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Part 6

WELCOME TO
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We have now looked at ways to up-sell and cross sell with current clients. 
We have also looked at ways to drive new business through your door. 
We now need to keep each and every one of those clients for the long-term.
 
You can easily do this by offering the most amazing service, at a level and process
exclusive to your business, coupled with making your client feel extra special and
valued at every visit and a raving fan far beyond the treatment area in your salon.
 
Re-booking for the Long-term.
 
It is essential that every client is re-booked before leaving. It is a known fact that if
you tell a client to book 1 appointment then they will, but if you show a client a reason
that they need to book for the next 6 appointments, then they will also.

I firmly believe that clients feel more valued when you take the time to rebook them
for the long-term. I talk through how to do this on the video and how to produce a
script for your team. Each and every employee must be rebooking clients as far
ahead as possible. It is essential now so you can plan your business ahead, also giving
you the security of seeing the ongoing revenue that the business is generating. I
would even go as far as to check the client’s booking history prior and to have the
appointments booked and recorded to give them at checkout. Simply ask the client to
take them away and let you know any that are unsuitable.

One salon owner I worked with started this in January and by the end of the first
month of using this strategy, He was actually fully booked and busier for the
upcoming Christmas than he was for the Christmas just passed. All just based on
creating scarcity in a client’s eyes.
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Clients for the Long-term.



Personally, I am not particularly a fan of online bookings as I would far rather have
secured bookings physically before a client checks out.

Clients can also see your full white space and you want your clients to believe that
you are fully booked so it increases your credibility as scarcity adds value in a client’s

eyes. I would also prefer that client’s were prescribed their appointments for their
specific needs, rather than left to their own devices to choose at will.

If you feel that you do need online booking, then I would suggest only allowing limited
visibility and availability to clients. I will explain more on the video.

 
Use the space below to come up with viable reasons to tell clients why they need to
book in advance with you and start to pull together a script that everyone uses to

rebook their clients. 
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A note on Online Bookings

Your Re Booking Script & Strategy:



Loyalty Schemes are often built into salon software and a lot of schemes just saunter
along, without any great effect. I would like you to do an assessment on your current

scheme.

Here are some questions to ask yourself:
 

If you use a Loyalty Scheme, then how effective is it?
Do Clients rave about it? 

Are you a bit resentful of having to give away products and treatments?
How much is the loyalty gifts actually costing you?

Is it generating more business?
Is it time to replace or revamp it?

 
Make a list of all of the reasons For and Against your Loyalty Scheme. It might be
time to rethink a new plan.  Ask your team for their comments, along with some

selected clients for their thoughts too.
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Loyalty Schemes

 FOR 
your Loyalty Scheme

AGAINST 
your Loyalty Scheme



This is a great way to sell your packages and courses. Always make sure that the
payment plan ends before the end of the package or course.

Always be ahead with the payments. Successful payment plans could be to take
equal payments. For example: 

1st payment at the time of booking to secure the course
2nd payment at the end of the 1st treatment
3rd and final payment at a specific time during the course
 
Another way could be to take an upfront larger deposit and then split the payments
across the course. Setting up a payment plan online is a huge advantage to
guarantee payments. Plus clients will more readily buy retail etc as they aren’t
thinking about the online payment costs at the same time.

Go-Cardless is a very inexpensive and very easy to use payment plan.
You can check it out at https://gocardless.com
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Payment Plans

These are often classed as VIP Clubs and they are designed to give clients benefits
and made to feel special as an exclusive member of your business.

The advantage to the business is that loyalty is instantly built and payment plans
ensure a regular income.

 
A popular scheme is to have 3 set amounts, or levels of membership based on the

clients spending habits. An example could be: 

Bronze, Silver & Gold levels 
Bronze could be £50 a month commitment
Silver £75 a month & Gold £100 a month.

 
This could be set up in Go-Cardless

Membership Plans

https://gocardless.com/


The client would then have that amount of credit to spend or accumulate per month
and in return for that loyalty you would offer extra benefits of high value to the client

but low cost to you.  I will talk through some examples on the video.
 

Another Scheme could be to sell a membership card annually. These make
fantastic gifts. Along with the card you could add some vouchers and benefits

such as 10% off full price treatments and 5% off full price retail. 
 

You can also collaborate with complimentary businesses with any
membership plan. For example: a local coffee shop could offer a complimentary

coffee to your member when they produce their card and the member buys a cake or
sandwich…or it could be if they take a friend to the café. 

This all adds to making your client feel very special and brings new business to other
complimentary businesses who will also display your marketing material.

 
Make an outline of a membership plan that you could introduce and the benefits to

your business for long term loyalty.
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Membership Plans

My Membership Plan Ideas are :

Looking forward to seeing you in Part 7 …our final part coming up next!!


