cold, brain 
freezing beverages make  
my summer life!

Shannon Gagnon
Makeup Artist 
Favourite thing about 
summer Longer evenings 
to to hung with my kids at 
the park and get ice cream. 
We have so much fun in 
the summer. Riding bikes, 
going for wagon walks. It’s 
the best! And what makes 
summer rock even more, 
is my birthday is the actual 
start to summer. 
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Alanna McKeogh 
Insurance Expert
There is nothing better 
than summer by the lake 
in Toronto - or anywhere 
in Canada. I have always 
spent my summers close to 
the water - whether it was 
Lake Ontario, Lake Huron, 
Georgian Bay, or the Ottawa 
River. Swimming, biking, 
walking, hiking – there is 
always something to do! 
Summer in The Six – an 
ever-lasting love!

Dana Kalinoski 
Stylist
My favourite things about 
summer is long days with 
spirit of warmth. Colourful 
sunsets, eating outdoors, 
topped with colourful drinks 
with umbrellas. Enjoying 
outdoor festivals rocking  
the flip flops.

Wioletta Suska 
Photographer
Late night on my balcony 
with my husband having 
wine with lots of ice. Family 
day trips and walks to the 
park. I love what I can  
capture through my lens  
in the summer.

Nikita Kataria
Music Writer
Longer days. Driving 
with the windows down. 
Concerts. Patios. The smell 
of sunblock. Bonfires. Cold 
drinks. During the summer, 
every day feels like Friday!
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Radiant Beauty Supplies
radiantbeautysupplies.com

905.318.4051

Toronto Barber & Beauty Supply
tbbs.ca

416.977.2020

Tru Beauty Salon Services
trubeauty.ca

1.844.TRU.BEAUTY

Venus Beauty Supplies
venusbeauty.com

1.800.465.7965

Windsor Beauty Supply
windsorbeautysupply.com

1.800.265.9530

Canrad Beauty
canrad.com

1.800.268.1905

Kingdom Beauty
kingdombeauty.com

1.800.738.8666

Maritime Beauty Supply
maritimebeauty.com

1.800.565.7721

Pearlon Products
pearlon.com

1.800.334.6270

Professional Beauty Supplies
professionalbeautysupplies.com

1.877.994.3536
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COVER COLLECTION

Texture gives you the ability to create without limits. 
Passion gives you the ability to live. 
Allow hair to do whatever you need it to do.
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Hair: Andrea Sampson
Photo: Wioletta Suska
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THE POWERFUL MAN

Jamie Lo, an absolute rock star in the industry, gives 
us a some young and fresh incite on how to bridge the 
gap between the retiring senior stylist and the younger  
generation that is taking over. Director of Sales for Revlon  
Professional, Jamie Lo is the perfect fit for where our 
industry needs to grow. The man for future decades is here. 
 “There is a stigma against young stylists right now as 
being lazy or entitled. I’d like to change that.” 

What was your first experience with the beauty industry?
When I was 15, I used to clean a salon that housed 30 
staff on the weekends. Every week, the owner would 
have Post-It notes on areas that we didn’t clean well 
enough the previous week. Even if we did those perfectly  
the following week, there would be post it notes in 
other areas the week after. In such a simple way, it 
taught me a valuable lesson that I have carried with me 
throughout my career – no matter how well you think 
you have done something or how much you think you 
know, there is always something that can be improved 
on or learned; always be humble. 

Wow, you’ve come a long way from cleaning salons. 
What steps did you take to get to become a Director 
of Sales? 
I was lucky to get the chance to become a Sales Representative  
at Maritime Beauty, a distributor with great people and 
values, when I was 22, right out of university. I was 
able to quickly progress through some roles within  
the company by being blessed with great mentors 
there in Linda Gardner and Peter Alexander. After a 
few years, I became a Business Development Manager 
for TIGI Haircare across Canada and parts of the US. I 
joined Revlon Professional just last year, where I am 
now mentored by a beloved industry veteran, Marty 
Flaherty. Always having a mentor to mirror and aspire 
towards was the most important part of the process.  

What’s your favourite part about the industry? 
The people. The people, the passion of the hairstylists, 
going to shows, getting educated. Educators are the  
lifeblood of the entire industry. Their commitment to 
share knowledge and help others has always been an 
inspiration to me in my career. I have always been in 
sales, per se, but I have never felt like a salesman. I 
have, however, always felt like I have had something  
beneficial to teach that I have learned from an educator;  
no selling is ever needed beyond that. 

JAMIE LO
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Where do you see the industry going?
“The industry is at an interesting turning point. Multiple,  
significant shifts are happening in the professional beauty  
industry all at the same time right now: Generationally,  
senior salon owners are entering the twilights of 
their careers and beginning to hand over ownership 
to younger stylists. There is also a major shift in how  
technology is being used in the salon; what was once an 
entirely analog, paper-based industry, is now shifting to 
be almost entirely digital.”
 “All younger stylists have their appointment books 
in their hands now. They can reach their entire client 
books on Facebook and/or Instagram with a single 
post. This has opened opportunities for chair renters to  
blossom, causing a structural shift from commission 
based employment systems to a chair-rent/salon-suite 
structure which comes with its own pros and cons.

What are some of the Pros vs Cons?
Owning a chair-rental salon certainly alleviates some 
of the ownership responsibilities and allows for more 
freedom for the owner and stylist alike, but it has  
influenced salon-team dynamics and made it difficult 
for managers to both inspire and control the group. 
Chair renters are their own bosses in many scenarios; 
if the rent is paid, they can go and come as they please. 
This can leave lapses in atmosphere in a salon and the 
treatment of clients as a salon an individual stylist’s, 
rather than a whole salon’s. It has also caused a real 
industry shift in education and tradeshows.

How so?
It can be more difficult to service a chair renter, because  
they are not always focused on the same goals or  
brands within a salon. Full salon teams used to go to 
tradeshows and trips together, a trend that is fading 
quickly. This, along with the rise of online education 
and digital influencers, is causing more and more  
manufacturers to participate less in the traditional  
tradeshow, which is a real shame. This industry, both 
stylists and manufacturers alike, need to find an  
avenue to band together and rally around in-person, 
face-to-face events in an innovative formula that works 
for everyone and keeps education at the forefront.  
Online influencers, stylists with the highest followings, 
can still be the center pieces of a trade show, but there 
needs to be true content that translates to stage or  
classroom presentations. 

