THE NUMBER
OF CLIENTS
YOU SERVE

PROSPER /.

PRO TOOLS

PROSPECT ~ BVILD YoUR BooK BY 4€ETTING ovT AND RE(RVITING (LIENTS

ITS YOUR
STAGE!

-SELL YOoURSELF.
-SELL YoUR SERVI(ES.
-PAINT A 4REAT PI(TVRE.

HAVE A DEFINING STATEMENT

“I'M A HAIRDRESSER
SPECIALIZING IN ..."

BE PRoUD!
BE A SPECIALIST.

BE KNowN FoR DoING SOMETHING REALLY WELL.
TELL PEOPLE WHAT YoU ARE REALLY 4oop AT.

PRACTI(E AND 4ET 4oob.

A ANAAAANS N

BVILD YoUR BooK FRoM
YoUR REPUTATION, NoT
JUST THE SALoN oR
S(Hool'S REPUTATION.

SA AN NN

GET oUT AND MEET PEOPLE.

TALK ABoUT THEIR HAIR.

SPEAK IN FRONT oF 4RoVPS.

oFFER To bo MAKEOVERS.

po FREE HAIR(VTS, FA(IALS, (oLoRS, €T(.
PROVIDE MAKEOVERS FoR EVENTS -
(HARITIES, 4RoVPS, (HVR(HES.

VSE So(IAL MEDIA To BVILD YoUR Book.
TELL THEM WHAT YoU ARE DboING.
BVILD A FolLowING % (LIENT PEMAND.
fHow ofF YoUR WoRK.
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ALWAYS, ALWAYS, ALWAYS @ ‘

CURL up

MVE YO“R - UP AND DYE sa1on -
BUSINESS CARDS- M % smur -
WITH YOU - B S -
~HAND THEM oyT. s A=

-(oNNE(T WITH PEOPLE.

~WHo Do Yoy KNoW:

FRIENDS, FAMILY, ACQUAINTAN(ES? \
(ALL THEM AND SEND THEM A (ARD!

1 EOPLESOMETHNG TO TALK ABOUT

QQQQ

VSE EVERY oPPoRTUNITY

To TeLL PEOPLE WHAT

YoV Do AND WHAT Yov
Do REALLY WELL.

VWAV SAN AAAANAS

HAND YOUR CARD T0 INFLUENTIALS

ANYoNE WHo SEES A BUN(H oF PEOPLE,
SUCH AS WAITRESSES, BARTENDERS, BARISTAS
oR PEOPLE WHo WoRK AT (LoTHING SToRES,
Book SToRES AND ANY RETAIL SToRES.

IF YoV (AN bo IT FoR FREE, bo IT!

IF YoU DoN'T ASK, You
PON'T 4ET! 4ET oV T
THERE. PoN'T WAIT FoR
THE BUSY BvVS To §ToP IN
FRONT oF THE SALoN!
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PRO TOOLS

RETEWTTON

: KEEP THE (LIENT (oMING BA(K é '; C?

H/S 20 HM[S [ASI[R MANAGE THE CLIENTS

EXPERIENCE
TORETAIN AN EXISTING (LIENT /'
THAN TO RECRUITANEWONE \('&

FOCUS /

SMILE, MAKE EYE (oNTA(T.

MENTION (LIENT S NAME 3 TIMES.

BE (oNSISTENT.

LooK 4REAT - HAIR, MAKEVP, (LeTHES.
KEEP YoUR STATIoN (LEAN.

s

BE RELLABLE

SHow VP - DON'T MISS WoRK.
(oME IN EARLY, STAY LATE.
4o BEYoND THE (ALL oF pUTY
FoR YoUR (LIENT.

——19% oF (LIENTS LeAVE
BE(AVSE oF PRI(E

~—18% of (LIENTS LeAVE
BE(AVSE oF QUALITY

F0% oF (LIENTS LEAVE
BE(AVSE of LA(K of ATTENTION

A AN NN SANN N TN NN

(oME EARLY, STAY LATE. YoU'LL MAKE MoRE MoNEY = BETTER LIFE

BE THE KIND of PERSON PEOPLE Look FoRWARD To SEEIN4

v

"THE (LIENT IS ALWAYS RIGHT €VEN WHEN THEY ARE WRoN4

© Prosper U 2015, all rights reserved.

HAVE A WARM WEL(oME.
GIVE A GREAT (oNSULTATION.
bo AN AMAZING SHAMPoo.

