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Foreword

In the thirty-six years I have been transplanting hair, I have taught hundreds of physicians from all over the world, Dr. Emanuel Marritt amongst them. His combination of intelligence, enthusiasm, attention to detail, openness to new ideas, and high ethics were obvious and unique in my experience. This book “for non-physicians” by Dr. Marritt and Dr. James Harris, the man he chose from amongst many to take over his clinical practice, is not only an outstanding gift to the public, it is a gift to all hair replacement specialists.

The Hair Replacement Revolution is a work that is long overdue. It offers the very important first step for anyone who is interested in a treatment option for hair loss. From my many years in this field, I know only too well the problems that can occur when an individual has not done sufficient research before choosing a hair loss treatment. I have seen first-hand the devastating and permanent disfigurements that can result from improper surgical treatments. I also know scores of people who have spent their time and money on cosmetic hair additions, only to be disappointed by systems that were either poorly constructed or inappropriately designed for their age or facial structure. No less upsetting to me is having to continually witness the growing parade of hopeful individuals who are willing to ingest any pill or elixir, try any topical cream or shampoo, or use any product that promises to give them the hair that they desire.

Through their collaborative effort, Drs. Harris and Marritt have provided a book that objectively guides the reader through the physical realities of hair loss, provides the truth about the legitimate available treatment alternatives (the positives as well as the negatives), and increases consumer awareness of industry falsehoods. Their work offers a wealth of information for anyone who wants answers to pertinent hair restoration questions in order to avoid potential traumas or disappointments.

A unique blend of science and artistry, the field of hair replacement surgery has grown exponentially over the past few decades. As co-editor of the 2003 edition of Hair Transplantation, I can attest to the fact that it is a constantly evolving procedure in a field whose scientific and technological advancements are ever-changing. Although my views on some of the information presented may differ somewhat from those of Drs. Harris and Marritt, this book is the perfect starting place for those who seek a clear and honest presentation of the facts. In a further effort to help readers research their options, keep up with current news, and locate professionals in the field, Drs. Harris and Marritt have also included a list of resources, including helpful websites. Keep in mind, however, that there are dozens of qualified professionals who may not be listed on these sites. By reading this book and learning how to ask the right questions, readers will be able to find both the right process and best hair restoration professional to meet their needs.

A hair replacement revolution can be as good or bad as any “revolution.” Your best friend is this book.

Walter Unger, MD

Co-editor of Hair Restoration, 2003 edition

New York, NY





Introduction

The attractive guy on the cover of this book delivers an unspoken promise of youth, good looks, and lots of hair! It is an irresistible image that is typical of those used in ads and brochures and commercials in the hair-loss industry—one that has been created to finesse consumers into plunking down their hard-earned money and buying into a dream. Unfortunately, the hair loss industry is and has always been a target for snake-oil salesmen and slick marketers who prey on the vulnerability of people who are desperate for a “cure.” The marketplace is filled with lotions and potions and “breakthrough advances” that promise to deliver the hair that is so desirable and in such demand. And consumers are instantly drawn to that possibility, unable to resist the possible realization of their hopes. Sadly, however, after throwing away precious dollars chasing that elusive dream, they come to the eventual reality that the promise didn’t live up to its claim. Disheartened, they may come away from the experience a little wiser, but quickly abandon that wisdom when the next “miracle cure” comes along.

Of course, not all hair loss treatments and alternatives fall into the “suspicious” category. There have been a number of extraordinary advances in this field. If you are one of the millions looking to separate the fact from the fiction, the truth from the exaggeration, you have come to the right place. This book is all about the truth. It is designed to cut through the misleading ads and promotions that continually bombard the marketplace, and focus on the realities of hair restoration.

When dealing with any major decision, the more information you have, the better able you will be to make the right choice. Seems pretty straightforward, doesn’t it? Well, it is and it isn’t. Every book, every magazine article contains information. Every advertisement, brochure, video, or infomercial contains some kind of information. But when it comes to treating hair loss, the most critical task is determining the legitimacy of that information. With collective careers of over thirty-five years as hair-replacement surgeons, we were determined through this book to deliver the accurate, honest information that you, the consumer, should expect and deserve. Our goal was to enlighten and educate.