So what advice would you give to both the more  
senior owners that are struggling to adjust to the 
digital movement and to the younger stylists that 
are adapting to taking over these established salons? 
Work together. Learn from each other. This is an industry  
built on personal touch and connection. While the 
shift to digital and the increasing proficiency of young-
er generations with these tools can make many areas 
of the salon business more efficient, it can’t be done  
without maintaining the human connection and  
commitment to continuing education that the previous 
generations worked so hard to build. Not all interactions  
can be done, nor should they, by text message; pick up 
the phone occasionally, make eye contact with your 
clients during a proper consultation, write ‘thank you’ 
cards. Technology can help get a guest into the salon, 
but human connection and a sense of belonging is what 
gets them to come back.
 To the older generation that is confused by all of 
these #s and @s, embrace it and don’t be afraid of it. 
Social media and technology, in general, can make life 
easier in the salon in so many ways, drive revenue, and 
save costs. Find a tech-savvy, young stylist that can help 
mentor you in these areas and be open minded. This is 
not just the future, it is already here. 

You are a ‘millennial’ yourself, aren’t you? So how do 
young people get around this stigma against them? 
“I suppose you are right – I am, by definition, a ‘millennial.’  
However, the only time I have ever heard anyone  
referred to as a millennial in a business setting is when 
a person’s work-ethic is being questioned or he/she is 
overusing technology. Therefore, the answer is simple:  
work hard and put your phone down from time-to-
time. Don’t give anyone any reason to ever question 
your drive; show up on time, stay late, reply back, be  
accountable. Oh, and never tell anyone your age - haha.”

“Every generation imagines itself 
to be more intelligent than the one 
before it, and wiser than the one 
that comes after it.” 

– George Orwell
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BARBER CHAIR

Favorite part of barbering? 
“Catching up with clients. Clients become your friends and 
being in the salon is a home away from home. You have to be 
sure that you pick the right team. Do your research and work 
in a salon that will help to elevate you. Find a salon where 
everyone has passion for their work. I am grateful to work 
with such a great team at Ego. They are inspirational,  
motivating but most of all they are family.”

Who are your mentors?  
“I have a few: Russel Baily, Mark Santarossa and Steve Oliveria.  
The combination of these three gentlemen is perfection. I  
have also learned so much from Crystal Borges and Terry Ritcey.”

What’s your advice to the industry? 
“Find a salon or barbershop that’s a good fit for you. It will 
make all the difference in your career.”

Tay started playing with barbering at the young age of 
14 as he refused to enter high school with the mushroom  
cut his dad had been giving him for years. His motto 
is and always has been “let me give this a try.” Tay has 
made a BIG impact in the beauty industry with eight 
years under his belt. He is currently a Redken artist, 
travelling Canada and educating stylists/barbers on 
Redken Brews. 
 Tay is a proud Marca College graduate. And even 
though he understands all sides of hair, he chooses 
to focus on men. He doesn’t take for granted how his 
schooling has contributed to his skills as a barber today. 
However, prior to jumping into to the beauty biz, Tay 
had a full-time job in a factory. The money was great, he 
had benefits and a secure job but there was no passion.
 Tay has been with Ego Salon Brampton for 6 years, 
they introduced him to “the other side of the beauty in-

dustry” which included lots education, photoshoots and 
shows. Ego Salon is where he learned the importance  
of maintaining a great relationship with your distributors  
and account managers. Their distributor has given  
them amazing opportunities like being a part of  
Fashion Week Canada. Seeing his peers shining in that 
atmosphere made him want to be a part of that world. 
Tay understands the importance of networking and 
aligning yourself with individuals that seek similar 
goals; “this will help you thrive.”
 Tay says, “you can never be prepared enough for any 
situation. You just have to take a leap of faith to get to 
the next stage in your life.”
 Tay really likes the merge of stylists and barbers. “It’s 
great to see barbers using tools to complete a look, and 
stylists embracing clippers. I love the pride that stylists 
and barbers have.”

TAY 
ATELIER Ego Salon
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EVENT

An extraordinary event founded and created by Ray  
Civello, who hosted the evening at the Rec Room in Toronto.  
A spectacular night, where some of North America’s 
most talented artists, including Peter Gray, Lupe Voss, 
Charlie Price and many more, graced the stage for the 
fifth annual hair jam – a night dedicated to celebrating  
the craft of hairdressing. Their Toronto edition was unique:  
for the first time all proceeds went to WaterAid Canada  
to support clean water projects in Madagascar, an amazing  
cause. We were so pleased to be a part of the night, as 
the energy and vibe in the room was one that would 
make you mark your calendar for next year’s show. 



ESI SPA SHOW
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EVENT

The ESI Spa Show was a well-attended show this year. We love how 
aestheticians take pride when attending the Spa Show. Everything 
and everyone was pristine! Every booth was well displayed and 
well attended. The demos, the education and the show deals made  
attending both days worthwhile. Bernard Renaud does a fantastic job  
at ensuring the latest innovative spa products and devices are present 
and being operated on the show floor. Giving today’s aesthetician the 
power for a better tomorrow. Let’s be sure to support our industry  
trade shows as they help to build a stronger community with the 
beauty industry.  
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OUR PASSION IS FASHION
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Hair: Andrea Sampson
Clothing: Nabeal Sheikh
Fashion Stylist: Dana Kalinoski 
Photo: Wioletta Suska
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There’s nothing  
more powerful  
than a woman in  
a well-tailored suit... 
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Who is she? 
What does she do? 
Where is she going? 



