
[image: ]
BENEFITS OF REBOOKING
TO THE CLIENT
· They are organised
· Don’t need to call and try to be fit in
· They get the day and time they prefer
· They don’t have to wait longer than usual
· No horribly regrowth or painful waxing
TO THE SALON/STYLIST
· Higher yearly client spend
· More opportunities to upsell services and product
· Clients come more often
· Client’s hair/skin is maintained, they rave about how good you are
· Organised - know what your team are working and when
· Less time spent answering phone calls

 = More money in the bank! 
WHEN A CLIENT SAYS NO TO RE-BOOKING
Ask Questions:
Do you have certain days off each week? 
Are you more likely to have mornings or afternoons free? 
Are late nights better or Saturdays?

Once you get a response you say “Look what I’m going to do is re-book you for a Thursday late afternoon, say 4:30pm. If for some reason that doesn’t work for you when the date gets closer just give us a call and we can move the appointment around for you. But at least you know that you have an appointment so you don’t end up with 3 inches of regrowth before you get time to come back”.

If the client is still hesitating at this point, offer to give them a call a week before the appointment just to double check what time will work for them and if you need to move them or not.
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[image: ]Obviously this means you will need to have a reminder set so one of the team do give them that call the week beforehand. 

Incentivise Rebooking:
Offer that if re-booked now for an appointment within 6 weeks that you are able to keep them on VIP package pricing. It is the perceived value to the client that they don’t want to pay the total value. You can still go through the same process with them about changing their appointment time closer to the date if the time doesn’t suit and/or giving them a call the week before.

If the appointment time is changed and goes over the 6 weeks what you can do is tell them that there is going to be a surcharge of $10/week for each week it is over, if you want to. You need to remember it’s the perceived value to the clients that they don’t want to pay that total value of whatever the package is, so booking within that 6 week period is of benefit to them.

This is a really good option if your team are really struggling to rebook clients even with this really basic process. Following this process you should be able to get every single new client that comes in rebooking.

You may still have some clients that are adamant that they can’t rebook and if you’ve done everything in this process and they still won’t rebook there isn’t too much you can do


You NEED the client to rebook
It’s up to YOU as the stylist to REBOOK THE CLIENT
NOT the computer
NOT the client 
YOU.
You must take responsibility
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