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Game Plan for Growth

The way the spa ulusiry does busincss
s changed . Sysrems and sarictwnes ane
o ienporiant than ever wath the
inelustry’s narrew profie margins and lie-
ived pesomirees for qualified personnel. The
old saybe of covative leadeship with lock
of organization or hlerarchy manapemeni
eayles than fail po create collabortion ar
veamowork ane o lomger able w sustain
themselves in wodays fass-paced | comperi-
tive miarket. 11 is more important than
ever Lo pul Logether o game plan for vour
ciame that imarills aned bailds upon beader-
thip amd growth

The dillerence beiween a g busi-
tiEss Al A great one is |'|'\l11-li-=I|"'|1|':|' The
wiay ba achieve this result i by delining
ways of working with your team that pro-
dude prsitive outromes

Create a culture

Creating a cuhune thar k= umsgue 10
your spa is crucial lor Bulding your buss-
ness, You must establish common values
and goals lor the stall and business. Each
team memnber nevdls W e aware of the
vamious goals of the spa amd their rale in
achieving them Ftl.'-qu-ah'un_: shared el ls
and valwess vin o massion siiemen, job
descripiions or a walse ssarement will ger
everyome on the same page. Team nen-
bers vencl 10 o up 1o a level of expeca-
W, S0 l-.-nnu.'lr'f_ whan e .*5:|'m;'1|-|:| ol
thern adll increase the likelibiood that teey
will achieve their goals.

Iheme are Foar Liry Tactars rhal comntrib
ue to that siceess of keveraging and Luild-
ini, vaar weam with dynaemse leadership in
mird. Your need |r.IrJ.'||1 deseriplions bor
each position; an widerstisding of e
dilferem communication styles of your
wearm members individual team member
coching sessivns, and icentives thal
micgivate and insplee your 1eam b atrive
for excellence

Job descriptions

] indim;
Spa veam tnernbers have an intimate
tnpact on e Teves of ther clienis, 1115 a
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wnigue reladonship ard youw muast empha-
size this to the s1afl. Each team member
mevels Lo understamd the impostance of
thetr job and specific duties in onder 160
deliver a consistent extraomdinary client
experiemce. This ensures clarivy and a
foweresed wissom Tor all of your siall in mak-
ing your spa a prolessional place to worle,
When you have clenr expeciastsons =t up,

Establishing shared
goals and values
via a mission
statement, job
descriptions or a
value statement
will get everyone
on the same page.

rhere are mo gray areas and you can coach
your weaen nembers elfecuvely Jols de-
seriprions need 10 be defined in writing,
understond and signed by the team mem
bers, and sheald mclude the lollewing

Fmployment wagquirements. Thess
sl snchude s cwrnent Ticense wsued lrom
the giate beard of cremetology and the
equipment they must cam themsshves in
achliizon o whal vour business provides,

Appearance amd divss policy, The ap-
pearance of your team members and their
drese accents your image. They both
make @ strong impact on the way a chiem
will view your husiness. Taseelul and tash-
womahle attine is 0 mest. Diress shaould be
agyrropriage lor Uee pmaige ol the spaand
shivuld be ar vour discrerion, Clmhing

vierwe Skinine comi

hakr and makeap must be complewe upen
arrival to worle Detail whar ks and &= no
appropriate for work including cenain
calar achemes, clothing styles, tacoos and
piercings. Do mot leave anything oon be-
cause 1% guarsnteed somecne willl show
up wearmg the clothing ivem or thie ik
vou do ot wand it it is not on the exchi-
sion list. You never get a secood chance a
a pasitive lrst impreseian

fH:pﬂlmr!r im]nn' You have slecied
the linesi prolessional prodocts kar yimr
Cliens, Deline the proper use os well as
proper inventorying of these products
Thiere can be a tremendous amimont ol
wastie il there is i cosching srownd prod
180T 18R