PROVIDE A 4REAT SERVI(E. 0
DELIVER (oNSISTENT SERVI(E. @

@O
(TYLE WITH KNoWLED4E.
LISTEN MoRE THAN YW TALK.

ADD VALVE.

FINISH STRoNG - TeA(H THE (LIENT.

THANK THE (LIENT.

>ETER A FOND FAREWELL.

BE FRIENDLY,
BE NI(E, LISTEN, SAY
PLEASE % THANK Yov

SMILE A LoT!

Wow THEM!

&

/

i
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L5 YOUR GLASS HALF EMPTY OR HALF £ ULL!

NEVER FULLY ARRIVES AT SV((ESS
DVE To STINKIN' THINKIN'

S, Q

ARRIVES AT SU((ESS AS A BYPRoDV(T
oF PoING WHAT YoU LoVE

\I‘ 'I/
Ve
S W
= s i -
‘d \s_ --
/l X \\\

7\

P I e AN NN
| (AN'T y> \ I'LL TRY
I'LL LooK PUMB | MAY FAIL
I'M NoT 4oob AT IT I'LL GIVE IT MY BEST
I QuIT I'LL S€E IT THROV4H
| PoN'T WANT To TRY IT I'LL QIVE IT A SHoT
l’(AN'T po IT I'LL PRACTI(E
I'M IN A BAD MooD I'LL SMILE AND (HANGE IT
| PON'T WANT To FAIL I'M oK IF IT DoESN'T WoRK ovT
I DON'T LIKE IT | (oVLD LEARN To LIKE IT IN TIME
| DoN'T FEEL 4o0D I'M NoT 4oING To THINK ABovT IT
MY €40 IS IN THE WAY THIS (oVLD BE FUN
TS HIS, HER, THEIR FAULT I'LL TAKE oWNERSHIP of THAT
| DoN'T HAVE THE ABILITY ITS ALL ABoUT MY €FFoRT
I'M VPSET (ALM powN
| M NoT SMART ENoV4H | (oULD LEARN
I'LL NEVER (HANGE | (AN (HANGE A LITTLE EVERY DAY
I'M NoT 4oop I'LL PRACTI(E
| M HAVING A BAD DAY MY DAY WILL 4ET BETTER
I'M AIIWAYS LATE LEAVE EARLIER
| PON'T HAVE ANY NATURAL TALENT IF | WoRK HARD | WILL 4ET BETTER
No oK, MAYBE, Y€
I,ALWAYS Look AT THE BAD Look AT THE 4oob
I' M NE4ATIVE (MILE, BE PoSITIVE
| Fo(US oN WHAT'S WRoN4 Fo(V§ oN WHAT'S RIGHT
| THINK ABoUT WHAT I'M 4ETTING | THINK ABovT WHAT I'M BE(oMING

/

o =

osperu.com
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ATTRACTING  PROSPER 2/
MORECLIENTS PRO TOOLS

WORD -OF -MOUTH ADVERTISTNG 15 e ONLY ko oF ADVERTISING e
To You BY OT;:RNFSE(h%NTREFEmL m r\/

ASK YoUR (LIENT To ReEFER THEIR “YoUu HAVE To 4o To MARY To 4ET YoUR
AB[S FRIENDS AND FAMILY. HAIR (VT! SHE'S 4REAT AND NI(E, AND

SHE LISTENS."
KEEP TRA(K oF REFERRALS.

A PERSONAL RE(oMMENDATION If
THANK THEM FoR THEIR REFERRAL . 50 TIMES MORE BELIEVABLE THAN

TV, PRINT AND RADIo ADVERTISING.

7 MAXE IT A PoINT To ASK EVERY (LIENT
‘ To JEND SoMEONE IN.
MOST PEOPLE WILL DO -
WHAT YOU ASK OF THEI 14%E MoRE $35 = HAVE A BETTER LIFE.
L 1 KEFERRALS A WEEK IS 100 NEW

{LIENTS A YEAR = 1,000’ oF DoLLARSII!!

O )

"MARY, | LoVE YoUR HAIR AND REALLY EN)oY oVUR TIME To4GETHER. | WoULD LoVE To BUILD
MY BUSINESS WITH PEoPLE JUST LIKE YoU AND WANT To ASK IF YoV wWoULD RE(OMMEND ME
To YoUR FAMILY, FRIENDS, NEIGHBORS AND ANYBoDY You KNow WHo If LIKE You."

