
HYDROPEPTIDE’S SERVICE OF SELLING
HydroPeptide strongly supports selling retail products as a service to your 
clients. The number one way you can service your clients is by offering 
them your product knowledge and retail recommendations. By solving 
your clients’ skin care concerns, you can make a difference in their lives. 

COMMON REASONS PEOPLE AVOID SELLING

Fear of rejection

Taking away from the spa experience

Lack of product knowledge

Prejudging the client

THE BEST REASONS TO SUGGEST AND SELL

Selling is great customer service

You are the spa expert, they want your advice

If they don’t purchase from you, they will go somewhere else to buy

Increases client retention

SET YOUR TEAM UP FOR SUCCESS

Develop a goal-oriented culture (track dollars and units sold)

It starts with the receptionist and ends with the esthetician

Cultivate a team-selling environment

Be comfortable selling (practice with team members)

WAYS TO INCREASE RETAIL SALES

Pursue product knowledge

Product focus of the week

Uncover clients needs

Professional treatments

Use prescription pads

Product demonstration

Smart product sampling

Smart merchandising 

Speak “F.A.B” 

Pick 2:  Identify two products that meet the key 
concerns of the customer, or fill in any gaps in their 
current regimen. Demonstrate and describe the 
products features, actions and benefits in a way that 
fulfills their needs.

+1:  Suggest one more product (a perfect partner) as 
an add on for an immediate or secondary concern.

FULFILL NEEDS WITH PICK 2 + 1

Review: Intake form - What brought them in today?

Recognize: Assess and record what you see on the intake 
form.

Reason: Discuss primary and secondary skin care concerns.

Reiterate: Actively listen by repeating back and summarizing.

Recommend: Explain how you will address their concerns by 
customizing a facial treatment and outlining the right home 
care regimen.

THE ESTHETICIAN 5 R’s

EXAMPLE: A client has mature skin and is concerned with loss of firmness, 

dehydration, fine lines and wrinkles. By selling the client Power Serum and 

Power Lift you address all the client’s skin care concerns. Follow up with by 

suggesting Solar Defense to help protect and prevent future skin problems.

POWER SERUM POWER LIFT SOLAR DEFENSE

+1PICK 2


