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- t seems logical enough, but one of the 
easies t ways to increase your profit 

• is to increase your prices. In ligh t of 
the "GFC" it is easy to fall into a doom and 
gloom attitude thus disregarding some of the 
simplest profit-building strategies. However, 
contrary to popular opinion, businesses tha t 
offer "llL"wries" can prosper in uncertain 
times because people need, more than 
ever, to feel good about themselves . When 
addressing your prices, it is as good a time 
as any to examine how your business is n1l1 

and the true value you are delivering. 
So how do you increase prices with the 

confidence that you are not going to diminish 
your client numbers? That comes down to 
a combination of rational thinking, belief in 
your ability and the service you offer, and 
trust in your relationship with your client. 

The rational thinking to consider is that 
the outcome of achieving higher revenue 
'is that your profit will increase your profi t 
exponentially. Your expenses should 
already a ll be covered by your current 
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pricing s tra tegy. Therefore, an increase 
should res ult in pure profit and more than 
make up fo r any sligh t change in client 
numbers tha t mayor may not occur. 

BUILD CONFIDENCE 
IN YOUR SERVICE 
Unde r-charging is extremely common 
amongst many service providers; 
particularly women. In the beauty 
industry, many therapists are focused 
on the price and not on the valu e of the 
service to the client. This is down to many 
therapis ts lacking confidence in their 
abilities and placing a true value on the 
service they ~ovide. 

For many clients, a regular visit to the 
beauty salon is no t just a luxury bu t a 
necessity which enables them to escape 
from the daily toil for an hour or two, 
eve ry so often. It is a chance to unwind , 
re lax and find some inner peace and 
fo r many clients, it helps balance their 
otherwise fran tic lives . At the end of the 
day the client wants to feel good ahout 
themselves so there is a true value in the 
service you are providing them. 

So how do you mainta in belief in 
your service? I reinforce to participants 
in my advanced sIdn analysis courses tha t 
one of the most important ways to keep 
their confidence high is to continua ll y 
educate th emselves by upskilling and 
unde rtaking life long learning. Sharpening 
your knowledge regularly will also 
sharpen your enthusiasm, level of service 
and confidence. 

The other thing I see as vital to having 
confidence in your service is as king for 
feedback from you cus tomers. It could be 
in the form of a questionnaire or it could 
be as simple as remembering .to ask your 
clients questions every now and then, such 
as "What do think abom the service we 
offer?" or "Is there anything you think we 
could do diffe rently?" You will be surprised 
how much worthwhile information this can 
uncove r, which in turn can re inforce your 
confidence that you are delivering what 
clients want. Knowing your service levels 
are right you can then have the confidence 
to test your prices . 

BUILD CLIENT RELATIONS 
Truly satisfied and happy clients will no t 
be deterred by a price rise in high-qualitv 
services they valu e. Often the relationship 
a beauty therapis t has with their clien t is 
something mos t clients will value more 
than money. Ask yourself: if you had to 
put a monetary value on what your best 
fri end is worth, what would it be? Would 
any amount of money persuade you to 
give them up? Your c lients will value 
their relationship with you in the sam e 
way and a high percen tage of your clients 
won't ever switch to a competitor based 
on price. 

The relationship you have with your 
client is also a barrier to them switching to 
another business. There is risk in breaking 
a relat ionship and not knowing if they 
can find a quality provider somewhere 
else. The exceptional service you are 
providing should be valued. It is valued by 
your client so you should value it too and 
therefore charge a fa ir price fo r it. 

Here are SOME 
TIPS to ensure YOU 
ARE PROVIDING 
EXCEPTIONAL service 
and settingYOURSELF 
APART (thus allowing 
you to charge more): 
• Understand tha t the beauty industry is a 

service industry. It is all about helping the 
client feel good about themselves . We need 
to service their needs, wants and desires. 
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• Im prove your knowledge and sl(j lls. 
Knowledge gives you more treatment 
options and lets know what you need 
to analyse and wh at questions to ask; 
this is th e backbone of great service. 

• Improve your listening sldlls. Don't 
just talk ~o fill in time; really lis ten. 
Lis ten to the feeling behind what 
clients are saying and try to fi nd out 
what outcomes are important to them. 

• 	Make your c'lii!ins feel important and 
treat them ·\vith respec t. 

• Provide honest information to 
your clients. Hones ty sometimes 
involves telling people what they 
really need, not what fi ts a budget 
figure they have pulled out of the 
air. Explain treatments and products 
to your clien t so they choose the 
ojJtion which will get rea l results. By 
educating cIie'nts this way you will 
keep them coming back and ensure a 
steady strea Ii.1 of referrals. 
Believe in your own value! 

• Educate yourself and your staff. 
If you are too busy to talw time 
out for training then you risk a 
gradua l decline in skills, service and 
confipence. Lock in train ing as a 
must-have/m ust-do in your diary. 

• My suggestion is to train your staff to 
increase the service they are providing 
to your cl ients and charge fai r rates for 
those services. Here are some tips to 
conSider to assess whether you should 
and could charge more for the services 
you arc providing: 

• Are you too busy loolong after your 
clients? If YOll are busy then you can 
charge more! 

• Are your clients "price shopping"'~ 
If they are, then you are positioning 
yourself as a commodity and 1I0t as a 
service provider. Change the way you 
handle initial enquiries to tllrn the 
process towards client analys is rather 
than price-quoting. 

• When did you last raise your prices ':' 
Are you [(eeping up wi th infla tion as 
an absolute minimum? 

• Of your new client consulta tions, 
how many do you convert? If it is 
more that eight out of 10 the n your 
prices are too low. You are a bargain 
and your clients know it. 

• Finally, have confidence that your 
clients are coming to you for you. Place 
a true and proper value on yourself. 

You'll never lrnow if your price is too 
high until YOll test it. If you test it and 
it works, then you are adding straight to 
your bottom line and the profitabili ty of 
your business ! PB 