KAREN PERCIVAL
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BOSS LADY

Karen Percival: Senior Director of Sales in Canada for 
CosmoProf. Karen has been a part of the beauty industry  
since 1990. To say that she has seen this industry  
transform is an understatement. A hairdresser by 
trade; she began when perms were the number one 
service being performed in the salon. Karen is a mother  
of two daughters, following her passion, building  
relationships and making people beautiful.
 In 1993 John Fisher, the owner of Beauticians asked 
her to join their small family run business. The job  
appealed to her most, as it meant she would have 
weekends with her family. Karen started by picking 
and packing orders. She quickly moved into customer  
service, and before she knew it, she was handling 
school kits and managing chain accounts. 
	 Karen	was	offered	a	job	in	outside	sales	in	Kitchener,	
Waterloo. This was nothing that interested her at the time  
and she refused the position. Her mentor, John Fisher, 
encouraged her to take the leap in her career. This was 
a time of no cell phones, no iPads and no computers. All 
her clients were in one binder, and at the end of each 
day, she would call in her orders from a pay phone. 
After	 11	 years	 in	 that	 territory,	 Karen	 was	 offered	 a	
management role in southwestern Ontario. Again, she 
didn’t want to change roles because she would miss 
the relationships she had built with her salon families.  
Karen got the best of both worlds as she then advanced 
to Field sales manager, and then Director of sales for 
Ontario and the east coast. All of these roles allowed 
her to maintain strong relationships with her past clients. 

She was 
powerful, not 

because she 
was scared,  
but because  
she went on  

strongly  
despite  

the fear.

– Atticus

 “As a woman you have to be better than average. The 
corporate world is predominately male-managed.”
 
What do you need to survive in this industry?
You have to have passion and adapt to change. The people  
who adapt to change are the ones that will succeed. 
You have to have passion for the job, passion for your  
customers and passion for change.

What was the biggest challenge you had to overcome?
A lot of my growth happened in the 90’s. Having to prove 
myself over and over again as a woman wasn’t always 
easy.	Knowing	when	 to	 stand	firm	and	when	 to	back	
down. You may not always agree with the direction  
of the plan but part of being in this world requires 
open-mindedness.

What do we as a distributor need to do for the industry?
Education is key.
 We also need to mirror the ‘new stylist’ to align our  
direction. The ‘new stylist’ communicates electronically.  
We cannot sell the same way we did 25 years ago,  
especially to someone that is new to the industry. This is 
the same approach stylists/barbers must take with their 
customers. Shopping at the salon should be a unique  
experience. We need stylists/barbers to better under-
stand the power of suggestion. People want to buy, but 
they don’t want to be sold. The biggest opportunity  
within the salon or barbershop  is retail. We need to  
ensure our customers have the right representation for 
their retail brand, and a proper balance of inventory. 
We need to better educate our customers to retail what 
the customer needs and not what the stylist prefers.

What do you love best about the industry?
I love building relationships. I love that the industry is 
ever changing, there is always something new.

Advice to anyone joining the industry?
Go	to	every	education	event;	find	a	mentor	who	believes	 
in you. And get a good knowledge of the industry. Most 
importantly, set goals… Professionally and personally.

What’s next?
I’m looking forward to seeing where the industry will 
be	in	the	next	five	years.	I	still	plan	to	grow	out	of	my	
current role and into something bigger. I will continue 
to set goals and achieve them. 
 I believe you can learn something new every day, I’m 
always ready to learn.

Congratulations to Karen on celebrating 25 years at BSG. 



What sets your salon apart? How do you 
communicate what you brand represents 
to your customers? Perhaps it’s through 

the way you greet them, or even the decor. 
One thing’s for sure – music is an incredible  

tool that can make or break the  
atmosphere of a business.

Music affects what and how your clients 
feel whether they are sitting in the  

waiting room or are in the salon chair.  
Set the mood with these playlists,  
curated to appeal to a wide range  

musical preferences.
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MUSIC

SUMMERTIME FINE
The sound of summer is here. 
These hits are guaranteed to 
bring the sunshine right into 
your salon.   
1. Make Me Feel - Janelle Monáe
2. 2002 - Anne-Marie
3.  2 Souls on Fire - Bebe Rexha feat. 

Quavo
4. Familiar - Liam Payne, J Balvin
5. Home With You - Madison Beer
6.  So Good - Zara Larsson, Ty Dolla $ign
7. Chasing Fire - Lauv
8.  May I Have This Dance - Francis  

and the Lights, Chance The Rapper
9.  Brooklyn In The Summer - Aloe Blacc
10. I’ll Be There - Jess Glynne

SHAKE & STYLE
It’s a dance party and you and 
you’re favourite curling iron 
are invited. 
1. Walking By - Felix Cartal - Iselin
2.  One Kiss - Calvin Harris feat. Dua Lipa
3.  Remind Me to Forget - Kygo, Miguel
4.  Something About You - Hayden James
5.  Particula - Major Lazer, DJ 

Maphorisa, Nasty G, Ice Prince, 
Patoranking, Jidenna

6.  California - Hot Shade, Mike 
Perry, Karlyn

7.  Answerphone - Banx & Ranx, Ella 
Eyre, Yxng Bane

8. Flames - David Guetta, Sia
9.  Mad Love - Sean Paul, David 

Guetta, Becky G
10. Summer Air - ItaloBrothers

HARMONIZED 

ART
BARBERSHOP SOUNDS
Our favourite barbershop tunes. 
Add these songs to your playlist 
for a classic feel. 
1. Shotgun - George Ezra
2. Hunger - Florence + The Machine
3. Me & You - HONNE, Tom Misch
4. Tempt My Trouble - Bishop Briggs
5. Pink Lemonade - James Bay
6.  Ride Or Die - The Knocks feat. Foster 

The People
7. Talia - King Princess
8. Glamour Child - Moonrise Nation
9. Want You Back - HAIM
10. This Party - Houndmouth

FEEL THE VIBE
We’re setting a vibe for the Hip 
Hop and R&B lovers out there. 
Contains explicit content. 
1. Nice For What - Drake
2. Better Now - Post Malone
3.  Hurt You - The Weekend, Gesaffelstein
4. Storm - JON VINYL
5. Mine - Bazzi
6. KOD - J. Cole
7.  Watch - Travis Scott feat. Kanye West 

& Lil Uzi Vert
8. OTW - Khalid, 6LACK, Ty Dolla $ign
9. ICY GRL - Saweetie
10. Bali - 88GLAM, NAV

