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As the year comes to a close, |
always try to reflect for a moment on
the past year. 2011 was a different
year, we saw some markets up while
others continued to struggle with lower
sales and higher costs. We lost two of
our oldest customers this year due to
the economy. All-in-all most businesses
survived in 2011, but few really thrived.

The theme for my recommendation
to grow your business is a simple one.
Email, email and email some more to
your clients. Once (or even better)
twice a month you should send out an
email containing either news or an
upcoming special. This will keep your
name in your customer’s mind. It can
be short, but something o make them
think of your business. By following
these 4 easy steps you will be able to
get the atftention of your customers as
to what your salon or spa has to offer.

Step 1.

Gather and maintain your email list by
instructing your staff to ask for an email
address when the client is checking
out. This needs to be the top priority for
January and February. Verify each
email address for the next six to eight
weeks. The program now keeps track
of when the email was last verified to
help you with the process.

Step 2:

Sending emails is FREE or almost free!
The ability to send email is included
with your maintenance contract. If you
don't have an email address setup in
the Spa/Salon Manager contact us
NOW!

Step 3:

Create your message and send it to
your customers. If you are worried that
you are not computer savvy enough
to create the look you want, hire us to
perform the job for you. A once a

A Note from the President...

month email blast is $25 per month,
each additional email during that
month is $5.00. We have sample
artwork for you to look at and we will
customize the email fo match your
business logo and include all the
information that you want sent. Our
sample emails are located under
Send Email, Click Artwork by IBCS and
then Continue. Peruse through our
selection 1o see the choices that we
offer. If you are having an occasion
that is not covered by the existing
artwork, just let us know and we will
design one fo fit the occasion.

Step 4:
Repeat the above steps for the entire
year and you will see that it will work for
you. If you think about it, there are
holidays each month of the year, and
our selection of email art will make it
easy for you to choose and send.

January - New Year’s Day

February - Valentine’s Day

March - St. Patrick’s Day

April - April Fools Day

May - Mother’s Day/Memorial Day

June - Father’s Day/Flag Day

July - Independence Day

August - Back-to-School

September - Labor Day
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October - Halloween/Sweetest Day

November - Thanksgiving

December - Christmas, Hanukkah,
Kwanza

When | talked to the companies that
thrived they seemed to have a
common thread. | would like to share
their thoughts and ideas with every-
one. Please read the following
interview with Robert Pence, owner of
Indiana’s largest salon and spa,
Robert’s Hair Salon and Spa in
Greenwood, Indiana.

Robert started off by saying, "If I could
choose only one piece of information
that | need from a customer it would
be their email address”.

(&) How has email changed your
marketing strategy?

(A) No regular mail, we only send
information via email. We utilize IBCS
custom artwork service 1o make sure
that we have a professional look that
matches our salon.

Q) How do you get such a high
percentage of email addresses from
your clients?

(A) We make it a rewards system so




(Interview - Continued)

they will not miss out on special
promotions. Don't simply ask would
you like to give your email address,
make it difficult for them to say “no” by
letting them know they will miss out on
future savings opportunities.

(Q) Do customers object fo your
emails?

(A) Customers don't object providing
you are offering them a special value,
gift or important information.
Customers love to receive something
via email that is interesting and
beneficial to them.

(Q) How offen do you send out emails?
(A) My measure of when to send an
email blast is based upon whether it is
valuable to the customer. If it's not
informative or beneficial to them,
don't send an email as it will reduce
the value of future emails.

(Q) Does email only work for large
salons and spas?

(A) Email marketing works for any size
business. The key is getting the email
addresses and making a call to action
with those emails with special offers
only email customers enjoy.

() How has the email marketing
changed your business this year?

(A) Bottom line: The first three quarters
of 2011 show a net profit increase of
11% over the previous year.

Robert is a member of Intercoiffure.
Www.RobertsSalonandSpa.com

Robert is available for comments or
questions on his web site under
‘comments”.

Robert’s Salon and Spa utilizes the
following Spa/Salon Manager services:
Cloud Computing, OnLine Booking,
OnlLine Gift Certificate Sales, Inventory
Sales and Email Marketing.

We want to remind you again...
Backups are IMPORTANT!1

Make sure you protect your business
by doing a backup every night. A USB
flash drive is a small investment to
recover your important data. Call us if
you want us to do your backups for
you, only $199 per year and you will be
assured that your backups will always
be done.

Cloud Computing - One Year Anniversary

It's hard to believe a year has passed
since we infroduced the Spa/Salon
Manager - Cloud. It's quite amazing,
since the infroduction, Cloud now
makes up 75% of our new sales. Cloud
offers you the benefit of amazing
speed, access from anywhere,
updates handled by us, automatic

backups and online booking /
employee access. If you have old
equipment that is working slow,
moving your information to the Cloud
may be the best choice to avoid
hardware upgarde expenses and still
enjoy all the new benefits.
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customer checks
out, the system
prompts you to
use the stored
credit card
Automatically. You may store or remove a credit card at any time.

# e L L

Lo T Rl e bk
— T L L]
T

TR A\ | [y Savesssichy e we ey

Fask bdad naggen r_-/—_.J]l _";g

L [ e | iy T ome by

Payroll
Tax Tables

IBCS will be releasing the tax table
updates as soon as we get word from
Washington on what those taxes will
be. As of today, they are sfill
determining if the Social Security 2%
decrease will be included in next year,
for a couple of months or not at alll.

Unfortunately, we can't release the
new tables until they decide. We will
keep you posted via the News Flash
along with the Download Update
button in the information control
center.

End of Month, Quarter
and Year...

The End of the Month, Quarter and
Year should be performed on the last
Saturday of the Month or the last
working Saturday of the month. This
year the End of the Month, Quarter
and Year is December 24th for
customers that close out on Saturday.
Your other choice is to close out on
Saturday, December 31st and date
your checks for the 31st. As always, if
you have any questions, call your
accountant or technical support to
guide you.

Holiday Hours

We will be closed Friday, Saturday, Sunday and Monday, December 23, 24, 25,
and 26. Emergency calls on Friday, December 23rd, Saturday, December 24th,
and Monday, December 26th. We will re-open on Tuesday, December 27th with
regular hours.

We will be closing at 2:00 p.m. On Friday December 30th and be closed on
Monday, January 2nd. We will re-open on Tuesday, January 3rd with regular hours.

We would like to take this opportunity to thank you for your patronage and hope
that all your holiday dreams come frue. Have a safe and happy Holiday Season
and a very prosperous New Year.