Clegmimg amdd sandation palicy. Your
1eam members shivnld he lamiliar with
sate board of cosmetalogy males and
rI:;L'LI|ﬁlI-.'II'I.‘- OTL SAMILALION [0 MERInLEIm
aderpieale el of srerilizackon . Your
Gacilivy's cleanliness divectly aflects your
clients perecprion of your busincss, In-
clide oy ThedF Ieearmienn TEoms or sia-
tions need 10 ke matntained lrom
opeming o clasing i addinen v as-
signed daily cleaning duties

Financial peals. 11 s critical to our-
Line what linancial goals your 1eam mem-
bers necel e meet i ocder e be o of
your orpanizaticon. The three drivers (o
your business are retail 2ales, reberril
prrograms L gaan new clicots and pre-
hsaking each client befiste they leave.
Clearly deline the process and expecia
tions i these three ancas

Staf] mecling pelicy. Team meetings
ATE TECESSATY [ CNSUPE [OPCT CoOmmuri-
cation and to provide an apponemily oo
establizh spa goals. The attitude expected
ar vour meetings shoulod be positive and
constmictive Include when and where the
meeiings will be held and the proper eti
quene v be wsed dummg the mectings,



Career deve lopment el esdvancesd
traiming policy. Your training selemm dssunes
the future al your business [0 prepires frew

vechincmns for the chullemge of working
aih clierts and motivaies established ream
mermbers 1o become mome procludctive em-
plovees, A stull druirming system encounges
an atrmoephere of teamwark in the $pa 1
will produce 1echnicians whio are consisient
i their work and bave an undersianding ul
the terhmicques of iheir cosawarkeers. Deline
what cducoion is 1'|.'|.|'u1r-.'|:l bath irsicke anc
ciatsicke of wourr busine s

5.|_I||-dpJ|||-lg p.ul!l;_:.. How many times
have you hired echneaans whie, i the
':u:_-g-||r|-||4;_ provksed Lo b thene whenever
verd fecded Uecm ondy 1w Ding gt tha
afver wou hired them they wanted e leave
&l rI:.- af come in ke or all of the suddden
can'l work cern days? Showing wp is
Birl of winning in the game of business

Clienis come Hrsi. Teery ellon shioubd be
|||u|J|_' IR R T ,." i lbzniis, Wi cliend
shanld ever be e away withiow jus)
Feascdn Perenmal business i% 10 be Laken
cufe of v davs and howrs ot scheduled
fror wark. Define whm hours anc dows ane
a priory ker your team members o be a1

wl k—anad =Lick 100

Clicit informminn Al aafl mermbers
Hils ||_-:|:¢_|||3|||'|-.: [|_|| |_'.||||.\,'I|I'||_' ol '.I|'||:_I.I.II'I|.'\,
clier infarmarion. | his enables you 1o el-
bectively service ardd marker 10 your clients

Frtramlinary cliens experience, De-
fiowe Ulee prowess lor how your cliencs are o
b ereated from the moment ey walk e
vour spa o the moment they leave. Lhis
shwulel insclude the consultanion process,
dialogues for recommcndang recal home
«care maintemance, intrdueing vour new
client relecmd progran and pre- bosking

the closiit, When

W have a de-
limed waw of Lien
@ i your clenis i
will ::n|;|||.,|' C-
sislenl resulns
This way, visie

HEAVENLY NATURBM FRESHNESS cliemts can ses
ARCOMATHERAPERTICHEE MASSREGE OILE diflerem 1echmni
AL clans and cajoy

fol ras
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the saime cpualiny
AT R

Personal ser-
viges aad product

wosd. List the ap-
propriate Limes
whien yuwr Lesm
members can have
SETVIDES T
focmued Aae they
tis b perlirmed
helare or alter the
h'hl,'l.ll.'ll.'l.l -\.I|.|I'|. Lif
an their day olt!
Include yowr

polacy om prodecas
loar piersaral wse
ared amy applicabde
discoungs

W SinInG ooim

Some of the
unique qualities
of human
communication
can be the very
thing that stops
you from having
success when
relating to others