COFFEEHOUSE CHILL
Take things down a notch with 
these laid-back, acoustic tracks.
1. Where’s My Love - SYML
2. We’re Going Home - Vance Joy
3. Fever To The Form - Nick Mulvey
4. What I Came Here For - Luca Fogale
5. All Is Well - Austin Basham
6. Slow Burn - Kacey Muscgraves
7.  September Song (Guitar Acoustic) - 

JP Cooper
8. Moonlight - Grace VanderWaal
9. Forget Me - Born Ruffians 
10. High Hopes - Kodaline

By Nikita Kataria
For more musical notes, visit Nikita on 
Instagram at @nikitakataria!
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TRAVEL

Venice, Italy

Utrecht, Netherlands

Amsterdam, Netherlands

Amsterdam, NetherlandsAmsterdam, Netherlands

The Colosseum, Rome, Italy Temple of Venus and Roma, Rome, Italy

Imperial Forum 
Rome, Italy

Venice, Italy
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Ahhh, bliss. 
      The world is yours for the taking.

Brunnen, Switzerland



Personal grooming for both men and women has become  
such a life style event. Some stylists, barbers and  
aestheticians are seeing their clients once a week; clients  
set reminders to make sure they arrive the same time 
every week. It’s easy, they’re guaranteed income. But 
ask yourself, Am I providing all that I can for my client?

Barbershops: Have you ever considered hiring an  
aesthetician to provide simple yet needed services 
for your male clientele? Service often overlooked, but 
are definite musts, are manicures and pedicures. The  
presentation of oneself includes hands and feet. Consider  
putting together a package deal that offers a haircut 
and manicure and or pedicure. An aesthetician within  
your establishment can also offer service such and 
waxing, massage, facials etc. Now you’ve taken male 
grooming to the next level.

Salons: A very cool concept to integrate is a “Blow-dry 
Club.” Clients pay a monthly fee that entitles them to as 
many blow-dries they want in a month. This is a great 
opportunity to help grow and build a younger styl-
ist’s clientele base and blow-drying skills. At the same 
time, you are building a strong relationship with your  
clients by having them return regularly for a service 
that only costs your time. As well, this time gives you the  
opportunity to sell your additional services. Encourage  
their next paying appointment with conversation starters  
such as: “When is your next appointment? Can I book 
that today for you?” Or “I noticed you need a root touch 

up, have you ever considered getting highlights?”  
Introduce them to consumable products, like much 
needed shampoo and conditioner. Show them your 
brushes, combs and accessories. You have what they 
need… Sell it to them.

Estheticians: Making a good first impression is the key 
to a long-lasting relation with clients. The spa experience  
should be pristine; it is important to be well-groomed 
from head to toe. Truth is, how can you sell a service that 
you haven’t implemented on yourself? The easiest way 
to sell your services is to ensure you are a model of the 
end result. For example, have your hands manicured  
and your nails done in the latest colors. It is much easier  
to be touched by hands that are in tip-top shape. We 
know spas have mastered combining services to provide  
to their clients, however, here’s something to change 
it up. Something that barbershops do well is having a 
guest barber at their shop for a day or a weekend. Have a  
guest aesthetician in for a couple of hours or a weekend 
to offer a service you may not already do… Take it one 
step further and have a licensed medical aesthetician. 
Make your guest service a once a month reoccurrence 
so clients can look forward to this additional service. 
This will help with client retention, as you can be the 
one stop shop for sap services. 

With the competition as fierce as it is in the beauty  
industry, what are you doing to set yourselves ahead or 
apart from your competition?
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BUILD YOUR BUSINESS WITH ƐFƐ

THE SALE OF 
ADDITIONAL SERVICES

E-mail us at info@ɛfɛmagazine.com

Ask yourself, am I providing all that I can for my client? 
You have what they need… sell it to them!
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GOOD EATS

1. Figures, Toronto
Not only do they have amazing food, but the environment 
is off the hook. We literally had dinner with Spiderman... 
you have to check them out.

2. Bohemian Café & Catering, Kelowna, BC
This small café in Kelowna feels like home. Wide selection,  
large portions and great taste. 

3. Rosie’s Restaurant & Bakery, Gander, Newfoundland
Home cooking at its finest. In fact, we went twice during 
one visit. They offered a huge turkey dinner that felt 
just like home; maybe even better. 

4. Salty’s, Halifax, Nova Scotia
Salty’s has a view like no other, as it sits on the beautiful east 
coast overlooking the water. The sea food is something  
to live for, and we’re excited to go back.

5. Pizzaiolo, Old Montréal, Québec
A chain that does it right! Thin crust, fresh ingredients 
and homemade desserts. But you haven’t had a pizza 
until you’ve tried the four-cheese apple pizza. 

6. River Café, Calgary, Alberta
Yes, Calgary is known for their high-quality beef, but 
the River Café gives you so much more…. The ambiance,  
the presentation and the service. The medium-rare 
steak melts in your mouth.

7. Tango Nuevo, Kingston, Ontario
A gem in the heart of downtown Kingston; a city known 
for its spectacular eating destinations. Tango offers a 
fun, fresh twist on diverse foods from all around the 
world in the form of Spanish Tapas. All served with 
shareable portions to enjoy the flavourful experience 
with one another. 

8. Michael’s Back Door Restaurant, Mississauga, Ontario
Fine dining Italian cuisine; Michael’s is very quaint and 
perfect to host a fabulous private lunch or dinner meeting.  
Their angel hair seafood pasta is a must-have. 

9. Spaducci Mercatto, Toronto, Ontario
You may not know the person sitting right next to you, 
but the good food makes you all feel like family. Nothing  
but smiles when they bring your meals to the table. 
Everything tastes better than the next. A local Italian 
butcher that really knows their meats.

10. Pantheon Resturant, Toronto, Ontario
Superb Greek food, right in the heart of the Danforth. 
Both fast and friendly service. Be sure to go for your 
birthday… not for the free cake, but for the serenade 
that comes with the free cake.

