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ADDENDUM TO SALES TRAINING:                                                 

 

Content: 

 

SWOT Analysis: 

. Strengths 

. Weaknesses 

. Opportunities 

. Threats 

 

DISC Analysis: 

. Definitions and examples 

. How does DISC help us? 

 

RETAIL Sales Analysis: 

 

. Definition 

. Understanding Retail Sales 

. Key Take Away Points 

 

 



WELCOME TO SALES: 

 

. Personal appearance – you are what you sell 

. Greeting your client 

. Establish Client 

. Step Out 

. Access your client 

. Never sell when????? 

. Become and informant 

. Reading your client 

. Key points 

. Always!!!!!!! 

. Sales in the treatment room 

. When the client leaves the treatment room 

. Activations 

. Activation planning 

. Sales and emotion 

. Dealing with rejection  

. Your Most Important sales skill 

. A thought to take home…. 

 

 

1) SWOT ANALYSIS: 

 

Acronym: 

Strength - Weakness - Opportunities  - Threats 

 

STRENGTH: 

 

TLB HAS STRUCTURE!!!! TLB IS ALREADY A HOUSEHOLD BRAND 



- We follow standard procedures = the same business module is standard throughout all 

branches. 

- Our staff are all skilled in different areas of business and skills – Variety of well skilled 

employees. 

- We have online learning and support. 

- We are constantly evolving. 

- We have – as staff direct access to Top Management at all times. 

- We have access to promotion decisions, pricing specials and discounts. 

- Tailor made discounts for our branch requirements and market. 

- The company has a long standing, stable success, track record. 

- We have a completely new Operating system – Zenoti 

- We have exclusive agencies and only use professional products and are medically graded... 

 

 

WEAKNESSES: 

- Management are reliant on staff for a good customer experience with TLB 

- Zenoti – Going to take time to master a completely new programme – teething eras etc.. 

- Cheaper and inferior products with competition being confused with our brand and pricing 

making us look expensive. 

- Franchise stores can tarnish the brand of TLB if not managed correctly. 

- Staff turnover and instability. 

- Staff attitude. 

 

OPPURTUNITIES: 

 

- Make use of growth through media and social media, events, branding, centre 

managements and promotions and activations as well as surrounding community. 

- Growth in investing in good staff that are well trained, looked after and are here for the long 

term. 

- Rely on good word of mouth due to good customer experiences 

- Using the opportunities to cross sell and up sell both treatments and products to 

compliment the treatment and provide the client with the maximum benefit. 

 

THREATS: 

 

- Strong competition 

- The bad economy 

- Bad customer service risking our brand’s reputation. 

- The leaking of company information. 

- Mistakes that cost our business. 

- Word of mouth. 



- Social media. 

 

2) DISC ANALYSIS: 

 

Basic description: 

DISC Analysis is a personality/EQ analysis. 

 

Such as: 

- Psychometric assessment 

- Cognitive assessment 

Description: This is a non-judgmental tool used for discussion of people’s behaviour differences. It 

gives us tips and insight into working with different people that have different personality styles and 

traits. 

 

 

HOW CAN DISC HELP OUR TEAM? 

 

- It increases our self-knowledge : How you respond to your team? 

- Helps us deal with conflict? 

- Find out what motivates us and individual team members? 

- What situations cause you stress or your staff stress that you should avoid if possible? 

- How do you and each member problem solve? 

It improves working relationships with team members alike by us all communicating and 

understanding our needs. 

 

It teaches productive conflict for all. 

 

It develops stronger sales skills – also assisting you with responding to a particular customer’s style 

and personality. 

 

It helps the store/division manager effectively understand their team members and the team 

member’s currency. 

 



 

 

3) RETAIL SALES ANALYSIS: 

 

Definition: 

 

Purchase of durable or non-durable goods over a certain period of time. (USUALLY OVER 1 MONTH) 

 

- These figures from retail sales help us track customer/consumer spending habits and the 

demand for certain goods. 

- Healthy retail sales figures elicit positive movements in the market. 

 

 

UNDERSTANDING RETAIL SALES: 

 

- It captures instore as well as catalogue sales. 

- Major changes in PRICE effect retail sales. 

- You can keep account for seasonal consumer based retail. 

 

KEY TAKE AWAYS: 

- Retail Sales = Total number of sales of a product over a set period of time. 

- It helps us to compile future data and comparisons 



- Monitors our consumer’s spending 

 

 

IN LAYMEN’S TERMS IT HELPS US KNOW WHAT OUR CUSTOMER WANTS. 

 

 

 

KEY “NEED TO KNOW” POINTS: 

1) It takes 7 seconds for your client to judge you and make up their mind about you and 

access what experience they are going to have with you. 

2) Smile while on the phone – the person on the other side can hear you are smiling. 

3) Follow up all contact with a phone call as it has an emotional attachment. 

4) Always follow through – make sure all procedures are properly completed. 

5) Never be afraid to say I don’t know – find out and get back to the client with the correct 

information. 

 

WELCOME TO SALES…….. 

Now that you have an overall view of criteria to consider during the daily sales process…… Let’s talk 

about body language firstly. 

 

- Your personal appearance is key – especially in the business of Health and beauty. You want 

to look the part - so for example: Hair must be well kept and healthy, Makeup must be well 

applied, Nails must be manicured and toes painted and cared for with open sandals. Always 

remain fresh looking and smelling throughout the day to ensure the client reads 

immediately that they are in the right hands for the job. Bearing in mind – care and refresh 

yourself after every bathroom break and lunch or meal. Lipstick is a must ladies!! 

 

- Greet the client with a SMILE. EVERYDAY is a good day no matter what baggage you are 

personally carrying around. Make your working environment your HAPPY PLACE. 

