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2 or 3 tier Treatment Recommendation Books Approx. £5 each
2 or 3 tier Retail Recommendation Books. Approx. £5 each
1 of each for each therapist/stylist
Record cards £192 for 1000 (optional if salon software not
available)
C5 folded recommendation folder for each client to keep safe
approx. £120 for 1000
Raffle Tickets approx. £3 per book
Container for Raffle Tickets
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What you need

Special Note 

I originally devised the Takeaway Competition carbon copy booklets with Ruth &
Lauren, our trusted Graphic Designers from Stewed Apple.You can contact them
on ruth@stewedapplegraphics.co.uk or lauren@stewedapplegraphics.co.uk, If you
would like quotes for the booklets and folder to contain your logo and be printed.
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The whole concept is based around Ant and Dec’s Saturday Night
Takeaway Game Show, but instead of only lucky winner walking away with
the contents of the ‘ad board’, instead one lucky client can win the
contents of their recommendation sheets to the tune of 5 treatments of
any chosen combination they choose, and 5 products. If the client win’s
and have purchased the recommended products or treatments during the
competition run time, then they can redeem the cash equivalent if they
wish.

All parts of the recommendation sheets must be completed during the
consultation including current treatments and products plus the
professional recommendations and also anything suitable that the client
would like to win too. 

The whole incentive can run from 3 to 6 months depending on the salon. 
A smaller weekly draw for a £10 voucher or similar keeps the interest and
momentum going. You can do a monthly draw for a slightly larger prize.

Every transaction the client makes, from the time of being entered into the
takeaway competition, gives them a chance to win. 

Example..If the clients visit consists of 3 treatments and then they buy 2
products, this will be recorded as 5 entries into the draw and they will have
5 tickets stapled to their consultation folder.
They must bring their consultation folder to each appointment or visit. You
can do double tickets on retail if you wish or have double points weeks etc

The more times the client visits and buys, the more chances they have of
winning.

Apart from the chance to win the big prize, the client can also win from the
weekly or monthly draw.

How it works
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Every client has to be given the opportunity to be entered into the competition, and news
travels fast. This also results in bringing in new clients to the salon. 

Client loyalty is increased, as clients want the most chances to win. 
Sales increase as clients want more chances to win.
The client sees their tickets going into the draw before they leave the salon, building more
excitement.

You can feel confident that every client has been given advice on all of the possible
treatments and products suitable to them in a ‘non salesy’ way which is gold dust to any
business.

All of the clients have current and up to date recommendations recorded in 3 ways, a copy is
given to the client, a copy is retained in the book and a copy is held either at reception or on
the client record card.

The salon team get to demonstrate their high standards of training and knowledge

Benefi t s t o the salon

The client has the chance to win a fabulous prize and also the chance to win
smaller prizes from the time they are entered in the competition until the
Takeaway draw date.
 
The client has the opportunity to learn about all of the treatments and products available to
them, without feeling that they are being sold to.
 
The client has their own personal wish list copy that they can give to friends and family to
purchase gifts for them that they will love to have.
 
The client feels well looked after and safe in the knowledge that the
recommendations will be updated for them.
 
The client learns about products and treatments that they didn’t know about.
 
The client will have the confidence to try new treatments and products due to the added
knowledge you have given them.

Benefi t s t o the Client
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There is no selling involved, but instead, you have the opportunity to
recommend everything suitable from your treatment and retail menu to your
client.
 
The client also will tell you of problem areas they have as well as openly
discussing their homecare routine.
 
Your sales will automatically increase, along with your confidence of
recommending treatments and products.

It is easy to recommend high price treatments too as a client wants to win the
most value possible. They can only win whatever you have written in the 
 recommendation sheets. 
 
It is up to you to keep the recommendations up to date, so you can add new
treatments and products as time goes by therefore giving the best service to
your clients.

 
Your column will fill easier and you will achieve your targets easier.
If your client wins the Takeaway Competition, then you also win 10% of the
value of the total prize.
 
The client wins their prize, and you can then perform new treatments on the
client before carrying on with maintenance treatments in the future.
 
It has been proven that client loyalty increases with the more services a client
has from you.
 
The bond between yourself and the client deepens due to the knowledge
passed between you both.
 
The client has more confidence in you due to your professional knowledge.

Benefi t s t o the Therapis t
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“Hi Janet, I’ve got something great to tell you. 

I am going to enter you into our free competition to win any 5 treatments you
wish, and any 5 products up to a value of £1000??? and you don’t need to do
anything.
It’s similar to Ant & Dec’s Saturday Night Takeaway, but instead of winning the
contents of the Ad board you can win the contents of your recommendation
sheet.
What I am going to do is to pretend it is your birthday with you, and you can
have anything you wish, so together we are going to make a list of all of the
things you would want and I will recommend all of the things that I feel are
suitable for you too…and then hopefully soon you will win them all

I am going to write them all down for you and update your recommendation
sheets it all the time.

The only thing you need to do is to keep the little folder I am going to give you,
as you will have to produce that if you win, so you need to keep it in a very
safe place and bring it along to your visits.

What happens is that every treatment and product you purchase from now
until the closing date acts as another entry. 

When you check out at reception, we will count how many transactions you
have had on the day and we will give you a ticket for each..
We have a smaller weekly draw too, so you also have the chance to win a £10
gift voucher at the end of every week too.  

Fingers crossed, let’s get started “

Sales Script
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Ideally entering a client in the competition should be a dedicated full consultation and in
conjunction with a skin or body analysis.

This can be charged time and redeemable on the day against retail sales.
The time to fill in the recommendation sheets is minimal.
 The conversation can be easily done during a treatment.
 
You could do the treatment sheet in one visit and the retail the next if you wish.
This will ensure that your client will rebook. You can even start to prepare ideas prior to
the clients visit if you know the client well.
 
If you feel that you will need more time to complete, especially if you think your client
will buy from your recommendations sheet then you can book a 15-30 minute booking
time to complete this, but it must be productive time leading to sales.
 
This will be monitored closely and if you are not producing sales from booking this time
then it will have to revert to being part of the conversation you have
during your treatment.
 
In essence, you should be talking about recommended treatments and products
anyway as part of every treatment.

This just gives you the perfect excuse to. 

Time

Very, very impor tant!
It is essential that every client be entered.  You will lose clients by missing people out of

this as it can be seen as discrimination.

 
This competition is for every client over the age of 16.

 
 

GOOD LUCK x


