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“A good marketing 
plan is key to success”
The beauty and personal care sector, as you are well aware, is such a 
competitive industry and whether you’re a beauty salon, spa retreat or 
cosmetic boutique, it’s vital that you have all the right ingredients in order for 
your business to grow. 

A solid marketing plan doesn’t have to break the bank and can create a 
platform for you to establish your brand so you are instantly recognisable to 
both existing customers and potential new ones.

Our aim is to highlight a number of key products and activities we have seen 
succeed over our years of marketing, as well as giving you some handy tips 
we’ve noticed along the way. Sharing is caring after all!
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“Design is an investment, 
not an overhead”
We believe that design should innovate and excite. Design should reflect 
your core values to help you connect with your audience and achieve your 
goals.

A strong corporate identity is the best place to start. Whether you’re a 
new business breaking into the market or an established business that 
needs a refresh or relaunch, it is important that you are aware of a number 
of factors. Most importantly is your target market. You need to appeal 
specifically to them. As well as this you need to aptly reflect your own 
business. After all, there is no point in portraying the wrong image or you 
will just attract the wrong people, or worse still, none at all.

You never get a second chance at a first impression
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You need to have something for your customers to recognise if you want to 
be recognisable!

The world is full of hugely recognisable brands, and none of them happened 
by accident. A great deal of thought has to go into your identity and we 
always relish the challenge of interpreting your ideas into tangible designs. 

“Stand out from the crowd”
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Creating an email 

campaign to support 

your leaflets is an 

effective way to 

extend your reach at 

little cost.
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“These are everywhere so good 
design will make you memorable”

The old favourite of any good barber, hairdresser or beauty salon. 
Customers initially come in with one or two things in mind so how better 
to cross sell all your other wonderful services to them? Whether they 
peruse the price list in your salon or at home, having all your services in 
one handy place and easy to access is simply good practice for up-selling.

Customers make snap judgements in a similar way that you make a snap 
judgement on a first impression! For this reason, we know that using 
thicker stocks or nicer finishes creates a much higher quality product, 
allowing most companies to charge more. 

Recommend-a-
Friend Vouchers

Appointment/
Loyalty Cards

Booklets / Mini-Brochures

Encourage your customers to refer 
somebody they know. Offer an 
incentive to your existing client and 
their friend. 

You only give out these discounts 
if you get a new client so it doesn’t 
really cost you anything as the new 
client will keep coming back for 
years to come if you provide an 
excellent service on top of their 
initial discount.

Do you actually know what a new 
client costs you right now? If not, 
you should find out. 

Keep your clients coming back and 
save money with a set of cards that 
don’t just double up but triple up! 

Use them as business cards, use 
them as appointment cards and 
why not include a loyalty scheme 
to encourage them to come back 
frequently?

5



in-
st

or
e 

id
ea

s

50% of new clients 

don’t become 

regulars so go the 

extra mile to make 

sure they do.
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If you can easily give freebies away 
to your customers, you’ll not only 
exceed their expectations but 
will make them leave with a great 
impression of you.

This in return, will make them more 
likely to come back sooner and tell 
friends.

Ideas could be as simple as: 
w  Nail Files 
w  Brushes 
w  Hair/Skincare Product Sachets  
 
Most of these items can be 
supplied for free by your suppliers 
but items such as printed mugs can 
be bought for as little as a couple 
of pounds and will remain with 
your new customer for a long time. 
Pretty good investment huh?

We have over the years 
become obsessed with coffee. 

Investing in a good coffee 
machine not only means you get 
access to excellent coffee to keep 
you and your staff satisfied, it also 
means you can add value for every 
customer that comes in. 

This is the ideal opportunity to give 
a new customer a personalised mug 
with your great coffee. They will 
remember your service every time 
they open their cupboard. 

Most guys talk about the beer they 
got at the barbers. You’d be amazed 
how appealing this simple activity is 
(we have seen Prosecco works just as 
well for the girls).

Giveaways Good Coffee

Good clients spend big and spend 
regularly. These clients are also more 
likely to brag about you to others as 
they’re so well taken care of. 

Think of any discount as an 
investment in marketing as you’ll 
inspire your top spenders to spread 
the word and nothing works better 
than word of mouth marketing.

If you link this to Facebook, you 
might even get new clients (page 22).

Discounts
Goody bags for 
new clients

Why not make up a small goody 
bag and give to new clients on 
their first visit?