We are an extremely social industry. In fact, we thrive 
best when we are in groups. Some of our most memorable 
moments are when we actually get a chance to sit and 
eat. During our travels we have found some amazing 
spots to eat. Here are our Top 10 Stylist Approved eateries 
across Canada.

Photo: Figures

EFE APPROVED
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SIGNATURE COLLECTION

INCLUSION
EFE MAGAZINE – THE BEAUTY OF INCLUSION
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INCLUSION
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SIGNATURE COLLECTION
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CREATING A PLATFORM WHERE EVERYONE BELONGS

HAIR LIES OUR FUTURE
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SIGNATURE COLLECTION
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#ThisIsCanada



This issue I was asked a question about investments; “What are the three best  
investments to consider that offer the best return and the lowest risk”. While I can 
answer that question easily with those individuals that share the same risk profile, 
the answer proves more difficult. I believe the real discussion begins with what risk 
really is. 
 “Since its inception, the Toronto Stock Exchange (TSX) has experienced much volatility.” 
Most of our readers will agree with that statement and move on without really  
understanding the meaning of volatility.  Most people think the term ‘volatility’ means  
that you will lose money – which is not entirely true. All volatility means is that there 
will be ups and downs and so long as you keep your position you will see the ‘upturn’ 
in your investment. Which leads me to what this conversation should really be about 
– time horizon.
 Whether you are saving to pay off a loan, buy a house, have a baby, save for education,  
or a vacation there is a common theme. How long can you put your money to work for 
you so that you can save for whatever it is that you are saving for. It is the ‘time’ that 
you have that dictates how much risk you can take. If you have 20 years because you 
are saving for retirement, you can afford to be more aggressive with your investing.  
If you need your investment in 2 years time, you must remain ‘conservative’. 

 Conservative, Balanced, Aggressive. 
 So, what do these terms really mean?
 It is not how much money you are gambling with. It is how much time do you have 
to realize a return. If you are an aggressive investor, you can realize a 22% return, 
but your investment can also drop 22% in the same time frame. The real question is 
can you wait to see the investment turn around? Do you have the time?
 The short answer is this: 

1–3 years – conservative
4–7 years – conservative to balanced (low to medium)
7–10 years – balanced (medium – high)
11+ years – balanced to aggressive 

 While this may not suit everyone, it does give a basis on which to start. My advice? 
Talk to an advisor – a real advisor with an education in finance to give you the ‘real 
deal’ and most of all? Be interested and ask questions until you understand. Anyone 
in my position is thrilled to educate.
 Until next time. 
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BUSINESS 101

Alanna McKeogh • 416-797-4661 • alanna@orowealth.ca

TIME TO INVEST
It is not how much money you 

are gambling with, it is how 
much time do you have to  

realize a return.



HANDS DOWN
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SPALICIOUS

EVERYONE’S HANDS TELL A STORY, THEIR STORY 
From the uniqueness of your fingerprints, to every line in the palm of your hand, it 
truly defines you. Your hands tell if you’ve been over worked or if you’ve never worked 
at all. How much you’ve lifted and all that you’ve carried. Your hands can scream your 
age or disguise it.   
 Take care of them.
 Your touch can give comfort or pain. Hands can give life or take it away.
 They give you freedom to create or ability to destroy.
 Your hands can make all things beautiful.
 I am grateful for my hands. They are my center; they provide a lucrative business for 
everyone in beauty. 
 So, love them, care for them, polish them, moisturize them, applaud them. For without  
them, your whole world would change.

I could say we are well on our way with manicure season. Truth is, every season is 
manicure season, but I do find that many of the fun polish colours come out this time 
of year, bright and vibrant. Encourage your clients to schedule a manicure at least 
once every three weeks. Your hands complete your story. Something as simple as a 
manicure can help build self-confidence for both men and women. It makes the dif-
ference on how they present themselves, especially as a professional. At your cash 
counter, have a ten-minute manicure sign up along with a tester of the lotion you will 
use during the process. This will entice the service and encourage the sale.  

Nails: John Nguyen
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BE YOUR OWN BOSS

“The industry I’ve always known has changed... this is  
my business’s opportunity to stay relevant in an economy  
that is changing.”
 Marvin Cohen started Radiant Beauty Supplies in 1968.  
At the age of 21, two days after graduating from the 
University of Western Ontario, Ken received a call from 
his father. His father was diagnosed with Parkinson’s  
disease and he needed Ken to come help him at work.  
Six months later Marvin retired and Ken was left in 
charge to run the family business. When Ken arrived 
in the business, Radiant consisted of a staff of 7 employ-
ees and 3 locations. Today, 50 years later, Radiant Beau-
ty Supplies has six locations and a staff of nearly 50  
employees. As they celebrate 50 years in business, Ken 
simply states “it’s all about the relationships you foster 
with your clients.”

PRO 
BEAUTY  
SUITES
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What’s the  
best part about 
the beauty  
industry? 
“The beauty professional!  
I am a people person and 
there is nobody better to 
work with than the beauty 
artist themselves.”

Advice to the 
industry?
“Always be a forward  
thinker, be passionate in 
what you do and never be 
afraid to follow your gut, 
it’s better to swing and miss 
than not to swing at all!”

Radiant Beauty Supplies  
was my father’s legacy. I  
will do everything in my 
power to keep this legacy 
going, Pro Beauty Suites is 
my opportunity to leave a 
legacy to my children.”

