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Increase Your Revenue With 
Retail Sales

by Dasha Saian, LE



What Holds Us Back

○ We are licensed professionals, not 
salespeople. 

○ We don’t want to be pushy.
○ We don’t have adequate sales training.
○ A hairdresser chats with her client for at 

least 45 minutes in the chair—estheticians 
are usually performing a quiet service.

○ We have tight back-to-back bookings.



Can We Solve These Issues?

○ Honesty, care for the client, and product 
education.

○ 15 minutes between guests instead of five.
○ It isn’t about retail. It’s about pre-booking.
○ Write down recommended product for 

every single person, even if they say they 
aren’t buying anything.

○ Explain the benefits, not the features.
○ Create an intimate sense of trust.



The Bottom Line
○ One of the biggest problems of a small esthetics 

business, is that the business depends on the 
talents and expertise of just one person. The 
esthetician.

○ There are only so many hours per week you can 
work. And you can only raise your hourly rate so 
much before you price yourself out of the market.

○ This means your service business has a profit ceiling 
— a ceiling that may not allow you to make the 
income you need.



How Can You Break Through 
the Profit Ceiling?

The answer is simple. Change your revenue model so 
that your service business’s profits (and your income) 
are no longer dependent on you.

○ Add Products
○ Hire and Train
○ Change Your Market

Service businesses can make just as much money as the most 
successful product businesses. All you have to do is figure out 
how you’re going to change your revenue model.



How Can We Improve Sales 
Revenue?

1. Increase the frequency 
of transactions per 
customer.

2. Raise your prices.
3. Increase the number of 

customers.
4. Increase the average 

transaction size – this is 
what we will be talking 
about today.



Places To Buy Skincare



Drop Shipping…?













What Adjectives Describe 
the Ideal Retail Space?

• Abundant
• Generous
• Plentiful
• Comfortable
• Blooming
• Rich
• Thriving
• Inviting
• Well-Stocked



Design Your Space for Sales

• Organized and sequenced
• Ample lighting
• Creative displays 
• Product education videos
• Testers are available
• Samples are available
• All products have price tags 

An energetic store is a magnet.



Products on Your Shelves

Get creative!



Understand the Customer’s 
Needs

• Listen to your customer to understand their needs 
and wants.

• Taylor the products to the customers.
• Offer value-added services and products.
• Make sure that you have a steady stream of 

activity online.
• Create events.
• Connect with the community.



Don’t let this happen 



THANK YOU
Dasha Saian

info@saian.net
www.saian.net
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