Employee performance. Let your 1eam
rmembers know how thew b peifor-
nance s going 1o be rewaaiifed. This will
allew them o lisous on Lhe speilhc anens
and apply their skill. bee Evaluation
Pkl s i relerenice

Communication styles

Hase you ever spoken with team
members and fell that what you were sayp-
ing was poing righi over their howls? You
are gl alone, Some ol the biggea Mrusira-
o cormmuniceing with others are no
bielng hasard correctly or misinLerpreling
stmeoin: el nwssage. Moving Irom
sienply abserving someene’s coounwaica
ton o ruly walkcing beside them aned
wndlerstand g where they are coming
fram is The classic example of |'|.'Ll.l.ll'.|..; W5,
elavedness

Being an eleciive communicatior taked
e Lhan Just liscenimg. You Buve 1o i
s contextually and hear bebween thi
Lifies n:'f O Sl TR Panner 15
undersand thelr point of view: Thut can
b o great challenge unless pou know
w il v idently

When il i Ersramid aned com e L
nzze ardleer person prelerred sivie of com-
a5 Farl [N T LR R TS TR T ihiein ".'.:.||.' hack
1o them and produce 3 mon: posioe nesull



wlike avoiding the barmers that beeakdvam
coirrmminication, cinde frustmtion and take
ity frenm your personal und prolessonal
squality o life ard hotiom bine. This = very
perwerlul, especially when used in incdi-
vilhual evaluanon meenmgs. (Bdines mte:
Far meee information on the sulijpect of es
tallishing rappon, plese see “Rapport: The
Foundsion of Client Interaction” by Julian
Cangegle, PO, in the Movember 2003
issue of Skin fne. magazine )

Somee of the unique qualities of human
communcanon can be the very thing than
stops you from having success when relat-
ing 1o othiers, These gualises include your
focus on peeple or tasks, pace ol commu
micatiea, being a direct or imlirect com-
municaiar and big picture thinking vs.
detail-orienied thinking, just w nane
lew, An understanding of your narural
preferred stvle opens & window o ruly
st wadp il and cthers strengths ag well
as appenunites for improvement.

There wre lour distinet natural preferred

of communication, Tach person uses
their style and will Mex o ose other siyles
when appeoprise. In essence, bimans ape
rnacke wp of all the stybes and wse i
oataral preferred siyle as their primary
mile al communication.

The communication gusdranis are the
Piorseer, Infhuencer, Tplomat and Tact
Finder. Here is an insight inwe some of the
sirengrhs of each commumicarion sayle.

The Plemeer—is bold, assenive, keeps
the focus 10 get the job done, and seis
woritls and pehigves them, Foneers are
fast-paced risk-takers who come up with
new ways b do things, They ane 1ask-
focused and very direcr. You never won-
der whit the Frneer is tinking,

The Influencer—is polished and poised,
wotks well with people and anmos orhers

with erithusiasm, is open to new possibili-

ties ared has @ positee, opimist sutkeok.

The Influencer is grear ar suppoming ather

people v help neach their goals,

T Ddﬂmu—-nuha decisions with
thought, spprecistes others' viewpoeints, is

very approachable and buills inus ina
team enviremmend The Thiplaman brings
peopke wgeiher,

The Fact Fisider—looks o all possi-
bilities when making a decigion, &8 highly
organized, manages time very well, is de-
Lail-vriented and Jeals well with Gocts ancl
“E‘III'E!. The Fart Finder hrings inselligens
VIEWIOINLS 10 SOy ErsalEss,

Weith this understanding you lave the
abilicy 1o take communication in ary di-
rection and produce the desired resulis
und a winmang outcome with 2l four
communication styles. The goal is 1o be
effective mo mavier whicne vou are or what
vour drninant sryle may b Once pou
understand the differem siyles, you are
able v mature in your syle and expancd
a1 YOUE Commsnicalion expertise.