Ken Cohen

 “Every business needs to change with the times… if 
you don’t change you will get run over.”
 After running a successful distribution business for 
many years, it has become very evident that the retail 
landscape for brick and mortar and distribution has 
changed.  E-commerce (Amazon) is now a reality for 
all businesses in Canada.  If businesses do not adapt to 
this new reality, they face the consequence of becoming 
extinct. “Pro Beauty Suites is Radiant’s way to bridge 
the gap between the manufacturer and the stylist,  
Radiant’s way to stay relevant in a market place that is 
growing more competitive every day.” 
 Pro Beauty Suites gives beauty professionals an 
opportunity to be part of a greater community while 
still working for themselves. The independent beauty 
professional no longer has to work from their home or 
rent a chair in a salon.  Pro Beauty Suites offer fully 
furnished state-of-the-art lockable suites for both stylist  
and aestheticians. “We have stylists, estheticians,  
massage therapists, makeup artists, medi-spa technicians  
all working under one roof, each business playing off 
and supporting the other, all at a fraction of the cost of 
traditional salon ownership.”
 They currently have three fully-leased locations 
in Mississauga, Oakville and Burlington. Hamilton is 
scheduled to open August 1 and is already 50% leased. 
The facilities they have created provide a space for 
beauty artist to own and operate their own businesses 
while still having the flexibility to balance a life they 
choose to live. Pro Beauty Suites have partnered with 
several beauty manufacturers to provide suite artist 
with all of their product requirements while offering 
education to further their careers in the beauty industry. 
 “You need to love what you do. Everything doesn’t 
always make sense on paper – if you have passion, the 
money will follow. ”
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SEE MORE FROM ɛfɛ AT

ɛfɛMAGAZINE.COM
AND ON SOCIAL MEDIA
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VICTORIA

BRANDS

...PLUS MORE

bodyography

FOR MORE INFORMATION PLEASE CONTACT:
KINGDOM VICTORIA STORE 250-381-1953
SEAN LOCHRIE (VICTORIA REP) 250-710-3499
MELISSA MEADS (VICTORIA REP) 250-686-0577
KINGDOM VANCOUVER HEAD OFFICE 1-800-738-8666

KINGDOM BEAUTY PRESENTS

$60 IN ADVANCE; $70 AT DOOR
STUDENTS $35 IN ADVANCE; $45 AT DOOR

SUNDAY, SEPT 16TH, 2018
MARRIOTT VICTORIA INNER HARBOUR
728 HUMBOLDT STREET, VICTORIA
9:00 AM – 5:00 PM

MAINSTAGE PRESENTATION. APPETIZERS 
& REFRESHMENTS SERVED.  ENTER TO 
WIN DOOR PRIZES. CASH & CARRY. 

WITH PROOF OF STUDENT ID



POMPADOUR
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IT’S A BRITISH THING

By D’antal Sampson

THE EDWARDIAN ERA 
Inspiration comes from all places. What may seem  
typically mundane, average or simply just a part of your 
day to day, could be the source of inspiration for some-
one else. As a society, we have frequently borrowed  
ordinary styles from previous generations and turned 
them into iconic fashion standards. Often, we look 
back at the energetic and compelling styles of the 80s 
and 90s, but rarely do we look back hundreds of years. 
Many fashion statements have become repurposed  
under the same name, losing their simplicity in the world 
of popular culture. As we explore the world through  
the nature of hair, it becomes clear that one thing  
remains the same: our hair is powerful beyond measure. 

“IT’S A BRITISH THING” 
The Edwardian Era (1901-1910), is the brief period in which 
King Edward VII reigned in British history. Although  
the Edwardian society thought nothing of their daily 
habits, future generations have transformed them into 
idolized pop culture staples. 

THE POMPADOUR 
It received its name from Madame de Pompadour, the 
chief mistress of Louis XV (1700s).
 Worn by various men and women over the years, 
the pompadour found its origins upon the heads of  
Edwardian women; it was their coveted daily style. 
These women tended to wear very large hats, and the 
pompadour was created in order to provide support. As 
well, young girls coming into adulthood put their hair 
up into a pompadour, as it was no longer acceptable to 
leave their hair down. 
 The style was created by pulling the hair over a  
wire frame, or a pad of hair to create the volume or 
height required. 



STAYING FRESH WITH 
MAESTRO FRESH WES

42  ɛfɛ magazine

THE CELEBRITY LIFE 

Efe means beauty, how do you define beauty?
I define beauty as the internal and eternal glow 
that a person posses. The type of aura and energy 
that is attractive. I look for energy that I can jive 
too, something that attracts to the same energy 
I exude. Having positive energy is beauty to me.
 
What is your health and beauty routine?
My health and beauty routine starts by watching 
what I ingest from all angles: socially, spiritually,  
and physically.   Also what I eat plays a major role, 
my food and hydration keeps me shining; that’s 
why the back bone still slides in 2018. I work out 
3-4 times a week. I am blessed with good genes, 
and a nice complexion.

You have come across many artist from makeup  
to musicians in your work and industry, what 
is one thing that has changed in the industry over 
the last ten years and what has remained the same?
I have watched the era of the physical to the era of the 
internet in Toronto. Even before we had a NBA team. 
The city has truly evolved.  I encourage all musicians to 
not just make records, but make history. Make timeless  
songs that people will remember. I must have been do-
ing something right, because my community has let me 
know that I still inspire them.

Your son seems to be one of your biggest  motivations,  
where do you take him to get his hair cuts?
The barber shop I take him to is located in North York,  
Toronto called Forum Barber Parlour. Anton is his barber.  
My son knows how to stay fresh, we take care of each 
other, from applying lotion or eating right and staying  
busy in physical sports. We spend time doing our own 
research about global issues and critically looking at the  
world around us. Being a good role model by showing 
him how to stay positive and keep it moving.

AN INTERVIEW 
WITH THE  

GODFATHER  
OF CANADIAN 

HIP HOP
Author: Nicole Trotter

   He recently received his black belt in taekwondo.   
He initially wanted to quit when he began this journey  
and now he is reaching a milestone. The discipline 
it took to start something but also the perseverance  
to complete it was part of the journey. There is  
always new levels of difficulties in different facets 
of our lives, so he needs to overcome them; and 
that is symbolic of life and universal to us all.

Is there anything you can remember from going  
to the barber shops in Toronto as a youth?
I used to go to Conrad’s Barbershop in Scarborough.  
I used to love going because my dad used to cut my 
hair and not do such a good job, so when I started  
going to Conrad’s my self esteem went up with every  
fresh cut I got.

There is no sign of you slowly down in the many  
industries that you represent, how do you keep current  
and relevant?
My points of reference are looking at icon artists as a 
whole. I look up to artists like Bryan Adams, Neil Young, 
Leonard Cohan, and Gord Downie. Hip hop is still very 
young as a music genre, we need to take care of it and 
watch it grow and evolve in this city. 
 Public enemy is still making music and producing.  
Chuck D still inspires my drive and  I am blessed to be 
able to still make music. My last album was my best 
ever recorded. It was nominated for the Juno’s for 
best rap recording for the year 2018. The industry still  
recognizes me and I am honoured to represent my city. 