So what’s in this book? The Hair Replacement Revolution is a user-friendly practical guide that clearly and objectively presents information on all aspects of hair loss, from its physical causes and psychological ramifications, to its many legitimate and not-so-legitimate treatment options. It takes you by the hand, and helps you focus on the best personal choices for your particular situation. Divided into three main parts, the book begins with a section on hair-loss basics, moves on to the various options in dealing with hair loss, and then closes with guidelines on how to make the best decision for your particular situation.

The first chapter in Part I offers a brief history of the evolution of the hair-replacement field, from its early roots to its incredible explosion into the ever-growing multibillion-dollar industry it is today. As you will see, the technological advances in all three branches—surgical, cosmetic, and pharmaceutical—are nothing less than astounding. Along with this success, however, also lurks industry fraud and misrepresentation. In this opening chapter and throughout the book, your eyes will be opened to many of the scams, unethical practices, and even the dangers found within the field. In an effort to help you better understand yourself and your personal reaction to hair loss, Chapter 2 discusses common psychological factors (often subtle, yet powerful) that are associated with this condition. You’ll learn how to handle the fear, confusion, and anxiety that characteristically plagues those who are dealing with baldness. You’ll discover how the right attitude is crucial in achieving the best outcome in your search for hair. Chapter 3 concludes this section by outlining the various types of hair loss. It begins with some basic information on the anatomy and life cycle of the hair follicle, and then goes on to dispel the common myths that are believed to trigger hair loss, while clearly explaining its true causes.

Part II is all about hair-replacement options. The chapters in this section offer comprehensive information on the legitimate choices that are available for dealing with hair loss, including the decision to do nothing at all. That’s right. Staying bald is a viable choice that you just may determine is best for you. Chapter 4 welcomes you to the world of cosmetic hair additions. By the time you have reached the end of this chapter, you’ll know everything about them—their basic components, the different attachment methods, and why some appear more natural than others. Pharmaceuticals that have been scientifically tested and approved for the treatment of hair loss are presented in Chapter 5, along with a warning about the unending parade of products that “claim” hair-growth success. Chapter 6 is an all-inclusive chapter on surgical options that details the pros and cons of various hair-restoring procedures, focusing special attention on the latest transplantation techniques. A discussion on bogus surgical procedures that you should be aware of and avoid concludes the chapter. And for those who are in need of repair or reconstruction—often the result of poorly performed prior surgeries—Chapter 7 presents the procedures used to remedy these problems.

While the first two sections of The Hair Replacement Revolution provide all of the necessary information on hair loss and its available options, Part III is designed to aid you in your decision-making. Are you going to accept your hair loss, or will you attempt to replace it? And if your decision is the latter, which option seems best for you? A hair addition? A surgical procedure? A pharmaceutical therapy? Chapter 8 examines a variety of factors regarding these options that must be considered, such as the time and cost involved, as well as your personal preferences. This evaluation will help you focus on your particular needs in making the right choice. By the time you reach Chapter 9, there’s a good chance that you may want to investigate further one or more of the hair-restoration options. This last chapter will aid you in the search for a qualified provider who can help you achieve your goal. Not only does it offer suggestions for locating hair-replacement professionals, it also outlines essential guidelines for helping in your assessment of them. Rounding out this chapter is some solid advice that will help you see through all of the hype that’s out there—the special offers, the claims that seem too good to be true, the amazing but suspicious before-and-after photos, and more.

The Hair Replacement Revolution offers knowledge, and knowledge is power. It will arm you with all of the information, support, and skill you’ll need to become a savvy consumer—someone who is prepared to objectively and realistically assess all of the possible alternatives. Most important, it will empower you with the confidence to make the right decision. If you have gained this strength and confidence after reading this book, we will have done our job.
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The Business of Hair Loss


“You can fool all of the people all of the time . . . 
if the advertising budget is big enough.”