ONE BY ONE. INCH BY INCH. ITS A CINCH!

VIS SANSAAAANANT VAN AN VTN

20 (LIENTS REFERRING 20 (LIENTS =
WHERE YoU PUT YoUR Fo(VS IS WHERE 40 (LIENTY P\E‘;ERKING 40 ELIENT’S =

YoU'LL 4ET YoUR RESULTS. 30 (LIENTS REFERRING do (LIENTS...

© Prosper U 2015, all rights reserved. facebook.com/myprosperu | www.myprosperu.com
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IT'S PROVEN! £ | (7 tous ve st i e s o
T WOMBO OV N @n e e wonnar €3}

34 TIMES HOREAY[AKI “I CALLED LAST MINVTE AND (oULDN T 4ET INI®
NSNSV

THIS MEANS:

rout boors pier aster. SR HEAPES
IN(REASED LoYALTY BV 4 m

INCREASED (LIENT RETENTION
HIGHER PROFITS

MORE MoNEY

BETTER LIFE

Wiy =

FLOMBRIS & s pasr i o,
—> MoRE (LIENTS, MoRE of TEN ?%iﬁ | %EC]]RE YOUR g \J@ 4

— MORE oF TEN, MoRE SALES PINMCIAL FUTURE

= MORE JALEY, MoRe HelEl IS BY PREBoOKING THE (LIENT BEFORE
Do(ToRS Do IT; TRAINERS Do IT; THEY LEAVE THE SALON oR SPA.

DENTISTS po IT - §© SHoULD You!

JJ“L 1D LIKE To SEE YoU AGAIN IN ABoUT FIVE WEEKS To MAINTAIN

YoUR STYLE. FIVE WEEKS FRoM TobAY PUTY VS INTo . WE (AN KEEP Yovu oN
THE SAME DAY IF THAT WoRKS FoR YoU. WoULb You LIKE MORNINGS oR AFTERNooN§?

SHOW ME THE NUMBERS THEPLAN - §STEPS @ 0 22

200 (LIENTS X 6 VISITS/YEAR = 1,200 VISITS ToTAL 4. WRITE oUT THE S(RIPT AND MEMORIZE IT.

1,200 VISITS X $50 AV4. TI(KET = %0,000 ToTAL SALES/YEAR 2 PRA(TI(E |T5 MINUVTES A DAY FOK 30 DAYS.
"2 HAVE [T BE(oME SE(OND NATURE.

200 (LIENTS X 9 VISITS/YEAR = 1,400 VISITS ToTAL 4 Look AT A (ALENDAR EVERY MoRNING

1,400 VISITS X $50 AV4. TI(KET = §90,000 ToTAL SALES/YE@ k HAVE AN IDEA Of DATES 4-& WEEKS AWAY .

730,000 MORE B PAEBOOKING

facebook.com/myprosperu | www.myprosperu.com



GEVAIL SRLES fivtis
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-MoST PROFITABLE PART of THE BUSINESS
~BoNDS BETWEEN APPOINTMENTS MENTION THE PRoDU(TS.

~BVILDS (LIENT LoYALTY

~MAINTAINS (LIENT'S Look VSE PROPU(TS To SoLVE PROBLEMS:
-BVILDS (ONF(IDEN(E 1 Too FLAT, Too FRIZZY, Too DRY,

-1§ PROFESSIONAL Too pyLL, Too BRITTLE.

- MAKE
MAKES MoRE (ASH L 5€ THE PRODU(TS You fELL. }J L&,
4 Coen THE PROPYCTS INSIDE AND oVT.

-BVILDS A BETTER LIFE
LiiL THE SIZZLE — WHAT IT poeS
{0 BORE IMPORTANT THAN WHAT IT I§!1!

J OPPORTUNITIES TO TELL

PURING THE PURING SHAMPooING BEFoRE AFTER BLow-DRYING LAST STop:
(oNSVLTATION % (oNDITioNING BLow-DRYING (TEXTURIZING) FINISHING SPRAY

DUAMPLEGOMLS sy Sl 35 3R

STRATEAQY = WHAT, WHERE, WHY, WHEN, How AND TELL THEM WHAT YOU LOVE ABOUT THE PRODUCTS

TALK ABovUT THE PRoDU(TS. AMAZING
HAND THEM THE PRODU(TS - 4IVE oWNERSHIP. '~ ppopy(T

4IVE TESTIMONIALS ABoUT THE PRoDU(TS.

