
 

Deadline Complete

Set revenue targets (retail and services) for the year. 
If you don’t have a goal post, how will you score a goal? Targets or 
goals are there to give direction and purpose. Everyone NEEDS 
direction and purpose!

Daily Business Analysis. 
If you are not measuring your business daily with this simple tool, how 
do you know how to steer the ship? It is impossible to have clear 
direction and know where to go without daily analysis. This is a MUST. 

Marketing Plan for the year. 
This should have been done by September last year already, but better 
late than never. Start with the biggest spend days of the year as well as 
holiday seasons, and then fill your gaps. So, Mothers day, Valentines 
day, Fathers day, etc. Work with your brand partners to create 
“promotion bundles” to boost revenue during your chosen days.

Training Plan for the year. 
Absolutely critical management tool that has the ability to triple 
revenue if you run it correctly and carefully. Training in-house should 
happen weekly for at least two hours. Product training should happen 
at least once a month per brand that you stock, whether online or in-
house, done by external trainer. If your training times and dates are set 
and planned for, they will happen, and you will see the results.

Staff Daily Huddles and Weekly Meetings 
Not negotiable. Run effective quick daily huddles and structured 
weekly meetings to yield huge results.

Therapist Daily Planners 
Another tool to ensure staff are focused and plan for success. Key here 
is consistency and creativity to get the planners from being good to 
being brilliant.
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New Year Business Resolutions



Brand Partner Strategy Meeting 
Meeting with your brand partners to discuss 6 month strategy, staff 
incentives and training. Your brand partners are second most 
important to the success of your business, after your staff, so don’t 
take this for granted and ensure you are getting the service, ideas and 
margin you need to grow

Invest in growth. 
Consumers are looking for quicker and more instant results with no 
downtime. Ensure your growth investment can yield a return within 6

months or don’t invest.

Create experiences in your treatment offering. 
Consumers are looking for experiences and memories, not just 
treatments. Look at where you can enhance your current treatment

offering to create memorable experiences.

Is your ONLINE presence growing? 
Don’t take your foot off the pedal with online activity. It is the future. 
Online vouchers should be contributing 20% of your monthly revenue 
and online product sales another 20%. If not, relook at your strategy 
and focus on this.

Invest in your growth and learning. 
Are you currently, as manager or owner or therapist, learning anything 
new and enrolled in any course? When last did you do a business 
course? Or a management course? Or a sales course?

Social Media Strategy Plan. 
The world of social media is so powerful but can also be useless to 
your business if not used correctly and efficiently. Ensure you have a 
social media partner or plan to up-skill yourself this year by enrolling in 
a social media course specific to the beauty industry.

Client Survey Time 
There is no better way to get feedback on where you’re doing great 
and where you need to do better, than to ask your clients. Make the 
survey easy and quick to complete with just clicks and not too much 
writing. Drive the survey responses by running a competition. Surveys 
are necessary, and super powerful if you analyze the results and act on 
it with appropriate measures.
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