—ED ROLLINS, POLITICAL ADVISOR



The times have certainly changed for the field of hair replacement. Over the years, as cosmetic surgery has gained acceptance, the popularity of hair replacement has risen as well. It is a golden age for the entire field. In an industry that now grosses more than a billion dollars annually, the technological advances in all three branches—surgical, cosmetic, and pharmaceutical—are nothing less than astounding.

Although we are in the middle of the hair replacement’s technological and financial golden age, it is also the age of big business, multinational chains, and direct-market advertising. Along with this comes hair-transplant “counselors,” video sales pitches, and unwanted phone solicitation. To avoid industry fraud, misrepresentation, and, worst of all, disfigurement, anyone interested in hair replacement must become educated.

Never have more choices been available, and yet, never have more outrageous promises been made, directly impeding the consumer’s ability to choose among the many options. This chapter, therefore, is about realigning your attitude towards the field of hair replacement. It will help raise your awareness level of the misrepresentations and even dangers found within the industry. In other words, it will help you become a savvy consumer.

O’Tar Norwood, MD, a prominent hair-replacement surgeon from Oklahoma City and author of several textbooks, has cautioned that “[we] must be careful, ethical, and truthful. It is very easy to emphasize the positive things about a procedure and ignore, or de-emphasize the negative aspects. We must be very careful because it is very easy when dealing with hair and aesthetics to mislead an under-educated consumer.” This is an excellent reminder that applies to all three areas of the hair-replacement field. To ensure that you are not misled, this chapter will reveal some of the unsavory business practices that have permeated this field. Don’t worry, though, many ethical doctors and other hair-replacement professionals still exist. But an important first step in helping to identify the best in the field is learning to avoid those people, products, and practices that will not help you reach your goals.

BAD BUSINESS PRACTICES

Business has always been a part of medicine. Even Hippocrates, the father of modern medicine who lived in ancient Greece, had to charge for procedures and sell tonics to cover his expenses. In the 1800s, traveling salesmen sold snake oils and tonics to anyone willing to hand over a few pennies, and even in the 1950s—a perceived golden age in America—there were unethical doctors and salesmen who conned people out of their money. What is most important to remember about those times is that the vast majority of doctors, salesmen, and others who dispensed medical information and services were relatively ethical. But some time in the early 1980s, the balance in the field of hair replacement changed, and the number of people trying to take advantage of hair clients grew, eventually appearing to constitute the majority in the field.

As this balance shifted, the profession of surgical hair replacement was transformed into a business, with the search for profits— not a search for healing—as the driving force. Unfortunately, the patient or client was transformed into a consumer. The difference between profession and business, patient and consumer is enormous. A patient seeks out a doctor for trustworthy advice on how to cure an ailment, and the doctor gives his opinion based on years of experience and training. The patient assumes that the physician places his well-being above all other considerations. A consumer, on the other hand, goes to a place of business and talks with a salesperson. The salesperson gives his biased opinion, hoping to sell another “widget,” whether or not the consumer needs it or wants it. The consumer understands the sales process and, therefore, approaches the relationship with caution. The biggest problem with the change from profession to business is that most people who have experienced hair loss don’t even realize the change has taken place.

SURGICAL HAIR REPLACEMENT

The surgical branch of the hair-replacement field is the area in which the invasion of business tactics has had the most impact. This is largely because the consequences are so much greater. Losing money is certainly serious, but not more so than permanent scarring and disfigurement. Since the 1980s, over 50 percent of our patients have come to us in need of repair and reconstruction because of poor results from inferior transplant surgery. Many of these patients just wanted to look normal enough to be seen in public. This was truly sad, because their disfigurements could have been prevented.

Why are so many hair-replacement patients failing to get the results they want and expect? As you are about to see, there are a number of contributing factors.