People/clients can see if you’re passionate about your product or treatments. It makes you 

believable. 

 

- Establish the client’s mother tongue. If you do not speak the language – Refer back to 

English as a universal language in sales.  

 

- Step out from behind the counter to break the barrier between you and the client. 

 

- Access your client thoroughly. Find out exactly what your client needs are. 

 



- Never sell your client a product or treatment that is not needed or that won’t benefit your 

client. This breaks trust and once the trust is broken – the relationship is ruined – often 

permanently. 

 

- Become an informative host. Offer your clients coffee, a glass of water, and a hearty 

discussion while they are making their decision. 

 

- Learn to read your client’s body language, should they be in a hurry you make their booking 

or sale and allow them to run and get to where they need to go, HOWEVER, follow up with 

the client the next day when they are less rushed and that way you will build your client 

relationship when it’s convenient to the client. The client needs to feel like they matter to 

you and that TLB is a tranquil haven to come to and relax and feel at home all at the same 

time and that their needs are understood. 

 

- Always jot down key points in your clients file re: personal details i.e.: an upcoming 

wedding, a new baby, an upcoming operation or ongoing medical condition and that way 

the client will feel like you really pay attention to them while in their presence. 

 

- Always let the client leave the clinic feeling like they have had a positive experience. 

 

During the treatment: 

 

Is this a time for sales……….YES!!!!!! 

 

Always give your client the time to relax and unwind first. Once you see they are in a good space 

start up a chat. Use your facial treatment to suggest product sales and answer client questions. It is a 

good possibility that the client could need a complimentary treatment. Use this time to cover that 

ground and get his/her interest in another treatment. This is commonly known as upselling. This is a 

KEY PART of your business as therapist or manager. 

 

When the Client leaves the treatment room: 

 

Is this a time for sales…..absolutely!!!!! 

 

This is your opportunity to sell the client the product that you have suggested to her and possibly 

complimentary products. It is also time to book her for another treatment there and then or sell her 

a complimentary treatment or even better – offer her a course of treatments and include explaining 

the saving behind it. 

 



Always have brochures and reading material on hand so that the client feels informed. KNOW YOUR 

MONTHLY SPECIALS. 

 

Capitalise on a special upcoming event such as BOTOX and Bubbles. Always offer these events to 

every client leaving the store and get nail techs and therapists to promote these additional events 

during treatments. This is also another factor of upselling. 

 

A good selling tool on upcoming events is to print out your promo of your event (BOTOX and 

Bubbles) and place it in a frame on the counter to attract interest and to remind the staff to chat to 

the client about it. 

 

 

 

 

USE YOUR MARKETING DIVISION LADIES!!!!!!!!!!!!!!!  

 

 

 

 

They are there to help you promote and 

sell your extras and products!!!!! 

 

Please see example of marketing to follow……. 



 

 

 



ACTIVATIONS: 

 

What is and activation: 

It is an opportunity to exhibit our product or service at another venue or environment. 

 

Why is this Helpful? 

It is a cost effective way to get exposure and to give you as the sales person an opportunity to speak 

of your product and answer any questions and bring in new business. 

 

Where do Activations take place? 

 

- Sports events 

- Exhibitions 

- Centre courts in shopping centres 

- Local community events 

- Schools 

- Churches 

- Fairs : e.g.:  Beauty Fairs 

- Charity drives 

- Launches 

The key to a good activation is…….PLANNING!!!!!!! 

Have a strategy…. 

 

1) What is your goal in this event?….. To create awareness, to collect names and new feet, to 

be seen as giving back to the community/charity work. 

2) What kind of environment do you want to portray e.g.: Sports, Beauty, just a beautiful 

display of TLB for awareness showcasing all we do. 

3) Access your team and see which individuals have the right personalities for the job – who 

are not afraid to step out of their comfort zones and approach people. 

4) Requirements: All equipment, furniture and advertising necessary for the job. 

5) Logistics: How are you going to get your equipment from one place to the next, How the 

staff required will get to the venue, how you are going to balance the missing staff in clinics 

or to hire help for exhibitions. 

6) Groundwork: Have you done the necessary ground work to advertise the activation. 

7) Paperwork: Do you have Activation forms, vouchers, pens for the event. 

8) Specials: create a special to draw people for the activation. 

9) Homework: Ensure what you put out in terms of energy and value matches what you are 

getting back in return. 



10) Research the area of the activation: Make sure you are offering correct products and 

treatments to suit the trend of the area as well as the income standard of the people living 

in the area. 

11) Equipment: Cubes, banners, Posters and easels, Table clothes and display items. 

12) Dress code of staff: All agree on a unified dress code i.e.: uniform or golf shirts branded and 

jeans. Look like the team you are! 

13) Giveaways: Vouchers, samples 

 

USE ACTIVATIONS APPLICABLE WHENEVER 

THE OPPORTUNITY ARRISES…… 
 

*Insert example of activation form* 

 

SALES AND EMOTION: 

 

When selling anything – always take the emotion out of the sale. Do NOT sell to a client using your 

own pocket. People that are interested in these kinds of treatments can certainly well afford them!! 

 

DEALING WITH REJECTION: 

 

A sales person is ALWAYS dealing with rejection. Rejection is part of sales. People have bad days, 

people are too busy, people have crisis……don’t take it personally, chin up and sell on. The worst 

thing a person can ever say or do to you is SAY NO! Good sales people become thick skinned in the 

process. Never lose your determination and let that demotivate you. 

 

YOUR MOST IMPORTANT SALES SKILL: 

…..CLOSING THE SALE!!!!! 

- Be Prompt  Don’t let leads and prospects go cold 

- Be persistent Keep working on your client 

- Be focused Constantly improve your skills 

-   

Thought to take home………. 

 



You sell yourself before you sell your treatment/product 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 


