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INTRODUCTION

Hello, I'm your Beauty
Business Mentor, San-Mari.

I'm a Beauty Business Mentor with over 15 years of experience in the beauty
industry. I've worked through many seasons — long days in the treatment room,
building my own business from the ground up, navigating growth, learning through
mistakes, and now balancing motherhood with another little one on the way.

Through every season, one thing remained constant:
My clients kept coming back.

Not because | was perfect.

Not because | had the fanciest space.

Not because | followed every trend.

But because | learned how to create a professional, intentional client experience
from the very beginning.

Over time, those experiences built trust.

Trust built loyalty.

Loyalty built long-term relationships.

And many of those relationships turned into years of connection, referrals, and
genuine friendship.

| realized that retention is not accidental.

It is built — step by step — through structure, psychology, and care.

This blueprint is the system I've refined over the years — a way to help you create
that same professional, warm, and trustworthy experience in your own beauty
business.

Because when you get the experience right from the beginning, you set the tone for
everything that follows.

And that's where sustainable success begins.

With love,

_Sn-f s Borth
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Welcome

If you're here, it means you care about doing things
properly.

Most beauty professionals focus on treatments.
But long-term success is not built on treatments
alone.

It is built on trust.
And trust begins long before your client lies on
your treatment bed.

This guide will walk you through:

* What to ask

* Why you're asking it

* How to adjust treatments safely

* How to increase rebooking

* How to protect yourself professionally
* How to build emotional loyalty

This is not just a consultation form.
This is a complete client experience
system.

@BEAUTYBYSANMARI
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WHY CONSULTATION
IS THE FOUNDATION
OF RETENTION

Clients do not rebook because

your peel was strong.

They rebook because they
felt:

« Safe

* Heard

» Understood

* Guided

* Professionally handled

A structured consultation:

* Reduces liability

* Improves results

* Prevents adverse reactions
* Builds confidence

« Manages expectations

* Increases rebooking

Consultation is not
paperwork.
It is emotional positioning.

e

TREATMENT

Client Consultation Form

Client’s Information

Full Name:

Date of Birth; Age: [] Female Male

Address: City: 2P Code:

E-mail Phone:

How did you hear about us?

Emergency Contact
Full Name:

Phane:

Skin History

Please check any of the fallowing that apply to you:

[ oity

[[] Acnescarving
[ enlarged Pores

[ Acne/Breakouts Dark Under-Eye Circles

Concerns & goals

@BEAUTYBYSANMARI
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THE CLIENT
PSYCHOLOGY TIMELINE

From booking to rebooking, your client
moves through emotional stages:

1.Booking Anxiety
“Did | choose the right person?”
2.Pre-Appointment Doubt
“Will this be awkward?”
3.Arrival Scan
“Is this clean? Professional? Safe?”
4.Consultation Vulnerability
“Can | trust her?”
5.Service Surrender
“I hope this goes well.”
6.Post-Service Evaluation
“Was it worth it?”
/.Follow-Up Confirmation
“She cares.”

When you understand this emotional
timeline, you control the experience.

4 @BEAUTYBYSANMARI
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BEFORE THEY ARRIVE:
THE CONFIRMATION
MESSAGE

When someone books, anxiety begins.

Your confirmation message reduces
uncertainty.

Example Script:

Hi ___

Just confirming your appointment
tomorrow at ___

Here's the address again in case you

need it: __ _
If you need to reschedule, please let
me know at least ___ hours in advance.

| look forward to seeing you!

For first-time clients, add:
Please arrive 5 minutes early so we can

§ complete your consultation calmly.

—= 45 Why This Matters:

* Reduces no-shows

* Reinforces policies

* Establishes professionalism
» Calms uncertainty

@BEAUTYBYSANMARI
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THE ARRIVAL
EXPERIENCE

Within 7 seconds of walking in, your client’s
nervous system scans:

* Lighting

* Smell

* Cleanliness

* Noise level

* Temperature

* Your body language

This determines whether they relax or stay guarded.

Calm environment = calm nervous system.
Calm nervous system = trust.

1-1%: =4

@BEAUTYBYSANMARI
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THE GREETING
RITUAL

Stand. Smile. Make eye contact.

Say:

“I'm so glad you're here.”

Offer:

“Can | get you water, tea, or coffee before we
begin?”

Offering something small creates:
» Comfort

* Value perception

* Emotional warmth

This small act signals care.
Care builds loyalty.