Doctors Find You

In the 1970s, when the surgical hair-replacement field was still in its infancy, prospective patients usually asked their family general practitioner, a dermatologist, or even the local medical school for referrals of competent hair-replacement surgeons—in effect, an endorsement by a trusted source. Furthermore, because the referring parties had no vested financial interest in the outcome, they could give accurate, unbiased information to the best of their knowledge and expertise. With this initial recommendation, the patient then scheduled a consultation with the surgeon.

Today, without rules prohibiting medical advertising, to find a hair-replacement surgeon, one can simply log onto the Internet, scan the sports pages of the newspaper, or watch infomercials. Each of these avenues usually leads to the same place—an 800 number, from which the caller will receive a brochure and an “informational” video. These methods circumvent the traditional safeguards for finding a surgeon.

But the lack of safeguards doesn’t end there. Most people then go to consultations still expecting ethical, factual, and objective advice regarding the treatment of hair loss. However, many consultation offices have changed from straightforward sources of information into seductive showrooms—so cleverly designed and disguised that, to the trusting patient, they appear to be doctors’ offices. Ingrid Wagner-Smith, MBA, CMR, a hair-replacement technician from St. Louis, laments, “Unfortunately . . . the patient can no longer distinguish gimmick and hype from fact.”

Advertising, however, is now something of a necessary evil, because it is difficult for novice surgeons to get patients without advertising in some way. Traditionally, a doctor, at least in part, built up a practice through personal referrals. Satisfied patients were— and still are—a surgeon’s best and least expensive form of advertising. Unfortunately, these traditional methods take time to have any effect. Unlike other forms of cosmetic surgery, hair transplantation can require one or two years for completion. So what does the novice hair-replacement surgeon do to establish a practice while waiting for his first patients’ hair to grow out? He advertises.

Of course, advertising can be responsible, ethical, and educational. It can create increased consumer awareness and healthy competition, which, in turn, can act as a force to improve technology, decrease fees, and increase the availability of state-of-the-art procedures. Unfortunately, some doctors and clinics take a different approach; they will use any gimmick or unrealistic promise to get new patients.

Promises That a Scalpel Can’t Keep

Russell Knudsen, MD, past President of both the International Society of Hair Replacement Surgery and the Australian Society of Hair Replacement Surgeons in Sydney, Australia, once warned, “Never let your mouth make promises that your scalpel can’t keep.” The fact is, however, that unethical hair-replacement surgeons do make promises that can’t be kept. They promise clients the complete return of all lost hair—as much hair as they want, as fast as they want it. Unfortunately, hair-replacement surgeons do not and cannot replace, restore, revive, or resuscitate dead and departed hair. They can only take permanently growing hair from the back and sides of a head and redistribute it over the bald areas on the top and front. No patient has one more hair on his head in his “after” picture than he did in his “before” picture. It just looks as if he does. His hair has been rearranged, not replaced.

While this fact may limit your expectations of the hair-replacement process, it does not mean that you can’t get great results. It just means that, contrary to what some doctors may promise, you can’t have it all.

The Rise of Multi-Center Clinics

Multi-center or chain clinics specializing in hair-replacement surgery have taken the place of many traditional doctors’ offices. It is difficult to say exactly what provides the impetus for such a trend, but it would be safe to assume that “profit” is a major force. Although these multi-center establishments can provide excellent results, they are not without certain inherent problems, which are presented in the following discussions.

Who Works in Multi-Center Clinics?

Many people assume that multi-center clinics are on the cutting edge of technology. Whether or not this is true, the clinic itself is not the issue. The two essential elements of surgery are always you and your surgeon. It is an individual doctor, not a clinic or institute, who operates on your head. So it is the surgeon who must have the competence to perform the procedure that you have chosen.

Of course, the clinic will try to convince you that its surgeons are all masters of their craft. But consider this: If a clinic is overflowing with such gifted, artistic, leading authorities, why are they working there? Typically, less experienced doctors work at these clinics, trying to gain experience without the stress of managing a private practice. And nothing is inherently wrong or even unethical about doctors working for other doctors. In some instances, a surgeon can spend more time conducting research or writing professional articles if someone else runs the business. However, this scenario is the exception rather than the rule.