Follow this up with a thank you 
call or card. So few people do 
this now, you will gain their 
loyalty forever.
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“Give a little...Get a lot!”



Use some of the space 

to promote check-
ins or a social media 

competition.
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How many orders 
do you need to 
cover the cost of 
an advertising 
campaign?

“Don’t be afraid to get creative and 
experiment with your marketing”

We all love a bargain. Special offers 
are not only a way to grab people’s 
attention but a fantastic way to 
advertise new products. 

Try different ways of communicating 
your offer. Sometimes Facebook can 
be a great way to talk to your clients 
but don’t forget your shop window, 
your vehicle, your staff and all the 
other contact points your business 
has.

Give us a call to see how 
other businesses have cleverly 
communicated.

Working out your average order 
value is a great way of identifying 
how much you should spend on a 
marketing campaign and what sort 
of print you should use. 

If your average order value is high 
then it’s worth spending a bit more 
on marketing as the rewards make 
it worth it.   

We have a great team to help you 
with this so give us a call for a 
chat and reap the benefit of our 
decades of marketing experience.

Special Offers
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Your clients want to look special 
so why not reflect that in your 
marketing. If everyone else printed 
leaflets then why not try scratch 
cards, shaped flyers etc? 

People respond to companies who 
go the extra mile and want to be 
associated with them, so, when 
the world zigs, why not zag? What 
better way to stand out from the 
competition?

Be different
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Stage30: 2.3 x 3m Straight Stand (above) 

Stage18: 2.3 x 1.8m Straight Stand 
Stage46: 2.3 x 4.6m Straight Stand

930 x 2270mm 360 x 1540mm

Use a Cuddle booth as a 

sitting area. With some 

imaginative design you 

can’t help but stand out 

from the crowd.
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800 x 2000mm 700 x 3600mm 450 x 450mm 400 x 910mm
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“Why fabric is fabulous!”

Have you noticed that more and more 
businesses are switching from roller banners 
and magnetic display kits to next generation 
fabric displays?  We are the first people in 
Scotland to produce a full range of these 
wonderfully eyecatching displays and we are 
seeing a real trend forming as they increase in 
popularity.

They are lighter, less hassle to setup, great value and look 
amazing! They come in all sizes, in fact, the bigger they get, 
the better value they become.

Do you ever remember the person who dressed like everyone else? No.  
These fabric displays make you memorable and provide a talking point at 
any location or function. A photo booth at a venue? A reception area at 
a salon?  A personalised table cover? A backdrop at an exhibition? These 
stands are dressed in thick stretch fabric and are perfect for cushions and 
covers, as well as traditional exhibition items. 

We know from listening to our customers that these truly give you a 
competitive edge. You are only limited by your imagination. 

Fabric Displays
These are easily washed, so if they get dirty there is no need to replace 

them like traditional materials!
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“Attract more attention to 
your business”

Have you noticed how everyone’s 
using flags these days? Businesses 
are placing them outside their 
premises to attract attention. 

They can be used as signposts or 
gateways and are easily mobile and 
can be placed in various locations 
such as fayres or exhibitions.

Print quality has gone from 
strength to strength and the price 
of these enormous adverts is 
fantastic.

Banners are incredibly cost 
effective and quick to produce.  
They can offer services, 
promotions, early booking deals 
and a whole host more. They upsell 
and add value. 

They can be easily moved and 
are excellent additions to any 
exhibition or event. Getting the 
right design is vital when delivering 
your message.

Flags Banners



“Have a look in our 
box of delights...”

There are literally hundreds of ideas and print products that could 
effectively work in your business, certainly far too many to go into great 
detail in this booklet. Over the years, we have helped companies create 
interesting and unusual ideas to attract attention and customers. 

Below is a small selection of those ideas and if you would like to know more 
about how best to implement them, please feel free to contact us.

Associated Products

• Fabric Booths (to create a waiting area / photograph backdrop)

• Embroidered Workwear (aprons, uniform, flip flops, robes etc)

• Personalised Giveaway Items (nail files, brushes, hair/skin product 
samples)

• Personalised Bags (fabric/paper) for products or giveaways

• Large Format Posters (from A3+)

• Scratch Cards for giveaways

• A Boards/Pavement Signage

• Thank You Cards

• Voucher Cards

• Branded Table Covers, Stools and Exhibition extras

• Branded Gazebos for summer events

• Interesting Cut-Out accessories for selfie fun (promotes your brand 
on social media)

13
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“Creating an online presence is 
key to reach a wider audience”

So far we have only mentioned 
physical products but you shouldn’t 
forget about your online presence. 