@BEAUTYBYSANMARI
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HOW TO STRUCTURE
YOUR CONSULTATION

My recommended approach:

Step 1: Let them fill in contact information.

Step 2: Sit down face-to-face.

Step 3: Ask the remaining questions conversationally.

Why face-to-face works:

* Encourages openness

* Allows you to read body language

* Builds connection

* Prevents rushed checkbox responses

Consultation is a conversation — not an interrogation.

@BEAUTYBYSANMARI
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HOW TO BEGIN THE
CONSULTATION

Instead of:
“What are we doing
today?”

Say:

“Tell me what's been
going on with your skin
lately.”

This invites storytelling.

Storytelling reveals:

* Stress levels

* Hormonal shifts

* Lifestyle habits

* Product misuse

* Emotional frustration

This is where real
information lives.

@BEAUTYBYSANMARI



TREATMENT

Client Consultation Form

Client’s Information

Full Name:

Date of Birth: Age:

l:] Female :] Male

Address:

City: ZIP Code:

E-mail:

Phone:

How did you hear about us?

Emergency Contact

Full Name:

Phone: Relationship:

Skin History

Please check any of the following that apply to you:

L ory (] oily

j Discoloration D Acne Scarring
j Fine Lines & Wrinkles D Enlarged Pores
:] Rosacea |:| Acne/Breakouts
'_] Other:

D Combination

D Uneven Texture

D Sun Damage

D Dark Under-Eye Circles

Concerns & goals




Medical Information

Please check any of the following that apply to you:

|:| Pregnant :I MNursing [:| Skin Allergies

D Diabetes :\ High blood pressure D Heart disease
[_] Autoimmune diseases '—] Eye Surgeries/ Eye Conditions [_] Seasonal Allergies
|:| Rosacea :I Epilepsy or seizures [:| Asthma

D Allergies to Specific Ingredients or Products;

|:| Recent Facial Surgeries or Treatments:

[_] Other Medical Concerns:

[_] Medications:

Skin Care Routine

Morning Evening
1. 1
2 2,
3. 3
4 4,
5. 5

Have you ever, or are you currently receiving skin treatments? If yes, please tell us about your treatments:

when was your last treatment?

Consent and Agreement

| understand that the treatment is not a substitute for medical treatment or advice. | have provided
accurate information to the best of my knowledge. | consent to the treatment and agree to follow the
technician's recommendations for aftercare and skincare.

Client's Signature: Technician's Signature:

Date: Date:
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WHY MEDICAL
HISTORY MATTERS
(DEEP EXPLANATION)

Medications like:
* Accutane

* Blood thinners
* Retinoids

* Antibiotics

Affect:

« Skin thickness

* Sensitivity

* Healing time

* Pigmentation risk
* Bruising likelihood

Example:

If a client is on retinoids:
Avoid:

* Waxing

* Strong peels

» Aggressive exfoliation

Adjust:
* Gentle enzyme
* Barrier repair focus

Aftercare must emphasize:
* SPF

* No active ingredients
 Gentle cleansing

Medical questions are about safety and
liability.

12 @BEAUTYBYSANMARI
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WHY ALLERGY QUESTIONS
MATTER

Allergies influence:

« Adhesive reactions (lashes)
» Wax reactions

* Fragrance sensitivity

* Essential oil reactions

Adjustments may include:
* Patch testing

* Hypoallergenic products
* Fragrance-free lines

* Slower processing times

One allergic reaction can permanently damage
trust.
Prevention is professionalism.

13

@BEAUTYBYSANMARI
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WHY CURRENT
ROUTINE QUESTIONS
MATTER

Many skin issues are not
treatment-related.
They are routine-related.

Over-exfoliation causes:
* Barrier damage

* Redness

* Breakouts

» Dehydration

If a client uses acids
daily:

Adjust:

» Skip peel

* Focus hydration
Aftercare:

* Remove actives

* Introduce barrier repair

This is how you become
an educator — not just a
service provider.

14

@BEAUTYBYSANMARI
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SKIN ANALYSIS:
TYPE VS CONDITION

Skin Type:
Dry, Oily, Combination, Normal

Skin Condition:
Acne, Dehydration, Pigmentation, Sensitivity

A client may say “oily” when the skin is actually
dehydrated.

Treatment focus must address the root cause, not
the symptom.
Correct diagnosis prevents worsening conditions.

