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how to find and keep
the clients you really want

bsy Roganine Lilman

& ven when youe doing all right—enjoving vour
work and retaining a core of loyal diens—do
you feel as if you're missing a crucial piece? Dioes it seem
like your're still chasing thar larger client base that would
provide you with ongoing financial securiry?

Ralon success coach Bryan Durocher
has developed a new program that ad-
dresses this program. In The Secrete of K-
Ching, Durocher, who owns Durocher
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|. know the generations. The four
generations of Amencans cumrendy in the
marketplace—Weterans, Boomers, Gen X

“There’s no magic bus full of

clients driving around town that
will pull up in front of the spa
and drop off 50 excited clients.”

—Bryan Durocher
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1. create a“my favorite client"” statement.
Identify your ideal clients not only by age, but also by
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3. define your clients' experience from the
time they walk in the door until they leave,
MNow that you know who your ideal dients are and what
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visit. Focus on the three "R5" rewil, referral and rebooking,

4. network effectively. “There's no magic bus full of
clients driving around toown thar will |.‘.|u|| up in front of the
spa and drop off 50 excited clients,” says Durocher. *You
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ikl r|"|1 moe opportunicy vou ll have o basild vour busi-
ness.” Durocher’s favorite networking groups are Busi
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{www betip.com). Thr.itgrﬂups meet regularty and give you
a chance w practice short presentations that describe who
you are and whar your business does for people,



5. set goals and track your num-
bers. Ka-ching comes with a guide thar
helps you denrify obstacles that can derail
your progress. It also helps you assign rasks
you must complete by certain dares. You
should check your numbers daily so thar
you're aware of every aspect of your busi-
ness —total number of clients, number of
new clients, rebooking percentage, upsell-
ing percentage, retail/service ratio, hours
worked, productivity in dollars per hour
and any other figures that help you rrack
your progress. Then caloulare your weeldy,
monthly and yearly numbers,

Set your goals in six-werk segments,
recommends Durocher. “If you have a 10
percent increase every six weeks,” he notes,
“within one year you will have doubled
your income,”

excellent expansion
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The unisgas antisidant s tion of Alpha Ligos: Scid & Viemin C Esicr, phis
ihe frming acoon of DMAE, have made thise the hottest retail iiems in
years. Your clients can real pas dhisage w bey help provent fusune damage,




