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Tis' the season to creatively promote skin care!
Well into the early fall, most salons and retailers start
to get ready for the holiday season. They ramp up
inventory, consider hiring more staff and plan special
deals and marketing for the biggest selling season of the
year. Once it comes time to start making the important
marketing dedsions that attract shoppers and clientels,
all too often the busy season can force marketing to
the back burner. The ideas weire there in the beginning;
however, the hustle and bustle of clientele and holiday
appointments can get you off track. You need to have a
good idea as to what salon promotions will work — and
with which cliants.

Dan Kliska, President of JOE Grooming Products
headquartered in McLean, Va. understands just how
impartant marketing is over the holidays. To help with
your holiday markating approach, Kliska offers his
expertise and Insight on the top five missteps that
business owners often make during the holiday season,
According to Kliska, “If you jump these hurdles with the
creative and successful options | have come up with, you
are more likely to celebrate the coming year!”

Mistake 1: Relying Too Heavily On Discounts To Boost
Your Sales.

Do nat ever assume that low prices are the only route
to your cllents’ hearts and wallets. As a salon, skincare
clinic or spa business owner, it is important to grasp the
fact that cheap products and discounted services are not
nearly as attractive to clients as getting value for their
dollar. *If you cut prices too deeply, especially early in
the holiday season, you are teaching your year round
clients and clients to wait for bargains,” says Kliska, A
great alternative to drastically cutting prices is placing
appropriate prices on your wares, According to Kliska,
“As a business owner or entrepreneur, the key to correct
pricing is to making sure you are not merely increasing
volume; instead, you must turn a profit on each sala”

When it comes time to find an alternative to discounting
packages or services, keep in mind that the holidays are
a time when clients’wallets are looser than usual. This [sa
great time to customize packages from “special” services
not found priced individually on your menu. You can
design unique body, facial and nail services that are much
like, but slightly different than, your standard offerings.
This can be dane without adding cost or time. Glve these
services an alluring name and then build your skincare
and spa packages with them. Now, charge more for the
package — at least 10 to 15% more than you would for
standard services grouped together as a package. This
way vou profit from package sales as you should. The
client cannot add them up as separate services because
they are not sold outside of the package.
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