Your communication right now is 3
rellection af the carreni mament inowhich
vou are invalved, Many laciors meay alier
vir sryle sach & emariomal well-being ar
ervvironmenl and ke youw oun of your
naural srybe, Adapung our of a nansral
siyle can be done. Bach individuals tine

[raume for uperaling, oul ol nesural Sl:.-]-t
can vary. Through understanding and
AL i your sivle, vou incrense vour
ahiliry o undersand athers,

Recognize the individual

The whole persen 15 coming 1o wark
aric vou e o ackiowledge the iodi-
vidual and persoral marivaions and con-
cemns o your employees to be able to
prowvidhe the approprae scraciune [or opis
o ernployee pertormance. This s
where coachimg comes in.

The memson coaching sawceeds is becanse
you work side=hy=sicle with your b
members rver a long perod of timee, keeps
ing them Bgused and sccounmable on reach-
irg their gk, Ir is shilring From telting
thiem whis vo dio o sling them questions
and Dstening for distircnons that vou can
use 1o help e grovw This akes pracrice
anic] whiem it i working well, 1 lacomes Uue
lastesa way T your husiness o o

The coaching process is a simple live
step model, It hepins with idennifving
where your team members are now anc
cnds with where they want 1o be, Your
Joibe s thelr personal specess coach s 10
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Five Star Formulators brings you...

HRISTIN

State-of-the-art clinical
skincare that delivers results!

From the creators of the original Herbal
P’eel comes Rose de Mer Light Intensive,
the first herbal peel for sensitive skin...

» Exfoliates mildly to moderately

= Eliminates impurities

* Improves texture, tone and evenness

* Minimizes fine lines and stretch marks

* Reverses photo-damage

* Treats acne and problem-skin conditions

Also featuring...

= Forever Young — the revolutionary -
B-step tacial with EGF and ETF
* Comodex — breakthrough fruit/clinical
acid formula with hyperpigmentation
controls for problematic skin
» TCANelvet Peel - advanced mechanicalf 8
chemical peeling with dermaplaning
* 140+ Products - exceplional retail 5
opporlunities
» Continuing Educalion - expert instruction =
in basic 1o advanced spa modalities |
Come Visit us and Join us for Education
In Las Vegas May 1-3, Booth £909.911 8
In Philadelphia at ICE, May 16-17, Booth 2910
In Chicago at America’s Expo, May 23-24,
Booth 2511
E

Frve Star Fommulaloes = the exclussee LS
distributor al Chaistena Laborabions,

Ak Ak |

FIVE STAR
B FORMULATORS  pppnis ch 94301

www Sstarformalkaions. com

=

e Snine . rom

Tel: 650-321-3915
Fax: 650-321-53448
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wnrk with them Ihr\-:rui.';]l the middle, called bndgicg Uie EAp, The
gap includes discovering all the pessibilivies 10 g 1hem where
thiey wani b be, plannang woion sieps v get them there and look-
irg an whiat harriers éan pri in their way al :||.'|I||E'.'|.|!|,!.: thie suiess,

Fasciis wiid work with wour team members on setling goals in
1he |'_!_T.'|'.|.'|'h areas of FEHIF 5T Fetail sales, clem nebermls, pre-
booking and service promotions should be an the op of the 1
Help them practice dialogues and create siralepess 1o suppon
ithem moving Forward. Ask quessions aboul how they are going
i achieve the goals you st wogether and keep asking therm antil
they come up with sofuiions and ideas on how they will schicve
them. Be mindiul ol the communication styles. Some al your
eam members will need miore omie 1o rocess, .4:;|:|;||. gl -
wrale Lhese stostegies inke Useir business game plans

Coaching wirks Best when you schedule inaliviclual veam mem-
beer meetings an o weekly basis. They take abour 1% mimmes winh
each person and creare an open space for commumnicstion asd wrue
connection with each of your team members. 1F you have a lame
ream, have wour managers ¢f deparument heads support you in the
caaching process Thr-!.' will AppTeciane yon for cakamg timie [z
pemitively on them

Maotivational environments

Ihere are pwa vpes of motivational envirommens e work
VETY ¢|||_~|_|;|-.'|;~|:|' in mowing your team lorward. They are incentives
and casual mouvation.