WALK YoUR 4UEST To THE FRONT DESK. WORKS
PICk 3 PRoDU(TS - NoT 2 oR 4, BUT 3.  G4REAT!
SAY “THESE ARE THE PRODU(TS | VSED oN You ToDbAY.

THANK THE GUEST, “THANK You" HUG.

DoN'T ASK IF THEY WANT To BUY THEM.WALK AWAY.

<L
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CLIELY VALUE STRERI Ao

— JMANAGE ALl THE CLIENTS

R

CRAFT THE EXPERTENCE YOU \'M“M
WANT THE CLLENT TO HAVE: c/
PAY ATTENTION To YoUR ( SR
} (HAIRSIDE MANNER. \QD ‘ BRING THE CLIENT BACK

L+ HAVE A SUPER-(LEAN STHTIoN. G MAKE THE EXPERIEN(E GREAT.
SMILE A LoT. > >\ (oNNECT WiTH YoUR (LIENT.
PAY ATTENTION Al [oox ToR s BVILD THE RELATIONSHIP.
(LVES To ANTICHT/ 77 0 4 N WoW THEM.
GQUEST'S Neens. ,, ~ BE THEIR PARTNER.
ADD VALVE: EVERYels o0 /]

SOMETHING Fok Frec! o
SAY "PLEASE" A LoT. '\ )

CONSULTATION

UTILize A
L00K Boox

2 Mimg
My O

SHOULDER
o NECK

YoU WANT
YoUR (LIENT To
FeeL WHEN THEY
LEAVE THE SALON/SPA?

)
S 3-BEAVTIFUL
4—
‘) -
Q PHYSICAL EXPERIEN(E oF SALoN oR §PA V}}?[L[,\J[\;%\{JERW'%[NLOTm
SR A T ST K AN o BIESERVCE RN qyi O
DLE D anum of Tue exrenence $10,000 0R MoRe

TOUCH. TASTE. SOUND, SHELL. SIGHT=

‘ 5, all rights reserved. facebook.com/myprosperu | www.myprosperu.com



PoUBLE YoUR IN(oME BY BVILDING VP YoUR
AVERAGE TICKET WITH AbD-oNsS.

INCREASE YoUR (LIENT'S TI(KET BY ADPPING
MoRE SERVI(ES To THEIR VISIT.

NoT MoRE (LIENTS - JUST BI44ER TI(KETS.

s E

START WITH THE (oNSULTATION - Look AT
THEIR FA(E.

"LET'S oPEN VP YoUR EYES WITH A BRoW
WAX. WAXES ARE oN SALE FoR §5."

“DOES YoUR HAIR FEEL DRY To YoU? WE HAVE
A GREAT (oNDITIONER THAT'S oNLY §9."

"SoME HIGHLIGHTS AROUND YoUR FA(E WoUld
Look GREAT! IT'S oNLY §40.”

DON'TBE
AWIMP

YoU'RE THE PROFESSIONAL.
(LIENTS Look Toe Yol FoR HELP.
HELP MAKE THEM LooK % FEEL BETTER.
WHEN THEY Look BETTER,
THEY FEEL BETTER!

© Prosper U 2015, all rights reserved

PROSPER /.

PRO TOO[S

EVERYBODY| 0K BETTER

TAKE A LEADERSHIP RoLE AND MAKE SV4GESTIONS.

TOP SUGGESTIONS

I. (oloR <

2. WAKING %
3. (oNDITIONER
4ET (LIENTS HooKED oN (OLW

foioR (LIENTS ARE MORE LoYAL, NN
09 22RE, (PEND MORE, AND
ot SanNER.

LA = HEGHER TICKET AND NORERETAL
i Li| YouR BOOK!

X

i

3:0 (HLoE: HAIR(WT 25
9?50 AbD oN A PARTIAL WEAVE & 4o
10:00

l0:30

11:00 SUMMER: (olLoR

1:30 APD oN A (oNDITIONER ] I0
12:00

12:30

1:00 MARY: HAR(UT $25
1:30 APD oN A BRow WAX {9

2:00
* *$
x

MINIMUM oF 20% oF yoyr
ToTAL SALES IN ADD-oN SERVI(ES

Lo a9

ToTAL =$I$4
REGULAR SERVICES = $95
APD-oN SERVI(ES ={(9

= REA
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