A professional looking website that 
offers information in a clear and 
straightforward manner can build 
loyalty and encourage bookings or 
sales.

At the very least your site should be 
responsive, meaning it will view well 
on a range of mobile devices from 
laptops to smart phones.  

Your site must provide everything 
your customer demands whether 
that be contact information, 
locations, downloads or bookings. 
If you cannot satisfy your customers 
needs online they will look 
elsewhere. 

Our expert team of web designers 
are here to help guide you through 
the process and make it simple to 
understand. 

Building a functional website is just 
the start of your online journey. 
Ongoing marketing will ensure you 
get visitors. 

After all, decorating a salon doesn’t 
mean it will be busy!

Websites

Things to consider...

• Engaging Content 

• Professional Images

• Booking Apps

• Social Media Activity

• Downloads

• Location & Contact

• Ratings & Reviews

• And much more...

83% of your sector 
view your website 
on mobile devices. 

Responsive websites 
will gain more 

business.
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We now live in a give me it now 
society and this is no different 
online! If I decide I want to come for 
a treatment, I really do want to book 
it immediately.

The systems we build allow you the 
greatest flexibility for both your 
customer AND your business…which 
is vital! 

This means that you can decide 
whether to show treatments/times 
online and allow the customer to fully 
book (and potentially pay) at that 
time. 

Alternatively you may wish to simply 
show available times and allow the 
customer to enquire about booking. 
This functionality gives a little bit of 
flexibility, although it does require 
someone to monitor the replies. 

You may even wish to display certain 
items and invite customers to call 
in for their enquiry. Quite simply, 
whatever level you wish to utilise, it 
exists for you at manageable cost.

Many businesses have extremely 
lucrative sales arms to their business. 
Whether that be hair and beauty 
products, or treatment aftercare, 
the profits that can be generated 
should never be ignored. This is 
even more important online as the 
market you can sell to is even greater. 
E-commerce is now so dominant, any 
business that has potential is a fool 
not to investigate.

The beauty of any 
system is ease of use 
for your customers 

and an edge over the 
competition.

“Keep your customers online and on 
your site to build more business”

Online Booking Online Purchasing
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“Make it easier for 
potential customers 
to find you.”

If you really want to appear in 
front of a large audience you have 
to nail your SEO (Search Engine 
Optimisation) so you start to rank 
higher on Google. Web users rarely 
click on anything that’s not on the 
first page, and even then the first 
three positions are highly coveted.

The first SEO tip that we 
recommend to everyone is 
that they sign up to Google My 
Business. Google My Business 
is the suggested business that 
appears on the right side of 
the page when you search for 
something on Google.

My Business features a map, photos 
and all your contact details so make 
it easier to potential customers to 
get a quick overview of who you 
are or what you offer. It will also 
give customers the opportunity to 
leave and read reviews which can 
be a great tool for you to use but 
we’ll get to that shortly.

SEO - Search Engine Optimisation

Ranking highly on Google is 
not easy and it doesn’t just 
happen overnight. It can work 
if you’re prepared to invest 
time, effort and a manageable 
budget.

We are on hand to help you 
understand how this works and to 
discuss what the best option is for 
you.

33% click on the 1st 
search result displayed 

by Google. 

18% visit the 2nd,  
11% for 3rd and huge 

drops follow!
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Anybody can manage a Pay per Click 
(PPC) campaign but many companies 
believe the knack is throwing more 
money at it. Wrong! Having twice as 
many of the wrong leads will not help 
you. What you need is higher quality 
leads and this is where professional 
management pays for itself. Our 
fees are normally returned several 
times over in new business for our 
customers.

One of the major benefits of a quality 
PPC campaign is that you can be 
extremely specific on the search 
terms used. Put simply, this means 
you can be targeted with the type 
of business you want to go after. 
But a warning to the wise! You need 
to be careful how you bid for these 

“With Pay Per Click you pay 
Google for the right to appear 
in the paid listings. The benefit 
of doing this is that you appear 
on the top 3 listings in the 
Google search results”

Quality is more important 
than quantity. Google will 
charge less for the same 

click whilst displaying 
you higher than your 

competitor (but only if your 
campaign is optimised 

correctly)

Pay Per Click

keywords or you can literally blow 
your budget with nothing great to 
show for it. Adverts have to appear in 
the right places and at the right times 
to ensure the budget constraints are 
met.