Incemtives. Incentivies are U old carmot and stick principle. 18
vyt achieve the goal, you recelve the reward. This works very well
in business. As an awner you do pot have te oorlsy funds wnril re-
sules are achiewverl. Mony moentives cun be sell-funding be case of
increpsed procuciivity. Tor example, wihrever b (e larpest readl
peroeniage inerese this woek gets movie lickets The resulting in
creasi In sales creaned by the exciiement of the incentive far sur-
passars e cost ol the peward.

Keep incentives and conress shomn and sweer Instant grauli-
CHLIOn i5 everywhen: and |.I|.'|J|:|||.' like rewards right away If an
draw aur contesis oo long, people forget aboul theen and they
lose focws mmd memenium, The best incentive programes are
datly, weekly or, st the Jengess, monthly, Be wary of starting con
testd with pules such & “whoever sells rhe mast gets the prize”
There always are oo or baee real go-geners who uswally win eve
erything This can he de-motivaring for the rest ol your lesm
Instead, look ot whoever has the larges increase perceniage-
wise—rhey will win the contess. Using a percentagy incoase al-
lows for an even |'|I:1'!.'||.1g tield where everyone hat a real abis al
wimming. A final thought is w we prizes insead of cash so you
can decuct them as business expenses andd nat have te pay FLCA
taxes as you have w oo a cash outlay

Casual motividion. This i the most powerful morlvaiomal
erviromment you can have in che workplace, Casual mutivation



OXYMEGABRASION
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The Oxymegastation combines oxygen therapy with
oxygenated microdermabrasion in one machine.

Give your clients the ultimate in skin rejuvenation with
this 4-IN-ONE Oxymegastation.

Call ta learn more, or to schedule a e

free workshop at our stote-obthe-art T
training facility. A

_ x

* Microdermabeasion with Pure Cixygen
# Chygen Inbusian

» Owygen Spray

* Aroma Therapy, Collogen

Harmﬁm}{

flum Park Centar.
141 KW 20th Streat Suite H-1
Baca Balan, Flerida 33431

Casual motivation
is achieved by
spending time

finding out
what motivates
each of
your team
members.

EWTIEeEnE EYeTy ot N

thiere becawse the VowWanL Lo b, In auher
wirds, when the car's away, the mice
aren’t plaving. This Is achieved by mealls
'~||'\l. Naing rimde '|'|.L|||'|!l_ ¥l !.l.-l.ll T A -
wales gach ol your tewm members, Use a
whole coaching approach. Focus on their
peranmal and prabessional goals and take
authentic interest, I you help them
achieve their poaals, they, in morn, will

P Fau T & hieve yvours and evervone

wins, [ the e thines chat couan—

acknowledging greal work when you see

L, "Iul‘\."l'h. ER al.l WEIEE LS SOMEUREs

W alay aned Raving epectal team night

dimners or partivs, Another expmple 15
when you are an vour way aur the dosor
andd vou see g stall imember being chal-
'_'|':'|'.' 1] [oTTs |||'|':' A e amel o al
vour bag dewn and piteh o w help. This
5 all a part of servant leadesship and
SUpparts creating a casually motivated

LOIVIraIRImeriL

eading a dvonmic wam wakes dedica-

[A[EIL amd really '|-J|'|'||'|;'_ angl FEssoT TAE

L ot Leam’s meeds, Tlee resalis ace fun
LAl '\-'.|||.'I. FUL =0 VUL :'|.'ll|:"||' EIHY sl
achieve goals that they never could have

urzgined, The conmections vou biave wil

| he fcher and mare TeEwWaArding Yo e

Lianiek] & ||_| [ina [[HF

Lo Do wall -
fleet excellEmed