What advice would you give the aspiring industry 
artists from Toronto?
The easiest thing to do now is assimilate. We have  
assimilators and innovators, try to be any innovator. I 
have strived to innovate my whole life, so I encourage 
all to do the same.



  ɛfɛmagazine.com  43



THE ART OFNAILS
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NAILS

Growing up in the family salon, John  
Nguyen was exposed to the nail industry  
at a very early age. After graduating  
with a Biochemistry and Molecular  
Biology Degree in 2010, he wanted  
to pursue an elevated career in the nail  
industry. John became a CND Educator  
in 2014 so he could challenge his  
creativity and share his passion with 
other nail professionals. His work has  
been featured on the cover of NailPro  
Magazine, the runways of New York 
Fashion Week, and several beauty 
publications. Recently, John was 
selected as Beauty Changes Lives 
2018 NEXTGEN Nail Artist.
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Up & Coming 
Trends for 
Nail Art: 
•  Geode and marble nails
•  Graphic graffiti styled 

nails (mixture of  
colours & texture)

•  Nail shapes will be 
predominantly a tapered 
almond or coffin shape

John’s
Favourite 
Products: 
•  Liquid & Powder  

Enhancements
•  CND Shellac Gel Polish 
•  CND Cuticle Eraser



INDUSTRY 
ICON

VETERAN’S CORNER

Maurice Fiorio an industry icon, who has shaped the way many transform 
hair today. A multi-award-winning stylist, judge and true mentor, 
Maurice Fiorio has created a legacy that will continue to impact future 
stylists. To know him is to love him and the passion he brings to the 
beauty industry. The Fiorio name means a lot to so many of us. 

How did you start?
“When I was younger I had long hair, and all of my friends were jealous  
of the way I wore my hair. Most of them always cut their hair very 
short. But my mother cut my hair. Soon enough all my friends asked 
me if she could cut their hair too. When I saw their faces when she 
was finished, I was so excited. I was excited by the way she could make 
people feel by doing their hair.” 
 “At the beginning, I used to watch all the big names – Rusk at the time  
was a big name, Trevor Sorbie; there were a handful of international 
people – from Europe or Spain, that were making it to the scenes globally.  
Watching them I realized that in order to be noticed, you cannot copy 
anybody.  You have to make your own style, you have to be different. 
You have to create your identity, you have to create your style, and you 
have to be different.” 
 “I learned the Sassoon style. It worked for me because the Sassoon 
style used to be very geometric, very square – it didn’t work for everyone.  
By combining both Sassoon and the French style, I was able to create 
a look that women loved; they loved the fact that their hair was free, 
and that’s how I got noticed.”

 “I was creating a name for myself; I had launched KMS in Canada, I 
worked for L’Oréal, and then I was with Schwarzkopf – who considered  
signing me on. Hugh Wilson from the Colomer Group (now Revlon 
Professional) made me an offer to go to New York. I worked with Hugh 
for 16 years.”

How did you create a name for yourself?
“Being unique is important, you have to be an innovator and come out 
with a techniques or ideas that work. What made us stand out were 
our complete makeovers – transforming models right then and there. 
It was just cutting and texturizing. The haircuts that were ‘WOW’ in 20 
minutes were very effective. We were breaking all the rules.”
 “One of the very first shows I did was at Venus Beauty Supply. There 
were four different artists in four different rooms, and the audience 
was supposed to rotate. The interest from my cutting technique drew 
in a massive audience. People had never seen hair being cut like that 
back in the day; I was texturizing and keeping the structure, while 
also creating a softness. I believe they sold out the texturizing sheers 
that day. That’s how I created my identity, by being different. Creating 
results, creating impactful results.”
 “I specialized in strictly cutting – 20 clients a day, every day. Just 
cutting for me – I still do. It was nice to be busy. I trained many stylists 
in the salon and thought regularly about opening up a school.”
 “After opening up two or three salons, I realized the importance of 
opening a school, to maintain the level of service I wanted to provide 
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the customer. I had to train stylists the Fiorio way, a way I thought 
would have the highest quality in my salons. We needed to have salons 
with stylists properly trained. It wasn’t always a profitable venture, 
but it was always profitable in the sense that I was putting people in 
the salon that could cut and provide a service the Fiorio way.” 

Where do you see the future of the industry?
“The industry is changing, I wonder where it’s going right now.  
Everybody is learning on YouTube. Still, the most important part of 
the job is communication – you have to get information from the  
client in order to design the haircut. That gives the value to the price of 
your service, that’s where the value is. Today, the biggest challenge in 
our industry is having the hairdresser sell the client the product that 
you’re using in their hair and why. Maintenance is very important, 
knowing when they should come back. You don’t see the amount of 
professionalism that we used to see.”
  “We don’t want to be niche, we want to be able to serve everyone – 
kids, celebrities, housewives, mothers, everybody. We have the ability 
to give everyone what they want.  Don’t be that hairdresser that gives 
everybody that sits in the chair the same cut. Listen, and give everyone 
what they want to have.”

How many locations do you have in total? 
“We have 8 locations. My goal is to franchise them out. I am proud to 
say that all of our staff come from our academy. Our culture demands 

a high level of professionalism. It may not be for everyone, but the 
team we have works well together, like family. You have to invest in 
your future, you have to invest in your team. Investing in your team 
builds loyalty and a strong foundation. Stylists need that.”

How did you do it?
“Building an empire is an investment. It was a combination of working 
my ass off, and making very little money. But, I reinvested all of my 
money over time and kept building my business. You’ve got to make 
today better than yesterday. It’s tough to be able to do it every day.”
 “There are three ways you can become very wealthy. Rob a bank, 
win the lottery or work really hard. I chose to work really hard. I do it 
for the love. You cannot copy people, you have to create you. The more 
people you can please, the more money you can make. It’s the most 
amazing business I could ever imagine to be in.”

