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Trying new things usually means a new haircut. At
Barbers of the Lowcountry, it means being an early
adopter of technology.

Challenge

Barbers of the Lowcountry knows that in order to stay
relevant, businesses must adapt. The South Carolinian
barbershop had a website in the late nineties and online
booking in the early 2000s. But as the business grew,
owner Brent Nelson knew that there had to be technology

that could help shoulder the load.

Solution

Nelson found what he was looking for with Mindbody and
its duo of powerful marketing automation and Messengerta?
receptionist tools. The combination paid dividends

when the barbershop was able to reopen from its COVID
shutdown—Nelson was able to automate emails to

customers who had missed appointments and direct them

to their Al-powered phone line to rebook.
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—BRENT NELSON




