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Constant promation is essential if you want o keop
your name at the forefront of your clients’ minds. Here
are some tips from Pevonia Boganica’s Do Soukup for
bauilding and maintaining the buzz:

= Menu mania. " Tour service menu |5 a great resosnce,
and it should be placed in treatment rooms,” says
Soukup. “¥When its in the reom, you can cross-
promote.” At the end of cach reavment, show the
clignt all of the other services your spa or dinic ofers.
Even if she doesn't book that day, e will be a reminder
for naxt time, IF you work in a hair saloi, suggest to

managernent that stylists promote your services while
you promote theirs, Explains Soukup,” That's whae we

call geomatric growth—one cient, many services”

= Whse it or lose it If generic hand soap i in your rest-
room or locker room, you're lasing the oppartunity
10 ProvmcTe your own retail Bees. " You must use the

products you are selling)” stresses Soukup, and sell the
products you use. Mo one is going to buy Neutrogena

[Hsirive Fespuonse after clients read aboun the benelis of fram you" the notes “Spend a few dallars to put your
bruit enzymes in her newshener. For cach service she pro- salon product in your locker room, and you will make
mcstes nn the newslerrer, she estimanes 30- 1040 |!p.:|_|l:||.-_- el up for it on the back end"

np hll-:'\-Lint: the service. She also olfers a “Mlavior of the ==

moneh” —an ingredient char is highlighted in related serv * Boutique beauty. The more invidng your g —

loak, the mare likely you are to make a sale
"Deat eram all youwr products on the shelf, all lined
up,” recammends Soukup. “Use breathing space
betwaen products” Look to upscale boutiques to see
hew they arrange items in atbractive ways.And mix it
up by displaying body brushes, loofahs, candlas and
other accessories an the same shalves o cncouraze

ives aned produces. The special includes a free product offer,
which leads o OnEoing retiil siles.

Cimski wasrks with rhe business comsultanis o Durochar
EI‘IIIEFFI-I iseg mo creane the newsletier. Some manulsourers
also offer m.er-.-nn;_.; assislanioe. For example, Soukop
says Pevonia creanes sds for new prosluces and treatmiens
that arc available vo partner spas il they wish 10 c-mail

their clients. multiple purchases.

Mew ideas always penerare interest, so Phillips SLEEESIS = Information station, Make your waitng area a mulu-
mtroducing a new product or service every six weeks, 1F tasker Lse it to promote your products and services
you wait any longer taat that, “vour menu seems stale,” she instead of as a library for carching up on back isswes
says. Lo rewand regular clients, present the new iem s a of Time and Cosmopolitan. For example, Pevonia offers
pifr-with-service, and offer i v them (e when they boak A consemer piece that gives tantalizing details on their
their next appoinunent. Everyone likes VI trearment, so treatmients and professional products. [ clients have
s unlikely they'll decline. When they ultimarely realise to spend 10 minutes reading something, why not
they cant live without it you'll be gerring even more o encourage them to spend it learning abowt what you
that clicngs lusiness. can do for them!?
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