Any words for the industry? 
“Always try to be better, don’t think you are the best “

 

MAURICE 
FIORIO
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POWER
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VETERAN’S CORNER

The ability to do 
something or act 
in a particular 
way, especially 
as a faculty or 
quality
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Hair: Maurice Fiorio
Makeup:  Lou Swinden-Payne
Colour: Stephen Russell
Photo: Doug McMillian
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MAKEUP WITH SHANNON

GET 
YOUR 

GLOW
ON
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Summer is the season to glow, and a number of brands are ready to prove 
it. With so many options to give your clients that beautiful “glow from 
within” or highbeam highlight, I’m here to help you figure out what will 
work best for a variety of skin types and skin tones. 
 One of the most important things to remember is to have a variety of shades in 
your kit to accommodate the lightest skin tone to the darkest skin tone. Of course, 
that goes for any makeup product you have, but the beauty of highlighters is that  
unlike foundations, you can use one colour for a few different skin tones. What’s 
even more beautiful is that many brands are catering to the needs of makeup artists 
by creating a wider range of highlighters and offering them in kits. I will discuss a 
few favorites later in this article.
 Let’s also talk about texture. Creating a glow can come from simply using a dewy 
foundation or setting spray, or you can use a liquid or powder highlighter. How do 
you know which one to use and when? Great question! On mature skin, I like to use 
a dewy foundation and setting spray. You don’t want to use anything too heavy that 
might settle into fine lines. Liquid highlighters are great for the clients that have 
dry skin for two reasons: 1) It won’t draw attention to any texture that might be on 
the skin due to the drier skin, like powder would, 2) They can easily by mixed into 
moisturizers allowing you to treat the skin as well as create your desired glow. On 

to powder highlighters. These are great for clients that have 
oily skin, but you still need to be careful not to get the high-
lighter on areas of the face that might produce a lot of oil… 
after a few hours, that might create an oily look that could 
be too intense for your client. 
 Like with any product you are going to use on your client, 
your investigation will help you a lot when deciding what 
to use on them. You can ask a question like: How you would  
describe your dream glow? Or better yet, ask them to show  
you a picture of what they want their glow to look like.  
From there you can find out whether their skin is dry, oily, 
combination, etc. Once you have all of this information, 
you’ll be able to pick the best suited glow product for them.
 The last thing that you don’t want to forget is to make 
sure you match your client’s body to her/his face. If you 
have someone who is looking for that extremely glowing 
skin or highbeam highlight, you want to make sure that you 
use some sort of body glow on the shoulders or collar bone 
depending on the wardrobe. 

For more tips, 
tricks and looks on 
makeup trends and 
looks, visit Shannon 
on social media!

@shannonalvares

youtube.com/
shannonalvares
makeup

HERE ARE A FEW OF MY 
FAVOURITE GLOW PRODUCTS

SERVE SOME SUMMER HEAT WITH 
THESE SPECTACULAR HIGHLIGHTS 

FOR FACE:

KKW highlight palettes

Huda Beauty 3D  
Highlighter palettes

Fenty Beauty Match Stix

Anastasia Beverly Hills 
Liquid Glow Highlighters

FOR BODY:

Scott Barnes Body Bling 
Shimmering Body Moisturizer

Fenty Beauty Body Lava



TATTED
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VISUAL ARTIST

A senior executive in the corporate world by day, a 
sought-after tattoo artist by night – Colin took the chance  
and followed his passion with his artistic talent after 
spending a lifetime of drawing and painting throughout  
his childhood, high school and post study years.
 Colin has a private studio located in Brampton working 
 to fulfill a life-long dream, to create beauty and memories 
 in ink.  Well versed in a wide variety of styles and  
techniques, no design (or body part for that matter) is 
too challenging for him to leave his mark. 
 His loyal local client base keeps returning for timeless  
beauty of his body of work is on display. 
 Whether it’s your first time getting inked or you are 
looking to add to your collection, be sure to talk to Colin  
about your ideas or let yourself be inspired by his! His 
Customer Service Background will surely make the  
experience fun and enjoyable!

@colinmohamed  #colinmohamed  #paintedflesh
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COLLECTION



PERCEPTION
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The ability to see, hear, or become aware of something 
through the senses. The thing about perception is...  

everyone’s is different.



COLLECTION
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With more than 25 years of  
experience as hairdresser, Rodrigo  
is third generation hairdresser  
with both his father and grandfather 
competing in world-renowned  
events. As part of his career,  
Rodrigo has competed in many  
international events, won a number  
of awards, participated multiple  
times in international events  
such as New York Fashion Week,  
and travelled the world working  
with and training talented teams.  

Rodrigo is the proud owner of Olab Coiffure salon  
located downtown Montréal for 15 years and has had 
the privilege to work with international hairdressing  
product brands such as Schwarzkopf, Revlon  
Professional as Artistic Director, Matrix and now 
Wella. Rodrigo enjoys photography and working with 
top brands, but his true passion is to nurture a special  
relationship with each of his clients to accentuate their 
beauty and self-esteem.

Hair & Colour: Rodrigo Areneda   Photo: Maxime Thibodeau
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CONTEST

Want a chance to win $1000.00 worth  
of industry products?!? Let us know  
you received your copy of Ɛfɛ! 

Here’s what you have to do: 
1.  Take a picture of yourself or your  

team with a copy of Ɛfɛ Magazine. 
2.  Post it on Instagram and use the 

tags @efemazagine #efefamous 
#bigtease2018

3.  Tag two friends in your Instagram  
feed or story. Be cool, have fun, go  
crazy for #efefamous!

The coolest pictures will be selected  
and posted. And Instagram will pick  
the winner. Let’s GO! Winner will be  
announced at the BIG Tease!

BE #ƐFƐFAMOUS!
WIN $1000 WORTH OF PRODUCT!
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Cocktail Hour: 6:00 - 7:00
Showtime: 7:00 - 10:00

Tickets: $55 in advance,  
$65 at the door

BIG Tease
- THE MUSICAL -

One Night Only! Sunday, September 23rd 
at Rebel Nightclub, 11 Polson Street, Toronto

ɛfɛmagazine.com
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