@BEAUTYBYSANMARI
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MANAGING
EXPECTATIONS

Ask:

“What results are you
hoping for?”

“When is your event?”
“What concerns you
most?”

This prevents:

» Unrealistic expectations
* Dissatisfaction

* Refund disputes

Professional Script:
“Let’s create a realistic
timeline so we can
achieve this safely.”

Managing expectations

protects your
reputation.

16

@BEAUTYBYSANMARI
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DURING THE SERVICE: MICRO
TRUST MOMENTS

Explain what you are doing.

Example:
“I'm applying a gentle enzyme exfoliant. You may feel
slight warmth.”

This:

* Reduces anxiety

* Builds confidence

* Prevents panic

* Positions you as knowledgeable

Never work silently without explanation.

@BEAUTYBYSANMARI
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THE CLOSING

RITUAL

Do not end abruptly.

Sit them up slowly.
Offer water again.

Summarize:
“Today we focused on hydration
and calming inflammation.”

'~ Then transition:

“To maintain these results, |
recommend we schedule your
next appointment in __ _
weeks.”

The last 3 minutes
determine rebooking.

18 @BEAUTYBYSANMARI
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THE AFTERCARE TAKE-
HOME TEMPLATE

Qs Qe s e

cDAte ..

For 24-48 hours:
- Avoid heat
« Avoid sun
- Avoid exfoliation
.+ Avoid oil (for lashes) ... ... ..

Use:

- Gentle cleanser
+ SPF daily
» Recommended product:

Notes:

E il

——l

Clients forget 70% of verbal instructions.

Written aftercare:

* Reduces confusion

* Reduces complaints
* Increases trust

* Feels premium

19 @BEAUTYBYSANMARI
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For 24-48 hours:

- Avoid exfoliation -
e Avoid oil (forlashes)

+Gentle cleanser
+ SPF daily
+ Recommended product:

Notes:

L

For 24-48 hours:

L5 1

For 24-48 hours:

~Avoid oil (for lashes)

»Gentle cleanser

« SPF daily

+ Recommended product:

Notes:

“DAE e

For 24-48 hours:

Avoid heat

» Recommended product:

Notes:
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24-48 HOUR FOLLOW-UP
MESSAGE

Hi ___
Just checking in after your treatment.
How is your skin feeling today?

This:

» Shows care

» Encourages communication
* Prevents negative reviews

» Strengthens relationship

Follow-up builds loyalty.

@BEAUTYBYSANMARI
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CLIENT NOTES
SYSTEM

You cannot rely on
memory.

Each client should have an
attached notes page.

Record:
e Products used
* Observations

* Reactions CLIENT VISIT LOG
* Life events mentioned

* Emotional cues

When you remember
details at the next visit,
clients feel valued.

Valued clients return.

29 @BEAUTYBYSANMARI
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THE FULL
RETENTION CYCLE

Booking = Confirmation = Arrival =
Consultation = Service = Closing =
Aftercare = Follow-Up — Rebooking

This is your loyalty loop.
Every step builds value.

@BEAUTYBYSANMARI
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COMMON CONSULTATION
MISTAKES

* Rushing paperwork

* lgnoring medical answers
» Overpromising results

» Skipping written aftercare
* Not documenting

Professionalism is consistency.

@BEAUTYBYSANMARI
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HOW THIS BUILDS
A SUSTAINABLE
BUSINESS

Retention lowers marketing pressure.

When clients return:

* Income stabilizes

* Referrals increase

» Confidence increases

* Pricing confidence grows

Structured consultation = predictable income.

25 @BEAUTYBYSANMARI
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BRIDGING TO THE
VAULT

If implementing this consultation system elevates your
professionalism...

Imagine building your entire beauty business with this
same level of structure.

Inside the Beauty Business Freedom Vault, we build:
* Pricing systems

* Client retention strategies

* Service structure

» Boundaries

* Income planning

The consultation is the foundation.
The Vault builds the framework around it.

The Beauty Freedom '/’
Vault };,

STEP.BY Sa'F P~GUIDE T
BUILDING A BEAUTY BUSINESS

WITH CONFIDENCE AND CLARITY.??%4

26 @BEAUTYBYSANMARI
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FINAL
ENCOURAGEMENT

You are not “just” providing a service.

You are guiding confidence.
Operate accordingly.

@BEAUTYBYSANMARI
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