To find out more about how to 
create a successful PPC campaign 
call us now and we show you what’s 
possible online.
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In today’s society, reviews aren’t 
just a comforting factor, they are 
a way of life. Prior to booking 
or buying anything we see what 
others have experienced and 
place more weight on this factor 
than any other. As a business we 
have to recognise this fact and 
see the true potential in getting it 
right and harnessing it properly. 

In the beauty industry, having 
a section on your website 
specifically for reviews and 
testimonials is the best way to 
inspire customers and build 
confidence.

Ask for reviews at every 
opportunity whether online or 
offline, and always remember to 
thank your customers for taking 
the time. A return discount or 
even an online response can make 
all the difference. 

Bad reviews can be powerful 
marketing tools. When reviewing 
a product or service, we all focus 
on negative reviews. When they 
are addressed positively and well, 
they help build trust for potential 
customers. Don’t be afraid of 
negative reviews, they are an 
opportunity to show you care. 

Reviews & Ratings

Places to gain reviews..

• Trip Advisor

• Trust Pilot

• Google

• Facebook

• And more...

“Any review is a good review”

Respond to negative 
reviews immediately 

to provide quick 
solutions to customer 

complaints.

Reviews



“Word of mouth is a free tool 
used for effective marketing”

Social Media

A Social Media presence is very 
important in today’s market as 
more than 90% of people currently 
use some form of social media 
platform. 

This increases sales and popularity 
and is a good way to interact 
with new and existing customers, 
but only if focused and properly 
thought out!

Social activity is free and works on 
any device. It is an effective way to 
promote offers, new team members, 
and new business skills, but be 
warned it is a way to waste a great 
deal of time unless you are very 
focused on who you want to target 
and with what. 

Why not team up with other local 
businesses who have a large 
customer database and social 
media followings?  Share their 
posts, fun pics or competitions. 

We do this with our clients so 
our social media content is more 
appealing than just talking about 
printing. 

Want to partner up? Just give us a 
call and we can discuss it more. 
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There are more than 40 social 
channels, yet people focus on only 3 
or 4 at best. A good website will tie 
into all of these to increase visibility in 
any given search. Strong links are vital 
for great Google search rankings. 

Partnering Up



Best ways to market on social media

Think small. What is cheap or easy to give away that lots of 
people can take advantage of?

Think big. Offer something high value to one lucky winner 
but which ideally costs you little other than time.

Visual Communication

For the beauty industry, social 
media is key to showcasing the skills 
you have and what better way to 
communicate and interact with your 
audience is by taking photographs 
of your work and posting them on 
any platform.  

A good example of this is for salons 
to post new creative ideas of the 
latest hairstyles or nail art. Also to 
post before and after images so 
people can see the transformations. 
People tend to engage more with 
visual posts and will show their 
family and friends your business. 

Promotional Posts

Creating promotions and 
competitions entices local people  
to engage with your posts and may 
generate wider interest in your 
business which helps recognition 
and possibly sales. Get partners to 
offer discounts, competitions etc 
for your business to their clients and 
vice versa so you both reach a new 
audience with an enticing offer or 
chance to win.

Show available appointments

If you have any free space in your 
appointment book, why not post 
the time slots on social media, which 
then will gain more business and 
help anyone in need of a last minute 
pamper appointment. 

Relevant Posts

Write fun, current and personalised 
content which keeps your social 
media fresh and encouraging other 
people to interact on your page. 

For example, ask questions on what 
hairstyle is on trend this summer, 
post a couple of pics of festival nail 
art and ask people which one they 
like better. 

All the tips mentioned will help 
you to use social media to its full 
capacity and create an interactive 
relationship between you and your 
customers. 
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Get in touch
We would love to help you out! 

Contact your nearest store:

Southside
614 Eglinton Street | Glasgow | G5 9RR
t. 0141 429 2942   
e. glasgow@soapboxdesign.co.uk

Maryhill
968 Maryhill Road | Glasgow | G20 7TA
t. 0141 561 7073 
e. glasgownorth@soapboxdesign.co.uk

Paisley
92 Causeyside Street | Paisley | PA1 1TX
t. 0141 887 0500
e. paisley@soapboxdigital.co.uk

Shawlands
264 Kilmarnock Road | Glasgow | G43 2XS
t. 0141 429 1356
e. glasgowsouth@soapboxdigital.co.uk

soapboxdesign.co.uk  •  soapboxdigital.co.uk


