FOR SPA MANAGERS

Running a 15-Minute Team Briefing on Retail Alignment

A short, practical agenda for introducing the treatment-to-retail principle to your team, no slides required.

The goal isn't to teach a sales technique. It's to help your team see that the retail moment already exists inside
the treatment they're delivering, it just needs naming out loud.

The Principle (3 min)

Open with one line: "Retail isn't a separate conversation, it's the conclusion of the one we've already had." Ask the
team where they currently feel that gap in their own treatments.

The Self-Check (3 min)

Run through the five signs of a "pivot, not a continuation" from the full guide. Ask, honestly, which ones sound familiar.
This works best without managers answering first.

Practise the Language (5 min)

Use the therapist cue cards. Have two people role-play the end-of-treatment line for their brand, out loud, in the room.
It should sound like something they'd actually say, not a script being read.

Name the Common Mistakes (2 min)

Quickly flag the two most common: relying on a fixed script instead of what actually happened in the room, and
treating retail as a till-point transaction rather than something raised during the treatment.

One Commitment (2 min)

Close by asking each therapist for one specific thing they'll try in their next treatment, not a general intention. Follow
up on it at the next team meeting.
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