Thanks to Director Cleta Mitchell for these great tips

 

Suggested Tips for a Successful Summertime Open House
If your summer sales need a boost, why not try hosting an open house? Here are some suggestions that may help you get ready. 

1. Set the date. You may want to consider two days such as Friday from 4 p.m. – 8 p.m. and Saturday from 9 a.m. – 12 p.m. This gives people a choice of when to stop by. 

2. Tell everyone. Make a simple flyer and hand it out at all your appointments.

3. Send invitations. Mail very simple yet enticing invitations to your open house. Let guests know they can try a Satin Hands® treatment, be pampered with aromatherapy featuring the Private Spa Collection™, or simply update their look. You might want to send more invitations than you expect to attend as you might find that about 10 percent of those you invite will attend. 

4. Entice your customers to attend. You may want to offer prizes and fun for your customers with these ideas:

· The first three customers to arrive each day receive a small gift. 

· Every customer receives a small gift who brings a friend 

· Let customers know that everyone who attends will be entered into a prize drawing. 

5. Set up your store window. Set the scene. For example, if your theme is summer, play beach music and decorate with beach towels, plastic buckets and shovels, sunglasses, shells or whatever you have that says summer! 

6. Have a booking special for that day. Offer an incentive for guests to book a follow-up class such as a color class, nail class or Private Spa Collection™ class. 

7. Keep refreshments simple. Your guests are coming for the products, not the food, so you may want to serve easy items like pink lemonade, pretzels, nuts, etc. 

8. Have a special gift for everyone who attends. You can give your guests samplers of Satin Hands® Hand Cream with Sunscreen SPF 4 or Private Spa Collection™ products. 

9. Always follow up with people who could not attend. By following up, you can set appointments for the week after your open house.
