2.2 DEMONSTRATING AND SELLING SKINCARE

Introduction

Great skin begins with the skin being properly cared for. Color Me Beautiful has some of the best skincare products in the industry. You will want to discover the products that work best for you personally and begin using them. By doing so, you will know firsthand how amazing these products are, which will help you in the selling process.

It is important to understand the sequence of a daily skincare regime. For optimum results, you'll want to cleanse, tone and moisturize twice a day, every day. Then, for renewal, you want to include exfoliation twice a week as follows: cleanse, exfoliate, tone and moisturize. You will also teach this to your clients in virtual or one-on-one appointments.

Customizing a Regime

Customizing a skincare regime is a well thought out, proven process that will educate your customer, visibly demonstrate the value of proper skincare, and create "value" and "need". This shifts the selling process from you selling to her buying.

The products that are included in your Career Pack have been selected to help make the demonstrating and selling process simple and easy. Refer to Chapter 5 on Products to get familiar with each product and understand how to use them and how to talk about them with your clients. As you try more products and become more comfortable with selling and demonstrating, you will be ready to talk about and sell any product that is listed in the Color Me Beautiful catalog.

Demonstrating and Selling the Regime

Demonstration will allow your client to see a dramatic difference, whether it's done in a one-on-one or virtually where you have sent a sample to your client. Have your client follow these instructions and do her complete face with the products that are in your career pack.

Step 1 – Cleanse (Microderm Cleanser or Coconut Cleanser) . The first step is to cleanse. Have her use a circular motion for the face to remove dirt, grime, and makeup. Use an upward and outward motion to remove with a damp tissue or cloth.

Use your fingertips to apply the cleanser to your face. Now, use a small, circular 
motion to lightly massage the skin. This step should take less than a minute. The Microderm Cleanser is cleansing and brightening your skin at the same time. Doesn't that feel great? Now, remove the cleanser in an upward and outward motion. Remember, we want to fight gravity and never pull down on your face. When you're cleansing at home, don't forget to treat your throat to the same regime as your face. How does your skin look and feel to you? There's nothing like a perfectly clean face is there? Let's go to the next step, toning.

Step 2 – Tone (Lemon Lime Freshener or Papaya Toner). Toning is important as it removes residue from cleansing, restores the skin's pH and closes the pores opened during cleansing and exfoliation.

"Cleansing and exfoliating the skin without toning is like washing your clothes without the final rinse cycle. The toner removes any cleanser residue, restores the skin's pH balance and closes your pores, which were opened during cleansing and exfoliation."

Have your customer saturate (but not soak) her cotton ball with her toner and use light, up-and-out sweeping motions avoiding the eye area until the cotton ball shows no signs of dirt or makeup. When she's finished, her skin will feel refreshed and invigorated.

"Just look (hold up the cotton ball) at what is left on your skin when you don't tone!"

Step 3 - Moisturize/Protect/Treat) Moisturizing hydrates the skin as well as acts as a shield to protect the skin from environmental pollutants.

"Moisturizing is your last defense against the environment. It also serves as a base for your foundation and powder. Everyone needs to moisturize and protect regardless of skin type."

Using a q-tip, have your customer gently dot her moisturizer on her forehead, nose, cheeks and chin. Then, using upward and outward motion, have her apply the moisturizer. Have her notice the feel of her face - light and moisturized.

"Doesn't your skin look and feel soft? Good skincare only takes 5 minutes and mere pennies a day to keep looking young and fresh."

Exfoliate/Renew (Papaya Brightening Polish or Honey and Almond Scrub). Exfoliation products instantly renew and give your customers smoother, clearer and brighter skin. When your customers see these immediate results, they generally say "WOW". Because the results are immediate, this is your skincare magic trick. You can have your client try the product on the side of her face, her entire face, or the back of one hand. Have her compare the side of her face or hand that has been exfoliated with the one that has not been. The response is always one of excitement and awe.

"Did you know every 28 days our skin regenerates a new layer? At that rate, we grow 12 new layers of skin each year. 
Unfortunately, it grows underneath, which means we have just as many dead layers of skin which cause our skin to look dull, lifeless and dry. Even more so as we age. When was the last time you exfoliated?"

Give her a chance to respond.

"That means you have who knows how many layers of dead skin!"

Generally, your customer will laugh or gasp at the realization.

"The best part of this whole demonstration is that I get to show you how you can receive immediate results which will continue to improve as you commit to use a full regime including exfoliating as I prescribe. It's hard for our skin to renew itself - even more so as we mature. Plus, the environment results in dry, dead, rough and flaky skin that needs to be exfoliated. Used on a regular basis, your skin will feel softer and look smoother, clearer, and brighter. Guaranteed. Let me show you."

"Now, take a small amount of the exfoliating product and gently rub in a circular motion on the same cheek we cleansed. Feel the crushed almonds removing all the dead skin. It's the dead skin that makes your skin look dull and exaggerates fine lines. This formula was made to prevent irritation from granules that can scratch the skin. When you renew with our products, it's like getting an instant facelift. When you do your full face, be sure to concentrate around the nose and chin area. Now, let's rinse off."

"Look at the difference in the renewed portion of your face. On the cheek where you used the renewal products, there are no fine lines, right? No flaking? Notice it has a brighter, clearer skin tone than the other cheek. Feel it. Doesn't it feel smoother? Just think, if it looks and feels this great after just one application, imagine what it will be like after a month of exfoliating twice a week."

"I recommend you schedule your renewal treatment on the same day each week to keep you and your skin in sync."

Doing a great job demonstrating and romancing the renewal product gives you instant credibility. This increases your probability of selling the entire regime.

Step 5 - Specialty Treatment (C Source, Eye Perfection Crème)

This product should be talked about individually. Early on, ask your customer what she'd like to change about her skin. She'll tell you. Let that and your own observations guide you. Here's a suggested script:

"Most of us have special needs which go beyond the basic daily regime. Whether treating uneven skin tone or fine lines on the face or around the eyes, the list of special needs goes on and on."


Refer back to the "what I'd like to change about my skin" question and remember that most of the specialty treatment items will be add on sales to the skin essentials (Cleanse, Tone, Moisturize and Exfoliate). This specialty treatment item is a great hook to getting your guest.

For an extensive list of specialty product recommendations visit Inside and click on Tools, Client Care and Problems and Solutions.
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