
TREATMENT-TO-RETAIL	CUE	CARD

A	quick	reference	for	the	retail	moment,	keep	this	near	your	treatment	room.

The	Mechanism:	Intensive	Complexes	are	mixed	in	front	of	the	guest	during	consultation.	The	Beauty
Prescription	extends	that	same	personalised	logic	into	home	care.	The	guest	has	already	watched	the	reasoning
happen,	retail	is	a	continuation	of	it.

Name	what	you're	mixing	and	why,	out	loud,	as	you	do	it.	"I'm	blending	[ingredient]	into	your	Intensive	Complex	today
because	your	skin	needs	[reason]."	This	is	the	moment	that	makes	everything	after	it	feel	earned,	not	sold.

SAY	THIS

"I	mixed	your	Intensive	Complex	today	because	your	skin	needed	exactly	this.	You	can	take	the	same
blend	home	in	your	Beauty	Prescription,	so	what	you're	using	tonight	is	the	same	thing	your	skin	just
responded	to."

This	is	the	conclusion	of	the	conversation	you've	already	had,	not	a	new	one.	If	the	guest	understood
the	consultation,	this	line	should	feel	obvious,	not	persuasive.

You	are	not	selling	a	product.	You	are	continuing	a	diagnosis	the	guest	already	trusted	you	to	make.
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