Moreover, nothing is wrong with your choosing to go to a clinic for many reasons, including cost, convenience, and location. Some people do receive good, satisfying results from multi-center clinic surgeons. What’s critical, however, is to evaluate the clinic and its surgeons before making any commitments. The information found in this book will help guide you in this evaluation.

Who Pays the Overhead?

Inherent within any doctor’s practice are the ongoing responsibilities of managing personnel, patient records, office overhead, and bookkeeping. Any doctor who decides to expand his practice into a national chain will be responsible for vastly increased overhead. He will sign multiple leases and hire and train many new employees, including other doctors. Most important, he will significantly increase his advertising budget. Because these expenses are paid up front, they can become either a subtle or a not so subtle pressure to increase income.

In the largest nationally franchised institutes, the advertising budgets can be counted in the millions of dollars for a single year, sometimes exceeding $10 million according to the trade journal Ad Week. Remember, that’s $10 million in addition to the standard expenses, including doctors’ fees, nurses’ salaries, rent, supplies, and medications. So, by the time you walk through the door of the clinic, you are not viewed only as a patient, but also as an expense to be covered. The income to cover such monumental expenses comes from one place only—surgery performed on your head.

Doctors will acknowledge this potential conflict of interest, but many will counter with, “I can handle it.” Yet it is not easy to do so. Only one reason compels doctors to advertise—to increase their number of patients. The patient-consumer needs to be aware that there may be a direct correlation between the amount of advertising that a clinic does and the pressure that it may place on the patient to have surgery performed. The feeling that one is being pressured, coerced, or “sold” should be a warning sign that perhaps your best interest is not the top priority of the physician or clinic.

“Counselors” Replace Doctors

The expansion of the traditional doctor’s office into a multi-center clinic has given rise to another new development—the hair-replacement counselor. As the surgeon feels the pressure to earn more money to pay for increasing overhead, he must spend more of his time operating, thereby generating more income. From an economic perspective, his most valuable time is surgical time. As a result, others may be responsible for some of the tasks that have been traditionally performed by doctors, including the most time-consuming but also most important task: the consultation.

To solve the surgeon’s operating room-versus-consultation room dilemma, many clinics now use hair-replacement counselors. These “counselors” are often nothing more than salesmen in white lab coats, working on commission. Posing as qualified medical advisers, these “professionals” represent the doctor in consultations. They may even plan the new hairline, diagnose the future extent of baldness, and assess donor graft availability. Prospective patients should be aware that these counselors are not licensed in any field of medical practice to give out surgical recommendations of any kind. Only a surgeon is qualified to make such suggestions.

Ideally, the doctor and his patient, after proper discussion in search of a common but realistic goal, should form a strong and lasting bond. Unfortunately, such bonds are strikingly absent from many doctor-patient relationships, which have been reduced to consent forms and payment plans. The bond between a surgeon and patient cannot even begin to form when a counselor-salesman substitutes for the doctor during the consultation.

Substituting a counselor for a doctor is distressing enough, but it is only the first step toward an eroding doctor-patient relationship. In many cases, the patient first meets the doctor on the day of surgery, and often during the presurgical preparation. There’s a good chance that any patient who meets the surgeon on the day of the operation has not been made sufficiently aware of all treatment options, has not had the opportunity to understand the nature of his condition, and doesn’t have the proper expectations for the outcome of the surgery.

Assessing the skill and compassion of a surgeon is hard enough under the best of circumstances—and it’s nearly impossible to do immediately prior to surgery. Although in the final analysis, it doesn’t matter whether a surgeon is deliberate in his deceptions, or just plain naive and unaware of the ramifications of surgical hair replacement, the end result can be the same. Therefore, knowing your surgeon and his attitude towards surgery is vital in order to achieve a safe and satisfying result. It is a process that takes time.

Understanding the element of time is as important as understanding the surgery itself. Meeting your surgeon in the operating room for the first time is perfectly appropriate if you’ve just been in a car accident and suffered some serious trauma that needs immediate attention. Certainly, this would hardly be the time to ask for your surgeon’s credentials or to request a meeting with some of his other patients. Elective or cosmetic surgery, conversely, is, by definition, a choice. There should be no feeling of urgency.

Clinics Become Superstores

A number of hair-replacement clinics have become superstores. They offer all of the options—surgical, pharmaceutical, and cosmetic. These places claim that because they offer everything, they have no particular bias or goal other than giving clients complete satisfaction. Typically, however, they encourage surgery, since it is usually the most expensive option. Of course, a lifetime of hair additions can also be costly, but with surgery, the costs are paid immediately. These superstores typically suffer from all of the problems associated with surgical clinics, but because they offer hair additions and pharmaceutical treatments, they also have the problems associated with these branches of hair replacement.

Turnkey Operations

Once there was a time when marketing firms considered medical professions off-limits. Now, they specifically target doctors, especially those who are overburdened by managed care. The express intent of these marketing firms in the area of hair transplantation is to “help” physicians establish new practices literally overnight. The setup is so complete that all the doctor has to do is “turn the key” and open the door to a brand new hair-replacement office— hence, the term “turnkey” marketing.

Dr. Robert Leonard, past President of the International Society of Hair Restoration Surgery and hair-replacement specialist in Cranston, Rhode Island, recounts a personal experience with just such a marketing firm. He recalls, “I spoke with [a] marketing professional who, for a fee, [would have] provided before and after photos of patients [whose surgery was not performed by me], provided advice on marketing a hair-restoration practice, training for office staff to properly answer the phones, [and] training me (sic) how to do hair-transplant surgery. I asked him how he could do something like this. [The marketing man] responded that he observed the ‘Masters,’ and therefore, could walk me through my first few surgeries.”

The marketer was literally offering Dr. Leonard a surgical hair-replacement franchise. Of course, this example represents the worst kind of abuse, but, unfortunately, it is not an isolated incident. And please don’t think that we are lost in a haze of nostalgia for a kinder, gentler America. We realize that all doctors are not created equal, but the traditional safeguards for the patient have eroded to the degree that editorials on medical ethics appear in hair-replacement journals with a frequency that almost rivals the articles on surgical techniques.

Dr. Leonard is responsible for the “Medico-Legal” section of The Hair Transplant Forum International. It offers articles on the ethical decisions that surgeons make every day. Until recently, it was unheard of to include a section on ethics in a medical journal.

Is Training Always Sufficient?

Would you get on a plane knowing that the pilot’s training consisted of a weekend seminar with a marketing consultant who had watched other pilots fly planes? Not unless someone held a gun to your head. Would you knowingly allow anyone to perform surgery on your head with the same kind of inadequate training? Of course not. Yet, in many cases, patients unwittingly allow surgeons who have had little or no training to operate on their heads.

Picture this scenario: Dr. X, who has been working in a hair-transplant clinic, feels that he has learned enough and is ready to open his own practice. He plans to leave in two weeks but has surgeries scheduled—one of which is yours—for the following two months. The clinic, or more specifically, its founding surgeon (who is also the CEO) now faces an ethical dilemma. Knowing that it will take several months to hire and train another doctor to replace Dr. X, does Dr. CEO inform you that Dr. X is leaving the clinic and that it will be necessary for you (and fifty other patients that were also scheduled for surgery with him) to have the surgery rescheduled? Or does he hire another doctor to step in immediately, regardless of his training, without notifying you? It may make perfect business sense for Dr. CEO to hire a replacement surgeon without informing the patients, but does it make professional sense?

Remember, this type of ethical dilemma can occur in any surgeon’s office, large or small. However, the bigger the business, the greater the chance of such problems occurring.

Rationalizations

Certainly, if a doctor behaved in the unethical, unprincipled ways we have just described, you would avoid choosing him as your
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